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Any Pretty Shoe Is a‘Good Shoe 


Someone has said this, but it seems as though unless shoes are 
plainer they are not called correct. 

Pumps of various types, and narrow strap high pitched one straps, 
have every indication of being what that girl who has been buying‘ 
extremely fancy shoes, is going 
to wear this fall. 


The Low Heel 
Regent Pump 


The attractive Turn pump illustrated 
is correct in every detail. This shoe hugs 
at the instep and it fits. It is an 
**Adora™ product which insures its de- 
sirability and its good value. 


The last has a medium broad toe 
which carries a 9/8 heel. Patent 
leather, black suede, silver brocade, 
brown suede and black satin, all of 
these are particularly good for this type 
shoe. 
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F. E. Adams Shoe ae 


Seabrook, ¥. La 


NEW YORK 
Marbridge Bidg., Room 483. °.% “1, Ghegas Bld Rog 810 
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“Old Ironsides” 



































“Old Ironsides”’—aunched at Hart’s Shipyard, Boston, in 1797, “Old Ironsides” 
came victorious through more than forty battles including her famous encounters with the 
“Guerriere” and the “Java.” She was condemned in 1830 to be destroyed but a stirring poem 
by Oliver. Wendell Holmes aroused popular feeling and she was saved. Our famous rubber 
heels,’ ao nuiribering dmang: hein: Bull Dog, Vim, and Ever Grip, have come victorious 
through’ forty yeats to’ take threir’placé as heels of outstanding usefulness. 


BOSTON : : WOVEN: HOSE & R & RUBBER CO. ae Mass. 
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Friend Retailer: 


Why not play the style game strong in Men's } 

shoes the same as in women’s? 
i 
| 
| 





You can do a volume business in men’s stylish 
footwear from $6.00 to $8.00. The Marion line | 
will give you not only the latest styles, but good ma- 
terial and workmanship, and, best of all, a good 


















——— 


round profit for yourself. 


Our base prices are: 


OXFORDS SHOES iI 
$4.30 AGrade $4.50 | | 
i 
| 
| 
| 
| 
: 
} 


$3.75 B Grade $3.95 NH 


Calf, Patent, Kid uppers with nine iron bend outsoles. 


A a ENE ct oe See aa 





Four new lasts and six new patterns added this 
season. 
Some of the largest and most discriminating buyers 


' 
| | in the country are featuring Marion shoes, and are 
well pleased. 


i 

| Our new samples are now out. A card will bring 
| our nearest salesman. It will make you money to see 
the new line. 
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5 MARION SHOE CO. 1 
M ON, INDIANA ; 
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BURDETT SALESMEN ARE NOW 
AT YOUR SERVICE 


Burdett Salesmen are ready and eager to be of service to you. The sample line 
was never more replete with shoes of high sales value than now. Each year a 
great many merchants learn for the first time of the unusual profit possibilities 
and complete satisfaction which comes with selling the Burdett Line. 


But more important than all else is the way our old friends place orders—usually 
larger orders, year after year. 


We shall be glad to arrange for one of our represent- 
atives to call on you if you signify your desire. 


“Len” Burdett . ..... Southern “Charley” Quimby ......Miiddle Atlantic Coast 
“Hap” Burdett ew York City “Jack” Kurtzman Pacific Coast 
“Jim” Blythe ........ Middle West “Sam” Gutman . > Central America 








New 
Fall 
In-Stock 
Catalog 


IN STOCK Just 


oe hag hg ov. presale 6 ff the 
verly Strap. te Ki ed. 

2% to 7. 10/8 Covered Heel, Made to Order 
gens $5.40 Press Style 5154—Turn. Black Satin 


: Gore Strap. Black Suede 
This shoe, of imported brocade, a 
has been lies very freely. Trimmed. Pearl Grey Lined. 2%- 
Orders are being filled as 7, 9/8 Covered Heel $4.75 
— as harry” from Stock One of the best selling numbers 

partment. As this is a popu- TERMS ON STOCK : : * 
lar number for Holiday selling, SHOES in our line at present on made 
suggest that your needs be an- 
ticipated by placing your order 1%—30 Days 
early. 


up orders. 




















BURDETT SHOE CO. 


TURNS AND WELTS 


BOSTON SALESROOMS 


1800MS 401-402 LYNN, MASS. 


ROOMS 401-402 
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HAPYTOZ, 


Superior Shoes for Little Folks 
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Flexible Welts 
Rochester Made 


We are now manufacturing a complete line of Flexi- 
ble Welts: sizes 3 to 5, 514 to 8, 8% to 12, in addi- 
tion to our regular line of Flexible Turns. 

ch N Write today for N:w Catalog showing twenty 
yx” ~=— numbers of Flexible Welts carried in stock. 
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Style B 776 

tent Leather Blucher, Black Eyelet, Black Stitch and 
Black Welting. 
Sizes3 to 5 —Pair 


a 
5% to 8 —Pair.. cosh ae 
814 to LI—Pair. 2. 
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Smperial Childrens Shoe Corporation 
ROCHESTER, N.Y. 
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Shoes by Courtesy of 
Cornell Shoe Co., 61 
Navy St., Brooklyn, N.Y. 
Opera Pump VODE KID, 
Color B, and Patent com- 
bination. Quarter lining, 
VODE KID, Color 51, 
Champagne. —~ 



































Shoes by Courtesy of 
Cornell Shoe Co., 61 
Navy St., Brooklyn, N.Y. 
One Eyelet Tie, Patent 
Vamp with VODE KID, 
Color B, quarter and heel 
cover. Quarter lining 
VODE KID, Color 51, 
Champagne. 
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The Color Trend Is Toward Browns 
in Whole Shoes and Combinations 


In the more exclusive shops, which 
are always the first to disclose new 
styles and tendencies, you see the 
evidence of a color trend to browns 
in solid colors and combinations. 

For effectively carrying out this 
new tendency the broad range of 


VODE Colors, with their well- 
appreciated harmonizing quality, 
afford a most logical means for the 
shoeman who is working out styles 
that appeal to the customer who 
desires individuality. 


BRONZ E—The Most Aristocratic of All Browns 


The demand for Bronze kid styles is 
continually spreading, which is only 
another evidence that the most 
discriminating women are tiring of 
monotonous shoes. It is most natural 
that they should turn to Bronze—the 


most aristocratic of all browns. 

If you call for VODE Bronze Kid, 
your customers will be delighted with 
the liveliness and rich elegance of your 
shoes. 


We recommend the following “Voie Kid (0lors 


Color A HAVANA BROWN 
Color B GOLDEN BROWN 
Color 19 CAMEL 

Color 11 TAN 


Color 112 APRICOT 

Color 114 HAZEL BROWN 
Color 70 JACK RABBIT 
Color 170 ORIENTAL PEARL 


Coler 17 AIREDALE 
Color 51 CHAMPAGNE 
Color 88 BRONZE 


“A decided finishing touch to the shoe—quarter linings 
of Brown shades, Gray, Champagne and White.” . 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


Branch Offices 


Agencies 


100 Gold Street 
New York, N. Y. 


70 North 4th Street 
Philadelphia, Pa. 


Chicago Cincinnati 
Los Angeles St. Louis 
Montreal Rochester 


and all leather centers 
of the world 
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Newest Styles on Newest Lasts 


A service that takes the guess-work 
out of last buying 


7 has remained for the United Last Co. to first give buyers abso- 
lutely accurate proof of just how a prospective shoe style will look 


on the last. 


Our new service presents the latest New York styles right on the newest 
lasts—not ordinary pullover styles, but shoes complete in detail—count- 


ers, box toes, linings and all, excepting only the soles. 


Thus the buyer may see exactly how any new pattern will look on the 


new last we design for it. 


In originating this long needed service, the 
United Last Co. still further signalizes its lead- 
ership in everything pertaining to the designing, 
making and merchandising of lasts. 


United Last Company 


Headquarters — Boston, Mass. 


SHOW ROOMS 


BROCKTON ROCHESTER BOSTON 
212 Essex St. 


NEWARK HAVERHILL * J 
LYNN AUBURN PRY Pky NEW YORK 
CHICAGO ‘ST. LOUIS \ ie 1402 Bush Terminal Bldg. 
NEW YORK MILWAUKEE WY WM 
\\, CINCINNATI 
. ; 803 Sycamore St. 


FACTORIES 


Affiliated Company 
United Last Company Ltd. PHILADELPHIA 
331 Arch St. 


Montreal 
with Branch Office at Toronto 
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Lrophy Lros. 



















































































For a merchant to know that a factory is efficient—busy—with 
high percentage of re-orders—is often a deciding factor in 
his buying footwear. 


These production conditions obtain in the Brophy plant. 


The clean, snappy shoes coming through the works into the shipping 
department reflect these conditions—and the reason for the 
enthusiasm on the part of our many customers for Brophy 


Bros. Modish McKays 
Quality Shoes—Popularly Priced. 


BROPHY BROS. SHOE CO. 
SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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How many checked 
toes do you get? 








Unless you find a patent leatherth 
in quality and low averagel}o; 
room, you are getting less than}yc 
leather. Why not lowerly 


wean Here No Tolman, Dowlg ( 
ec aah **Leathers tha Brins 
hikes 176-180 Lincoln S Mpposte 


203 E. 7th Street 











Genera: Representatives for Continental E 
The longer you use 


DONKEY COLT, the : | 
more your confidence 
will increase. 
Newly 
Processed F 
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hethat equals DONKEY COLT 
gelof trouble in the lasting 


Natlyour money’s worth in patent 


etlyour average? 


Dowlg Company Inc. Rochester, N.Y. 
h A. E. Perry 
ers tha ee Re-Orders”’ —— 
oln Siboston, Mass. 2 apenas 
602 Locust 


— New Castle Leather Co. — Headquarters, Paris, France 


KEY 
| T= 








Are you satisfied with 
your patent leather 
shoes? 
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N every line there is a fwest. In rubber 

heels, it is the Goodyear Wingfoot Heel. 
Finest because highest in quality—the live, 
tough, resilient rubber that wears longer 
and retains its spring. Finest because cor- 
rectly designed for style. No wonder more 
people walk on Goodyear Rubber Heels 
than on any other kind. 


GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other 
heels—a new pair free if yours do not 
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The shoe worn by 

' Miss St. Louis at 
the Fashion Pag- 
eant was our 
number 


= 1766 
K LADY LOUIS 


Wos. Pat. Dualink 
Gore Pump, PI. 
Toe, 12/8-in. Box 
Cov. Wood HL., 
Imt. Turn, French 
Last. AA, 4-8; 
A, 314-8; B, 3-8; 
Fy C, 214-8 $4.60 











Central Shoes Win 
Great Honor 


The grace and beauty of the young 
woman who served as our Model at the 
St. Louis Pageant of Fashion was so 
marked, that she was selected to repre- 
sent our city as “Miss St. Louis” at the 
famous Atlantic City Bathing Beauty 
Pageant. 


Perfect fitting shoes add grace and poise 
and no shoe can come up to full merit 
without combining the perfect fitting 
qualities to the stylish features now 
universally demanded. 


In Central shoes your particular cus- 
tomers will find a perfect combination 
of Style, Fit and Beauty and our many 
patterns furnish a wide range from which 
you may select just the styles best suited 
to your trade. 


GENTRAL SHOE Go. 
MAAUFACTURERS. 
ST. LOUIS, U.S. A. . 
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673 NEW ACCOUNTS 


Since September lst, 1923, 673 new ac- 
counts have been attracted to DECIDEDLY 
BROCKTON SHOES, and added to our long 
list of satisfied customers. 


WHY? 


Because we believe our shoes have more 
valué in them for both retailer and con- 
sumer than any other line on the market 
today. 


Latest styles, expert workmanship, fine 
materials and low prices all combine to 
render our shoes the footwear of the pres- 
ent. 


Wil WW YW fy WY 
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Brockton Shoe Manufacturing Co. 


BROCKTON, MASS. 
Boston Office and Sales Department, 117 Lincoln Street 


Chicago, Ml. 


be 


San Francisco, Cal. Atlanta, Georgia 
526 Pacifie Bldg. 238 Peachtree Arcade 
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SAMPLE ON REQUEST 
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SHOE 
KING OF 
For Twenty-Five Years 
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STONEFIELD EVANS 
SHOES 








Ne. ae {Bing xi Bal, 13 Iron Sole, Rub- No. 872—Black Kid Bal, 13-Iron Sete, Rub- 
Last, Equipped Pay Rubber Heel, Combination No. i, 

et. “ta” Equipped with Proven Arch................. 

No. 873—Same as Above in Tan tg No. 875—Same as Above in Tam Kid aaa 


SsE PRIDE ourselves 
\\y upon the excellent 
a 'ke service we render 

MX’ from our IN STOCK 
DEPARTMENT, giving you 
shoes that embody elegance 
in style, restful comfort, and 
most painstaking workman- 
ship, whenever you need them 
most. Stonefield-Evans shoes 





Ne. 876—Black Calf Oxford, Bleached Calf 





oto ee and service spell for quicker 

ae 2 ane SS = turnover, bigger profits, and 

No, 81@—Same as No. 816 with o—- better satisfied customers. 

Ne, 8T1—Same as No. 877 with Storm Write for our latest catalog. 
STONEFIELD-EVANS SHOE COMPANY ROCKFORD, ILLINOIS 





CHICAGO SALES OFFICE Rapes tag SALES OFFICE 
J. Wurmser, Security Building R. W. Martin, Sheidley Building 























1924 
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No. 466 
Gun Metal Calf 
“Empire” 
Goodyear Welt—8/8 Wingfoot Heel 
Widths A-D 
Price $4.25 


Wh TER pleasures — winter gowns — winter footwear. 
The thoughts of women are all running in one groove. Will it 
lead to your store and your profit ? 

Merchants assure us one of the great, upstanding advantages 
of the Creighton Line is the timeliness of its models. Just advanced 
enough to sell readily—never too far ahead of the procession. 


Creighton styles never mark time on your shelves. And are 
readily restocked by our splendid In-Stock Department. 


A. M. CREIGHTON, LYNN, MASSACHUSETTS 
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No. 335 
Patent Leather 
“Kenmore” 
Flexible Sewed — 8/8 Wingfoot Heel 
Widths A-D 
Price $4.00 


Patent Leather 


— _—wA 
- No. 331 
Black Ooze Calf 


“Kenmore” 


Flexible Sewed — 13/8 Covered Heel 
Widths A-D 
Price $5.00 


No. 336 
Patent Leather 





“Tdella” “Enid” 
Flexible Sewed — 13/8 Covered Heel Flexible Sewed—17/8 Covered Heel 


Widths A-D Widths A-D 
Price $4.50 Price $4.35 

The four numbers, pictured above, are ready. 

Our In-Stock Department has been advised by our designers 
that the call for these styles should be heavy. So we are ready 
for your orders. 

“Don’t wait” is our advice. Creighton customers who post- 
pone early orders of advance models are almost always sorry for 
their delay. You can rely on our reputation for picking saleable 
winners. But to sell them, you must have them. 

Bank the profits of these shoes while they are in full vogue. 


A. M. CREIGHTON, LYNN, MASSACHUSETTS 
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The Fall line of Pied Pipers is the most attractive and one 
of the most comprehensive lines of infants’, children’s, 
misses’ and growing girls’ shoes ever presented to the trade. 

But the greatest selling appeal of Pied Pipers is not in 
their patterns. It lies in the exclusive features of the Pentler 
& Short Patented Improved Welt Process—THE GREATEST 
TRIUMPH IN PRESENT-DAY SHOEMAKING. Providing 
a degree of smoothness, flexibility, comfort and long wear 
hitherto unattained. 

On this page we reproduce a few of the many Pied Piper 
5 featured in stock for Fall—many in B, C, D and E 
widths. 


Maiathon Shoe Co; 


WISCONSIN 
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A Sure Seller for Fall 
ONE EVERY YOUNG FELLOW 
WILL WANT ON SIGHT puinvsanant 


EBER UNION MADE SHOES 

are not made merely to look well 
in the window. Customers find that they 
render a service on the feet, that out- 
shines their good looks. 


To Retail at $5.00—$7.50 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 
New York Office: sone Broadway, Marbridge Bldg. 


. Harris, Rep. 














FOR AUTUMN 


TWO CHARMING STYLES 
THAT HAVE GONE OVER BIG! 





The “Polo” eT 

Ne. 1651—Patent Leather One-strap. Mat 
Kid, interlacing around throat and quarter. 
Medium Toe, Gray Kid Lined, High Grade 
McKay, 12/8 Military Heel. 
No. 1653—Black Ooze as above. 
No. x1651—As illustrated but with 14/8 
Baby Spanish Heel. 

Widths A, B and C. 























ALL ONE PRICE 
$A .50 


Write or Wire Orders The “Patricia” 


. 1613—Black Suede, Chain Front 
Straps, Side Gore, Medium Toe, Gray Kid 


M. J e Saks Shoe Corp. Lining, High Grade McKay, 12/8 Military 
157 Duane Street No. 1611—As illustrated in Patent Leather. 

New York A, B and C Widths. 
DAAAAAAP ADDR DODD ERRHD OIL 
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Publicity Like This 


BARBOUR STORMWELT 


eT eH TTT eT | 


The above is a reproduction of our full page advertisement appearing in 
the October 18th issue of THE SATURDAY EVENING POST! 


This is the first of a series to appear in this publication and it is reasonable to ex- 
pect as a result of this publicity an increased demand for shoes made with 


GENUINE BARBOUR STORMWELT 


MFRD. EXCLUSIVELY BY 


BARBOUR WELTING COMPANY 


BROCKTON, MASS. 
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eCROBAr 
SHOES iI 


Convincing Selling Points 


| 














This diagram explains clearly the convincing selling points of the Acrobat “Double Welt”’ 
Process, which makes this the best shoe for health, comfort and wear for every child. Made 
on Nature lasts, Acrobats keep growing feet as Nature made them. Acrobats enable you to 
build up a real children’s shoe department. 


Cross-section of “ACROBAT” Double Welt Process 


Best quality lining ba 

g Upper snugly lasted against shoulder of insole 
Sole leather box and counter ai and sewed to middlesole with SECOND row of 
se" stitching. Easiest shoe to resole, and being built 
First grade upper - to middlesole, ALWAYS retains perfect 


Acrobat insole remains fiat, Liming, box toe and counter held tightly in 
smooth and in place until shoe is channel, by stitching to lip of middlesole. 
worn out. s Separate sewing of lining insures perfect fit to 


last and takes strain off the upper. | 





















































from one 
piece of flexible leather, by channeling and 
skiving down 














No. 1352 Goodyear stitching thru 





NO between jumpy and 
hurt the feet. Sole in two pieces is more flex- 
ible and durable. First quality ook tanned 
Brown Bear, $4 Fox Lace, 40 Last, Imita- ht 

tion Tip, Oak Sole, Spring Heel. In-Stock: 


5-8, C, D; 844-11, B, C, D; 1144-2, B, C, D. 











Mothers quickly want the rip-proof, practically water- 
tight features of the Acrobat ““Double Welt’’ process. 
When you sell a mother the first pair of Acrobats, you 
have made a friend and customer. Acrobats are a sure 
magnet for repeat business, and a big factor in building 
good-will for your store. Acrobat advertising will help 
increase your business. | 


Send for our new Fall Catalog, F-24—showing the 
latest styles in Fall and Winter shoes for children. 


brown Bear, Full Quarter Bune, « SOAFT-PIERCE SHOE CO. 


Last, Soft Cap Tip, Oak Sole, Heel. In- 
Stock: 9-13, C, D; 1314-2, C, D. 235 3rd Street 
FARIBAULT - - - - MINN. 


| Specialists In Children’s Good Shoes Since 1892 
ES, SNE 
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First Aid to Business 
Tis engagingly smart TAYLOR 
MADE Fall Oxford. 


Made in tan or black calf on a new short 
forepart last. 


Wire your wholesaler. 


‘‘Who Makes Your Shoes?’’ 


E.E-Taylor Company 


BOSTON, MASS. 
FACTORIES AT BROCKTON AND NEW BEDFORD 
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Goring Is Here To Stay In 
Good Shoemaking 


ARIS—arbiter of shoe styles—demands gor- 
ing. Here is a style sketch from a great 


e Sey/ y, Parisian House—with an inspiration based on 
xtra style an the extensive use of goring to obtain the tailored 


Life in RUSCO effect—snug fitting quality and trim beauty. 


GORING aye Ae i 
Rusco goring is now stocked in widths up to 
11% inches for immediate shipment. All widths 
and grades available on special orders. It has 
extra strength and elasticity, while offering the 
greatest resistance to moisture. 


RUSSELL MANUFACTURING CO. 


MANUFACTURERS SINCE 1834 
MIDDLETOWN, CONN. 
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IN STOCK 


Anl. Miller Style Hit 


No. 34-26—Blonde satin, bead edge turn 


sole, vamp over opera, hand-sewed. $7.75 


Other Opera Pumps IN STOCK 


No. 01-26—Patent Leather, 
turn sole, vamp over opera, 


17/8 Spanish heel. 
No. 31-26—Black satin, bead 


edge turn sole, vamp over 


opera 17/8 Spanish heel. $7.00 
No. 11-26—Light weight black 


calf, turn sole, vamp over 
opera. 


No. 01-27— Patent Leather, 
turn sole, vamp over opera, 


13/8 baby Spanish heel. $7.50 


No. 31-27—Black satin, turn 
sole, vamp over opera, 13/8 
baby Spanish heel. . $7.00 


No. 11-27—Light weight black 
calf, Cuban heel, turn sole, 
vamp over opera. 


I. MILLER & SONS 


One Carlton Ave., Brooklyn, N. Y. 
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is that rare combination 
of old-time skill and hon- 
esty with today’s best 
and newest styles. 

Shoes fashioned with all 
the careful craftsmanship 
for which the Herman 
name has stood for more 
than 40 years; yet breath- 
ing in every line a nicety 
of design and refinement 
| of detail, which distin- 
Style No.'606—J. S. Barnet’ Me = guish the new Herman 


Glass Tan’ Calf Brogue Blucher 
Oxford. Bibadway Last, semi-soft styles from any offered 


toe, folded top, fine oak soles, , ‘ 
Walpole storm welt, flanged leather : be fore. 


heel. A typical young man's shoe. : A Herman salesman is 
now on his way to you 
with a complete line of 


models of the ‘‘New 
Herman Idea.” 

Jos. M. Herman 
Shoe Company 


Boston and Millis, Mass. 
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“Makers of Fine- 
fitting Dress Shoes 
to retail at 
$5, $6 and $7.” 


JOSEPH M.HERMAN SHOE COMPANY 
a 
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Ruepine's 
KIN KIN 


Soft, Elastic Elk Jannage 


Salability is your first consideration in buying 
shoes. Boys’ and Girls’ shoes made of Ruep- 
ing’s KIN KIN are more readily salable 
because they have in the utmost degree that 
refinement of finish which is so much wanted 
in shoes to be worn for “best.” 





Service-Satisfaction is another important 
consideration. KIN KIN has the ruggedness 
to insure maximum service; yet is soft, pliant 
and elastic—stretches slightly under strain, 
preserving the shape of the shoe and 
eliminating the discomfort of binding. 


Color card on request. 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, Eng. 





FRED RUEPING LEATHERCO 
FOND DU LAC, WIS, USA. 


“This is a calf year” 
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THE SHOE THAT CAN BE 
FITTED AND SOLD TO EVERY WOMAN— 


ALL OVER THE 
COUNTRY 


BY EVERY LIVE 
RETAILER 








BOOTS for WOMEN 


128 ovep Lex lntins Soles of the 


heel and pre bo the weight 
evenly. 


A Shaped Inner Sole Under the 
Metatarsal Arch 


This the forward arch 
support weight of the body 


Fitting Combinations 


WIDTHS AAA—EE 
SIZES 24%—10 


Style 2503— 
Women's Black Kid 
8” Bal. Rubber Heel 
$5.60 
A Flexible and Well Cut-in 
Shank 


Style 2504— 


Women’s Brown Kid 
8” Bal. Rubber Heel 


$5.85 


This insures snug fitting under 


ility the arch cannot do 


its work A Straighter Back Seam 


This prevents the di t 
cof the lar, tendow on the back 
of the an! 


Style 2505 
Women's Tan Russia 
Calf 8” Bal. Rubber 
Heel 

$5.60 


mMOoIF! Ep 





A Last that Prevents Pressure 
on the Cuboid 


eee ry on ee | and 
muscles passing rough it is 
bad for the whole foot. It re- 
tards the action of two import- 
ant muscles. It causes growth 
on the bone. 





IN STOCK 
NOW 
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The Mark of Merit 


Each Shoe is Gumty wy compe’ 
on the shank—“M 

ucator’’— a guarantee of the 
exclusive features in this na- 
tionally famous shoe. 


RICE & HUTCHINS 


13 HIGH STREET 


Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 


INCORPORATED 


DISTRIBUTING. BRANCHES: 


Rice & Hutchins St. 
Atlas Shoe Co., 
Jos. I. Meany & Co., Inc., 


Rice & Hutchins New York Co. 
Louis Shoe Co. 


Boston, Mass. 
Phila., Pa. 


BOSTON, U.S. A. 
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What Price — Opportunity 


Few Say That the Shoe Business Is Not Worth-While; But How About 
the Timber to Make It Better? 


By ARTHUR D. ANDERSON 


HERE opened up this season in New 

York a play with the title “What Price, 

Glory,” a cross section of soldier life 

near and in the trenches, a play with 

the business of war as it is and was, 

brutal, glory-less, glamour-less and 
plentifully punctuated with profanity. As an actual 
transcript of army life, it has set up a hard picture of 
war. How about making as literal a picture of the 
shoe business, cutting out frills and sticking to simple 
directness of expression? 

There is a Capt. Flagg in the play who possesses an 
indomitable spirit, a fearless front and who gets 
things done, even if he likes his liquor raw and his 
women wild. We will draw no parallel to him in this 
story, leaving the previous sentence to carry itself, 
unsupported by example or suggestion. 


Right Out of Life 


Here is what one of our editorial men got out of 
actual life:—‘“I was talking to the manager of a chain 
of grocery stores when his telephone rang. A grocer 
on the other end of the wire was inquiring about a 
young man who formerly worked for the man to whom 
I was talking. Of course, I could not hear what the 
other man was saying, but the conversation on the 
end of the wire where I was, ran something like this: 

“ *Yes, I know Albert.’ (Pause.) ‘Yes, he has worked 
for us twice.’ (Pause.) ‘Yes, he is a good worker and 
a good grocer. He has some splendid ideas. He is very 
clever in keeping up the store and making it look 
attractive.’ (Pause.) ‘Oh! I see, you wanted to make 
him manager.’ (Pause.) ‘Well, now, Mr. Blank, you 
hire Albert and keep him under surveillance for a few 
months and then decide about making him store mana- 


er.’ (Long pause.) ‘Albert is a good clerk, he is a 
splendid man under supervision, but he will not accept 
responsibility. He is a buck-passer. If anything goes 
wrong he always is looking for some way to lay it on 
to the other fellow; and in some instances, I fear, he 
is not absolutely truthful about it.’ (Pause.) ‘All 
right, good-bye.’ 


Why Many Men Fail—Why Others Succeed 
“For probably a minute after he hung up the 


receiver, he said nothing. Then, turning to me he said: 


‘There is one of the troubles with the chain store 
business—or any other business for that matter, I 
guess. Every day we have bright, active, attractive 
young men applying for positions. We hire them, if 
we need them, put them to work. Many of them are 
good workers, gentlemanly, courteous and accommo- 
dating to the trade. They seem to be getting along all 
right and about the time we are ready to advance 
them to managership, we find something wrong. Either 
they have been crooked, or they lie where the truth 
would be better, or, like Albert, they simply will not 
accept responsibility and bear the burden that natu- 
rally comes with advancement. 

“*The greatest need among men today is reliability, 
trustworthiness and dependability! I sometimes think 
our public school system is at fault. The course of 
study is designed to develop the intellect—the head— 
but too little stress is put upon developing the sensi- 
bilities—the heart—the common-sense qualities. 

“ ‘How glad I would have been to be able to tell that 
man to put Albert in charge of that store, but I could 
not conscientiously do it. 

“ ‘We tried him twice. Twice we had decided to give 
him a store and each time he proved his unreliability 
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to let him go although we needed him badly.’ ” 
Need for Reliable Men—Who Do Things 


The fact remains that the business world today is 
sadly in need of honest, reliable, truthworthy men. 
Men who are not only honest with others, but honest 
with themselves. Men who are willing to accept respon- 
sibility and who have the courage and loyalty to faith- 


fully discharge the obligations they have assumed. 
There is scarcely a business institution of any con- 
siderable size in the country that is not looking for 
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just when we were ready to advance him and we had 








comes to price, well, a good article has been, and will, 
command a fair price with profit, providing it is sold 
right. The American public may look at a dollar in 
earning it, but it scarcely sees it in spending it, pro- 
vided approximate balance is given in return. Ameri- 
cans spent freely and lowest price isn’t everything in 
the spending. ‘ 

We see, conspicuously dotting the map, shoe stores 
of a profitable character right in the center of a hot- 
bed of competition, and these well-managed stores 
win out though a neighbor gives shoes away. The con- 
sistent customer buys twice if satisfied once. The 
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men who have the ability, 
the reliability and the will 
power to climb the ladder. 
In most instances, these 
concerns do not want to 
go on the outside for 
material and are offering 
first chance to the men 
already on the payroll. 
But they want men who 
are willing to train, to 
develop, to exercise their 
intellects, their feelings, 
their bodies and their 
wills to educate them- 
selves. 

The men who are will- 
ing to educate and develop 
themselves are climbing 
the ladder and they are 
the only ones who are do- 
ing it, and going up rung 
after rung. 


Sure There Is Competi- 
tion 

To the merchant who 
fears competition, who 
fears mail-order methods, 
who fears chain store sys- 
tems, who fears that he 
will lose that which he 
has, let the truth unfold, 
he is also afraid to work. 
There is no factor in 
merchandising more val- 
uable than the energy and 





Are You Equipped witha Self-Starter? 
By Edward F. Roberts 


OU know what a self-starter is? It is a won- 

derful little device that has done away with 
the back-breaking job of cranking an automobile. 
Every once in a while you can still see one of the 
old-fashioned automobjles with its owner out in 
front whirling away for dear life at a crank handle 
trying to get the engine started. 

There are very few of those old-fashioned auto- 
mobiles left, but there are an enormous number of 
human engines that still have to be started with a 
crank handle. 

If you want to see one of these old-fashioned 
human engines just enter any store or factory or 
business house. Let us take a store, as it is the most 
familiar place to all of us. As we enter we notice a 
salesman who has just completed a sale. His hands 
are resting idly on the counter and he is gazing into 
vacancy. He has no self-starter. Presently another 
customer may come in and apply a crank handle 
that will start that salesman into motion again or 
the manager may do the job by giving him some 
work to do. 

Now observe the salesman at the next counter. 
He has also just a a sale, but no sooner has 
the customer turned his back than this salesman is 
looking about him and has discovered another job. 
Perhaps it is rearranging his stock or making a 
memorandum of something missing. Whatever it is 
it proves one thing: Here is a human engine with a 
self-starter. 

The fellow who has no self-starter may be per- 
fectly honest, conscientious and even industrious, 
but while he is being cranked into activity his rival 
who has a self-starter is so far ahead that he will 
never be overtaken. The man who is always running 
to the boss with “What shall I do next?” has not a 
chance with the fellow who says to himself “What 
shall I do next?” 

Any mechanic can put a self-starter on an old- 
fashioned car. You do not need a mechanic to equip 
you with one. You can do it yourself—if you will. 











consistent customer knows 
that the line of least dis- 
comfort lies in a purchase 
where he is known, and 
where approximately the 
same service is possible 
again. 

If there is such diffi- 
culty in finding efficient 
management for stores 
having absentee owner- 
ship—viz. chain stores— 
how about develorment 
within the store owned 
by one man and by him 
managed. 


A Hard Job but a Profit- 
able One 


He knows, in common- 
sense, that he has got to 
buy and sell and make a 
profit “betwixt” — it’s 
hard business with him. 
He has much at stake and 
is of necessity careful to 
see that his resources are 
not dissipated by reckless 
buying. He comes closer 
to the customer than any 
other man in the trade. 
He knows whom to put in 
charge of the shoe store 
in his absence and he wel- 
comes ideas. He is not 
going to be eliminated by 
any other form of com- 


personality of the individual merchant himself. He is 
equipped by temperament; by being on the spot, by 
friendships and by experience with people’s feet, to 
render a service which the public will pay for, provided 
he renders it. 

No power on earth can hold customers if they get 
better shoes, better fitting and better values elsewhere; 
all these items together or each separately. Therefore, 
he starts with being able to give better selection, 
because he buys with his own money, and ventures in 
merchandising with the belief that good shoes well 
sold will bring other customers and hold what friends 
he has already made. 

For fitting service he knows what he can give, and if 
he is wise he gives the best or none at all. When it 





petition. What he is dielons is going them one better in 
every phase of merchandising. That is why we have 
such boundless faith in the progress and development 
of the independent shoe store merchant. 

Fitting feet is often a smelly disagreeable job, but it 
is a real job with public appreciation mixed up in the 
sale of every pair. The customer doesn’t forget the 
store during the whole period of his or her shoe wear- 
ing. Your sale goes right on until the shoes are dis- 
carded. Hard, practical business is a matter of fight 
and survive, and it’s a game that needs every effort, 
every talent and every atom of energy, brains 
and ideas. It’s such a game as won’t make every mer- 
chanterich, but it will pay the majority of them good 
wages and the satisfaction bred of honest service. 
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It’s the Cut on the Side 


Oxford types are cut 
lower and have a greater 
variety of trim. 


,HE. outstanding 
experiment of the 
season in pretty 
shoes for women is, to 
what extent the har- 
mony in lines can be 
maintained. The _ side 
lines of a slipper make 
or break the styles this 
season. Thenewestthing 
seems to be the D’Orsay 
pump line. 

When the demand 
came for pumps, the first 
effort was the opera and 
strip pump effect which 
gave some measure of 
support to the foot and at any rate, considerable grip 
and hug to the sides of the shoe. 

Now, in experimenting for more beautiful pump 
lines, the D’Orsay effect developed. It came as a 
natural thing, because the designer went back to the 
mule with its front foxing and straight sole back and 
said, “Well, they can’t walk with these on the street; 
let’s put a counter on to hold the thing on the foot.” 
The graceful lines achieved, sweep from the throat to 
the middle of the shank and from there up to the top 
of the heel, and were so graceful that they became 
generally adopted in simple lines. 


From Boudoir to Street 


The D’Orsay, therefore, is a dainty boudoir effect 
which has been beautifully translated into afternoon 
and evening footwear. When it is cut too low and the 
heel doesn’t grip, they are the poorest fitters in the 
store, but when the throat comes high enough and the 
rest of the shoe is balanced for a close pump effect, 
then it is one of the most beautiful shoes on 
the feminine feet. 

It has been translated into all materials, 
even to the extent of the one illustrated here- 


of the Shoe That 
Counts; Look for 


Graceful Lines in 


Pump Patterns 


with in connection with 
the hosiery and powder 
puff, where a combina- 
tion of blond satin in the 
heel and black satin in 
the forepart makes it a 
decided novelty. You will 
note also how this I. 
Miller shoe has a higher 
throat to give that ex- 
ceptionally good fit that 
is so difficult to find in 
pump effects. 


In Oxfords—Side Lines 


In slippers and ox- 

fords as well, more at- 

tention is paid to the cut on the side of the shoe. We 

illustrate a gored slipper where the sides are cut very 

low, leaving to the goring and the material over the 

waist and throat of the foot, the fitting values of this 
type of shoe. 

A prominent shoe merchant states that the salesman 


The universal type of 

D’Orsay, which has the 

new side cut and low cut 
down effect. 
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must always remember that there 
are three different classes of feet— 
namely : 

1. The long, narrow foot; 2. The 
short, thick foot; 3. The medium 
foot. For the first type, the block 
heel of 10/8 to 15/8 fits the best 
and the woman customer should be 
so advised; if she prefers a Cuban 
or a Spanish in some of these 
eighths, she may wear same with 
perfect comfort and be assured of 
good fitting. The toe of this pump 
would not be so rounded as with 
the other two above-mentioned 
types. 

What Feet to Fit 

For the short, thick foot, a high 
Spanish, or Louis heel, is best; the 
toe should be rounded and broader 
than if a long, narrow foot, or the 
medium type, is being fitted. 

For the medium foot, either a 
high or low heel, or a round or 
slightly pointed toe may be fitted 
with perfectly satisfactory results. 
A foot which is inclined to flatness 
should not be fitted to a high heel; 
a foot which has a good arch should 
be fitted to a heel of at least 15/8 
and can with safety take the 
“higher eighths” for dress wear. 


Ballroom Uppers—Street Lowers 


The shoeman stated that when 
D’Orsays were first shown they 
were almost invariably in the 
high heel of 17/8 to 20/8, and to 
his mind they seemed the most ap- 
propriate in these heights, but the 
demand seemed to be for the lower 
heels, especially the block. And to 
his mind the women like a ballroom 
effect in an upper, with a street ef- 
fect on the sole and heel. 

The D’Orsays, whether they are 
short or pointed toes, or low or 
high heels, are so constructed as to 
be particularly snug fitters at the 
heel, with good fitting qualities at 
the ball, neither too tight, nor too 
loose, and all the time the toes have 
free play. As to the linings of the 
D’Orsays, a kid lining aids in mak- 
ing it a fairly snug fit. 

Variants of D’Orsay 

In outline we show four shoes 
that carry on the D’Orsay idea into 
more practical fitting values. Each 
shoe gives some extra feature cal- 
culated to make it fit feet more out 
of a regular run of sizes and 
widths. 

One of the reasons why strap 
adjustments continue to lead in the 
shoe trade is that it gives to the 
foot that extra opportunity to keep 
the slipper from falling off. When 
pumps are fitted large in the ball 


The flying strap over the center 
of the D’Orsay pattern can be 
attached either at the factory in 
making or in the repair depart- 
ment. A piece of goring on the 
base of the strap on the inside of 
the shoe will give play. 


The value of curves is demon- 
strated in the use of this strap 
effect which gives a three-bar 
base to the strap and better fit- 
ting all around. 


A new way to make the center 
band ornamental and useful. Two 
buttons, either with button- 
holes or snap, complete the ad- 
justment. This is one of the 
newest effects in Paris. 


sriimniilieers ts the ohineis of 
D’ Orsay. ern is the object of 
the insertion of a throat filler 


‘and side bars. The strap is for 


extra fitting value. 
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and loose at the heel, they are val- 
ueless as a style proposition. A 
strap or a bar across the instep 
makes possible the fitting of these 
new types of shoes with better com- 
fort to the wearer and more per- 
manent satisfaction in the shape 
and appearance of the shoe itself. 


Small Hats for Fall with 
Square Crown 

In hats alone do we find the first 
symptom of fall in the shops. 
Judging from the Bruck Weiss col- 
lection recently viewed, the au- 
tumn hats promise to remain small. 
There is a concentrated effort to 
do away with the cloche and these 
newer hats turn up sharply at the 
side to descend at the opposing 
point. Crowns are higher and 
squarer, in telescope effect. Satin 
for early fall, hatter’s plush and 
velvet for later and, of course, some 
felt, seem to be the predominating 
media. Black and brown v.éth black 
in the lead are the favored colors. 








Plan Fall Opening 

Elaborate plans were developed 
for the annual fall opening held in 
Madison, Wis., September 16 to 19, 
through the local Association of 
Commerce. The opening this year 
was a three-day event which 
started with the unveiling of win- 
dow displays accompanied by a 
band concert for the first evening. 
Special programs were planned for 
each evening, including an automo- 
bile parade of 1925 models and an- 
cient styles for Tuesday; a parade 
of fraternal organizations on the 
second night, and an employees pa- 
rade for the third night. Band 
concerts and dances at the east en- 
trance of the capitol were included 
in each evening’s program. Shoe 
dealers of Madison displayed styles 
in footwear during the opening, 





Stores Feature “Health” 
Shoes 

San Francisco—Health Shoe 
Week was featured recently by 
Sommer & Kaufman, The Empor- 
ium, Hales, the Philadelphia Shoe 
Co. and a number of other shoe 
stores have also made much of 
“health” shoes in their windows 
and their advertising. The Phila- 
delphia put the Educator Shoe for- 
ward. Frank Werner featured Lo- 
tus, Ltd., with a side allusion to 
the Prince of Wales, “Who, rumor 
hath it, has the newness worn out 
of his shoes for him, before he 
wears them.” 
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William L. Douglas Is Dead 


Shoe Industry Loses One of Its Most Picturesque Personalities. A Man of 
Almost Superhuman Energy and Ambition 


of Massachusetts from 1905 to 1906, and head 

of the great Brockton shoe manufacturing en- 
terprise which bears his name, died early on the morn- 
ing of September 17 at the Peter Bent Brigham Hos- 
pital in Boston, following a long-drawn-out illness. 
He had celebrated his seventy-ninth birthday on 
August 22. 

Of Mr. Douglas it can safely be said that he was one 
of the most picturesque figures the shoe industry has 
ever seen. Of the company which he founded in 1875 
and which, by his own efforts, he built into an enter- 
prise whose capital is measured in terms of millions 
rather than thousands, little need be said. Its spacious 
buildings cover more than 300,000 square feet, its pro- 
duction, of approximately $25,000,000 worth of mer- 
chandise jer year, its close-knit chain of Douglas 
stores and its hundreds and hundreds of Douglas 
agencies all over the world—these speak for them- 
selves. 

But probably no 
one knows, nor 
knowing, can fully 
appreciate the ter- 
rific struggle which 
led up to the achieve- 
ment of Mr. Doug- 
las’ ambition. 

Born of impecu- 
nious parents in the 
shire town of Plym- 
outh, left father- 
less at the age of five 
years, apprenticed 
to his uncle, a cob- 
bler, at the age of 
seven, grasping at 
every meagre, and all 
too infrequent, op- 
portunity for the ac- 
quisition of an edu- 


W ct tae L. DOUGLAS, governor of the state 


cation, struggling 
everlastingly to get 
ahead, but “dead 


broke” most of the 
time through cir- 
cumstances over 
which he had no 
control, he achieved 
the first peak of his 
business career 


when, at the age of 
21, in Golden City, 
Colorado, he formed 
a partnership with 
Alfred Studley, who 
had emigrated there 
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The late William L. Douglas. 


from Scituate, and opened a custom boot shop under 
the firm name of Studley & Douglas. One year later 
he returned to Plymouth, where he remained, work- 
ing at his trade, for three years; thence to North 
Bridgewater (now Brockton), where he worked, first 
for F. O. Howard and then as foreman for the old 
firm of Porter & Southworth until that partnership 
was dissolved in 1875. 

During all these years he had kept his every en- 
ergy focused on his ambition to be himself the head 
of a great manufacturing plant. He had watched the 
introduction of machinery—and had studied it. He 
knew leather, shoe designing, pattern making, cutting, 
stitching. No detail of shoe manufacturing was there 
that he did not know. But he still lacked money. Bor- 
rowing $875, he rented a small building, hired five 
men to work for him and started in under his own 
name with a production of 48 pairs per day. He per- 
sonally selected his own leather, buying every day what 
he needed for the day’s output. He designed the shoes, 

cut the stock, appor- 

tioned the work 
among his five men 

—then went out and 

sold the output. Of 

him, at this time, it 
is said that if he 
worked twenty hours 

a day he felt that he 

had worked two 

hours too long. 

He outgrew his 
original plant in a 
few years—expand- 
ing to larger quar- 
ters in 1879, again 
in 1880 and yet 
again in 1881. In 
1882 he purchased 
the ground on which 
the Douglas factor- 
ies and warehouses 
now stand and built 
as the nucleus of his 
present plant, a 
building four stories 
in height and some 
220 feet in length, 
with a capacity of 
1400 pairs per day. 

Mr. Douglas’ first 
wife, Naomi Augusta 
Terry, of Plym- 
outh, died in 1911 
and two years later 

_ Mr. Douglas mar- 

(Continued on 

page 46) 
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Are You Moving Forward? 


ANY a merchant would do well to look at 
M. the arithmetical increase in population of 
his community and compare it with the rate of 
progress and volume of sales in his store. If his 
community is in a period of ten years ago increase 
three fold in population, has he done a business 


three times as much. If he hasn’t, he has not 
kept pace with the times. There are many factors 
that may make a comparative increase impossible. 
Nevertheless, that is what he should have done. 
In 1880 there were 100,000,000 feet in the 
United States; in 1890, 125,000,000; in 1900, 152,- 
000,000; in 1910, 184,000,000; in 1920, 220,000,- 
000, and in 1924, 224,000,000. Ten years from 
now there will be 275,000,000 feet. Each pair of 
these feet will need a pair of shoes, then as now, 
several times a year. Does any fellow with brains 
enough to fill a thimble think the Shoe Trade is 


going out of business? Forget it. You may go 
without butter, and buttons and booze; but until 
you wear halos, you’ll have to wear shoes. 





The Last Great ‘‘Shoemaker’”’ 


HE passing of former Governor William L. 
~ Douglas, marks a significant period in the 
shoe industry. In his death passes the old school 
of great “shoemakers,” men who were conspicu- 
ous in its development a half century ago. 

As the New England Shoe and Leather Associa- 
tion points out, “Mr. Douglas not only was the 
world’s best-known shoe manufacturer, but one 
of the most public-spirited citizens in the United 
States. He lived to see the shoe manufacturing 
business which he established in early life grown 
to be one of the greatest in existence, while he, 
himself, took rank as one of the most progressive 
and constructive manufacturers and distributors 
of footwear, with a positive genius for-industrial 
leadership. He was, in fact, a general, rather 
than a captain of industry.” 

He glorified in being called “shoemaker.” To 
him it was an honorable profession. His life will 
always stand out as a conspicuous example of 
what a poor boy can do; and what honor it is to 
serve “in humble service,” nobly proud of the 
craftsmanship of “shoemaker.” 





Keeping up with Style 
CHARMING compliment to the shoe indus- 
try is hardly expected within a booklet pre- 

pared by a motor car concern, but we see in the 
Lincoln Magazine, a monthly publication dedicated 
to the automobile, a double page spread artisti- 
cally portraying pretty shoes of very advanced 
types and the caption reads: “If You Insist Upon 
Walking.” Certainly this is friendly competition 
to the ’nth degree. 

A little more brutal is the plate on the back of 
some California automobiles stating,“ Why Walk.” 

It is very significant that automobiles have 
greatly influenced the development of light and 
airy footwear. If women folk read publications, 
the character and numerous fashion magazines 
and the specialty publications issued by the great 
stores of the country, certainly she is getting an 
education in finer footwear that means a national 
grading up in selection. 

One merchant puts it, “If I don’t keep up with 
what women are reading, I’m liable to pick shoes 
that are unsalable, for many times the woman 
knows more about foot fashion than I do, myself. 
Her knowledge of Paris and New York is often 
superior to my own, and so it is up to me to keep 
posted.” 
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At.least once a month, the Recorder presents 
through the eyes of Marie Caroe, just that sort 
of advanced information on the dress and foot- 
wear of fashionable women and we emphasize its 
importance in keeping you informed on what the 
exclusive dressers are wearing. 





Mentally Quick to Decide 


HE result of acquiring a decisive mind is 

easily seen on the shelves of many of, our 
retail stores. Look at a mixture of odds and ends 
and you immediately picture the proprietor as a 
man lacking in decision and good judgment. At 
once you lose confidence in his ability and a feeling 
of uncertainty creeps into your mind regarding 
his future. 

But if you find a well-selected stock, properly 
sized up from week to week, you intuitively say 
to yourself, “He is a successful merchant.” 

He is, because he has learned how to decide. 
He can say “No” to a salesman as quick as he can 
say “Yes,” but he knows when to say “No” and 
when to say “Yes.” 

Men who have served as Knights of the Grip 
know how difficult it is to do business with a cus- 
tomer who does not know his own mind. He 
stands first on one foot and then on the other 
and does nothing but hesitate. All this time you 
are calling on your reserve to be patient until the 
answer finally comes, but even then you fear that 
perhaps a cancellation will reach the office before 
your order. This is not an exaggeration, but a 
daily occurrence, and is cited to show it has an 
effect on the success of the merchant who has not 
learned to be mentally quick on the trigger. 





Solving the ‘“‘Factory’’ Store 


ERCHANTS’ meeting throughout the 
M. country have been putting a new emphasis 
on competition for the factory shoe store. A mer- 
chant, in a town where shoes are made, finds that 
he can’t compete with shoes sold at factory cost, 
even though the shoes are termed “damaged.” 
Here is a practical suggestion and so good that 
we quote names: 

Some time ago the shoe merchants of Fond du 
Lac, Wisconsin, were very much put out over the 
number of shoes that a local shoe factory sold to 
the town trade. A committee waited on S. D. 
Nichols of the Menzies Shoe Co., with the result 
that now, absolutely no shoes are sold at the 
factory, even to employees. Neither may the local 
stores buy the damaged or rejected numbers. 

Each factory employee receives in his pay en- 
velope a card entitling him to a 10 per cent dis- 
count on any Menzie shoe bought in a local store. 
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The party who makes the purchase signs his 
name and address on the discount card. This card 
is retained by the store and at stated intervals 
sent to the factory. The factory in turn allows 
the store full credit for the amount of the dis- 
counts allowed. Many more of the factory shoes 
are sold in town than under the usual system, as 
merchants do all they can to boost the sales. 


Teaching ‘‘How to Walk’”’ 


HE term WALK AND BE HEALTHY hasn’t 

had much exercise of late. Is it going to be 
the way of all fads,—a slogan for a year and then 
give way to another? There is no question but 
what the public is being sloganed to death. The 
outstanding slogan of the florists seems to stick 
and grow more valuable with its reiteration. 

One merchant has taken WALK AND BE 
HEALTHY very literally. Here is how he was 
inspired to a new angle of service. 

Recently a customer on being fitted to a pair 
of shoes asked if he could walk a mile in them 
in order that he might determine if they were 
properly fitted. When the salesman explained 
that walking that distance would make the shoe 
unsalable, he was told that the customer’s inten- 
tion was to do the testing right in the store. So 
the customer paced off fifty feet, figured out how 
many times he would be obliged to cover the dis- 
tance to walk a mile and then tramped back and 
forth for the best part of half an hour. His con- 
clusions were that the shoes were well fitted, suit- 
able for his feet and comparatively comfortable. 

Now what this merchant did was to lay out a 
stretch of space within the store for walking pur- 
poses. 

Just on the point of posture alone he sees a 
great opportunity of public education. If through 
automobile riding and indolence the public is 
walking less than a mile a day, perhaps here is a 
course of treatment that will stimulate more 
walking. 








The Speedy Merchandising Age 
F you think that a shoe is good style and will 
sell, buy it at once. Don’t wait for the next 
man to come and talk you into buying it, because 
you have lost time, and by the day you receive 
your shoes some other fellow has cleaned up. He, 
by this time, has found the next pattern that is 
new and is in a position to buy something dif- 
ferent. You can see by this that the fellow first to 
buy is always a few weeks in the lead. 

The money is made on the first sales only. Don’t 
be afraid to make a big profit on the new things, 
and don’t be afraid to take a loss on what you 
have to clean up. 
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Who Will Publish Best Editorial Advertisements 
on Making Steady Customers? 


Thoughts to Stimulate Action in Developing a ‘‘Cure”’ for the 
Habitual Floater 


the thunder of turnover, nation-wide demand and 
sales “pep” and the merchant that does the foot- 
work sounds the echo with a rat-ta-ta-ta-ta. The smoke 
rises and wreaths itself into the word S-A-L-E-S and 
Service is hidden behind somewhere. 
But Service is there always. That’s what the battle 
is about to begin with, but like most battles while 
they’re on there isn’t much 


[= a tough battle. Big business booms out with 


yet with every purchase there goes an exchange slip 
that is in itself an admission. “All goods that leave this 
store. are not always right, but we will make them 
right if given the opportunity,” is substantially what 
it says, and it is reassuring, nevertheless. 

The idea of educational advertising in developing 
a sensible knowledge of footwear admits the presence 
of ill-fitting shoes, but then its effect is no more dam- 
aging than the exchange slip. 
Furthermore, like the ex- 





time to think about anything = 7 
but winning. 

The public hears the noise, 
is impressed with the grandeur 
of the thing, and buys and 
buys—without thinking. 

In the shoe business this 
creates the floater. The curve 
of a strap, the hue of the 
leather, the price—all super- 
ficial elements to a great ex- 
tent—are what make them 
buy. Yet the merchant who 
supplies all this also supplies 
the service of comfort. It is 


Si omebody Elses Shoes 


change slip it offers a remedy 
for a condition that cannot 
exist without rendering the 
word Service obsolete. 


Who Are Interested? 


When a merchant says, 
“People aren’t interested in 
fine writing, they want to 
know what a thing is and how 
much it costs” (that is what 
most merchants say, and 
rightly, too), he utters a 
business -classic. 


are Wearing 





Telling them what satisfac- 





in this last that the bulk of 0 





tion is made of isn’t fine writ- 





his investment return lies. 








Must this remain hidden 


ing, it isn’t subterfuge, it 








isn’t smart, it isn’t mislead- 





when without it there could 





ing. It is a mattter which 





be no business? How can the 








right valuation—how can a 


concerns the individual great- 








ly, and the individual was 





proper conception be made of 





never more concerned with 








a property so vital to a busi- 





anything than that individual. 





ness? 





To get by all formalities 





Somebody must turn away 





from this turmoil long enough 
to create a right attitude on 
the part of wearers toward 

¥ Pier 
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and into what seems at the 
start a formidable subject. 

: There are those who do not 
stop at spending eight, ten or 








their shoes. The profit for the — 
first ones will come in making 

their customers proof against 

the fallacies of bluster. The profit that goes to the 
first ones in anything will be theirs. 


Study Negatives in Advertising 


An automobile battery manufacturer uses the nega- 
tive when he says, “Then I got a .” A revolver 
maker uses the negative in advertising headlined, 
“At 2 A. M.” Insurance companies are past masters 
in this kind of advertising, and the manufacturer of 
skid-chains features the ditched automobile. 

The negative side of shoe store keeping may be 
recognized, too, without deliberately working up a 
reaction to any single store that will prove detrimental. 
Every merchant hesitates to start anything that 
will assume the shape and activity of a boomerang, 


Fig. A. 


fifteen dollars for a pair of 
shoes who do not get their 
money’s worth in any single pair of shoes. Tucked 
away in most every closet one could find a pair of 
shoes that the purchaser has had to put aside because 
they were not suited to-his or her feet. 

That is a severe indictment of the shoe trade on first 
thought, but on reflection, no. 

It takes a pair of shoes, the life of a pair, to learn 
the requirements of a pair of feet; but are there many 
people who will stick to either the shoes or the mer- 
chant long enough to learn the lesson of a lifetime 
should any difficulty be encountered? 

Those are the ones whom one can interest; the ones 
whose feet present some simple problem of fitting. The 
ones who believe that their money will buy at one full 
swoop the satisfaction that comes only after study of 
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the individual foot. And by study is not meant a pro- 
tracted diagnosis or anamnesis, if such a word may be 
used here, or consultation covering hours, but simply a 
willingness on the part of a customer to allow a mer- 
chant to fit him to a second pair of shoes. There are 
thousands waiting for a hint like this. They can pay for 
good shoes. They can be reasoned with. They are cap- 
able of loyalty to a good shoefitter. They know what 
they want, but they stumble perhaps by accident on a 
shoe that pleases and forever after compliment them- 
selves on their own wisdom; the shoe merchant is 
aware of their difficulties but loses a chance of demon- 
strating the service he is equipped to give. 


What Will Interest Folk? 


If this could be determined certainly through the 
application of any fixed rule the handling of adver- 
tising would become a routine duty. With the occasion 
for writing an advertisement comes its own peculiar 
set of circumstances that govern the making of it. 
Any rule can only be general. 

It is said that folk like to 
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Take as a headline, “When ‘This the shoe you need’ 
takes the place of ‘I want a narrow toe.’” This in. 
itself means something. Without another word it 
would suggest to the ones who through a vain streak 
in their natures had somehow stuck to the idea of 
wearing shoes not quite adapted to their feet and 
who are becoming aware of their folly by tendencies 
of their feet to complain. 

Further it is a headline that leads somewhere for 
those whose interest it arouses to the reading point. 

A nice little story would follow naturally about the 
human race’s desire from the beginning of time to 
wear shoes or foot coverings that were too small for 
the feet; how the ideas changed with the going on of 
time, and how the Chinese, who built the Great Wall 
to keep out new ideas as much as anything, thus 
demonstrating their backwardness, have, instead of 
going forward even in the matter of shoes, stuck to 
the old ways to such an extent as to bind the feet of 
their female infants until, as the years roll by, the 
foot becomes practically useless. 

Take the case of the mer- 





be told something they don’t 
know, or told something 
that they do know and are 
pleased to see corroborated. 
Perhaps the last should be 
put first in order of im- 
portance. A test a merchant 
might make of every adver- 


chant who with his skele- 
ton foot goes to Grange 
meetings or any place where 
potential customers gather 
and where there is the op- 
portunity to talk to them in 
a body. He finds the topic 
“Foot Construction” to be of 





tisement before it is printed 
could be put in the form of 
the question, “Will it lead 


Whos toBlame? 


absorbing interest always. 
Folk like to be told some- 
thing instructive. 





the reader to think, ‘That is 


This suggests a heading. 











right’, or ‘That is what I 


“What Part of Your Body 











Does Most Work for Its 





have always thought.’ ” 











Size?” to start a train of 





If an advertisement does 








thought in the right direc- 





this, or seems capable of 








tion and to make folk think. 





making the reader logically 











Most people will be sur- 





think that way, it may be 








used as worthy of its hire. 


prised to find it’s the foot, 














Then the art of the story- 


because they have not real- 











ly given the matter any 





teller to make easy reading, 











for that is a rule so obvious 
that it needn’t be mentioned. 
“Hallux Valgue” sounds like 
a terrible affliction, but, 


Ye 


5 TRE 





ur Name Here 


thought. The advertising of 
the corsetierre and the skin 
lotion manufacturer has 


pane ob taught the lesson of figure 








limber toes that keep the 
spring in your step—that 
means something to one who notices through looks 
and feelings that the big toe is beginning a close com- 
panionship with its brother toe much to the discom- 
fort of same big toe, brother, and also arch, which is 
a crude way of saying, avoid fine writing. 

Pick up a newspaper at random off a news stand. 
Then look over the rest for a comparison of headlines 
with that of the one in your hand. You will find that 
the eye is quicker than the mind and has directed 
your hand to the one with the headlines which sug- 
gested most. 

The value of a headline is so many-sided that to 
slight it is to violate one of the most important rules 
of advertising, that of picking out possible buyers 
and quickening their interest immediately. 


Fig. B. 


development and skin cul- 
ture, but the orthopedic 
advertisement must travel the same road, taking the 
same time to bring the foot in for its share of atten- 
tion. 

Following such a heading the foot may be likened 
to the cameraman’s tripod with its twenty-six bones 
forming contact in the normal foot with the ground 
in three places, at the heel, at the base of the little 
toe and at the base of the great toe with an arch run- 
ning lengthwise and across the foot in the hollow 
of each of which there are muscles, nerves and blood 
vessels. 

In walking the toes spread out and lengthen and 
then grip the surface of the ground and the shoe must 
fit to allow this action or as nearly as is possible in 
order to keep muscles from losing their strength. 
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Another heading, “The Lesson a Pair of Shoes 
Teaches.” In this advertisement one may come right 
out bluntly and state the requirements for fitting a 
shoe properly, or keeping a customer properly shod. 
When a shoe that binds has been worn for years 
the muscles become weakened and a shoe that allows 
natural use of these muscles may cause some discom- 
fort for a time, but if worn long enough the muscles 
will become useful again and the foot will do its work 
with much more ease. The basis of such an advertise- 
ment should be that in order to correct a condition 
that has been growing for some years a foot must 
be given time to develop and strengthen, but once it 
is started there is experienced a new power of the 
feet that spreads its beneficial effect to all parts of the 
body. 

Example Shown in Fig. A 

This advertisement ran in three-column ten-inch 
size in order to give room for illustration and plenty 
of marginal space in the copy. 

The heading, ‘““Most People 
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Better let the man whose business it is to fit feet 
take the responsibility just as you would your doctor. 

Most people are wearing somebody else’s shoes be- 
cause they do not let their shoe store pick from the 
2 gpg of possible shoes the one pair made for their 
eet. 

We wish you'd come in and look over our customers’ 
lists to see what you get when you make us responsible 
for your foot comfort. 

Your feet are treated as individuals. Their every 
characteristic is known, and when you wear our shoes 
you will see why it pays us to take such care of our 


customers. 
In Fig. B 


“Who’s to Blame?” is the title. 

Do YOU buy your shoes as you would a paper of 
pins? 

In India only the higher classes wear shoes. 

The blacksmith when he has a piece of metal to file 
holds it in a pair of tongs by his feet, doing the filing 
with both hands that are thus left free. 

_He works sitting on the ground, and sometimes 
picks up with his feet an object lying out of arm’s 
reach. His toes are wide apart and have something of 

the character of fingers. 


A foot that has never known 





Are Wearing Somebody Else’s 
Shoes,” strikes the curiosity 
of the reader. 

Following, the copy would 
read like this: 

How many pairs of shoes 
have you worn that fitted per- 
fectly everywhere but in one 
little spot? So many perhaps 
that you are beginning to feel 
that you must put up with 
that discomfort. 

If you will answer three 
questions, not to us, but to 
yourself we'll give you the 
benefit of a strange experi- 
ence; feet that you can forget. 

How many different places 
did you buy your last three 
pairs of shoes? 

Did you buy the same type 


restrictions of a shoe is sup- 
ple, strong and free from 
aches. But a foot that must 
spend a lifetime in shoe 
leather needn’t become dis- 
torted, or calloused, or flat. 
The shoemaker can build 
into shoes the flexibility and 
natural lines that will keep 
one’s feet just as useful for 
American tasks as the Indian 
blacksmith’s are for his work. 
But, it takes more thought 
to buy a pair of shoes than it 
does some lesser article. 
Unless you give your shoe 
fitter the opportunity of 
studying your foot require- 
ments you will not give your- 
self the chance of really enjoy- 
ing good foot health. If you 





will buy your next three pairs 





of shoes in each case? 





of shoes of us you will notice 





Do you usually have your 





the difference in your feet; you 








shoes fitted in the morning 


will notice how much longer 








when your feet are fresh or 





your shoes will wear; you will 





in the late afternoon when 





then get your full money’s 





they have swelled from the 





worth out of your shoes. 





pounding of the day? 








Everyone has a _ family 
physician, and the reason is a 
simple one. Such a doctor has 
become familiar with your 
individual needs and is able 
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Our records show that the 
steady customer is the one 
who thinks the most of our 
shoes, simply because a steady 
customer turns his foot trou- 








to locate any little difficulty in 
the matter of health quickly. 
He is able to prescribe the 
kind of medicine that is sure to agree with one. 

And he enjoys your confidence because of this. If 
you went to a different doctor every time you needed 
medical attention or during an extended sickness you 
—well, you wouldn’t think of doing this. It would be 
too much like “changing horses in midstream”—dan- 
gerous. 

In the morning you are half an inch taller than at 
the end of the day. In youth there is a greater separa- 
tion between bone joints than when you are older. It 
makes a difference WHEN you are fitted to your shoes, 
in the morning or afternoon. Your work makes a 
difference. 

There are so many angles to shoe fitting that it 
would be burdensome to tell you of them all. 


Fig. C. 


bles over to us—and we solve 
them. 


In Fig. C 
Sometime she’d worn the wrong shoe. 


In three months’ time your feet may develop a con- 
dition that will take a year to ovércome. 

You may have worn an ill-fitting shoe at some time 
and then one that fitted well, thus alternating between 
good and bad shoes over a period of years until your 
feet have become “cranky.” 

Then you are the very person whose patronage we 
want most. 

You will become our customer upon wearing the first 
pair of our shoes. We will have your records so that 
in purchasing the second pair we will have the ez- 
perience of the first to draw upon. In this way we will 

(Continued on page 48) 
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Stocks Are Low; Merchants Buying 


Is Report from Illinois 


Fewer Lines and Fewer Patterns In Stock, Say Delegates 
to Peoria Convention 


“the thing” among retail merchants of this coun- 

try but few held this year, if any, have excelled 
the convention put on at Peoria, IIl., the first three 
days of this week by the Illinois Shoe Retailers’. Asso- 
ciation, presided over by President A. E. Schulein. 
Manufacturers’ booths- were closed during the con- 
vention session and, buying, of which there was con- 
siderable, was done after and before. 


G ie tin business gatherings are getting to be 


All delegates admitted in the open forum 
meetings that their stocks are low and short- 
ened to fewer lines and even fewer patterns. 


A tremendous interest was manifested in what 
styles will sell for fall—materials, colors, lasts and 
patterns—the general opinion seeming to be that black 
patents and black satins with box heels will be best 
in the women’s departments. 

One of the principal speakers of the first session 
was H. L. Kisker, western editor of The Shoe Retailer, 
who spoke interestingly of present day conditions. 
“The retail merchant,” he said, “is the real force in 
the industry and on his welfare hinges the prosperity 
of the manufacturer and salesman.” He pleaded that 
greater consideration be given to salesmen; that real 
thought be substituted for guess-work in business; 
that buying be done by lines and fewer of them. 

“Dave” Morris, a member of the National Shoe 
Travelers’ Association, pleaded for greater co-opera- 
tion between merchant and salesman and an inspiring 
talk showing what could be accomplished if all 
branches of the industry were to work hand in hand. 


Without Women—No Style; Without Style—No 
Business 


Frank B. King, former president of the N. S. T: A. 
and chairman of its women’s styles committee, the 
next speaker, said that only two per cent of the entire 
shoe production of the country is in the higher grades 
of women’s shoes. 

Every retail merchant, he said, should determine 
what part of the trade he can sell, how much he can 
sell and how he should go about getting his house in 
order to reach or attract this trade. He emphasized 
the need of a well-trained retail sales organization in 
the selling of women’s footwear; that clerks should 
study style and its relation to footwear and strongly 
urged every shoe dealer who carried more than one 
grade to separate sales force and have different sales 
people devote their attention to different lines. 


Mr. King stressed the real merchandising 
error of having patterns duplicated in differ- 
ent priced lines and said that the average 


stock could be reduced twenty-five per cent if 
this duplication was eliminated. 


He said women who buy high-grade shoes do not 
like to see the same pattern in lower-priced shoes in 
the same store and that tendency was, where patterns 
were duplicated, to buy cheaper shoes. He also empha- 
sized the need of departmentization of every store 
where different lines were handled, even if they are 
exclusive women’s or men’s stores. He suggested that 
different departments have separate types for best 
sellers but that the most popular shoes regardless of 
pattern should be of oxford height since the public is 
demanding a shoe that fits closer over the instep. 

The stag party at the Peoria Aquarium of Mirth 
was a great success, with entertainment galore and 
an entertainment by the Beach Queen Review that 
closed an interesting day. 

Sam Davis delivered his usual peppery address on 
the cost of buying. 


Watch Women’s Garment Styles 


Frank P. Meyer, of Danville, led round-table dis- 
cussion that was most interesting. He said that shoe 
men must keep pace with today’s trend toward 
greater beauty in women’s dress and follow accord- 
ingly or shoe business was lost. Every shoe dealer 
must stabilize his own style. 

General opinion ran strongly toward oxfords; that 
three black kid and two brown were enough for any 
store regardless of size or trade; that these were the 
shoes that made repeat customers, that paid rent and 
that there was no need of variation in these staples in 
ordinary two-year periods. Calf oxfords favored the 
short or stub toe type with no more than three tan 
and two black styles for average merchant and these 
stylish but not high style. Gore or buckle favored. 


Oxford Types Favored 


Fancy oxfords crystalized on black suede with vary- 
ing patterns but strongly favoring inlay patterns. The 
general opinion was that black suedes would be good 
sellers. The further opinion of merchants was that at 
least twenty per cent of next three months’ business 
will be done on oxfords with blacks leading by small 
margin. Opinion further was that patent leather 
would predominate all shoes through this season. Dis- 
cussion on heel types brought out a favoritism toward 
box heels, merchants agreeing that sixty per cent of 
purchases should be heels of this type with other forty 
divided between Spanish and Louis. Southern ties an 
interesting immediate seller. 

Interest was shown in strip pumps and colored 


(Continued on page 48) 
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Sold Right 
<eilimesaiaa 


Devoted to the Interests of that Great Army of Workers 
Which Personally Serves the Public 


Edited by ARTHUR L. EVANS, A. M. 
President of the Retail Shoemen’s Institute 


RTHUR BRISBANE, great thinker, wonderful 
adept at expression, recently said these true 
things: 

If every one of us from now on would fix his mind 
with contempt upon his own shortcomings, realizing 
and despising them, and concentrating his thoughts 
and his will on those things which he knows to be 
worth while, the improvement of the world today 
would be marvelous, that of the next generation still 
greater, and the millennium of which we talk, and 
which we will some day see, would hasten its advent 
greatly. 

Fortunately, we are all working along lines of self- 
improvement, more or less unconsciously. Is there 
anyone who has not made over and over good resolu- 
tions by the thousands? The idea that these resolutions 
have no value because broken is absolutely false. No 
good resolution was ever wasted, if it only lasted a 
minute. For every such resolution made in good faith 
indicates an effort of the will to do good. 

No man’s case is ever hopeless as long as he gets 


up in the morning determined to conquer the weak- - 


ness that bothers him. No man or woman is beyond 
the chance of correction and final success so long as he 
or she repeatedly and strongly feels the desire to turn 
the will in another and better direction. 
If you will look back a little way into history, you 
will see with amazement how 
much this constant struggling 
of the will has done for us. 
Not long ago all men were 
brutal, and not long before 
that the majority of them 
were cannibalistic savages. 
In classic days, which we 
regard with reverence, in 
Greece and Rome, the moral- 
ity, or rather the lack of it 
was shocking and apparently 
hopeless. Brutal slavery, the 
father’s power of life and 
death over his children, the 
habitual and legal exposure 
of infants to wild beasts, pun- 
ishment for the slightest of- 
fenses with torture and death, 
combined with gross sensual- 
ity, intemperance and de- 


bauchery were features of a life which considered 
itself civilized. 

The fact that we have outgrown such conditions is 
largely due to the hundreds of millions of good reso- 
lutions. 

The law may permit infanticide, but the heart and 
the conscience do not permit it. The law of every coun- 
try at one time permitted slavery. But the individual 
conscience here and there, and finally everywhere, rose 
up against it and that sore spot has left the human 
race. 

On the famous first of January we all make good 
resolutions, as we take mince pie, in honor of the 
season. Don’t laugh at the good resolutions of others, 
or at your own. And don’t be ashamed of them, even 
if you are unable to keep them. The fact that you 
made the good resolutions proves at least that you are 
trying to make yourself want to do the right thing. 





When Is a Shoe Fitted Right? 


In no branch of retail merchandising is the element 
of salesmanship so important as in the shoe business. 
This is so because not only are the usual elements of 
salesmanship involved, but another very vital matter 
enters into the work. This is the consideration of the 
health of customers. No other article of wearing 
apparel so certainly has to do with the health in a 

degree even approximating 
shoes. 

All over the United States 
and in other countries there 
is a constantly growing inter- 
est in footwear in relation to 
health. The Y. W. C. A., for 
instance, has taken a strong 
stand in educating the public 
in the evils of improperly 
fitted shoes. There is no ques- 
tion that in the future more 
and more the public will de- 
mand expert fitting service 
from retail shoe salesmen. 

How is this demand to be 
met? How are retail shoe 
salesmen to acquire this im- 
portant knowledge? Acciden- 
tally and incidentally in the 
routine of their daily busi- 
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ness? Or should some means be pro- 
vided whereby they may secure 
scientific instruction at all points? 
Let us take an average retail shoe 
salesman and place him on the wit- 
ness stand, so to speak. Let us ask 
him a few questions pertinent to 
his business, for instance: 

How many bones in the human 
foot? 

How many arches in the foot? 

What causes fallen arches? 

What is the remedy for fallen 
arches? 

What is the proper position of 
the big toe in walking? 

What is the result on the mus- 
cles, bones, etc., when high heels 
are worn? 

What is patent leather? Kid? 
Calfskin? 

What is the difference between 
a welt shoe and a McKay? 

What is the difference between 
the stiff shank and the flexible 
shank shoe? 

What is the utility of a welt in 
the shoe? 

The list might be extended in- 
definitely. How many clerks can 
adequately answer the few ques- 
tions that we have here given? 





Help Yourself, Sir 


No man can really be held back 
or advanced by anybody but him- 
self. Not one employer in a hundred 
will lay a straw in the way of ad- 
vancement of any of his salespeople. 
He is anxious to advance them in 
his own business as fast as their 
merit and producing ability war- 
rant—up to the limit of the em- 
ployer’s opportunity to do this in 
his own store. When this limit has 
been reached in his store by any 
salesman, no merchant expects the 
worthy salesman to hold himself 
back from better opportunities else- 
where. That is the law of business. 
All merchants know it and respect 








And errors in deliveries annoy your 
customers ioe. 


its workings. I have heard retail 
shoe dealers speak with pride of the 
salesmen who have gone out from 
their stores or departments to 
higher positions. 

Many good retail shoe dealers be- 
lieve it is wise to “sell” their own 
salespeople on their ideas and 
ideals, to acquaint them carefully 
and comprehensively on store poli- 
cies and standards. In reality they 
are “selling” the public on these 
things through the salesmen. 





Relay Racing and Turn- 
Overs 


It is not desirable for a salesman 
to turn over a customer until he is 
ready to admit that he is licked. 
By this we do not mean that we 
think you ought to hang on too 
long, but to be sure that you have 
exhausted all your capability, all 
your resources, all your wit and 
judgment, before giving up. 











Over-insistence by sales people 
loses customers 


How to Think of Turn-Over 


Did you ever participate in, or 
see, a relay race? We don’t know a 
better illustration of the turn-over 
problem. 

A relay race is usually a mile 
long, with four runners, each run- 
ning a quarter of a mile. The first 
runner tries to cover his distance 
and pass the baton to the next run- 
ner ahead of his opponent. If one 
runner falls down on his assign- 
ment, this handicaps the whole 
team. The big idea is for the pre- 
ceding runner to do his very best 
and then hand over the contest to 
the next, who tries to preserve all 
the good accomplished by the pre- 
ceding runner, to make up lost 
ground if necessary, and to get out 
front and stay there. 


Where a turn-over is necessary, 


the first salesman “passes the 
baton” to the next person, who tries 
to-hold. all the ground gained with 
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If a man likes his shoes, he tells 
the rest of the family about them. 


the customer by the first salesman, 
and to recover lost ground if neces- 
sary and then sets sail to win the 
race. He appreciates the good work 
done by the first one under stiff 
conditions, and then throws himself 
into the gap with a fresh mind and 
new enthusiasm, to win the sale. 





It is better to have a customer 
leave your store without having 
purchased anything but with the 
feeling that he or she has been 
well, intelligently and courteously 
served, and that your store is a fine 
place to trade, than to force a sale 
that is against the customer’s bet- 
ter judgment or desire. In the lat- 
ter event you have probably lost a 
customer permanently, whereas in 
the former circumstance, he or she 
is almost certain to come back, and 
soon, too. 


The Correct Way of Ap- 
proaching a Customer 


This is important, too. We all 
know that first impressions are 
apt to be lasting. Every customer 
who crosses your doorstep must 
instantly be made to feel at home— 
the first impression must be favor- 
able. That is up to you. 

You are in your organization 
because your employers believe 
that you can fittingly represent 
the store to the people. They must 
trust that to you. It is a real re- 
sponsibility and you must consider 
it as such. 

There is no hard and fast rule 
about approaching a customer. 
There is no one correct way. What 
may be right for one salesman 
might be wrong for another. The 
right way to approach one customer 
may be the wrong way to greet an- 
other. It is up to you to know 
human nature, your own as well as 
customers’, and act accordingly. 

However, we can lay down one 























Everyone who enters the door is 
entitled to 100 per cent of your 
interest and attention. 


invariable rule for everybody that 
everybody can gladly accept. It is 
this: 
“Every person who enters 
your store is entitled to 100 per 
cent of interest and attention.” 


Here is the keynote of this mat- 
ter of approaching a customer— 
interest in him or her. Here is 
where a pleasing, happy, generous 
personality counts big. 

Nothing that we have here said 
should be construed to mean that 
you should be effusive, or familiar, 
or slavish in your attitude. You are 
gentlemen and ladies, glad to be in 
a position to render essential serv- 
ice to other gentlemen and ladies. 

These thoughts are positive— 
they will beget confidence in your- 
selves and in your customers. 


How a Podiatrist Fits Shoes 


This department received an in- 
teresting reply to the recent foot- 
fitting problem from Dr. Philip 
Krantz, Podiatrist, 452 Fifth ave- 
nue, New York City. Dr. Krantz 
was, of course, not eligible for the 
prize, but we are glad to publish his 
letter, as follows: 

“I follow with interest the ar- 
ticles published in the Recorder 
from time to time which, to my 
mind, certainly amplify your deter- 
mination of selling shoes right, and 
it is quite obvious that these dis- 
cussions will prove extremely ad- 
vantageous to those who are en- 
trusted with shoeing the public’s 
feet, and the question in this 
week’s issue ought to bring out 
some very good ideas relative to 
correct fitting. 

“Of course, no matter how ex- 
pert a shoe-fitter may be and re- 
gardless of the caution exercised 
in the process of fitting, there is 
only one answer as to when a shoe 
is correctly fitted, and that is, 
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‘When the Wearer Finds Absolute 
Comfort from Time of Purchase 
Until Shoes Are Discarded, With- 
out the So-called Breaking-in 
Process.’ 

“From the salesman’s viewpoint, 
however, there are a few essential 
details that will, in so far as is pos- 
sible, scientifically determine a cor- 
rect fitting. 

“Of prime importance and ut- 
most significance in giving a cor- 
rect fitting is to determine the 
proper last, suited for the custom- 
er’s feet. It is not my intention to 
discuss this phase of the shoe fit- 
ting problem at this time. An ex- 
amination of your customer’s feet 
will guide the experienced sales- 
man, and a trained eye will help 
materially in revealing the hardest 
step in correct fitting. 

“Having determined the proper 
last, the art of correct fitting is 
comparatively easy. 

“The foot should be measured 
with a standard foot rule, in two 
positions. First, at rest, with the 
customer’s foot on the stool, the calf 
of the leg forming almost a right 
angle with the thigh, and secondly, 
at weight bearing, with both feet 
on the floor. It is good policy to 
measure both feet. This procedure 
serves two purposes. First, it shows 
you the elongation of the feet on 
weight-bearing, determining the 
length of the shoe, and secondly, it 
creates an air of confidence in your 
customer because you at once give 
that customer the impression that 
you know your business. 

“There are various contrivances 
on the market which give the 
width of the foot, but I believe this 
is superflous, because, after all, 
width is best determined when the 
shoe is on the foot. 

“A correctly fitted shoe should 
be long enough to permit freedom 
of the toes, broad enough at the 
ball to allow the metatarsal bones 














Here is wherea 


ing, generous 
personality counts bg. 














Napoleon’s drummer boy became 
famous because he didn’t know 
how to beat retreat. 


to spread on weight bearing, must 
hug and support the arch and in- 
step gently, but firmly, and above 
all, must fit snugly at the heel. In 
a well-fitted shoe an imaginary line 
can be drawn across the heads of 
the metatarsal bones from the first 
to the fifth and this line will corre- 
spond with a similar line drawn 
across the widest part on the sole 
of the shoe, and furthermore, the 
wrinkle produced in the shoe when 
the foot is bent, falls parallel to 
this imaginary line. 

“Thus we can see that to insure 
perfect fitting the salesman should 
know a little something about feet 
and know his stock thoroughly, be- 
cause, only in that manner can this 
problem be properly solved.” 


A Little Test 


See if you can fill in the blank 
spaces with the correct words. 





“There is nothing like leather” 
because of the .................... that are 
interwoven and cannot be ............ 
by man. All kinds of skins may be 
Ne , thus making leather. 
The pelt of a small, under-sized 
cattle is called a and 
usually weighs from .......... Op 3:2... 
pounds. The smaller pelts are called 
biel and weigh up to .......... 
pounds. The larger pelts are called 
and weigh ........ pounds 


or more. 
The side of leather on which the 
hair grows is called the ................. 
side; the other side is called the 
Bs SS eee side. perks 
Most upper leather is tanned by 
Bee ee process, although 
some is made by the 
process. Sole leather is tanned by 
four different processes, called (1) 
oak; (2) occ. ; (3) 
(4) Some of the most 
commonly used upper leathers are 
then intent to Fe and 
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+ ee There is a leather 
called which is too 
light and weak for uppers, but is 
Only TOW ...3...°c ie aan Patent 
leather is varnished with a glossy 
surface, and is usually of colt, 

sss sisienc Mts One of 

the toughest of leathers is ........ 
. Cowhides can be split 
into two or more skins, which are 


Segre... <. leather. Calf- 
skin, according to finish, is known 
BB cinscies iain . calf; 

Lg Sk Peet Se aCe oe 


Finished on the flesh side, to imi- 
tate velvet cloth, it is called 

; leather. Patent leather 
should not be exposed suddenly to 


and should be properly 
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cared for. 

Shell cordovan is made from a 
shell-like substance. imbedded be- 
neath the surface of portions of a 

REST Bi sit: Jen It originated in 
he eeper Pigskin is too .......... 

NPS for successful use in shoe 
uppers. Leather in general can be 
identified by the ..................0..... if 
this has not been destroyed or 
covered over. Very light leather 
can be re-inforced by the use of 

sacetals: .. which is 
on the original skin before cutting. 

Wet leather should not be 
. Especially 
heat should be avoided. Not more 
than degrees Fahrenheit 
should be applied to wet leather. 





Standard Last Measure- 
ments 


One of the big advances in shoe- 
making in this country was the 
adoption about thirty years ago by 
last manufacturers of standard last 
measurements. Up to that time 
there was no such thing as uniform 
measurements of lasts; each last 
maker worked out his own. This, of 
course, meant “confusion worse 
confounded.” Finally the evils be- 
came so great that in sheer self- 
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Indifference on the part of a sales- 
man is a major offence. 
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The producers put their heads to- 
gether and exchange ideas. 


defence the competing producers of 
the all-important lasts got together, 
exchanged their ideas, compared 
their practices, and adopted stand- 
ard measurements. These measure- 
ments, with some variations, for in- 
dividual ideas, are in effect today, 
and have proved a blessing and an 
economy, as all standardization in 
large-scale business is bound to 
do. 

Here, in skeleton form, is the 
standard of comparison of meas- 
urements in lasts: 

Ball Waist Instep 
7% 74 8 

Add or subtract % inch, up or 
down, on each width and size. 

Comparative last measurements 
illustrated on three sizes: 


Ball Waist Instep 
ak nce .8 7% 814 
a eiiaeastaeiadke 8% 8 8%, 
REA 8% 8%4 9 


On combination lasts, usually the 
ball is standard measure and the 
instep one size wider. 





Napoleon’s Drummer Boy 

This pleasing story is told of a 
drummer boy in Napoleon’s Army: 
In one of the great battles the for- 
tune of the day seemed to be going 
against the Emperor; one of his 
colonels ordered the boy to beat the 
retreat; the boy made no move to 
obey the command; the colonel an- 
grily demanded the reason and the 
boy replied, “Please, sir, I. have 
never learned to beat the retreat.” 
The significance of this spirited 
reply so impressed the officer that 
he at once ordered the drummer to 
beat the “charge” and the tide of 
the battle immediately turned, and 


‘the field of Austerlitz was won, and, 


as you know, this was one of Napo- 
leon’s supreme triumphs. 

Know only how to advance. The 
“battle of 1924” will be another 
great victory if every one of us is 
inspired with that great spirit. 


Little Big Things 

If a customer brings a pair of 
shoes to have a little seam rip 
mended the job may seem a pretty 
small matter, but actually it is a 
big matter, because he gets an im- 
pression of the whole business 
from that little transaction. If he 
is not courteously received and 
carefully and painstakingly served 
in that little job, he will certainly 
feel that your store isn’t a good 
place to do business with and that 
the bigger things won’t be handled 
right. So he goes to some other 
store. On the contrary, if he is 
pleased with the way you treat 
him in a little bit of a ten-cent 
job, or even where no charge 
might be made, he becomes a 
friend of the business and gives 
you more of his patronage. 

Besides making each customer 
feel satisfied, it is also important 
for you to be very careful in doing 
the little things that you have to 
do. If it is wrapping and tying up 
a bundle, do a good job, neat, well 
tied, business-like. If it is writing a 
name, be sure that it is made plain 
and spelled properly, with the cor- 
rect address every time. Such little 
things all help to make friends for 
the business and for yourself, be- 
cause the boss is bound to hear 
about them, good or bad. 

And that isn’t all—he tells his 
family and friends about it, and 
then they come to you with their 
business. See how it is, don’t you? 





You Tell ’Em 


“The pleasure we might take 
from walking is much impaired, 
not by the fatigue we suffer from 
it, but by the fear of getting 
fatigued. Walking is a better and 
cheaper exercise than riding, and it 
has the additional advantage of 
training to endurance.”—Bovee. 














said: ‘Throw ’em out—they ain’t 
half trying’’ 
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Using Your Record of Slow 


Sellers as a Buying 
Guide 


HE system used by the Walk-Over Boot Shop of 

Grand Rapids, Mich., in keeping track of odd, or 

slow selling lines, is worthy of consideration by 

all merchants who use a perpetual inventory system. 
It is explained by J. H. Timmons as follows: 

“We take all short lines or slow sellers and give 
them a common stock number, sizing together, in one 
section, all shoes of the same material or leather. Take 
black satins, for instance. These are all grouped, in the 
regular stock, under the ninety-six hundreds, so we call 
our black satin short lines 9699. We estimate a fair 
cost of these to be $4 at present, but, in order that the 
cost may be more evenly distributed throughout the 
year and not taken all at once at inventory time, we 
enter the number of pairs, and actual cost, on the 
bottom of the sales record sheet. 


Building a Buying Barometer 


“To the left are marks representing the number of 
pairs of each added line. As the identity of each indi- 
vidual shoe is lost when it enters the “99” section, 
it is difficult to keep track of the cost. To overcome 
this, we arbitrarily assume that the highest priced shoe 
is sold first and we so check the sheet. 

“This record shows that we started in January with 
116 pairs, and sales up to July are regularly deducted. 
Then, on July 9, we added 95 pairs, bringing our total, 
less July sales, to 133 pairs. The record shows that 56 
pairs were sold in July and August. It also shows that 
they were priced in our daily record of costs at from 
$6.50 to $7.50. As a pair of “99’s” are sold, the highest 
remaining cost is entered. This sheet shows the daily 
sales, monthly totals of sales and balance on hand. 


“It seems good business to take losses when they 
occur, so this scheme was stumbled on rather than 
evolved. Bunching of short lines, besides making it 
easier for the selling force, is of great value to the 
management if they only read the story told by the 
left-overs. Composite size sheets of our “99’s,” or short 
lines, we consider to be a sort of buying barometer. 
Too many fancy patterns here warn us we are going 
too heavily on this particular kind of style. A prepon- 
derance of small or large sizes carries with it a similar 
warning. Generally speaking, our size sheets of “99’s”’ 
are as well balanced as new lines just in from the fac- 
tory. Close buying due to close analysis of those sheets 
helps us to keep our stock moving and to end the 
selling season clean.” 





William L. Douglas Is Dead 


(Continued from page 35) 

ried Mrs. Alice K. Moodie, of Portland, Maine, for- 
merly Miss Alice Kenniston of Brockton. He is sur- 
vived by Mrs. Douglas, two daughters, Mrs. Amy 
Douglas Richmond of Brookline, Mass., and Mrs. 
Harry B. Russell of Needham, Mass.; by a sister, Mrs. 
Hattie I. Morse of Brockton; by a _ half-brother, 
Eugene H. Thresher, also of Brockton, and by several 
grandchildren. | 

In public life Mr. Douglas, besides having served 
as governor of the state, had served also as state sen- 
ator, mayor of Brockton and in several other capac- 
ities. 

Funeral services were held at his Brookline home 
a* two o’clock on the afternoon of September 19. 
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A Great Experiment in Educating 
the Consumer 


industrial leaders met to 

devise ways and means of 
educating the public of New 
England on the products made 
in New England. Essentially the 
plan wasn’t to emphasize New England-made things 
over other American goods, but simply to reveal to 
the public at large what New England is doing. 

The results of “New England Week” were astound- 
ing. Stores throughout New England made special dis- 
plays in windows of products and how they are made 
and in interior exhibits, in publicity, lectures and in 
direct conversation emphasized how goods were made 
and where. 


GS ina months ago a group of 


Leciures—Displays—Publicity 

In Boston, Jordan Marsh Company showed work- 
ing models of how shoes are made, knit goods, car- 
pets, and the lecture hall was crowded every minute of 
the day. Stores throughout the city showed in detail 
where the raw materials came from and how they 
were fashioned into finished goods. 

It was the greatest demonstration of how merchan- 
dise is made that has ever been put over in a commun- 
ity. It was an outstanding piece of publicity and was 
punctuated by a newspaper contest with prizes; by 
day and night illumination; and general information 
on merchandise and the sources from whence they 
came. The idea of consumer education into the making 
of merchandise is worthy of development the country 
over for the “public wants to know.” 

One of the keynotes of the week was the following 
resolution : 

“T am resolved that I will avoid, 
and help others to escape from, the 
deadening, demoralizing rut of criti- 
cism, skepticism and inertia. That I 
will be a booster, not a knocker, and 
that I will neglect no opportunity to 
show my faith in the future of New 
England and to labor unceasingly 
for its fulfillment.” 


New England’s Ambition 


W. W. Willson of Rice & Hutchins, 
Inc., who served as chairman of the 
special committee of Boston retail 
shoe merchants, said: 

“New England Week is but the 
beginning of a gigantic movement 
among the people who live in New 
England to wake them up to the im- 
portance of co-operating one with 
the other, and altogether boosting 
New England and all it stands for 
commercially, not only among our- 
selves until we are sold 100 per cent, 
but throughout the land wherever 


New England Successfully Accom- 

plishes a Stimulation of Business 

by Emphasizing New England 
Products 


\ 


W. W. WILLSON 
As head of a committee of Boston 
retail shoe merchants, he was ac- 
tive in arranging for “New Eng- 
land Week.” 


we may go or wherever our 
messages may be carried. Other 
sections of the country have 
done this successfully, not only 
in a business way but in a 
social way, which has led to 
greater happiness and prosperity. 

“New England, although at some disadvantage from 
a geographical standpoint, still possesses many advan- 
tages, and we have proven through ages that we can 
produce and manufacture in New England better than 
any other section of the country. But that which is 
produced must be distributed in order to be consumed. 
If the production is not consumed in a reasonable 
length of time, it cuts down turn-over and means that 
our mills, factories, and shops are either idle a portion 
of the time or will not reap the benefits that are theirs. 

“Our problem seems to be largely one of advertis- 
ing ourselves among ourselves and then to other sec- 
tions of the country. It becomes the duty of every 
man, women, boy and girl in New England wherever 
they go to take advantage of every reasonable oppor- 
tunity to tell someone else about at least one thing we 
are proud of in New England. If this is continued, the 
next two or three years you will see a decided improve- 
ment in our industrial, social and business life in New 
England. 

“This enthusiastic co-operation, working together, 
pulling together, and boosting New England will 
overcome any and all of our handicaps. New England 
Week is a good starting point, but we must make New 
England Week practical 52 weeks out of the year, and 
carry on this boosters’ campaign indefinitely until it 
becomes second nature to us. 
This can be done in a way that 
will not be annoying to others, 
but rather encouraging and in- 
spiring. 

“A large portion of the other 
sections of our country have 
been developed directly or indi- 
rectly by men and women from 
New England, or through the 
capital and brains furnished by 
New England. These very same 
people who have left our con- 
servative New England in years 
gone by, have gone to other sec- 
tions and have become enthusi- 
astic about their locality and 
have put their town, city or state 
upon the map so conspicuously 
that it could not possibly be 
blotted out, and they have prof- 
ited by it. 

“I predict a grand and glori- 
ous New England spirit inside 
of the next five years.” 
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Who Will Publish Best Editorial 
Advertisement 
(Continued from page 40) 
build up an ever-increasing satisfaction for you. 

You will not pay any more for your shoes than you 
have been paying. 

If in wearing a pair of our shoes you experience any 
difficulty you will always feel free to come in to have 
the difficulty settled. If you buy your shoes of 
us you may hold us responsible for the condition of 
your feet. 

Isn’t that a better way of doing than to shop here 
and there only to get a different opinion of what you 
ought to wear each time and have no one to look to 
for satisfaction finally? 

Just as the Chinese pay their doctor for keeping 
them well, you pay us for keeping your feet in good 
condition. 

Style and quality are not the only things in buying 
shoes. We realize that. We are ready to take the 
responsibility of keeping your feet young. 

Why not let us? You can’t afford to take a chance 
on a single pair of shoes that do not fit. 


There’s nothing dramatic about such advertising. 
There needn’t be. The idea shouldn’t be garnished too 
well. Frankness counts in this case. 

There is food for thought here for the resourceful 
merchant. Most anyone can better the advertisements 
and copy given as examples, but this is a start and 
we shall look to see how many merchants throughout 
the country have taken these ideas and built up on 
them. 





Stocks Are Low; Merchants Buying 
(Continued from page 41) 


stockings for the younger trade. Lasts favored were 
medium short or about three-inch vamp. 


Shorter Vamps for Men 


The open forum discussion on men’s styles, led by 
Reuben Metz of Chicago, developed that there may be 
some swing toward the darker tans and that oxfords 
will continue to sell in a sixty-forty ratio compared 
with boots. Fuller toes with shorter vamps were also 
favorably considered—bluchers popular. 

Mr. Metz urged that merchants pay more attention 
to combination lasts since seventy-five per cent of the 
men of this country should wear them. Broad toes 
favored in the heavy grain leather particularly. The 
convention closed without choosing the city in which 
the next meeting will be held. Officers elected are as 
follows: 

President, Eugene Kepler, Peoria; vice-president, 
Harvey Bunnell, Bloomington; secretary-treasurer, 
W. J. Crawford, Peoria; directors, Frank P. Meyer, 
Danville; W. A. Catlin, Belvidere; W. H. Ackerman, 
Springfield. 


Willard Noyes Is Dead 


Boston—Willard Noyes, shoe traveler, and one of 
the oldest and best known men in the shoe district, 
passed away last Sunday morning, September 14, at 
his home, 1141 Commonwealth avenue. Mr. Noyes was 
79 years old. In former years, he manufactured shoes 
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at Haverhill, but for the past twenty years, he has 
traveled for A. J. Foster Shoe Co., of Lowell, Mass., 
with office at 36 Lincoln street. For the past eight to 
ten years, Mr. Noyes’ territory was New England, 
where he covered the retail trade. Funeral services 
were held at Mount Auburn Chapel on Wednesday 
afternoon, September 17. He leaves a widow and two 


sons. 





Hosiery Manufacturers to Standardize 
Colors 


New York City—Elimination of the confusing color 
situation in the hosiery markets was placed a step 
nearer, Wednesday, September 10, by the appoint- 
ment of a committee of representative hosiery manu- 
facturers which is entrusted with the duty of working 
out a set of standard colors or shades for the industry, 
and with disseminating these colors to the trade in 
the form of special color cards. The committee was 
appointed by Joseph Zena, president of the National 
Association of Hosiery and Underwear Manufacturers, 


——————— 
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Heavier weights of sport hose are appearing in 
many attractive patterns. 


who presided as chairman at a meeting at the Hotel 
Astor, called under the joint auspices of the hosiery 
organization and the Textile Color Card Association of 
the United States. 

The purpose of the meeting was outlined by Mrs. 
Margaret Hayden Rorke, managing director of the 
color card association, through whose efforts the meet- 
ing was arranged. Mr. Zens asserted that there is no 
reason why color information should not be exchanged 
among the hosiery manufacturers much as credit 
information is exchanged at present. 

The committee, as appointed by Mr. Zens, consists 
of T. D. Wolfe, McCallum Hosiery Company; R. E. 
Tillis, Gotham Hosiery Company; Benjamin Van 
Raalte, Van Raalte Company; M. Mayer, Julius Kayser 
Company; George Healy, Onyx Hosiery Company; 
R. R. Snyder, Berkshire Knitting Mills; D. C. Waring, 
Harrington & Waring; M. A. Freschel, Holeproof 
Hosiery Company, and C. M. McGee, Brown and Dur- 
rell. Mrs. Rorke, and John Nash McCullough, secretary 
of the National Association of Hosiery and Underwear 
Manufacturers, will act as ex-officio members of the 
committee. 
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Footwear of Distinction 
For Fall 


——— 
a 








Bee Colonial Bow tie is proving a style factor of 
growing importance. [Illustrated here is our new- 
est model in this class. It carries a 14-8 heel. A shoe of 
superb proportions that is decidedly different and 
most appreciated when viewed on the foot. It is one 
of the most popular models we have developed this 
season, and bids fair to become a real volume seller. 
You will like its patrician smartness. 


“Lax tAbowitz 


FACTORY AND SHOWROOM 
17 SMITH STREET, BROOKLYN, N.Y. 
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The “‘Picadilly”’ The “‘Countess”’ 


ENGLISH MODEL DRESS SHOE A step-in model with beaded gore 
This number is an exact copy of a that will clasp the instep and hold 
model from London, the acknow!l- the narrowest heel snugly. 


‘mia — SPECIALIZING 


GORING 
NOVELTIES 


a ny Bey he Gray kid lined. 14/8 Cuban leather 
edge 


sole, “Spring-Step" rubber ‘ b ” heel. Rubber top lift. 
— ‘The Year $ Best Bet Ne. 160—Same as above with 16/8 


No. 7555—As above without but- 
$4.35 Spau.ish leather heel. 


tons . 
6 Wilh Ses $1 18 IN STOCK c and Wii 
We also have above numbers in Price, $3.60 


grades trom 93.60 ep. For Immediate Delivery Single pairs 25 conta extra 


Single pairs 25 cents extra 


THE L. B. SCHINDLER SHOE COMPANY 


148-50 Duane Street, New York City 
“Snappy Styles Always in Stock” 


a 
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Answers the comfort appeal 
‘ of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 








SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


t 


) “The Shoe with the Crawford 
Arch Supporting Shank 


tnitesd Chien Machines Cernenntion 


BOSTON, MASSACHUSETTS 
. — ————— 
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Mr. Hovey E. Slayton 


President 


F. M. HOYT SHOE CO. 
MANCHESTER, N. H. 


““JUDGE IT BY ITS USERS’’ 


September 20, 192, 
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Open Letter 


To HOVEY E. SLAYTON 


September 20, 1924. 


Mr. Hovey E. Slayton, President, 
F. M. Hoyt Shoe Co., 
Manchester, New Hampshire. 


Dear Mr. Slayton: 


Nobody knows better than you the prime necessity of good leather as a 
basis of acquiring and holding your customers’ confidence in BEACON 
Shoes. 


BEACON Shoes have always been known for their high quality stand- 
ards, and we think there are few shoe manufacturing concerns who pay 
more strict attention to maintaining their leather quality than yours. . 


You have not hesitated to put into BEACON Shoes what is generally 
acknowledged to be the highest standard of HAVANA BROWN Kid manu- 
factured—New Castle, and while this, no doubt, is no secret to your cus- 
tomers, we feel that we ought to assure them, as well as yourself, of our 
purpose to always make New Castle HAVANA BROWN Kid fulfill your 
and their quality ideals. 


Sincerely yours, 
NEW CASTLE LEATHER CO., INC. 


President 


NEW CASTLE KID 
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Sales of Men’s Brown Kic 
Shoes are rapidly increasing 


The ever-increasing orderswe The bulk of demand is for 
are receiving from makers of Browns—and in accordance 
the finest men’s shoes plainly with the trend toward lighter 
show us that the demand for brown shades, our QUAKER 
lighter weight men’s shoes is BROWN is being favored by 
rapidly spreading. makers of the best grades. 


In color and quality QUAKER CITY KID speaks for itself. 


«Made in Black 
cAnd the Following Standard (olors 


Color 17 HAVANA BROWN 
Color 19 MEDIUM BROWN 
Color 22 QUAKER BROWN 
Color 25 GRAY 

Color 26 CHAMPAGNE 


QUAKER CITY MOROCCO CO. 


519 Huntingdon Street, Philadelphia 
95 South Street, Boston 
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OW STETSON “SNAPPY” 
TIES “SNAP UP” SALES 


Told by STETSON DEALERS 
NATIONALLY 


TELEGRAM 
The Stetson Shoe Company 
South Weymouth, Mass. 
Women's Snappy Ties immediate success. Express 
duplicate order for both stores. Greatly appre- 
ciate shipping from stock department immediate- 
ly. Fine opportunity to push Stetson women's 
shoes in big way. Wire answer. 
Frank Werner Company 
San Francisco, Cal. 


‘““GET STETSON 
SNAPPY TIES!”’ 


THE STETSON SHOE COMPANY 
INC. 


Soutn WeymMouTsH, Mass. 


Se ee 


They've Got to be “Stetson” to be “Snappy” 
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SYSTEM DEVISED BY ALBERT F. GALLUN JR. 














HE success of a good style 

is born in the tan vat. Here 
is a picture of a Gallun tan- 
yard where calfskins aredaily 
moved from aweaker vegetable 
tanning liquor to a stronger 
one. 
The die is cast right at this 
tanning point which deter- 
mines the non-shrinking and 
stretching, and shapeholding 
quality of the leather which is 
to go into your merchandise 
later on. 


Bonnte Brown (No. 8) 


A new and successful Brown 
which satisfies completely and 
sells readily. 


Coppertan (No. 23) 


A subdued orange shade which 
is livened with just enough red 
to give that much-wanted ef- 
fect in shoe leather. 


THESE COLORS ARE TOP-NOTCH SELLERS 








egelable Janned Leather 


always makes the most 
comfortable shoe : 


S you know, there are two kinds of tannages; the mineral ¢ 
chrome, where the animal fibre of the skin is turned into what 







are practically mineralized fibres. We manufacture such chrome y 
leather. The other, the vegetable tan, where the fibres are ( 
slowly transformed into a compact mass of more naturally conditioned 
fibres with vegetable matter. e 





The outstanding feature of this leather is the quality it has of hold- 
ing its shape. It has less than 1-3 the normal shrinkage of chrome 
leathers under extremes of dryness and humidity. Chrome leathers ° 
tested in the Gallun laboratories have shown variation as high as - 
18 per cent. The maximum change in Gallun vegetable ta nned leather 
is 6 per cent. 

This shows why a pair of shoes made of Vegetable Tanned Stock 
is of greater comfort to the wearer. There is no danger of undue shrink- 
ing and stretching in response to atmospheric conditions. 



















Of our vegetable tanned leathers Aztec Calf and Viking Calf are smooth 
finished and Norwegian Veals are of boarded finish, and all are made in 
full range of weights and in the fashionable shades. They give a distinct 
selling advantage to any shoe. 


A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 
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LEATHERS 


s| of Excellence ~ 
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REPE AT BUSINESS 


Ne INETY-FOUR PER CENT OF OUR 
a8 BUSINESS THUS FAR THIS YEAR 
HAS BEEN WITH ACCOUNTS THAT 
WE SERVED LAST YEAR. 








Watk-Croft, 


SMART SHOPS FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 


A? THbiR FACTORY IN BOSTON 

















neers? LINE AND STICK 
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‘Cincinnati Makes Progress 
Toward Better Business 


CINCINNATI—Brisk buying in 
the retail shoe stores was a marked 
feature of business during the 
week ended September 13. Mer- 
chants received the co-operation of 
the weather, and this brought out 

| many shoppers for fall footwear. 
Merchants are optimistic about the 
outlook. While the buying is not of 

' big volume, they all feel that it is 
rather early, and that as the season 
advances, that business will im- 
prove. 

Children’s shoes have shown an 
increase during the past week, due 
to the opening of schools. There has 
been a marked increase in the num- 
ber of calls for high shoes for chil- 
dren, and business has been divided 
about equally between high and 

' low. 
Patent Leather Still in Lead 


In the women’s business black 
continues to have the preferred 
_ choice, with patent leather leading 
the black field. 
Most of the merchants feel that 
’ it is a little too early to state defi- 
nitely what style predominates, as 
they are selling practically every- 
thing they have on their shelves, 
-and one of the merchants reports 
that there is no definite style trend, 
as they are getting calls for pumps, 
Straps, gore effects and oxfords. 
Tan and brown are beginning to 
sell, and these shades will be fea- 
tured during fall openings at the 
stores on September 16 and 17. 
| Brogue oxfords for growing girls 
have also been in demand. 


Men Not Buying Freely 


The men’s fall business has not 
_ Opened up as briskly as the. wom- 
' en’s, but merchants look for this 
| business to start within the next 
| few weeks, as during the past week 
Men have been buying felt hats, 
"and the next move is shoes. The 
Men’s stores are featuring prin- 
tipally low shoes, and high shoes 
"re not much in evidence in any of 
‘their windows. Heavy brogue type 
Oxfords, Scotch grain, with heavy 
‘Boles and broad toes, are beginning 
| to sell. 


' General Business Much 
& Better 

_. Business throughout the Federal 
’ Reserve District during the past 30 
_days has shown a marked improve- 


ment, according to the monthly 
business review of the Federal Re- 
serve Bank. The report in part is 
as follows: 

“During the past month there 
has been a gradual improvement in 
the important iron and steel trade, 
and numerous other industries 
have shown increased activity. A 
spirit of confidence has largely re- 
placed the pessimism and apprehen- 
sion that existed three months ago. 
Credit remains cheap and abun- 
dant, and the progress made with 
regard to the Dawes plan gives 
promise of a more stabilized Eu- 
rope. 

“In analyzing this betterment of 
conditions, it must be remembered 
that business in many lines usually 
begins to pick up at this time of 
year, so that some improvement 
would naturally be expected. An- 
other factor, however, must be 
taken into consideration at this 
time, and that is the materially 
higher prices being received for 
farm products. The question then 
arises as to how much of the in- 
crease in orders noted in various 
lines is due to seasonal factors and 
how much to the anticipation of 
subsequent buying on the part of 
the farmer. There is a further ques- 
tion as to whether such buying, 
when it does come, will exceed or 
fall short of anticipations. It is as 
yet too early to answer these ques- 
tions, but in comparing business 
conditions with a month or two ago 
it may be repeated that there has 
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been an improvement, and that 
business at the present time is on 
the upgrade. 


Manufacturers Booking Better 
Business 

“There has recently been a more 
optimistic feeling manifested by 
the boot and shoe industry as a 
whole than for some time past. 
Some increases in orders are re- 
ported. In the Fourth District 
there has been a turn for the bet- 
ter. Several manufacturers report 
a noticeable increase in orders 
within the last 60 days, although 
customers still seem inclined to buy 
mostly for immediate needs. Pre- 
liminary production figures for the 
Fourth District for July indicate a 
10 per cent increase over June, and 
there appears to be a much more 
optimistic spirit among shoe deal- 
ers than was in evidence a month 
ago. In addition to the usual sea- 
sonal factors, the improved condi- 
tion in the agricultural communi- 
ties is expected to play a part in 
the recovery of the shoe industry.” 


Salesmen Out with New 
Samples 


Many of the manufacturers have 
sent out their salesmen during the 
past week, and during the next two 
weeks all the salesmen in the Cin- 
cinnati district will be on the road 
with their new line of samples. The 
new numbers are somewhat plainer 
than samples of previous seasons, 
but they still have a variety of 
patterns and styles, as the shoes 
must be snappy and not just merely 
plain effects. Manufacturers antici- 
pate a good business after their 
men are out. 





Retail Trade Continues on 
Upward Swing in Chicago 


CHICAGO — Shoe merchants 
have enjoyed a busy week. There 
have been many shoes bought and 
these shoes pleasantly enough, 
have been those styles and those 
leathers that most retail merchants 
have figured as being “fall sellers.” 
The demand for tans, while not 
quite as strong as was anticipated 
earlier, has strengthened, though 
invariably confined to a darker tan 
than first predicted. There seems to 
be a very decided resistance in 
both men’s and women’s lines to 
the bright shades of tan leather, 
neither men oe women seeming to 
% : = 


take to this more conspicuous color. 
The general trend of buying seems 
also to confirm the earlier faith in 
the oxford for women for fall cos- 
tuming and many pretty styles 
are making their appearance. 
Southern ties are popular in this 
type of footwear arid the plain, old- 
fashioned oxford is being sought 
after—sans everything except the 
necessary eyelets and laces. 

The vogue of flesh-colored hose 
with tan and black strip pumps- 
also continues and there’s a wee 
chance that other interesting de- 
velopments in the industry are just 
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Spectally constructed machinery and 
exclusive Dunbar equipment gare 
used in this trueing up process to 
insure accuracy in size gradation. 


TRUEING UP 


SERS of Dunbar Patterns often comment on the absolute fidelity 
and accuracy with which they interpret the original design. Bios 
espec 


Place a set of Dunbar Patterns one on top of another and you 
will note the equal distance between the different sizes. This shows the the ¢ 
perfect accuracy of size gradation, a feature of Dunbar Service. heav: 

In each of Dunbar’s seven factories precision is the rule. Dunbar facili- has | 
ties and Dunbar Service provide an extreme degree of accuracy whichfhas vogui 
never before been attained in this character of work. ype 


The result—better style and surer fit in Shoes that are made on Dunbar Se 


Patterns. first 
Your exclusive designs are safe when is ac 
Locked in the Dunbar Treasure Chest. calf 


ador! 
tong! 


DUNBAR PATTERN CO. = 


lishn 


SHOE PATTERN. MAKERS fora 
aS Fe 
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around the corner with the raising 
of the skirt line. One might imag- 
ine oneself to be looking backward 
three or four years in style to see 
the increasing number of the 
younger folks whose skirts have 
left the heel for a more interesting 
position. Black satin continues to 
be worn. 


It seems safe to predict that 
here in Chicago black will continue 
to carry the greatest popularity 
through the fall and that tans will 
have their place in fair quantity 
though not sufficient to create any- 


thing in the nature of a sensational 
run. 

The wholesale market is getting 
under way with fall business in a 
very satisfying manner and the 
general improvement of credits and 
buying is creating a feeling of op- 
timism. 


Will Attend Convention 

J. Edwin White, Hugh Lyons & 
Co.’s representative in Michigan, is 
leaving for Spokane, Washington, 
where he will represent the com- 
pany at the Pacific Northwest Dis- 
play Men’s Convention. 





St. Louis Notes Up-Swing 
in Business Conditions 


ST. LOUIS—Business ‘in the re- 
tail shoe trade for the week end- 
ing September 13th continued 
brisk. A visit to a number of stores 
brought forth the most optimistic 
reports of progress reported in a 
good many days. 

One of the principal style notes 
which was prominent throughout 
the week was the increased demand 
for tan calf. This upward move- 
ment was felt in a number of 
stores, and in one or two cases tan 
calf was reported as better than 
satin. Opinion is divided as to the 
popularity of this material. Some 
are of the belief that it will hold 
well until January and stage a 
strong revival in spring. Others 
are ready to sound the death knell 
on this vogue as soon as the weath- 
er becomes frigid. This last pre- 
diction is amended to exclude welts, 
especially in oxfords. Wherever 
the demand for tan calf has been 
heavy, the operator of that store 
has had confidence enough in the 
vogue to reorder. This practice was 
carried out in several instances. 

Strip pumps are gaining in 
prestige, with patent carrying off 
first honors as to materials. Satin 
is accorded second place. In the tan 
calf field the pumps are usually 
adorned with an ornament or semi- 
tongue effect. A front gore tongue 
pump proved to be one of the most 
popular numbers in a large estab- 
lishment. The same pattern was 
bought in patent and found equal 
favor. 


Federal Report Indicates 
Improvement 

The Federal Reserve Report of 

the Eighth..District..on -general 


weet ~~ we? + 
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business conditions for August in- 
dicated improvement and a more 
optimistic feeling concerning the 
future. The report follows in part: 

“Reports covering general busi- 
ness conditions in this district dur- 
ing the past thirty days reflect 
marked improvement in sentiment 
and a greater degree of confidence 
in the near future than at any time 
since early spring. The chief fac- 
tor in the more hopeful psychology 
has been the radical turn for the 
better in agricultural prospects and 
the relatively high prices being paid 
for cereals, live stock and other 
farm products. Other influences fa- 
vorably affecting sentiment have 
been the halt in recent price reduc- 
tions of certain important commod- 
ities, more seasonable weather, and 
the continued strength of banking 
and financial situation. 


“As has been the case for many 
months past, buying continues 
chiefly on a basis of immediate re- 
quirements, but the number of cur- 
rent orders is large and bulks im- 
pressively in the aggregate. Since 
the first of this month there has 
been some relaxation from the pol- 
icy of purchasing only for immedi- 
ate shipment, and bookings of fu- 
ture orders by the dry goods, boot 
and shoe, grocery, and hardware 
interests exhibit fair gains. 


“Since the first of this month 
operations at many plants have 
been increased, and preparations 
were being made to broaden activi- 
ties still further. Another develop- 
ment worthy of comment was the 
change in price trends which has 
worked to bring into closer relation- 
ship the values of various groups 
-of..commodities..In this movement 
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the rise in prices of farm products 
was a particularly notable factor.” 


Men’s Business Hesitant 


Reports on the men’s shoe busi- 
ness are not of the most enthusi- 
astic nature. Unlike the women’s 
business, the activity has been of 
a halting type. Saturday, which is 
usually a good day, found a major- 
ity of the stores with only a few 
customers. The manager of a chain 
of stores had the following to say: 

“It takes cold weather to drive 
men into high shoes. Until we have 
this kind of weather it is hardly 
probable that we will have brisk 
men’s business.” Business is not 
bad, but suffers in contrast to the 
women’s trade. Light shades of tan 
are good. The medium shades find 
good call in the higher grade field. 
Black is scoring heavily and pre- 
dictions are that it will soon share 
equally with tan. Some grained 
leathers are being bought, but it 
is not expected that this material 
will give volume business. 


Gottlieb Joins Stix, Baer 
er 


G. H. Gottlieb, formerly of Al- 
fred Ruby, of Chicago, has joined 
the Stix, Baer and Fuller organi- 
zation as manager of the children’s 
main floor shoe department. A. C. 
Van Dorn, former manager of the 
department, has gone to Famous- 
Barr Company as assistant to 
James L. Young, buyer for the 
men’s and children’s departments. 


Central Shoe Company Show 
32 Per Cent Gain 


Evidence of the business pros- 
perity which is sweeping the coun- 
try can best be found in the state- 
ment just given out by J. J. Mar- 
tin, general manager of the Cen- 
tral Shoe Company, announcing a 
32 per cent gain in net shipments 
for the month of August over the 
same period a year ago. Martin 
further stated that indications 
were, from the volume of orders al- 
ready placed, that a large gain in 
shipments would also be recorded 
for the month of September. 


Samuels Adds McKay Line 


The work of re-equipping Fac- 
tory Number 3 of the Samuels 
Shoe Company has been completed 
as a part of this company’s pro- 
gram for the expansion of their 
lines to include women’s novelty 
McKays. Their McKay faetory will 
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| You Can’t Kill a Good Thing 


"TONY RED, in spite of its long period in popular 
favor, which has been temporarily interrupted, [S 
BACK AGAIN IN THE PREFERENCE OF 


THE BEST DRESSERS. 


We are receiving a demand for TONY RED that has 
taken us by surprise. 





“You can't kill a good thing” applies exactly to TONY 
RED CALF—as one enthusiastic retailer writes us— 
“TONY RED is the handsomest leather we ever saw. 


We got tired of it, but we're back on it again.” 


“CALF LEATHERS ARE WHAT THEY WANT” 





TONY CALF LEATHERS 


Reg. U. S. Pat. Of. 


RED TAN BROWN BLACK 
| 
| 





CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & Co. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 
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have a capacity of 1200 pairs daily. 
The same sales force that has been 
handling the regular Samuels line 
will also carry the new McKay 
line. Theo Samuels reports also 


that their welt and stitchdown fac- 
tories producing the Humpty- 
Dumpty line of children’s shoes are 
working five nights each week in 
addition to the regular day shifts. 





Trend Toward ‘Tailored 
Styles Noted in Detroit 


DETROIT—With the weather 
seasonable, retail shoe merchants 
are more optimistic and see visions 
of normal trade opening early. The 
first Saturday of the month showed 
active buying, forecasting the open- 
ing of a brisk trade in seasonable 
footwear. 

Tailored models are being shown 
in the windows and interior cases 
and buying shows a trend towards 
these as the popular numbers dur- 
ing the coming months. French 
toes and shorter vamps are being 
accepted as the desirable change in 
style. Blacks predominate, of 
course, although tan calf is looked 
forward to as a good selling color. 

Gored styles are increasing in 
popularity with the better trade 
and may spread to the popular- 
priced numbers, although straps 
are still leading. Oxfords will be 
sold to some extent for street wear, 
but the plainer pumps and straps 
will likely hold their own in the 
public mind. Plain two-strap num- 
bers are looked forward to as being 
especially good sellers. 

The broad French toe is favored 
by the younger men, also, and 
shorter vamped oxfords are being 
snapped up by some of the more 
advanced style followers. Heavier 
lines are in demand, and a decided 
call for high shoes has developed 
in some quarters, but this may be 
merely a trend of the conservative 
trade. 


New Price Policy for Baker 


A new policy has been an- 
nounced for the Detroit store of 
the C. H. Baker chain. There are 
to be only two prices in women’s 
shoes, one selling at $6.50 and the 
other at $8.50. R. W. Hardebeck, 
the merchandise manager, recently 
with the Petot Shoe Co., Cleveland, 
Ohio, has worked out the change 
of policy and reports the accept- 
ance of it by the consumer with en- 
thusiasm. Exceptional values at 
these prices are being offered as 
the foundation of the new policy. 
Men’s lines are featured at_$5 and. 


$6.50, and women’s hosiery at the 
one price, $1.85. 


New Window-Trim Ideas 


A very pretty innovation in win- 
dow display has been introduced by 
S. L. Bird & Sons. In the center of 
each window background a half 
cylinder of wall board neatly cov- 
ered with mottled paper has been 
introduced. In the upper part of 
this cylinder an opening has been 
made to represent the stage of a 
theater. A background of fall trees 
with cut-out flies and wings at each 
side gives a pretty setting for the 
display of a single shoe, which is 
posed on a pedestal. A doll’s figure 
holds a small card announcement 
describing the shoe on display on 
each stage. This miniature theater 
affords display room for only one 
shoe, but it singles out that shoe 
from the rest of the display in a 
manner that nothing else would ac- 
complish. 

An R. H. Fyfe & Co. display that 
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received a lot of attention was re- 
cently installed by F. E. Whitelam, 
display manager. It might well have 
been termed a “Masterpiece of 
Shoe Making.” A single pair of the 
new wide toe Scotch grain tan ox- 
fords, with the new wide trouser 
legs properly situated above them 
as if in actual use were shown in a 
setting to suggest a picture. A wide 
gold frame, three feet by four, was 
backed by a mulberry velvet drape 
which hung carelessly behind it and 
flowed over a pedestal upon which 
the shoes were shown. It was spe- 
cially lighted by a spot light, the 
other lights of the window being 
left unlighted. 


Amluxen Opens Second 
Store 


Amluxen Brothers have opened a 
second store at 225 West Grand 
River and announce that two other 
locations will likely be available 
within the next thirty days. This 
firm is featuring popular-priced 
women’s shoes at $3.50, $5.00 and 


- $7.50. H. C. Campbell, formerly N. 


C. Amluxen’s assistant at the A. E. 
Burns store, is in charge of the 
Grand River establishment. 


Some of our old friends, women’s 
high shoes with pointed toes and 
high French heels, were seen scram- 
bled together in a lower Woodward 
avenue window the other day and 
offered at 69 cents the pair. 





Farmers Harvesting Good 
Crops in Denver District 


DENVER—Retail shoe mer- 
chants here are entering on what 
promises to be a very god fall busi- 
ness period. Fall this year has 
started off better than it did a year 
ago. Farmers of the state are har- 
vesting good crops and are getting 
better prices than they did last 
year. As a result more money is in 
circulation. The Colorado beet crop 
this year alone will be $15,000,000. 
The winter wheat crop just har- 
vested in the state is the largest on 
record, being somewhat over 20,- 
000,000 bushels. 

Every Denver store of merit is 
enthusiastic over black satin and 
black patent in footwear as the two 
volume sellers of @he season. Not 
only are strapped pumps offered in 
these leading materials but also 
buckled pumps and opera pumps. 


. For streetwear, the tan Rusgia- 


calf walking-pump will be very 
good, as will tan-calf oxfords, ac- 
cording to local retail shoe mer- 
chants. Several attractive pumps in 
combinations of leathers are also 
shown, but the shoes are all in one 
color instead of a combination of 
contrasting shades, as last season. 
As to heels, according to local mer- 
chants, the French heel is dead and 
superseded in popular fancy by the 
Spanish and Cuban. Either the Cu- 
ban or the very low walking heel 
is favored, depending upon the pur- 
pose of the shoe. 


Two New Stores 


A new retail shoe store has been 
opened in Denver. It is the Arch 
Preserver Shoe Company and is lo- 
cated at 520 Sixteenth street. The 


store has a large gtock of Arch. 
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Vanette cut out, side gore Oxford—a favorite of the St. Louis Pageant ver" 


of Shoe Fashion—lImitation buttons, vamps and quarters of black 
CEDAR CLIFF SATIN, black suede front and quarter pieces. 
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HEN a shoe is bought and paid for — the trans- don 


der: 


action is only begun. ilu 
of 
The retailer who stipulates that nothing but CEDAR CLIFF yes 
SATIN shall be used in his orders -- may rest secure that me 
every Satin Shoe sale his cash register rings up is the be- Wil 
ginning of an endless chain of satisfaction; for the woman - 
will tell her friends -- and her friend’s friends. 


See that your Fall Orders call for: 


CEDARCLIFF 


PURE DYE 


SHOE SATINS 


‘*‘Worth a little more tea the woman who knows’’ 
The CEDAR CLIFF SILK COMPANY = _ 251-255 FOURTH AVENUE, NEW YORK 
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Preserver shoes for women in a 
wide range of styles. 

The Tober Shoe Company has 
opened its new store at 1519 Law- 
rence street. This is the result of 


being forced to move from the old 
location on Lawrence street. On 
the opening day of the new store 
a pair of silk hose was given with 
each purchase of a pair of shoes. 





New Fall Styles ‘Taking 
Well in San Francisco 


SAN FRANCISCO—The leading 
retail shoe merchants are featur- 
ing fall styles with clever window 
displays and local advertising. 
Daniel Marx, of Rosenthal’s Inc., 
recently back from. the East, said 
that San Francisco: women are re- 
sponding readily to the Eastern 
vogue for simpler styles for street 
footwear. Patents predominate. 
Satins are very good. Black is the 
favorite, with tan as a good second. 
Metallic brocades are popular for 
evening wear, but evening styles 
are a little more simple than last 
fall. 

Sommer & Kaufman tell a lot 
about fall styles in their latest ad- 
vertising. For instance: 

“The new mode in shoes is char- 
acterized by such flattering lines as 
make the foot appear smaller and 
shorter. Spanish and Cuban heels 
dominate the mode. Toes are mo- 
derately round.” Accompanied by 
illustrations, the ad tells the public 
of oxfords, gore pumps, strap 
pumps, etc., as well as of the new 
fashions in patent leather, black 
suede, etc. Max H. Sommer and 
William Kaufman returned from 
the East last week. 


Capitalizing on Local Events 


Tie-ups with eurrent matters of 
local interest are seen in several of 
the down-town stores, this week. 
The State golf championship, at 
Del Monte, has been used by a 
number of. stores. Day and night a 
crowd has been around the golf win- 
dow of the Frank Werner store 
where a miniature automatic golf 
player is seen in action on a green 
‘golf course, flanked with shoes 
fitted for the links. The Walk-Over 
Shoe Store has tied up to the State 
championship by featuring the 
Walk-Over golf shoes, with crepe 
soles, at regular prices, $7 and 
$8.50. Cards draw attention to the 
prices. This men’s window also ties 
up with the visit of the U. S. fleet, 


having a colored fleet picture and* 


:a large colored cut-out of a “gob.” 
:Hamilton’s Shoe Store is also tying 


<ene-of its windows to the golf .cham-.. 


pionship and other stores are fea- 
turing footwear for golf links. 


Baker Store Remodeled 
The H. C. Baker Shoe Store, 


_Kearney and Post streets, has fin- 


ished the many changes and im- 
provements recently made. An at- 
tractive novelty for San Francisco 
consists of painted valances, on the 
glass. The windows have coal-black 
floors, and this radical departure 
makes a good background, es- 
pecially with batik draperies. 
One window ties up to a popular 
motion picture, running at the 
Imperial Theatre, by displaying the 
boots worn by the buccaneers in 
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filming the picture, and the slip- 
pers of the slave girls. In contrast, 
is an ultra-modern bureau, on 
which are shown the latest shades 
in silk hosiery. Late fall styles in 
women’s shoes are also in this 
window. 


Packard Store Changes 
Name 

The Packard shoe store, 60 Kear- 
ney street, a popular establishment 
for.men, has just changed its name 
from “Peters” to “Edwards-Wal- 
ters.” There has been no change in 
ownership, but the new name pre- 
vents confusion. Peters Bros., of 
Market street, San Francisco, and 
Oakland, was formerly owned by 
several brothers, two of whom, Otto 
Walter Peters and Edward Peters, 
withdrew amicably and founded 
their own store at 60 Kearney 
street. The Market street and the 
Kearney street stores are compet- 
ing establishments, and, to avoid 
confusion, the two younger brothers 
have now listed their place, 60 
Kearney, in their given names, each 
with an “s” added — Edwards- 
Walters Shoe Co. 





Oxfords, Ties and Colonials 
in Demand in Milwaukee 


MILWAUKEE—Dates of the 
National Shoe and Leather Week 
very nearly coincided with the dates 
of the Promenade of Styles, a fall 
style show held in Milwaukee by 
local merchants and a local news- 
paper, and ‘as a result many 
special window displays were put 
in for the week whieh indicate 
popular styles for fall wear. Local 
stores are well into fall business 
and several merchants report dif- 
ficulty in keeping stocked up on 
sizes in popular numbers. 

Oxfords, ties and Colonials are 
sponsored for street wear and local 
stores are doing a good business on 
all three types. One store reports a 
very good business in oxfords in 
both plain and cut-out styles. This 
store finds a very good demand fer 
tan shades although black patents 
are also very strong. Tans form 
about 25 per cent of fall business, 
in contrast to: last year when the 


demand for: this color was very ' 


small. For dress wear this store is 
selling plainer types with bows and 
notes little demand for straps. One 
large department store ha8 noticed 
quite .a_ demand. for .Dixie.. ties, 


which, with broguish oxfords, are 
taking the place of sandals with 
the flapper trade. Dixie ties are 
selling in tan calf, patent and dull 
leather, while the broguish oxfords 
are especially good in tan with some 
demand for tony red. Patents and 
satins in straps and plain pumps are 
popular for dress wear and black 
suede is just beginning to sell. De- 
mand for plainer types of shoes is 
also noted at a store which features 
a less expensive grade of shoes and 
the popularity of Dixie ties holds 
true. Patent leather is leading but 
tan shades are also coming to the 
front. The store is showing some 
black and brown velvet and has 
noted some call for brown satin. 
Cuban heels are most active in Mil- 
waukee stores, although there is 
also some action on Spanish heels 
or flat types. 


Men’s shoes are showing more 
action as the month progresses, and 
fall styles are going very well. 
Shorter: and broader shoes are 
being shown at local stores in heav- 
ier leathers. Lighter tan shades are 
featured to a large extent. Wide 

(Continued .on page 77) 
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TWO 
ANNOUNCEMENTS 





MR. JOHN E. FOLAN 


MANAGER 


Boston Sales Branch 
Converse Rubber Shoe Company 





The Converse Rubber Shoe Company takes pleasure in an- 
nouncing the appointment of Mr. John E. Folan to the manager- 
ship of the Company’s Boston Sales Branch. Mr. Folan’s ex- 
perience of 25 years, first as stock boy, then order clerk and 
finally as salesman, eminently fits him to handle efficiently the 
operation of a branch store and at the same time to understand 
the retail dealer’s problem. Few salesmen visiting the New 
England shoe trade enjoy the same measure of esteem and con- 
fidence with which Mr. Folan is regarded by his customers, and 
the Company anticipates his continued success in his new position. 


Second Another link has been added to the chain of Converse service 

=~ branches by the opening of a new office and distributing depot at 
217 West Water Street, Syracuse, N. Y. A stock of seasonable 
merchandise will be carried at all times and every effort will be 
made to provide fast, accurate and complete sizing service to 
Central New York and Pennsylvania customers. 


Converse Rubber Shoe (0. 


FACTORY AND GENERAL OFFICES AT MALDEN, MASS. 


Boston Chicago | New York Philadelphia 


175 Purchase St. 142 Duane St. 


Makers of the famous Heavy Duty Rubber 
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New York Retail Trade 
Not Yet Up to Normal 


NEW YORK—With a few days 
of cold weather last week, the fall 
shoe business here began to pick up 
considerably and gave the retail 
merchants more real encourage- 
ment than they have had for some 
little time. At the same time it can- 
not be said that business is up to 
the mark that it should have at- 
tained at this time of the year. 
From reports from various sources 
it appears probable that the depart- 
ment stores and the chain shoe 
stores are doing a relatively larger 
business than the individual shoe 
shops. 

The fall business so far has failed 
to develop any one leading style. 
The retail merchants themselves 
are far from being in accord on 
what they expect the best sellers 
for the season to be. Most of them 
are feeling their way along cau- 
tiously, ordering new stocks only 
when necessity demands and play- 
ing the style game more conserva- 
tively than at any time in the past 
three years. There has been greater 
concentration on a few styles this 
year, and the most successful mer- 
chants appear to be those who have 
had the courage to back their own 
judgment in picking styles rather 
than depending upon what has 
been selling in other stores. As a 
matter of fact, what may be a good 
seller in one store has developed 
into a “sticker” in another store. 
Another angle is that women ap- 
parently do not care for shoes that 
are widely shown, but prefer some 
individuality in a style. 


No One Style Dominant 


From the experience of a number 
of mid-town retail merchants it 
seems that any good patterns in 
straps, gores, semi-colonials and 
even the plainest of pumps can be 
sold fairly well at present. Women 
now are more easily shifted from 
one pattern to another, in sharp 
contrast to the wide demand on one 
particular type of pattern in past 
seasons. 

In materials, however, the situa- 
tion is more settled. Patent leather 
is leading the field by a wide mar- 
gin, with satin as second choice. At 
least this is the verdict of a large 
number who were interviewed on 
the subject. After these two ma- 
terials, the field becomes more scat- 
tered. It is probable, however, that 


tan Russia calf occupies third place, 
with black suede, black calf and 
both brown and black kid also pro- 
viding some business. Brown suede 
also is coming into stronger de- 
mand and may pass black suede 
later in the season, in the opinion 
of some retailers. 

The development of the tan calf 
vogue has been most interesting 
here. At the beginning of the sea- 
son, and for some time before, it 
was touted as a strong contender. 
Shortly after the opening of the 
season it appeared to have lost 
some of its force, and a few mer- 
chants predicted an early death for 
it. Now, however, it is running 
closer to initial expectations. The 
exact shade of tan calf that will be 
most in demand, however, is still 
an open question. One of the larg- 
est calfskin tanners has written a 
number of retail merchants here 
for their opinions on this subject. 
Most of them have replied that the 
medium shades are running strong- 
er than the extremely light or the 
extremely dark shades. 


Men Buying More Freely 


The men’s shoe business during 
the second week in September took 
a good spurt, largely because of the 
weather. Smooth-finished leathers 
continue in strong demand, but 
there are sufficient indications to 
lead the merchants to expect grain 
leathers, particularly Scotch grain, 
to sell well later on. Tans, in the 
medium light shades, are out-selling 
blacks in the proportions of three 
to two. The fact that light colored 
woolen suits are being sold in large 
quantities, is an indication that the 
light tan shoes will hold well 
through the fall season, at least, if 
not for the entire winter. 

The much discussed brown, flesh- 
finished shoes so much worn by the 
Prince of Wales are now being du- 
plicated and several of the leading 
men’s stores here are showing 
them. A few sales have been re- 
ported. Although these particular 
shoes have been referred to as 
“suede,” they are really brown 
buckskin. The vogue for them was 
rather strong around the country 
clubs on Long Island, even before 
the arrival of the Prince. They are 
not expected to gain much promi- 
nence as volume sellers this fall, 
but they. are being considered as a 
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good proposition for next spring. 
In some quarters it is predicted that 
next year will see more colored 
buckskin shoes worn by men than 
ever before. One chain store system 
here has done a fairly good busi- 
ness on black suede shoes for men 
for evening wear. 


Sam Davis To Visit New 
York 


Local shoe merchants are look- 
ing forward to a visit from Sam 
Davis, field secretary of the Na- 
tional Shoe Retailers’ Association, 
October 6 to 19. At the regular 
monthly meeting of the Retail Shoe 
Dealers’ Association at the Cafe 
Boulevard last week the subject of 
Mr. Davis’ visit was discussed. A 
plan was presented to have a series 
of group meetings in various parts 
of the city at which Mr. Davis 
would address both the employers 
and employees of various stores. 
This idea was abandoned after 
some discussion and a joint meet- 
ing of store owners and their clerks 
at a dinner at the Cafe Boulevard, 
either on the night of October 12 
or 19, probably will be arranged, 
at which Mr. Davis will talk. The 
local association, at its meeting last 
week, abandoned the idea of Na- 
tional Shoe Week as far as New 
York is concerned. The point was 
made that the time for preparation 
for the event is too short. 

M. J. Arnoff, of Wildfeuer Broth- 
ers, 140 West Broadway, was 
elected a member of the local asso- 
ciation. President Jesse Adler pre- 
sided. 


New Hosiery Corporation 


The former interests in the 
Robischon Corporation, New York, 
have reorganized so that the hosiery 
mills recently represented are now 
partners in the new corporation, to 
more closely ally themselves with 
the problems of sales and direct 
contacts with the retail trade. The 
new corporation is to be known as 
the Robischon Sales Co., Inc., and 
among its directors are: E. A. Hir- 
ner of the Hirner Hosiery Co., 
W. A. Wetherhold of the Starkist. 
Hosiery Co., E. W. Robischon, P. J: 
Robischon, T. J. Fleming, Henry C. 
Voss and C. Richardson. 





People would have better health 
if they would remember that their 
stomach is a work room, and not a 
play house.— Hygeia, Walk-Over 
Factory Prints. 


| 
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Sept. 30 
Oct. 1-2-3-4 


Five Days — Five Nights 
Representing 
40 Shoe Manufacturers of this Dis- 


trict and their Exhibits, 
fresh from the Factories. 


also 
30 Associated Shoe Industrial 
Exhibits, all on one floor. 
® 


STYLE SHOW continuous 
EVERY DAY 12 to 8P. M. 
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The Greatest Center of Men’s Fine Footwear 
in the World. 


The Home of Genuine Welt Shoes for Man 
or Woman. 





The Swinging Styles. (A Novel Presentation of 
Footwear). 

Exclusive Models — exquisitely gowned. 

Mammoth Butterfly Decorations. 

Special Attractions showing Shoes in Action. 

Unusual Music. 

The entire Educational Building devoted to the 
display of shoes. 





LL A RS TR Ee ser es = 


You are within 15 minutes auto ride of practically every 
shee faCory in the Brockton Distri@. Combine business 
with pleasure. Take in the famous Brockton Fair and 
Shoe Style Show. 


5 


TOLMAN — DAVIDSON 
© 1924, joverrising PRESS, Inc. BROCKTON, MASS. 
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Merchants Unite To Boost 
New England-Made Goods 


BOSTON—“Made in New Eng- 
jand” shoes and hosiery were 
prominently featured this week. 
From store window and interior, 
attractive cards and labels stated 
“this footwear is New England 
made.” sometimes the name of the 
city was mentioned. The various 
parts of the shoe and its assembling, 
from upper to sole and heel were 
shown: Statistics and maps gave 
further information. Leading citi- 
zens talked in the assembly halls of 
some of the big department stores 
selling shoes. An _ old-fashioned 
tally-ho, drawn by four’ white 
horses with driver and footman in 
bright liveries and Colonial belles 
inside the coach, was one of the 
features of the Gilchrist’s publicity. 
Fred Small, head of the shoe de- 
partment of this store, was one of 
the members of the committee; 
other shoe men worked actively 
with Secretary Thomas F. Ander- 
son, of the New England Shoe and 
Leather Association. 


Children’s Footwear Window 

A very clever trim, devoted to 
children’s footwear, was made by 
the Thayer-McNeil Company the 
past week. A number of the brown 
shades in shoes and hosiery were 
pleasingly combined. All ages, from 
baby up to boys’ and misses’, were 
shown, representing the merchan- 
dise sold on the third floor of the 
children’s. department. One of the 
new accessories recently featured 
by the hosiery department are 
“Bonnie Doon” scarfs. These are 
shown in a variety of attractive 
sport colors, at $6.50, and match in 
colors, character and price, the im- 
ported Jacquard hosiery. 


In Patent and Champagne 


One of the new models in wom- 
en’s shoes recently shown at the 
Henry H. Tuttle Co.’s store had a 
patent leather vamp with high and 
broad tongue in patent leather, 
appliqued with champagne kid in 
floral design; the quarter was of 
champagne kid; the heel was about 
a 16/8 Spanish ; this was a gore pat- 
tern. 

One of the new numbers shown 
at Gillett-Upton, is in Penny brown 
suede, cut high over the instep, with 
ornamental “shield” effect of brown 
alligator. Mr. Upton believes that 
black suede is going to be very 
good, with patent leather next, for 


early fall; a little later, he believes 
brown suede will begin to climb, 
relegating patent to perhaps fourth 
place in the ultimate demand. 
Satins, he states, must be reckoned 
with, both blacks and browns. In 
browns, there are the champagnes, 
deepening down to the Brackens 
and the Penny shades. The shade 
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of Racquet is always a good one, 
Mr. Upton believes, although never 
mentioned to any extent. The “28” 
tan Russia shade, he states, is 
going to be a good one. 


Black Velvet Demand 


There is a division of opinion in 
regard to black velvet. Some say 
that it is going to be very good. 
Others are not so optimistic. All 
are agreed, however, that black 
velvet, as a high style proposition, 
will bear careful watching. 





Haverhill Factories Note . 
Better Demand for Shoes 


HAVERHILL—Judging by the 
urgent calls which are being made 
upon Haverhill manufacturers by 
merchants throughout the country, 
there is a need of seasonable shoes 
in many retail stores. The situation 
as seen by the local trade is about 
like this: 

Merchants during the last few 
months have been using all their 
efforts to dispose of shoes in stock. 
Their buying has been light, which, 
under the circumstances, was only 
natural. Now, with the opening of 
the fall season and the necessity for 
new goods, comes a demand on 
Haverhill manufacturers for new 
styles and quick deliveries. Travel- 
ing men report that retail shoe 
business is excellent in most locali- 
ties and that the merchants’ handi- 
cap at present seems to be a lack 
of sufficient sizes to satisfy the 
demand. Indicating the situation in 
this regard is the experience of a 
local manufacturer who, two or 
three weeks ago, called on one of his 
largest customers for the purpose 
of soliciting business. At that time 
the merchant declined to place an 
order, saying he had all the shoes 
on hand that he could sell during 
the next few weeks. Within a fort- 
night after the’ manufacturer’s 
call, this merchant wrote to the 
factory with a liberal order, with 
the statement that he must have 
the shoes as soon as_ possible. 
Haverhill factories are reflecting 
these conditions through increased 
output, and the employment of 
many more shoe workers than for 
the last several months. 


Optimistic on Haverhill’s Future 

Shoe manufacturers who have 
carried on through the stress and 
strain of business conditions and 
labor disturbances of the past year 


or more are now in a frame of mind 
to look on the bright side regard- 
ing Haverhill’s future as a shoe 
manufacturing community. Typical 
of this sentiment is a letter recently 
sent by one of Haverhill’s old estab- 
lished shoe concerns to a real estate 
firm in Boston. The latter concern 
wrote to the Haverhill house offer- 
ing a choice of factory locations in 
Boston and vicinity on the supposi- 
tion that the Haverhill concern 
would consider locating elsewhere 
owing to suggested unfavorable 
conditions here. 

The reply which the Haverhill 
shoe manufacturing house sent to 
the Boston real estate concern 
stated among other things that 
labor troubles are past history; 
that since the peace pact, so-called, 
was put into effect, labor conditions 
are satisfactory to Haverhill manu- 
facturers; that decisions have been 
handed down by the local board of 
arbitration which are fair to all; 
and finally, that so far from consid- 
ering any removal from Haverhill, 
this concern looks for additional 
prosperity and a bright future for 
the city. 


Counter Concern Reor- 
ganizes 
George H. Webster Counter Com- 
pany of Haverhill has reorganized 
under the name of the Plymouth 


Counter Company. Mr. Webster, 
who for 40 years has been asso- 
ciated with the local manufacture 
of counters and soles, retires from 
active connection with that busi- 
ness. He is interested in a Vermont 
lumber concern and will devote him- 
self.to that work. The Plymouth 
Counter Co. will be conducted by 
men who have long been associated 
with Mr. Webster. The officers are 
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LOTUS CALF ||” 


OoseeeplETAILERS who know the 
4 | aj prominence which leather 
takes in the eye of the con- 
sumer are urged to learn the 
LOTUS CALF line. 


MECCA LOTUS CALF is a light shade 
of brown in a glazed and boarded chrome 
tanned calf leather. It will shed water 
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John Hurley, president; William 
Hurley, vice-president; Fred C. 
McKenny, secretary and treasurer. 


New England Week Gen- 
erally Observed 


Haverhill manufacturers and 
merchants during the past week 
have taken special pains to observe 
New England Week by using pub- 
licity for, and making displays of, 
local made goods in stores and other 
public places. The Haverhill Cham- 
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ber of Commerce has co-operated 
with other similar organizations 
throughout New England under 
the leadership of L. R. Hovey, who 
headed the general Haverhill com- 
mittee. 


Haverhill Man with New- 
buryport Concern 
Charles P. Ellis, formerly with 
Hopkins & Ellis, is now associated 
with the Fern & Poor Company of 
Newburyport. 





Plan To Boost 
by Holding 


BROCKTON—Preliminary work 
is well advanced for the Shoe Style 
Show at the Brockton Fair. The fol- 
lowing committee will have the 
show in charge: 

Honorary Chairman, Hon. John 
S. Kent, president of the Brockton 
Shoe Manufacturers’ Association; 
general chairman, Frank E. Pack- 
ard of George E. Keith Co.; gen- 
eral manager and decorator, George 
M. Rand of Tolman Print, Inc.; 
style show director, William B. 
Nash, W. L. Douglas Shoe Co.; 
exhibits and exhibition, W. W. 
McArthur, Mawhinney Last Co.; 
men’s shoe styles, John S. Kent, 
Jr., secretary and treasurer, Frank 
M. Bump. Assisting this committee 
will be Miss Mollie F. Hurley, danc- 
ing supervisor; J. Frank Beal, 
music; Frank E. Cobb, exhibits; 
Miss A. L. Glidden, advisory; A. 
Scudder Moore, electrical; Old 
Colony Advertising Club, B. L. 
Wales, president, publicity. All men 
and women models will be residents 
of the Brockton district. This in- 
cludes, in addition to this city, the 
towns of Rockland, Abington, North 
Abington, Whitman, Bridgewater, 
Stoughton, South Braintree, Wey- 
mouth, East Weymouth, South 
Weymouth, North Easton, Avon 
and Randolph. 


Prize For the Best Models 


The committee offers a prize of 
$50 in gold to the young man and 
young woman who are considered 
best at modeling. The only condi- 
tion is that they shall be residents 
of the Brockton district. The judges 
to make the decision are as follows, 
and not residents of Brockton: 
Thomas F. Anderson, secretary 
New England Shoe & Leather As- 
sociation; James H. Stone, editor 
of The Shoe Retailer; Everit B. 


Brockton 
Big Style Show 


Terhune, treasurer and general 
manager of the Boot and Shoe Re- 
corder. 

The runway will be lower than 
ever before to give a direct view 


FRANK E. PACKARD 


General Chairman Brockton 
Shoe Style Show 


of the shoes. The models will enter 
the runway through the doors of a 
modern shoe store which will in- 
clude the entire front of a repre- 
sentative establishment. Retail shoe 
merchants, as well as manufacturers 
of the district and elsewhere, will 
be interested in the business-like 
reproduction of this store. 


Concerns Which Will Exhibit 


The following concerns will exhi- 
bit at the Style Show: 

T. D. Barry Co., Brockton Co- 
operative Boot & Shoe Co., Brock- 
ton Shoe Mfg. Co., Buckley Shoe 
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Co., Churchill & Alden Co., Conrad 
Shoe Co., Dalton Shoe Co., W. L. 
Douglas Shoe Co., C. A. Eaton Shoe 
Industries, Field & Flint Co., A. 
Freedman & Sons Co. Philip 
Giard Shoe Co., Howard & Foster 
Co., Geo. E. Keith Co., The P. B. 
Keith Shoe Co., A. E. Little Co., 
C. E. Lynch Shoe Co., C. S. Mar- 
shall Co., Mohawk Moccasin Co., 
M. A. Packard Co., Poole & John- 
ston, Inc., Bion F. Reynolds Co., 
Sporwin Shoe Co., Stacy-Adams 
Co., Stone Tarlow Co., E. E. Taylor 
Co., Thompson Bros. Shoe Co., 
Union Shoe Co., Wall, Doyle & Daly, 
Inc., Whitman & Keith Co., Brock- 
ton, Emerson Shoe Co., J. E. 
French Co., Hurley Shoe Co., Rice 
& Hutchins, Inc., E. T. Wright & 
Co., Inc., Rockland; Edwin Clapp & 
Son, Inc., East Weymouth; C. B. 
Slater Co., South Braintree; M. N. 
Arnold Shoe Co., L. A. Crossett 
Co., North Abington; Richards & 
Brennan Co., Randolph. 


New England Week 
Observed 


Under the direction of a special 
committee, the Brockton Chamber 
of Commerce, Brockton manufac- 
turers and merchants co-operated 
in the observance of New England 
Week, September 15-20. Window 
displays of New England-made 
goods were shown in many of the 
local stores. As a means of better 
acquainting Brockton citizens with 
the merits of made-in-Brockton 
shoes there were exhibits of local 
footwear in*the windows of retail 
stores. The idea of displaying 
Brockton products in the store win- 
dows was effectively used some 
years ago when a made-in-Brockton 
exhibit was staged by the Board of 
Trade. At that time it attracted 
much favorable attention. , 


Factory Employees Have 
Outing 


On September 6, the employees 
of Barney, Capen & Denham Co., 
Brockton shoe manufacturers, held 
their annual outing at Green Har- 
bor, Mass., the trip being made in 
elaborately decorated automobiles. 
There was a program of sports fol- 
lowed by a shore dinner. 





Poet—“I’m out here to get local 
color for a pastoral poem.” 

Farmer—‘“I reckon you’re gettin’ 
it, Mister, I painted that settee only 
this mornin’.”—Walk-Over Factory 
Prints. 
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New Models for Fall 


Three Weeks Delivery 


Evangeline 
Goodyear Welt 


aw we 


Stock No. 6034 Stock No. 6032 
—a 1 J aaa Patent, 1 Strap, 
60 


Stock’? No. tock 
Same ae Black Calf Sune Style ‘Bleck Kid 
$3.60 


ieee ama I mmm 
- — ss Eo — Le - a © <2 


| 
| 
| 
| 
| 
| 
, 
| 
| 
| 


American Beauty 
Flexible McKay 


Pe 


Stock No. 6111 Stock No. 7. 
Brown Calf, 1 


Black Kid Gore Pump 
Jet Buckle, Covered Louis Heel Covered Cuban Hee 
4 Stock No. meat Style Patent 


Stock No. 6120—Same Style Kid, 
Rubber Heel, $3.60 





Made by 


A. H. Berry Shoe Co. 


186 Lincoln Street, Boston Portland, Maine 





— + << F  — © ee @ am —? — +. ae —_— 2 — — a 





(C03 rene 


———— + ——- © ~<a § =s0or 8 Ee 8 ee le ee ee” 














September 20, 2924 


Lynn Factories Very Busy; 
Novelty Shoes in Demand 


LYNN —Lyin shops continue 
very active. September business to 
date shows a most encouraging 
total. Shipments to New York, in 
anticipation of the‘ holidays there, 
are larger this September than a 
year ago. The nation-wide demand 
for shoes is generally good. The 
fashion of novelty shoes, which has 
run for some time in big cities, has 
spread to hamlet and village, with 
the consequence that many Lynn 
firms are broadening out the field 
for the sale of their pretty shoes. 
Manufacturers are anticipating 
that the follow-up of National Shoe 
Week, which has livened up the 
shoe consciousness of the public, 
will lead to a continuance of the 
present good business in pretty 
shoes. 


Plain Pumps in Demand 


Styles show a further movement 
to pump effects. Plain pumps are 
more in favor than for some time. 
Gore pumps in a variety of pat- 
terns are now among the best 
sellers. One-eyelet ties, with gores 
in the tongue, are coming into new 
demand. A tailored bow may be 
substituted for the ribbon lace of 
the tie, to get a pump effect. Two- 
eyelet, or Southern ties, are in such 
good demand that they are now 
carried in stock by some firms. 
Makers of welt oxfords are gaining 
more :confidence, as cooler weather 
comes along; and their confidence 
is supported by good orders. 


Patent Still Leads 


In materials, patent leather con- 
tinues in the lead. Velvet has gained 
quite a bit of late. Grain finish calf 
and kid is in new favor, and suede 
calf is selling again. So is satin. 
Black is the foremost color, with 
from 70 to 80 per cent of Lynn’s 
shoes black. Russia calf is used 
chiefly for oxfords and ties. 

New lasts show.a further tend- 
ency towards short vamps. Indeed, 
some new models have foreparts a 
half a size less than the standard 
measurement. To compensate for 
this shortening, the tread is wid- 
ened by a half a size, more or less. 
The consequence is that toes are 
rounder, and foreparts are wider. 
About 70 per cent of Lynn’s shoes 
carry heels from 12/8 to 14/8 high. 


How: About “Mannish” Oxfords? 


In the welt trade, there is the 
thought-that-the “bruiser” or extra 


heavy type of oxford that is being 
made for the college boys’ trade, 
may be adapted to the college girls’ 
trade, with the consequence that 
there will be a showing of mannish 
style oxfords. These oxfords would 
be worn with the wool, or silk and 
wool hose, which is popular in win- 
ter. Makers of welt shoes are work- 
ing on the idea that if stouter shoes 
of leather are worn during the win- 
ter, there will be less wearing of 
rubber footwear. The use of storm 
welting, which raises the water- 
resisting line of oxfords by fully a 
quarter of an inch, encourages them 
in the thought that the heavier 
types of footwear will be welcomed. 
By the way, more than 1,500,000 
yards of storm welting had been 
sold in early September. 


Adjustable Strap a New Feature 


A new pattern in strap pumps 
provides for a low adjustable strap. 
The vamp of the shoe is low, and 
the strap is carried across the in- 
step above the vamp so as to leave 
an opening in the front of the shoe. 
The strap, a quite narrow one, has 
a button, which may be moved, to 
take in or let out the slack of the 
strap, so that it will fit, whether 
the ankle be high or low, or fat or 
thin. 

Patterns of uppers are plainer, 
one thought in this matter. being 
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that many shoes will be worn under 
arctics this winter, and that there : 
should be no fancy trimmings to 
make a bulge on the arctics. But 
fancy stitching continues a feature 
of women’s footwear, and promises 
to be stronger than ever next spring 
and summer; at least, leading 
firms, making pretty shoes, are 
preparing to enlarge their stitch- 
ing rooms, or have already done so. 
“Thread and needle styles” reveal- 
ing the skill of stitchers, are a fac- 
tor in women’s footwear, the same 
as in the rest of women’s apparel. 


The Littleway Process 


A. E. Little & Co. has changed 
the name of its “New Era” process 
of making shoes to the “Littleway 
Process,” in order to get a more 
distinctive name. They are now 
making 1000 pairs of shoes daily 
by this process. It provides for the 
stapling of the uppers, instead of 
tacking the uppers to the insole, 
and for lock-stitching the outsole 
directly to the insole. Also, A. E. 
Little & Co. has just sent to Europe 
100 new models of American shoes 
for women, and among them are 
some made by the new Littleway 
process. 


Weiss with Cruise, Sullivan 
Co. 

“Nat” Weiss is back in Lynn as 

styles and sales manager for Cruise, 

Sullivan Co. He was with the Rialto 


Shoe Co. of Lynn, and later of Bos- 
ton. 





Rubber Prices Discussed : 
at Big Rochester Meeting 


ROCHESTER—About fifty store 
managers and retail salesmen at- 
tended the first fall meeting of the 
Rochester Retail Shoe Dealers’ As- 
sociation held at the Hotel Roches- 
ter, Wednesday evening, September 
17th. Rubber prices were discussed 
at length and suggested prices for 
men’s and women’s rubbers were 
$1.50. For men’s and women’s 
arctics, $4.50. For men’s and wom- 
en’s Zipper boots, $5.50. President 
John Schmanke announced that, as 
heretofore, a schedule of rubber 
prices would be published by the 
association. 

A lengthy discussion of ther re- 
port of the Harvard Bureau ‘was 
held and plans fog>inerpasing ‘the 


profits of shoe stores were dis- 
cussed at length. 


New Prices Featured 


D. J. Burke, proprietor of the 
Burke Shoe Store has adopted a 
new price schedule and will here- 
after feature $5 and $6 footwear 
for men and women. Heretofore, 
Mr. Burke has featured shoes up to 
$7 and $8 but after careful con- 
sideration of the demand he has 
decided that his trade demands 
lower priced shoes. i 


Scotch Grains Selling Well’ 


_. Cosmo Dispenza, manager af . 
Eastwood’s men’s shop;’-located=i : 
the Powers Hotel Building; reports “ 
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a demand for men’s broad toe 
Scotch grain oxfords. According to 
Mr. Dispenza, he felt as did many 
other merchants, that Scotch grains 
would be slow sellers this fall and 
is carrying a limited stock of shoes 
made of this leather. 


Imperial Reports Big Sales 


The Imperial Children’s Shoe 
Corporation reports a good business 


for the first six months of the year 
with every indication that the last 
four months will be the largest in 
its history. This house has just is- 
sued a new catalog showing eighty 
styles in stock and is planning 
extensive publicity, featuring its 
stock service. Another new feature 
adopted this season is an attrac- 
tive packing in yellow box with 
decorative border of children at 
play. 





Wholesale Trade Shows 
Increase in Baltimore 


BALTIMORE—The last weeks 
in August and the first in Septem- 
ber witnessed a very favorable in- 
erease in wholesale business activ- 
ity. Many firms report the presence 
of an encouraging number of 
buyers who give optimistic reports 
of back-home conditions. Several 
Baltimore houses were so busy 
during the last part of August, that 
they called off all vacation in order 
to keep pace with business and 
assure promptitude of service to 
customers. 

Local business houses have taken 
on a happier aspect. There has been 
a sharp turn for the better. Both 
manufacturing and _ wholesaling 
show a substantial and significant 
improvement over the preceding 
month. A. S. Goldsborough says, in 
his report on business conditions in 
Baltimore, dated September 1: 

“Conditions are such that noth- 
ing short of a revolution will stop 
business from going forward. There 
are more encouraging business fac- 
tors facing the immediate business 
future than have been in evidence 
for over a year. More than that, 
there are fewer adverse factors to 
be seen than have been visible for a 
long time.” 


Purchasing Power High 


The following interesting infor- 
mation is revealed in the last 
monthly review of the Federal Re- 
serve Bank of Richmond. The Fifth 
District, in which Baltimore is in- 
cluded, appears to have ample pur- 
chasing power this season. Bank 
deposits are near or fully up to the 
record point, and the banks are in 
a very strong position and are able 
to care for any legitimate credit 
demands. 

Retail tradé as‘\reflected by de- 
partment store sales, was greater 
in dollar amount in July, 1924, than 
in July, 1928. The wholesale trade 


for the district, while somewhat 
below last year in value, is showing 
signs of material improvement, in 
comparison with recent months. 


New Styles in Retail Stores 


John H. Downey, buyer and 
manager of the women’s depart- 
ment at L. Slesinger & Son, has 
put in a new line of Arch Grip 
shoes. The pumps are made up in 
patent, dull and tan calf, also black 
and brown suede, with one button 
strap, Cuban box heel, one cut-out 
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on side. The shoe is also made up in 
black and brown kid with a straight 
tip, Cuban leather heel. 

The Cantilever Shoe Co., Inc., 325 
N. Charles street, is displaying a 
new model, a flexible-arch, three- 
strap pump, made in patent, with 
suede quarter, also black or brown 
suede for $12.50. Another model is 
a pump, fancy gored at instep in 
patent or tan calf, 18/8 Cuban box 
heel, welt sole, with the Cantilever 
flexible arch, price $11.50. Mr. H. 
B. Duval, formerly with Woodward 
& Lothrop, Washington, D. C., is 
manager. 


Novel Ideas in Advertising 
The Traveler Shoe Store, West 
Lexington street, struck upon a 
novel idea to attract the public. In 
one window there is a miniature 
stage with fancy curtain, footlights, 
etc. On the stage is featured an 
attractive patent leather pump with 
the new 16/8 Swiss heel. At the 
right of the stage is a poster 
mounted on an easel which reveals 
the name of the shoe “Portia, the 
Shakespearean Sandal.” 


The second Beck-Hazzard store 
at 120 E. Baltimore street, has been 
closed. 





General Business Better 
in Philadelphia Market 


PHILADELPHIA — The state 
employment office in this city in its 
last weekly survey of the employ- 
ment situation reports a decided 
improvement. Although the volume 
of orders is not as large as it was 
at this time last year, mechanics 
are being recalled from enforced 
layoffs and the demand for common 
labor also shows considerable im- 
provement. The demand for female 
help has, also, shown a marked in- 
crease and indications are that 
there will be plenty of steady em- 
ployment throughout the coming 
winter months. 

Bradstreet’s review of local busi- 
ness conditions says that whole- 
salers and jobbers of shoes note a 
broadening of demands for women’s 
novelty footwear. The hide and 
leather market also continues to 
show a slight increase. Prices are 
firm. 


Black Predominates 


Shoe factories report that black 
predominates in the orders they 


have going through their plants. 
There is some call for the lighter 
shades of brown but it is very much 
over-shadowed by the demand for 
black. The tendency towards plainer 
shoes continues with various strap 
effects, plain operas, and front and 
side gores all in fair demand. 
Patent leather seems to be the lead- 
ing material though there is also 
some call for suede and for tan calf. 
Prices are holding firm. According 
to one manufacturer, increases may 
be expected shortly to cover ad- 
vances in side leathers, but another 
manufacturer is of the opinion 
that unless raw stock prices take 
another jump there will be no ne- 
cessity for advancing shoe prices. 


Glazed Kid More Active 


Glazed kid manufacturers report 
that a slight increase in..demand 
for their product has enabled them 
to turn some of their stock into 
money. They claim the prices at 
which they must sell are below 
replacement value sand. that. the 
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transaction brings in no profit but 
simply enables them to turn over 
their stock. At present, prices are 
not sufficiently attractive to war- 
rant any increased production and 
manufacturers are predicting a 
shortage should any sudden in- 
crease in demand arise. 


Good Demand for Men’s 
Black Shoes 


James E. Kelly reports a big de- 
mand for men’s black shoes with 
quite a bit of perforating and 
stitching. The demand for plain 
toes has dropped off almost entirely, 
he says. There is still some call for 
soft boxes but the regulation box 
shoe is the feature of the demand. 
There is very little call for crepe 
soles at this season of the year. 
Rubber heels continue active. There 
is a fair demand for medium shades 
of light tan. High shoes are in 
moderate demand. Mr. Kelly re- 
ports that prices are firming up 
and that on the shoes which he buys 
next month he expects to pay an 
advance of about 15 cents a pair. 


Predicts Run on Gores 


John Mayer, well-known Girard 
Avenue retail shoe merchant, pre- 
dicts that gores will shortly usurp 
the place which straps now hold as 
the style leaders. He reports the 
demand is very largely confined to 
blacks with conservative patterns 
coming into favor. He says that the 
factories making the better grades 
of shoes are keeping their prices 
firm. 


Hallahan Leases Building 


Charles E. Hallahan has leased 
the building located at 940 Market 
street. It is a five-story building 
and after alterations estimated at 
$100,000 will have been completed, 
the entire building will be used for 
the sale of men’s, women’s and 
children’s shoes. This will be the 
seventh store operated in Philadel- 
phia by Charles E. Hallahan. 





“Shoe Den” Popular with 
Men 


San Francisco—Men are taking 
very kindly to the downstairs shoe 
den recently opened in the recon- 
structed store of Sommer & Kauf- 
man, Grant avenue. William Kauf- 
man says that women and men like 
to do their shopping separately. 
In the men’s den the men can 
smoke. They can even swear—if 
they want to. 
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Milwaukee 
(Continued from page 65) 
toes are selling very well in styles 

with heavy edges. 


Chiffon Hosiery Good 


Chiffon hosiery is still going 
very well in Milwaukee stores. Al- 
though there was some doubt as to 
their continued popularity through- 
out the fall, September business 


would indicate that they will con-° 


tinue to hold a prominent place. 
One high class shoe store reports 
that chiffons are leading in Sep- 
tember sales although service 
weights are also active. Tony tan 
and gun metal are two popular 
shades at this store, as well as plaid 
sport hose of silk and lisle combi- 
nations. Another store reports a 
varied demand. Light shades are 
good, such as light wood, cinna- 
mon and tan bark; and russet 
shades which match the tan calf 
shoes are also moving. The latter 
store has already noted some action 
on silk and wool hose in plaid pat- 
terns. 


Children’s High Shoes Sell- 
ing Well 

Business in children’s shoes was 
greatly increased at Gimbel Broth- 
ers’ shoe department as a result of 
a special sale of Buster Brown 
shoes held during the appearance 
of Buster Brown and Tige, who are 
sent out by the Brown Shoe Co. of 
St. Louis. Gimbel’s report that 
high shoes for children are appar- 
ently coming back, as about 90 per 
cent of the shoes sold during the 
sale were high styles in brown or 
black. Children’s shoes are showing 
great activity during this month 
due to the opening of the public 
schools, which is also stimulating 
demand for ballet slippers and gym 
shoes. Among the new styles in 
children’s shoes at Gimbel’s is one 
which features the new camel 
shade, similar to an olive drab. 


Brighter Outlook Seen 


J. C. Johnson, sales manager of - 


the Nunn, Bush & Weldon Shoe Co., 
says: 

“At the close of our salesmen’s 
conference last week here at the 
factory, our salesmen are enthusias- 
tic over the prospects for the com- 
ing season. They feel that we have 
the strongest line this season that 
we have ever put out, and that with 
improved conditions in their terri- 
tories they expect to materially in- 
crease their business this season. 
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Marston & Tapley Ce. 
DANVERS, MASS. 








Where to Buy 
Wanted Styles 
«AD extra Editorial Serviee te 
free fer the 


ft « Writs and tell us what 
you would like te know. 














BOOT AND SHOE RECORDER 


soa" 


COATED GEM DUCK 
IVE BACKING CLOTH 
Dey Foot Walden” 
Sheet. Rabber Soling 
B. F. CHAMBERLIN 





inthe 
Black ch Glazed Rid 
Surpass LEATHER @ 








ALL 
wi “gg 
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Russell ManufacturingCo. 
Middletown, Conn. 





The One 
Waterproet 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Besten, Mass. 








Beggs & Cobb, Inc., Boston, Mass. 








EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E. Miller 
INC, 


Ste 
11 BROADWAY, 
* Rubber Heels New Yerk City, N.Y. 











T. W. GODSO 
w.G. JON ALD, Vi 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 


F. E. JONES, Treas. 
ice-Pres. 








INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes 
of know 











“Merchants are needing shoes; 
in fact, the merchants over the 
country are crowding us severely 
for deliveries. This only goes to 
show the condition in the territory 
as the merchant is seeing the de- 
mand and now wants shoes that he 
did not buy earlier. 

“The cotton situation, as you 
know, has improved greatly in the 
last thirty days, and with a good 
crop well distributed and good 


’ prices, the merchants in the South 


are particularly enthusiastic. To- 
bacco is good in the tobacco-grow- 
ing states and the price is pretty 
good, stimulating business in the 
Carolinas, Tennessee and Kentucky. 
Then when you get over into the 
wheat belt starting at Northern 
Texas and work straight through 
Oklahoma, Kansas, Nebraska, Min- 
nesota and the Dakotas, we find a 
very good yield of wheat at excep- 
tionally good prices and the farmer 
has been compelled to sell as the 
bank is making him liquidate his 
loans which have been frozen for 
a number of seasons, which if it 
does not take care of all the money 
he owes, relieves the situation and 
re-establishes his credit, which en- 
ables him to buy some of the ne- 
cessities and luxuries of life that 
he has. not enjoyed for some little 
time. 

“When you get into the corn 
belt, while the corn is late, the pros- 
pects look pretty good, and if we 
do not have killing frosts before 
the 5th to 15th of October, there 
will be plenty of corn to go around 
and at a very good price, and con- 
sequently when we round up the 
entire situation we think there will 
be exceptionally good business all 
over the United States and that we 
will have no trouble in operating 
our factory to full capacity straight 
through the season.” 





Denver Has Market Week 


Denver—During the past month 
Denver’s annual Market Week was 
celebrated. Denver manufacturers 
and wholesalers were hosts to 
nearly one thousand retail mer- 


' chants from the Rocky Mountain 


states during the week. Among 
the firms acting as hosts was the 
Lawrence M. Purcell Company, 
1651 Arapahoe street, wholesalers 
in footwear. Among recent retail 
shoe merchant visitors in Denver 
were Charles Smith, Boulder, Colo., 
and Mr. Myer of the Greeley Shoe 
Company, Greeley, Colo. Both men 
report the outlook for business 
bright in their sections of the state. 
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BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








Satin, Felt and Leather 
Seft-Sole SLIPPERS 
for the Entire Family 

No. 7300 Satin im these 

colors American 


NEW ENGLAND SLIPPER Co. 








140 Green ¥ orcester, Mass. 





PARISTYLE FOOTWEAR MFG. 60.,| + 


pe eens. Ave. Broek 
lenge Office, Security Bidg., 1689 W. Mad 


HIGH GRADE MULES AND D’ORSAYS 
Made of Satin, Quilted Satin, Embossed 


So ee «s 





FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Seld enly in case lots 
NORTHEASTERN SHOE CO., Inc. 


St., Chelsea, Mass. 
Lincoln Street. Room. 212 








2121 Wash. 
St., Besten, 


MEN’S TURN SLIPPERS 
Retailing $3.00 te $7.00 








SLIPPERS for M WOMEN 
and 


~ ag 
for quality 


FRANK H. PFEIFFER » 
24 Weshington Square €0.,tne 











Special in Medium and? 


dll styles made of Dometic and 


wi... .20 per paiandup 





t MOGUSTIN © _ sewom 





aes Satin Brocadesand Metal Cloth. 





Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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FERGUSON BROS. CO. 








2121 Washington St., Boston, Mass. 





QUALITY BALLETS—s7ix 


Seft er’ 


Samples on request 
METROPOLITAN SLIPPER Co 
14 W. B’way, near Duane St. 
Established 1915 


New York 





| BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists 


oP ore Biol ‘a. Glazed 
6-11 ay 24-8 
$1.25 $1.30 $1.48 
ten 9 HERDER 
Mfrs. of High Grade Athlete Shoes 





241 Ne. tith Street Philadelphia, Pa. 











Sacro 


326 W MONROE ST 
CHICAGO 


W2 SUMNER SMITH 











BALLET SLIPPERS in Stock 


Black and Pink Satin, Black Kid officially adopted 
as the best made professional toe and ballet slipper 
in America by International Association Masters of 
Dancing. Sizes 


from 6 small to 
7 large in all 
widths, 
654 Eighth Ave., 
New York, 
8. ¥. 


Only one exelusive agency In a town 








IN-STOCK 
BLACK BALLET SLIPPERS 

















ns 1612 3 
“Summer St BOSTON: \ 


7541 4. 





Strassburger-Stiles in New 
Factory 


Expansion of production facili- 
ties is so uncommon in a period 
conspicuous for its contraction that 
it is extremely interesting to note 
that Strassburger-Stiles, Inc., of 
Brooklyn, New York, have taken 
quarters that will double their old 
capacity. 

The new factory at 557 DeKalb 
avenue, correr of Wolworth street, 
Brooklyn, N. Y., covers three floors, 
the top being given over to cutting 
and fitting, the middle floor to last- 
ers, heelers, sole room and finish- 
ing, and the first floor to shipping, 
packing and general offices. New 
equipment has been electrified to 
facilitate production, ventilating 
systems and direct natural illumi- 
nation make it a model factory for 
the production of fine feminine 
footwear. 

The offices are decorated in dark 
gray with white trimmings and 
consist of private offices for Emil 
Strassburger and L. A. Stiles on 
the first floor and sample rooms 
with facilities for the display of 
footwear on living models. 

Salesmen now on their terri- 
tories are M. Steinfeld, who covers 
east of the Mississippi; Frank 
Ghelin, the South and Middle West, 
and Fred Orth, the Pacific Coast. 
Mr. Strassburger is shortly to take 
a trip to France, Italy and Austria 
for style inspiration. 





Using the “Vici” Kid Trade- 
Mark in Shoes of 
“Vici” Kid 
A new and interesting develop- 
ment in footwear merchandising is 
seen in the action of prominent shoe 
manufacturers and retail shoe mer- 


_ chants who are placing a label bear- 


ing the “Vici” kid trademark in- 
side their new shoe offerings to 
identify the upper leather as “Vici” 
kid. 

“Vici” kid is widely advertised 
nationally as the exclusive product 
of Robert H. Foerderer, Inc. of 
Philadelphia. This consumer ad- 
vertising has hammered away con- 
sistently, demonstrating the qual- 
ity, adaptability and fashion im- 
portance of “Vici.” At present writ- 
ing it appears that remarkable 
progress has been made not only in 
creating a national market for 
shoes of “Vici” kid, but also in 
building up an unusual degree of 
manufacturer and retail merchant 
co-operation in capitalizing this 
market. 
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MANHATTAN FINDING CO. 
107 Duane St., New York City 


“KOM-FOT"'! ancl ‘SUPPORTS 


Shoe Sad Supplies r every description 
ite today for information 

ape 
Slippers in stock 











‘ 
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Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 














Bliss & Richardson. Shoe 


RTLAND, 














To Dress Up for 88th 
Birthday 


Tallahassee, Fla.—The general 
store of P. W. Wilson & Co. is the 
oldest mercantile house in this city. 
It is probably the oldest in Florida. 
In fact, it is soon going to celebrate 
its eighty-eighth birthday—and is 
going to be remodeled in honor of 
the event. This store is a general 
store and sells shoes. It was started 
way back in 1836, when Martin 
Van Buren was President, and war 
with the Seminoles was getting un- 
der way in the Everglade state. D. 
C. Wilson was the founder, and his 
daughter, Mrs. Florida Wilson 
Warden, who still lives in: this city 
at the advanced age of 94 years, re- 
members its opening. The grandson 
of the founder, Phelps W. Wilson, 
is now the head of the business. 
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For the Basketball Season 


Sper of championship basketball teams wear 
and recommend Keds. Coaches in schools and 
colleges also praise Keds highly. These expert players 
and coaches know what makes a good shoe. They pick 
Keds tor their rugged wear, their comfort, and their re- 
markable floor-gripping ability. 


Here are the “Comet” and the “Meteor”, two 
leading Keds styles for basketball. Both have similar 
construction features, except that the “Meteor” is 


lighter. 


COMET—Made with upper of unbleached white duck 
loose lined with strong duck. Laminated sole %” thick 
from toe to heel. Gives’ splendid cushion to the foot 
an also the best possible clinging service. Extra, black 
ebony foxing, exterided around the toe and reaching to 
the shank on tke inside of the foot, offsets the wear 
and tear of dragging the toe. Brown athletic trimming 
and ankle patch, double foxing. Nickel eyelets. Back- 
stay. Brown toe cap. Strongly reinforced. Made with 
ventilating eyelets when so ordered. “Feltex” insole. 


METEOR —Lower-priced than the “Comet”, but with 
the same floor grip. Unbleached white duck, black athletic 
trimming. Extra, black ebony toe strip, double foxing, 
nickel eyelets. Toe cap. Loose lining. Same non-slipping 
features as the “Comet” but carries lighter gauge sole. Will 
appeal to trade desiring featherweight shoe. Made with 
ventilating eyelets when so ordered. “Feltex” insole. 


Naturally leading teams select Keds! For the same 
reasons Keds are the choice of players in your terri- 
tory. Be prepared for the opening of the season of 
basketball and indoor sports by stocking a line of 
athletic Keds. 


United States Rubber Company 
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“ EN overshoes, rubbers 
and _ rubber-soled  foot- 
wear are merchandised 


more as specialties and less as com- 
modities, the retail shoe merchants 
can look for a decided increase in 
this class of business—not before.” 
This is the statement of a man 
who has spent years in studying 
the various phases of merchandis- 
ing. Just exactly what did he mean? 
A case in point is the well-con- 
ducted hardware store, of which 
almost every town in the United 
States boasts at least one. Time was 
when the hardware store sold noth- 
mg but so-called “heavy hardware” 
nails, screws, bolts and nuts— 
e obvious things. Now we buy in 
ose same stores, cutlery, razors, 
garden hose, electrical equipment 
of various kinds, grass seed, flower 
seed and a dozen other unrelated 
articles of merchandise. These are 
the specialties. Nails are the com- 
modity. 


How the Hardware Store Does It 


It is a fairly safe assumption 
that you have never seen a display 
of nails in a hardware store window 
—certainly not frequently. But can 
you remember ever passing a hard- 
ware store window without having 
seen one or more of the articles 
mentioned above? 

This, then, establishes the first 
principle of specialty merchandis- 
ing— 

Make absolutely sure that 
your trade KNOWS that you 
have these specialties. 

This first and fundamental prin- 
ciple is just as applicable to the 
selling of rubbers and overshoes as 
it is to safety razors, yet how fre- 
quently do you see either of them in 
a store window or even in an inside 
display? Scarcely ever, except in a 
few sections of the country. In fact, 
most merchants content 
themselves by pasting a sign 
in their windows when a 
rainy or snowy day comes 
around. 

We are not advocating that 
an entire window be devoted 
to this merchandise, but 
why, if you have to display 
Shoes in order to sell them, 
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do you not try the same “game” 
with your rubber footwear? 

Then, again, why doesn’t the 
average retail salesman suggest 
rubbers or overshoes (whichever is 
most appropriate) with every sale 
of shoes? The writer has bought 
four pairs of shoes thus far in 1924 
and hasn’t yet had rubbers sug- 
gested to him, despite the fact that 
on two of his shopping trips it was 
raining and he was not wearing 
rubbers. 

Why, in fact, not suggest the pur- 
chase of both rubbers and footholds 
at one and the same time? Hosiery 
is sold largely by suggestion but 
most merchants, even those with 
successful hosiery departments, 
wait until they are asked before 
even acknowledging that they have 
rubbers in stock. 


Let’s start the ball rolling. If 
there are any retail merchant read- 
ers of the Boot and Shoe Recorder 
who have been successful in the 
merchandising of this type of foot- 
wear, let’s hear about it—how you 
went about it to get a sales increase 
and how it worked. 


New Rubber Sole 


In their canvas footwear styles 
for 1924-25, Firestone-Apsley Rub- 
ber Co., of Hudson, Mass., are mak- 
ing a strong feature of a new sole 
of their own origination, the rub- 
beribbed sole. The Firestone-Apsley 
Rubber Co. state that these soles 
are pure ribbed smoked sheet plan- 
tation rubber, and are not com- 
pounded, thereby possessing all the 
toughness, texture, nerve and fibre 
of the original rubber latex. 

These soles are the clear amber 
color which is derived from the 
smoking process, during which it is 
claimed they absorb considerable 





New Rubberibbed Sole 


81 


Some Things You Must Do if Your Rubber 


Sales Are to Increase 


In so far as Your Merchandising Policy Is Concerned, They Should 
Be Put in Same Class as Hosiery 


carbon, which increases theit tough- 
ness and wear resistance. 

Other features of the sole, as 
stated by the Firestone-Apsley 
Rubber Co., are that they: will not 
curl at the edge, and that they are 
attached by a special process, 
which makes a perfect and perma- 
nent union between the sole. and 
the upper. 

Rubberibbed soles are featured 
on a number of styles, particularly 
for basketball, gymnasium and gen- 
eral indoor sport wear, as well as 
for tennis and other outdoor sports. 


Naugel with Albert Hale 
Rubber Co. 


Boston—George F. Naugel, who 
has long been identified with the 
merchandising of rubber heels and 
soles, has joined the staff of the 
Albert Hale Rubber Company of 
Atlantic, Mass., manufacturers of 
the “Rajah” crepe soles. Mr. Nau- 
gel will act as a-sales promotion 
man, keeping in close touch with 
the problems of retail merchants as 
well as with those of manufac- 
turers. His first experience was 
gained through association with the 
Goodyear Tire and Rubber Com- 
pany, during their campaign to 


' popularize the Wingfoot heel. Later 


he was with the United States Rub- 
ber Company and still more re- 
cently with the Larkide Company, 
manufacturers of composition soles. 





New Shoe Department 


Denver—The new departments 
on the second floor of the new store 
of the Neusteter Company, -Six- 
teenth and Stout streets, this city, 
have been thrown open to the pub- 
lic. Since moving into their new 
building the Neusteter people have 
added several new depart- 
ments—among them an up- 
to-date shoe department. 
Max Neusteter, president of 
the company, reports that 
business is starting out 
well in the new depart- 
ment and that he looks 
forward to a good fall shoe 
trade. 





BOOT AND SHOE RECORDER September 20, 1924 


The FIRS T Crepe Sole 


to be made in and soldin 
America 


EARLY three years ago we placed upon 
the market the first Crepe rubber soles ever 
made or sold in America. 


We named them RAJAH, and the name spread 
across the country with the immediate popularity 


which RAJAH Soles gained with the public. 


On account of this nation-wide reputation, other 
makes of crepe soles, which followed RAJAH, 
have been represented as RAJ AH. 


There is only one genuine RAJAH Crepe Rub- 
ber Sole. You may always tell it by the trademark 
indelibly branded on the shank. 


That trademark represents not only the finest and 
purest crepe rubber, but also a process originated 
in our laboratories, which gives RAJAH Soles 
their admitted leadership. 


1 Soles are The original is rarely if ever equalled by the 
this marks follower. ; 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 
ies Soles Established 1837 
by amy which do rol bearil Laing, aber & Chabert 


Exclusive Distributor for the United States to the Leather and Findings 
Dealers for RAJAH SOLES 
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Interchangeable Mileage Hearing, September 24, at Washington 


Surcharge on Pullman Hearing, September 26, at Washington—Many Sales 
Conferences Have Been Held—Men Off on Trips 


and Pullman Surcharge will 

come up for additional hear- 
ings at Washington this month. 
The hearing on interchangeable 
mileage will take place at Washing- 
ton on September 24. Permission to 
the railroads to reopen this case 
was granted tHat additional evi- 
dence might be presented to the 
supreme court as to certain points 
of the legality of this act. A favor- 
able decision on interchangeable 
mileage was rendered some time 
ago by the Interstate Commerce 
Commission and also by both 
branches of national legislature. 

A hearing on Pullman Surcharge, 
which will take place on September 
26 at Washington, is an extension 
of the hearing on this matter which 
was held at St. Paul, August 25. 
This, it is hoped by the N. S. T. A. 


I NTERCHANGEABLE mileage 


and shoe travelers in general, will - 


be the final hearing. The time exten- 
sion was granted because of the 
fact that the Pullman Company was 
not prepared on August 25 to meet 
the evidence as produced by the 
Interstate Commerce Commission. 


Gould, Head of L. B. Gould 
Shoe Co. 


L. B. Gould, with half a century 
of traveling shoe salesmanship be- 
hind him, has recently started in 
business for himself as the L. B. 
Gould Shoe Company, “manufactur- 
ing jobbers” of men’s welt shoes. 
Mr. Gould writes that he will do his 
own selling, keep his overhead down 
and has every confidence that he 
will make a success. 

Mr. Gould was born and raised in 


Calais, Maine, to which he affec- 
tionately refers as “One of the 
beauty spots of the Pine Tree 
State.” During Mr. Gould’s fifty 
years on the road, he has covered 
everything from Calais, Maine, to 
Pittsburgh, Pa. His territory in- 
cluded all of New England, New 








L. B. GOULD . 
For 50 years a shoe traveler. 
Now head of the L. B. Gould 
Shoe Co. 





York State, Pennsylvania, part of 
Michigan, Ohio and Illinois. 


When Shoe Selling Was Young 

Mr. Gould sold shoes on the road 
before the McKay shoe machine 
was introduced when all shoes 


were pegged, from children’s shoes 
to men’s and women’s. These were 
the days before shoe cartons 
were used. He traveled for W. S. 
Johnson & Co., of Putnam, Conn., 
manufacturers of men’s work shoes 
for nearly 25 years. His second 
position was with Parker, Holmes 
& Co., starting with them during 
their second year in business. 


An Interesting Trio 

When Mr. Gould was selling the 
W. S. Johnson & Co.’s “Never Rip” 
line, his oldest son, W. J. Gould, 
was selling the same trade for 
Parker, Holmes & Co. His youngest 
son, H. P. Gould, was selling the 
line of the Atlas Shoe Co. Mr. 
Gould relates that on some occa- 
sions, the whole three would be in 
the same store at the same time 
after orders—rather a unique ex- 
perience and one that was com- 
mented upon in the earlier editions 
of the Recorder. 


An Old Recorder Reader 

Mr. Gould states that he was sell- 
ing shoes on the road when the 
Recorder was born. That he re- 
membered very well when it made 
its appearance in April, 1882, and 
has kept a file of clippings from 
same. He adds, “I see the Recorder 
in all of the strongest shoe stores 
of the country.” 


Gray on Fall Trip 


G. P. Gray, of Memphis, sales- 
man for the Preventor Shoe line of 
the Watson Shoe Co., was a visitor 
in Boston the past week. Mr. Gray 
visited the Watson factory, making 
arrangements for his fall trip. 
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Dress Shoes That Sell 


UR extraordinary sales of Patent Leather dress and semi-dress 
shoes to dealers, on both special and sizing-in orders, show the 
strong popular demand for our peppy shiny-leather models. 

Young men are wearing them—for street as well as evening use. 
The attractiveness of these Patent Leathers—particularly our “‘Well- 
ington’? pattern—has created another boom in our dealers’ sales and 
another proof of the value ea 
of the Bates “Shoes for an 4 “7 P 
the Occasion” policy. =f : 


Patent Leathers 


IN STOCK 


TS unique side-goring is a power- 

ful selling feature of this‘Welling- 
ton Oxford, Stock No. 2511-B. For 
flexibility and for general comfort it 
is unexcelled. It is built of the best 
Patent Leather with belting-leather 
inner and outer soles, and is de luxe 
construction throughout. 


Zaring 


——— 
i 


Companion styles are Stock No. 
3500-B, a six-eyelet Patent Leather 
Oxford, and Stock No. 3100-B, a 
six-eyelet Oxford,in Gun Metal Calf. 


ye) 


i 


Stock No. 25i11-B — Patent 
Leather, with best side-goring. 
Belting leather inner and outer 
soles; all leather heel. B, C and 
DD WOME, cb icovsoceesss $4.90 
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We supplyjdealers with newspaper electrotypes for all 
in-stock styles. Ask for our Spring Portfolio, showing 
six specialjgroups of Bates ‘‘Shoes for the Occasion.” 


Dn ‘ihe BATES CO. 


WEBSTER - - MASSACHUSETTS 
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M. N. Arnold Holds Sales 
Conference 


The M. N. Arnold Shoe Co. held 
a four-day fall sales convention 
during the week of September 8 
at the new office in the North 
Abington factory. President W. 
Percy Arnold welcomed the sales- 
men and complimented them upon 
the splendid results which they had 
obtained during the past season. 
He reviewed business conditions of 
the past and present and discussed 
policy and prices for the coming 
season. James D. Arnold, treas- 
urer, gave a comprehensive talk on 
the financial outlook. B. L. Wales, 
advertising and stock department 
manager, gave a review of adver- 
tising accomplishments the past 
season and outlined plans for the 
coming season. He later presented 
the new sample line and talked 
about stock department plans. 

President Arnold reported a very 
encouraging increase in the develop- 
ment of the sale of women’s Glove 
Grip shoes. Malcolm P. Arnold ex- 
plained new shoemaking methods 
for the improvement of both men’s 
and women’s Glove Grip shoes. 

Credit Manager Tyler talked on 
credit conditions. 


Enjoyable Banquet 


At the banquet on Thursday 
night, September 12, a most enjoy- 
able “get-together” took place. 
President Arnold complimented 
salesmen and factory foremen on 
their fine spirit of co-operation. 


Prizes Were Awarded 


Prizes were awarded as follows: 
Glove Grip sales contest, Wyatt M. 
Walker, Ohio; largest percentage 
stock sales, W. J. Lovejoy, New 
England; quota contest, women’s 
shoes, L. L. Fitch, So. Dakota, Iowa 
and Nebraska; Glove Grip quota 
contest, B. L. Wales; sales of wo- 
men’s. shoes, T. G. Fitch, Kansas 
and Missouri. 

Quota on women’s shoes made by 
the following: L. L. Fitch, E. S. 
Bearce, W. J. Lovejoy, W. L. Good- 
willie, W. M. Walker. 

Bonus checks and gold pencils 
awarded to Class A men: Wyatt M. 
Walker, Ohio; C. N. Fitch, Kansas 
and Oklahoma; Willis L. Goodwil- 
lie, Pacific coast; Gregory E. Stone, 
Southern States; W. J. Jovejoy, 
New England; E. J. Mattison, In- 
diana and Michigan. 


Among Those Present 


The following were present: W. 
Perey Arnold, president and gen- 
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W. PERCY ARNOLD 


President M. N. Arnold Shoe 
Co. 





eral manager; James D. Arnold, 
treasurer; Wallace W. Arnold, di- 
rector; Malcolm P. Arnold, superin- 
tendent; Charles O. Tyler, credit 
manager; B. L. Wales, advertising 
and stock department manager; A. 
G. Sherman, production manager; 
Wyatt M. Walker, representing M. 
N. Arnold Co., in Ohio; W. J. Love- 
joy, New England; E. J. Mattison, 
Indiana and Michigan; E. S. Bearce 
Pennsylvania; T. G. Fitch, C. N. 
Fitch and L. L. Fitch, who together 
cover North and South Dakota, 
Minnesota, Iowa, Nebraska, Mis- 
souri, Kansas and Oklahoma; Greg- 
ory E. Stone, southern States; 
W. H. Lilley, North Carolina and 
Tennessee; A. V. Rooney, New 
York; C. A. Gilday, Illinois; F. G. 
Deitsch, West Virginia and Ken- 


_tucky; W. H. Goodwillie, the Pacific 


coast; Paul Hanson, New York 
State; Dwight C. Arnold, W. Percy 
Arnold, Jr., Edward C. Crane, Wil- 
liam S. Lewis, V. E. Rochefort, 
Ernest Weinberg, Arthur Everson, 
John Clements, John O’Hayre, 
James Flannery, A. E. Bates, Jo- 
seph Clapp, B. A. Dyer, James 
Edson, Edwin Turner, Everett 
Turner, Rupert Lewis, Stanley 
Blanchard, Lewis Wheeler, Burton 


- Wheeler and James Davidson. 


The salesmen started for their 
territories September 12. 


“Ability is the power of doing. 
More pairs at less expense.” —Walk- 
Over Factory Prints.. 
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Stetson Starts Spring Sales 
Campaign 

The Stetson Shoe Co.’s spring 
selling campaign formally opened 
on September 5, following a three 
days’ sales conference in Boston, 
attended by the entire Stetson sell- 
ing organization. Thesesemi-annual 
occasions are looked forward to by 
every member of the Stetson sales 
force, for they always generate a 
world of confidence and selling 
energy, commonly known as “pep,” 
that sends every man out on his 
route highly optimistic and en- 
thused over the new Stetson line. 


Big Banquet Held 


The banquet, which closed the 
conference on Thursday night, Sep- 
tember 4, held at the Copley Plaza 
Hotel, Boston, and was attended by 
about fifty Stetson executives, sales- 
men, department heads and other 
guests. The occasion was enlivened 
by the now well-known Stetson 
Snappy Tie Sextet, which has been 
a feature of numerous Stetson 
style shows during the past spring 
and summer months. There were 
several community songs rendered, 
eulogizing Stetson’s Snappy Ties, 
to words written by Mrs. Jennie 
H. Phillips, secretary to Charles 
Heald, sales manager of the Stetson 
Shoe Company. 

Charles T. Heald was master of 
ceremonies at the banquet and at 
his right was President A. C. Heald. 
An excellent menu was served, in- 
terspersed with orchestra numbers 
and community songs. The speaking 
was brief and informal, including 
addresses by A. P. Poole, represent- 
ing the factory; G. H. Bernhersel 
of New York city, representing the 
salesmen; Frank Holbrook, at the 
head of the office force; A. K. For- 
rest, manager of the stock depart- 
ment; J. W. Melville of the sales 
force; and A. C. Heald. 

Mr. Heald presented Albert Vinal, 
with a $20 gold piece as a prize 
for the best name for a new style 
of shoe to be known as the Stetson 
“Whippet.” 


Vincent “7 A. Packard 
0. 


S. W. Vincent, a Brockton man, 
formerly with W. L. Douglas Co., 
and more recently with Thomson- 
Crooker Co., now represents M. A. 
Packard Co. He is covering Chicago 
and the Northwest with The Pack- 
ard line, taking the place of Mr. E. 
L. Fuller, resigned. Mr. Vincent 
started on his trip September 1. 
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RUFF-TRED KRIMPSOL 


A popular-priced shoe made A_ high-grade sole 
with uppers of either brown sport shoe, made ie In® both 
or white canvas duck with brown and white models. 
soles of Top Notch quality 

crepe ru 5 


GRIP-SURE 


The sport shoe with the 
famous patented suction 
cup soles made of live rub- 


Get the school trade with 
Top Notch Canvas Rubber Sole Shoes 


ARENTS select Top Notch shoes be- 

cause they give big wear for the money 
and are comfortable on children’s feet. Teach- 
ers like them because they’re quiet. Boys and 
girls want them because the live rubber soles 
make them ready for any game or sport in- 
doors or out. 


Grip-Sure, Ruff-Tred and Krimpsol are 
three Top Notchers that will meet all your 
demands for canvas crefie soled and rubber 
soled footwear. They are all Top Notch value 
in every way. These splendid sport shoes are 
made in the “laced to the toe” pattern in 
Men’s, Boys’, Youths’, and Little Gent’s 
sizes; also sizes for women. 


BEACON FALLS RUBBER SHOE CO. 
Makers of Top Notch Rubber and Canvas Rubber Soled Footwear 
Beacon Falls, Connecticut 
Branch Offices: 


NEW YORK BOSTON CHICAGO 


106 Duane Street 


MINNEAPOLIS 
426-432 Second Ave., North 


241 Congress Street 


KANSAS CITY 
926 Broadway 


SAN FRANCISCO 
530 Howard Street 


TOP NOTCH 


A GUARANTEE | OF MILEAGE 


208-12 So. Jefferson Street 
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HARRY H. BROWN 


In charge of M. J. Saks Shoe 
Corporation’s new Philadelphia 
Branch. 





Tuesday, September 9, marked 
the opening of the Philadelphia 
branch of the M. J. Saks Shoe 
Corp., large wholesale distributors 
of women’s novelty footwear in 
New York. This new office will be 
adequately equipped to serve Phil- 
adelphia and surrounding territory 
with a line of very smart creations. 
The Saks organization is well 
known in New York, being looked 
upon as one of the live houses. 

Harry Brown of Philadelphia 
will have charge of the office. Mr. 
Brown is an old timer in the shoe 
business, having been a salesman 
for a number of years, traveling 
the Philadelphia territory. No doubt 
his many friends will be glad to 
learn of his new appointment, and 
wish him the best of success. 


Frank Lord with Cushman- 


Hollis 

Frank W. Lord has recently 
joined the sales force of the Cush- 
man-Hollis Company of Auburn, 
Maine. He will cover Indiana, IIli- 
nois, Missouri, Kansas, Oklahoma, 
Wisconsin, St. Paul, Minneapolis, 
and Louisville, Ky., with the me- 
dium grade line of women’s Mc- 
Kays and welts, in leathers and 
fabrics, over snappy lasts and “up 
to the minute,” patterns. 

Frank, for thirteen years, traveled 
the Middle West for Hazen B. 
Goodrich & Co. He has a host of 
shoe merchant friends in this ter- 
ritory, who recognize in him a good 
shoe merchandising counsellor. He 
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(Photo by Waid) 
FRANK W. LORD 


Whorepresents Cushman-Hollis 
Co. of Auburn, Me. 





is a member of the executive board 
of the Boston Shoe Travelers’ As- 
sociation, and is prominent in all 
shoe travelers’ activities. 

Frank states that he has resigned 
from his former connection with 
the most pleasant of relations. He 
therefore wishes his successor all 
the luck possible and will speak 
a good word for him wherever 
opportunity presents itself. 

He comes to his new connection 
with a determination to do his best. 
“I am going to work hard and en- 
deavor to make good,” writes he. 
“I have every confidence in the 
Cushman-Hollis Co., and from close 
observation and the numerous com- 
pliments which I have received on 
my new connection, I am positive 
that I am associated with a most 
desirable house and a line of shoes, 
which will mean ‘repeat orders.’ ” 


E. L. Kennedy Is Dead 


E. L. Kennedy, who has been as- 
sociated with the N. B. Holden Co., 
of Chicago, Ill., for 20 years, and 
manager and vice-president for 12 
years, died suddenly September 7, 
at his home at Oak Park, Chicago, 
after a brief illness of about 8 
days. Mr. Kennedy was one of the 
best known shoe men in Chicago, 
had recently joined the sales force 
of the Krippendorf Dittmann Co., 
and for the past four months had 
represented this concern in Ne- 
braska and Kansas. 





CHARLES L. ANDERSON 


Who represents the Paramount 

Shoe Co., with headquarters at 

room 209, 207 Essex street, 
Boston. 





Charles L. Anderson, former rep- 
resentative for Whitman & Keith 
Co., Brockton, has severed con- 
nection with this concern. He is 
better known as “Andy,” and is un- 
questionably one of the best known 
traveling salesmen in New Eng- 
land, Washington and Baltimore. 

“Andy” has now become asso- 
ciated with The Paramount Shoe 
Co. of Augusta, and is showing his 
customers, this coming season, a 
complete, up-to-date line of men’s 
welts in all the latest style lasts 
and patterns to retail for five, six 
and seven dollars. 

His Boston sample room is at 
room 209, 207 Essex street. 


Sid Minster Off for Coast 


Sid Minster of the A. J. Bates 
Company, is on his way to the 
Coast. While in Chicago he stopped 
long enough to say “Hello” to 
Harry Silver of O’Connor & Gold- 
berg. Harry has coined a new name 
for the Bates “Goliath” last, which 
sounds interesting. 


O’Brien Boosts “Goliath” 


John O’Brien is spending a week 
at the A. J. Bates factory, prior to 
seeing his Southern shoe friends. 
John is very optimistic over the 
possibilities of the Bates “Goliath” 
last. It is going over in a big way 
says John, and does not look as 
broad as it did when first adopted 
in the Bates Line. 
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(POD 
C.H.ALDEN Ca 


v.5.% 


HE ALDEN PLAN is a success because, 


by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 
ALDEN customers. 








Our plan also includes quick 
delivery service on certain lines 
altho’? this is not an in-stock 
proposition. 








C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 

















Made with genuine 
Barbour Storm Welt 
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The Editor Apologises 


No error is quite so uncomfortable in a publishing office as 
the use of the cut of'one man in connection with the story of an 
entirely different person, both bearing similar names. 


We publicly acknowledge our error and make due apology. 


“To err is human—to forgive divine.” 


On August 30 in our Traveling Salesman’s Department, in 
describing the activities of “Lou” Livingston of the Cornell Shoe 
Co., we inadvertently used the cut of Louis Livingston, prominent 
| New York shoe merchant and President of Louis Livingston, Inc., 
operating the Pedemode Shop, 570 Fifth Avenue, New York. 


THE EDITOR, 
BooT AND SHOE RECORDER. 


Of the Pedemode Shop, Fifth 


LOUIS LIVINGSTON 


Avenue, New York 











Ideal Holds Salesmen’s 
Conference 


One hundred per cent attendance 
greeted the annual sales convention 
held by the Ideal Shoe Manufactur- 
ing Co., at the factory in Milwau- 
kee. Twenty-eight salesmen from 
all parts of the country met with 
officials of the firm at the sessions 
of the convention, and joined in the 
discussion of trade conditions and 
the making of plans for the coming 
season. 

The men were very enthusiastic 
over the new spring samples. The 
new line of growing girls’ welt 
shoes which the company is plan- 
ning to manufacture in its new 
plant, were especially pleasing to 
them. 

On the final day of the conven- 
tion, a banquet was held at the 
Hotel Pfister, all representatives of 
the firm and salesmen being pres- 
ent. Talks by company officials and 
a special program of entertainment 
featured the meeting, which was 
presided over by H. J. Bauch, presi- 
dent of the company. Following the 
meeting, the men left at once for 
their new territories, soliciting im- 
mediate as well as advance orders 
on the spring lines. 

The sales meeting was one of the 
finest ever held by the Ideal com- 
pany, officers said. 


Rhoades with Grosvenor 


Ralph N. Rhoades travels a big 
territory with the C. A. Grosvenor 





Shoe Co. line of felt slippers. The 
states which Ralph N. makes are: 
Indiana, Illinois, Wisconsin, Min- 
nesota, the Dakotas, Nebraska, 
Kansas, Oklahoma, Missouri and 
Iowa. 

Ralph is one of the boys who be- 
lieves in living right in the center 
of his territory, so he has “pitched 
his tent” in Council Bluffs, Ia. 

He recently made a call at the 
Recorder office and stated that busi- 
ness looks very good to him in the 
section which he covers. Stocks are 
very low and need “replenishing; 
that crops are fair and the farmers 
are getting good prices for same.” 

Among the new numbers which 
he is showing are some in a new 
material with a silver and gold 
lustre on various basic colors 


Cohen and Hastings with 
Herman 

In addition to the list of shoe 
salesmen of the Joseph M. Herman 
Shoe Co., as published in the Her- 
man advertisement, and in the edi- 
torial columns of a recent issue of 
The Boot and Shoe Recorder, we 
wish to report that A. Cohen will 
cover Georgia and Florida for this 
house. . 

Also that Harold Hastings, son 
of C. S. Hastings, and a “chip of 
the old block,” will cover the terri- 
tory of Arkansas, Mississippi, Ala- 
bama, Tennessee, Baton Rouge, La., 
and New Orleans, La., made avail- 
able by the resignation of A. C. 
Benners. 


Nunn-Bush & Weldon Sales- 
men’s Conference 


Forty-five salesmen from United 
States territory of the Nunn-Bush 
& Weldon Shoe Co., gathered at the 
big Milwaukee plant during the 
week of September 2 for a sales 
conference and inspection of the 
factory. 

Among the advertising experts 
who addressed the salesmen at the 
Hotel Wisconsin banquet were: 
R. F. Robertson of Thomas Cusack 
Co., Chicago; R. N. Fellows of the 
Addressograph Co., Chicago, and 
W. F. Dunlap of Klau-Van Pieter- 
som-Dunlap, Milwaukee. 

Meetings were presided over by 
J. C. Johnson, sales manager for 
the company. At the conelusion of 
the meetings, Mr- Johnson an- 
nounced that analysis of the reports 
made by the salesmen from all 
parts of the country, indicated an 
unanimity of opinion that business 
conditions were better throughout 
the United States and that the busi- 
ness betterment was a natural 
development, not forced in any 
manner. 

Officials of the firm who were 
present at the various sales meet- 
ings and at the Hotel Wisconsin 
banquet were: W. E. Weldon, presi- 
dent; Henry L. Nunn, general 
manager; A. W. Bush, vice-presi- 
dent; J. B. Buchanan, secretary, 
and Otto Grigg, advertising mana- 
ger. 
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Light Tan Calf 
Side Gore Oxfords—In Stock 


SIZES AND WIDTHS 
AA48 A3%-8 B 2-8 
C2%-8 D2%-8 


Be. BOTS. 2... ccccccvcccccuccvesccsees $4.70 


Light Tan Calf, Side Gore, Imitation Tip, Cut- 

Outs on Front; Perforation around Vamp and 

= haa 10-8 Leather Heel; Rubber Top Lift. 
elt 


Bin. TORR 6 ond ck c'e abhi bnle Sed ep te cade $4.70 
Same in All Patent Colt. 


JOY, CLARK & NIER, INC. 


Rochester, New York 


om TI BASS PTO 


Rangeley Moccasins Shoes for Hard Service Woc O Mocs 


Bullets or Buckshot? 


You wouldn’t hunt bears with buckshot. 

Many merchants are missing a big opportunity to bag extra 

profits because they haven’t the right kind of ammunition 

to shoot at today’s growing demand for Out-of-door 

Footwear. 

Bass Moccasins are the ammunition you need to increase 

your sales. 

For nearly. half a century G. H. Bass and Co. have made 

shoes which every camper, farmer, sportsman and out- 

door worker, who has worn them, swear by. They are 

made right and sold right and offer you a “not to be lost” Yai" Woo-0- Moe, Seach belieue me 
sales opportunity. ef on ig a es 


sewed vamp, double sole water- 
If you don’t carry the BASS LINE you ought to. All — Proofed. extra midsole of | water. 
popular styles are In Stock,~Send for catalog B)today. pig Be i: Frock, © te FF Ei. 


G. H. BASS & CO. 2% Wilton, Maine | 
omy a rg i gy sone 
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HE assurance of quality 

that goes with the sale of 
every pair of Buster Brown 
Shoes is a wonderful trade 
building asset for the retail 
shoe merchant. 


All the style that children’s 
shoes demand, plus the qual- 
ity of material and excellence 
of workmanship to meet the 
strain of children’s wear. 


Our “In-Stock”’ service is al- 


ways at your command. 


———S 











Ls 
5) ( Druewe Duos Gouna, 


Standard Since 1878 


(ON Sr. Louts U. S. A: 


WA 
() 


F315—‘“Buster Brown”’ 


Girls brown lotus calf Brogue 
lace oxford, nut brown calf 
trimmed, brass eyelets, single 
sole, one-inch rubber heel, welt. 


Misses’ same, %4-inch rubber 
heel. Footshaping 15 st. 
B, C and D. 114%-2..... $3.15 
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“Smooth Inside as a Miller's Wing” 
NEW BLUCHER MOCCASIN[BOOT 
For Little Gents and Boys 
Carries a Waterproof Sole. In Choco- 
ate and Tan Elk. 
660—Tan, 650 Choc. Little Gents’, 
84-13% $2.40 
661—Tan, 651 Choc. Boys’, 1-6. 2.85 
a In-Stock 
Style No. 8-380—Boys’ and Big Boys’ Tan Russia 
Blucher, HAIG last. Plain toe trouser crease 
vamp. Wingfoot rubber heel. This is our big sell- 
ing trouser crease style blucher shoe. Same style 
in Black S-381. 
IN STOCK B-C-D WIDTHS 
Sizes: Boys’, 1 to 6; Big Boys’, 6% to 8. 


LEARN THIS PLAN— 


Style No. 8-392 
Boys’ and Big 
Boys’ New Light 
Shade Tan Kip 
Circle Vamp Bal. 
Good weight, oak 
sole, fancy stitch- 
ing, rubber heel. 
Very popular 
new shade. 


Style No. 8-369 
—Boys’ and Big 
Boys’ Select Tan 
Elk Blucher on 
HAIG last with 
heavy ten iron 


oe 


] 





IT WAS MADE FOR YOU 


During the Fall months, we are 
campaigning in the three great 
national publications for boys— 
Youths’ Companion, American 
Boy, and Boys’ Life—using mil- 
lions of copies and reaching live 
prospects everywhere. 

Backing up this campaign, we 
are offering Excelsior merchants 
the keenest line of business 
builders you have seen—free 
newspaper ads, free movie 
slides, free display cards, free 
window signs, tablets, pencils 
and balloons. 

The object of our plan is once 
more to capitalize the long- 
standing faith of the boys and 
their parents in Excelsior Medal 
Shoes—leaders in quality and 
pacemakers in style for 35 pro- 
gressive years—and to make it 
easy for you to sell more Boys’ 
shoes than you have ever sold 
before. 

Throughout the season, a run- 
ning stock of 60,000 pairs of 
these nationally advertised Ex- 
celsior best sellers will be at 
your call—guaranteeing you im- 
mediate shipment as you need 
them. Just order from our Com- 
bination Stock Catalog and 
Dealer Help Advertising Book- 
let. Write for it today. Price 
lists will be enclosed. 





MILLER’S ARE ‘‘OPENERS”’ 


They open new business for you, even as they 


have opened many new accounts for us. And 
because the shoes are RIGHT, a stream of 
re-orders constantly flows in. 


Samples of this satisfactory line will be gladly sent 
MILLER SHOE COMPANY 


J. E. DAY, Mgr. 
SALEM - - - MASS. 


Sample Room, 110 Summer St., Boston, Room 22 











OCTOBER DELIVERIES 
on 
AT ONCE ORDERS 








Ribbon and Plush 
Trimmed Juliette 
Style 1070 
Here’s your key to 
a regular monthly 
turnover and ever- 
growing repeat de- 
mand. Send for 

it—now ! 





QUALITY FELTS 
C. A. GROSVENOR SHOE CO. s2 


Besten Office, 139 Lincoln St. 


MEDAL SHOES 


he EXCELSIOR SHOE Co. (#92. 
PORTSMOUTH-OHIO “Xai 
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6u can stretch shoes salely 
on Repco Stretchers. 


VERY shoeman knows that great care 
must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 
The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 

The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


i 





——— oS a 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 dowr to No. 6. Corn and bunion 
plates are packed with every stretcher. 


—— Se a as ———-— = = — — <s 





UNITED SHOE MACHINERY CORPORATION 
BOSTON | 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
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J. K. KRIEG COMPANY 
39 WARREN ST., NEW YORK 
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Satin and Black Ooze Calf 
Strap Pumps 


In Stock 





SIZES AND WIDTHS 
What. TRIE si Seles, ou $5.25 a ae $5.25 
Black Satin Strap Pump, Black re “S Black Ooze Calf Strap Pum 
Ooze Trimmed, 262 Last, 13/8 fe ~ 263 Last, 15/8 Spanish Louis 
Cuban Heel. Welt. Heel. Wilson Process. 


Terms: Net 30 Days 











C. P. FORD & COMPANY 


INCORPORATED 
New York: Marbridge Bldg. ROCHESTER, N.Y. 











SPORT STYLES AND WALKING 
SHOES FOR PREP SCHOOL AND 
COLLEGE TRADE 


IN STOCK 


At Once Deliveries 


Ne. 327 
C. & C. Tony Ta 
4 sole. B, C, D, E 
No. 568 Dundee 
gn hem acme + <straae Siee 4 


SEND FOR STOCK STYLE FOLDER 
THE DALTON CO. INC, 3 Mfrs. Men’s Fine Shoes BROCKTON, MASS. 
EE AeNSB, on, HAE, BRAN BOA Be” NEW YORE, Meee Bae 


BOSTON: 
GEO. J. LOVELY, GEO. W. MANSON, JR. 
attire eel hates) item ES a 
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Our Salesmen Are Now in Their Territories 
with All the Up-to-Date Lasts and Patterns 













T. J. Kennard, Pacific Coast. 
J. C. Woodworth, Oklahoma, Kansas, Mis- 
souri, Iowa, North and South Dakota. 

Harry R. Sargent, Mississippi, Alabama, 
Georgia, Florida, Western Tennessee and 
Western Kentucky. - 

H. M. Pulker, Wisconsin, Illinois, Nebraska, 
Colorado; Chicago Office, Security Building. 
Charles Cason, Virginia, North and South 


Carolina, Tennessee and Georgia. 













James S. Key, Texas, Arkansas .and Loui- 
siana. 

Harry P. Lynch, Indiana, Ohio, Pennsyl- 
vania and West Virginia. 

E. L. Agrati, New York City and State, 
Philadelphia, New Jersey; New York Office, 
Marbridge Building. 

John P. Thomas, Texas, Arkansas and 
Louisiana. ; 
Hector E. Lynch, large cities. 




























WRITE FOR OUR NEW IN-STOCK CATALOG 


OFFICE 


wows us ome ELoward & Foster Co. sersarone, | 






MUNICATIONS TO THE 
FACTORY. oan 


Brockton, Mass. gc HIUCAGO OFFICE 
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Our fall and _ winter 
national advertising 
campaign in the 
SATURDAY EVENING 
POST will surely mean 
that more Packards 
than ever will be sold. 


IN STOCK STYLES will 
be featured, so why not 
show these new models 
NOW. You'll be asked 
about them. 


(P) M. A. 
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THE ART OF 
WINDOW TRIMMING 


You undoubtedly want your windows to attract. Why 
not see how some of the cleverest display men are 
showing their shoes and possibly obtain new ideas to be 
applied to your own windows. We have compiled a set 
of twelve 8” x 10” photographs showing how twelve 
leading New York Retail Shoe Stores are now trimming 
their windows which together with descriptive matter 
will be sent you upon receipt of $3.00. 


We do this as an accommodation to the trade, because 
we are the main distributors of window trimming fab- 
rics, which form an important part of artistic window 
displays. When you are in need of any particular lengths 


SILK PLUSH 


Silk Velour, Veloreen, Windosatin 


Any Other Fabeic Used in Window 
Trimming ~ 


WINDOTRIM FABRICS, ine. 


17 Madison Avenue, New York 


SPECIALIZING IN FASRICS FOR THE DISPLAY MAN, 
7 


THEATRE AND HOM 











PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 


SOOO OOOOOOOOOOOO 


BOPoOoaee 


wa 
3 
2 
5 
$ 


e 


No. F-700 
THE RUGBY 
Tan Edinmoor Calf 
Derby Oxford 
AB?7-11, CD 6-11 


No. 701—Same Style 
in Black Edinmoor Calf 
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A BAKER ’LTH SHOE ¢ 


GIVES A SHOCKLESS 
REBOUND | 


No other shoe made contains the specially prepared 
felt and cork innersole of the Baker ’Lth Shoe. It pro- 
duces a natural resiliency and shockless rebound un- 
known in other footwear. 

Write me personally for samples and prices 


A. J. McNulty, sales Mfg. 


J. H. BAKER CO. 


117 Lincoln Street 
Factory at Beverly, Mass. 


Boston 
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A Lesson in How to Meas- 
ure Feet 


Cincinnati—The September issue 
of the “Foot Saver,” a house organ 
issued by the Julian & Kokenge Co., 
was sent out this week. As usual it 
contains several very important 
dealer helps, which are very in- 
structive to dealers in Foot Saver 
shoes. Edward J. Macklin, national 
Foot Saver demonstrator, has writ- 
ten an article on “How to Measure 
Feet,” and in this he states that the 
foot should be measured while the 
customer is seated, as when they 
are in that position the foot is nor- 
mal and relaxed, and that is how it 
is to be when it is inside the shoe. 
He also stated that many salesmen 
substitute an extra size in width 
for a half size in length; that is, 
a 4C for a 4%B. Mr. Macklin 
states that this is wrong to do this, 
as, if the shoe does not fit snug at 
the ball of the foot, the foot slides 
forward and causes rubbing on the 
heel. 

There is also an article on “Care- 
lessness,” which cites tht fact that 
people do not take proper care of 
their shoes, and that a person’s 
shoes should receive the same care 
as any other part of his attire be- 
cause the shoe affects the health as 
much as anything else. 





Extreme Test of Fitting 
Qualities 

After trial shoes, made over a 
new last, are worn by a model, the 
shoes are taken off—the toe of the 
vamp is cut off, and the shoes are 
tried on the model again. The open- 
ing in the vamp shows exactly how 
the toes of the foot rest in the shoe. 
This extreme test of the fitting 
qualities of new shoes is used by a 
shoe manufacturer who wants to 
make sure that his shoes fit right. 


Hageman’s Is Sixteen Years 





Dayton, Ohio—Fred Hageman & 
Sons Company celebrated its six- 
teenth birthday right after Labor 
Day. It announced the big event to 
the public through a six-page broad- 
side in the Dayton Journal of Sep- 
tember 7. In this interesting pres- 
entation, the three Hageman stores 
—two at Dayton and one at Middle- 
town, and their personnel, as well 
as Fred Hageman, president; 
Henry Hageman, vice-president and 
general manager; Ed Hageman, 
secretary and treasurer; Charles 
Hageman, director and manager of 
Hageman’s Daytonian Shoe Store, 


and Luella Hageman Mumma, di- 
rector, were “re-introduced” to the 
public. 

“We Do Fit Feet,” is the slo- 
gan of Hageman’s. And it is be- 
cause they have fitted feet that they 
have attained such a large measure 
of success. In the sixteen years that 
the Hageman organization has been 
in existence, it has built a reputa- 
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tion for sound values, honest mer- 
chandise, consistent effort, truth in 
advertising, courteous treatment, 
proper diagnosis, prompt service, 
square dealing and authentic styles. 
The officers of the House of Hage- 
man are constantly striving to 
progress and tell the public frankly 
that they invite their suggestions 
for mutual betterment. 





W. R. HAWK 


of W. H. Williamson & Co., 


WINS FIRST PRIZE 


IN NATION WIDE CONTEST 


The article contained in this space was clipped from the Boot and Shoe Resorder, of 
* Boston, Mase, and is justly worthy of your careful attention. 


HAVE YOUR SHOES 
CORRECTLY FITTED 


THERE [8 A VAST DIFFERENCE IN 


BEING SOLD 


AND 


BEING FITTED 


Lat our expert shes fitters carefully advise you as to the size and style of shoe that 


NOT JUST ONE 


BUT A 


TRAINED FORCE 


OF EXPERT SHOE FITTERS ARE 


AT YOUR SERVICE 
IN OUR STORE 
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WILLIAMSON’S 


#702 WASHINGTON AVENUE 
. 


NEWPORT NEWS, VA 


Williamson’s, a retail shoe store at Newport News, Va., told the 

public about the success of W. R. Hawk, one of the salesmen, in 

winning a fitting contest held by the Recorder. Hawk competed 

with several hundred salesmen and won first prize in a contest 

promoted by the Recorder’s “Retail Salesmen’s Department.” The 

winning essay is reproduced in the right part of the ad. The con- 
cern stresses its qualifications to correctly fit shoes. 
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Ne. {7i—Soft Sole Button a, 
White Woskatly ude i Cham 
Tan, and Gray V: 


Pat | Pearl 
ton.’ Per ¢i2-00 





461—First Step Flexible Tackless are filled. 
pA om Blucher — White, Tan, 
Smoked Elk. $13.56 


Ne. 462—First 9 Blucher Oxford. 
As above, and Red and git 
Per Ree 


E. Ideal Baby 


Mrs. A.L. Day, President 


grt 
NEW YorK oFFices: 222 FIFTH AVE., 


sr eres es ees ee ers mee 


LITTLE KEYS TO 
GREATER PROFITS 


By attracting a mother to your store for 
Ideal Soft Soles and First Steps, you can 
keep her there until her own footwear needs 


387 FOURTH AVE. Trade Mark Reg. Phone Beach 8060 


oO ees or ~~ 





™ 


Ne. ang 5, Sole Button Boot, White 
or Black Kid . Top. as Vamp, and 
Foxing. Per Dozen... -- $7.50 


No. 417—First Step Flexible 
less 


Bu Boot. 
Tan. Smoked Elk. Per Dozen, $13.! 
No. 415—First — pans Jarman oy 
as above. Per Doze -. $12.00 


Shoe (ompany 
Danvers, Mass. 


BOSTON OFFICE: 12 WEST ST., Room 616. 
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SHOE MANUFACTURERS 
AND 


MERCHANTS 


RECOGNIZE THE SELLING 
VALUE OF— 


SHOE ORNAMENTS 


Popular styles in vogue to day embrace 
the latest effects in 


Leather and Ribbon Bows 


Send for samples 


DALRYMPLE-DUDLEY CO. 


MANUFACTURERS AND DISTRIBUTORS 


HAVERHILL 


[ 





| MASS. 








Make Your Windows Pay 


Make your windows pay their own rent by using the Recorder’s 
Silent Salesman Show Cards. 

Sixteen new seasonable cards every month with special price 
tickets and eight hand lettered» mat board frames like the photo. 
$4.00 per month. 

Be the only dealer in your community to use these cards, You 
will quickly see their value. Write. 


WESTERN SERVICE DEPARTMENT 
189 W. Madison St. CHICAGO 
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Recorder rates for space less than one-eighth page per 


7 times 13 times 
iiiinas> «24 $5.00 $4.00 $3.50 
/ ore 10.00 8.00 7.00 
ee ee 15.00 12.00 10.50 
Gitte: seas 20.00 16.00 14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS ae cents 
Minimum 





26 times 52 times 


=> “aie desire answers to come 
: ~ replies forwarded direct 
By By must be counted in the 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


i 


address, each 
advertisement and paid for accordingly. Answers 
to ads must be sent under letter postage. 





word for each insertion. 
ye,cants. For other ~*~ 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





*XPERIENCED salesmen. We want a live- 

wire salesman for each territory, Con- 
necticut and Pennsylvania, to sell our line of 
men’s, women’s and children’s Welts and 
McKays, novelties and staples, in stock. Ad- 
dress K-699, care Boot and Shoe Recorder, 127 
Duane St.. New York. 





W ANTED—-Side line salesmen for In-Stock 
line fast selling Women’s Wide Ankie 
Shoes and Arch Support Shoes—twenty sam- 
ples—commission 6 to 8%. Many good terri- 
tories still: open. Address B-24, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





W ANTED—Salesmen to represent leading 
Rochester woman’s line, as side line or 
otherwise, in Ohio, Illinois and territory west 
of the Mississippi. Liberal commission basis. 
Shoes in stock. Box B-25, care Boot and Shoe 
Recorder, 626 Powers Bldg., Rochester, N. Y. 





W ANTED—Salesman experienced in selling 
a high-grade line of men’s dress shoes to 
represent us in Iowa, Eastern Pennsylvania 
and New Jersey. Good In-Stock Department; 
6% commission. Wonderful opportunity for 
salesman with established trade. Give refer- 
ences and name of at least two manufacturers 
you have represented, also amount of annual 
sales for each. Strictly confidental. Nunn, Bush 
& Weldon Shoe Co., Milwaukee, Wis. 





QHOE Factory, established for 20 years, de- 
\ sires experienced Salesman for territory 
west of Missouri, to carry medium grade line 
of Infants’, Chidren’s and Misses’ Turn and 
Welt shoes and slippers. Only men able to sell 
the Best and Biggest Retail Shoe Dealers, 
Department Stores or Jobbers need apply. Can 
be carried as a side line. Commission basis 
only. Give experience and references in first 
letter. Address B-28, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





GAL .ESMAN Wanted by a New York Stitch- 
7 down Shoe Manufacturer to carry our line 
in the states of California, Arizona, New 
Mexico, Nevada, Utah, on a commission basis 
only. Must have established trade. Address 
K-696, care Boot and Shoe Recorder, 127 Duane 
St.. New York. 





CAHILL’S HAVE SOME VERY 
CATCHY DESIRABLE TERRITORY 


CREATIONS Soren 


Experienced salesmen. Only those now 
traveling and acquainted in territories 
named: New York State and New Eng- 
landé—New York City and vicinity— 
Part of Ohio, Kentucky and Tennessee 
—Illinois, Missouri and Kansas—lowa, 
Minnesota, North and South Dakota— 
Pacific Coast—some Southern Territory. 
Apply with full particulars which will 
be held strictly confidential to 

GEORGE GREGORY 

Styles and Sales Management 
CAHILL SHOE CO. 
CINCINNATI, OHIO 











Michigan 


Write for particulars, giving references. 





Indiana— Illinois 


We want experienced salesmen to cover the above territo 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blacher, Outing and Moulde 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


We make unlined —— 








T° handle a well-known, popular-priced line 
of Turn Boudoirs in colored kid and quilted 
satins; also ballet slippers, ‘both hard and 
soft toes. Liberal commission. Address B-26, 
eare Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





A BEAL salesman to sell output of small 
Brooklyn Turn Factory. Good opportunity 
for right man. Give full particulars. Address 
B-27, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





QGHOE Salesman wanted to sell advertising 
“ service to shoe stores; side line; li 
commission. Room 423, 200 Fifth Ave., New 
York, N. Y 


FOr SOUTH—specialty line of children’s 
shoes with big volume possibilities for good 
salesman calling on department store and large 
trade. Twenty samples with a wonderful sales’ 
appeal. Very profitable sideline. Give territory 
and full information. Address B-29, care Boot 
= Shoe Recorder, 207 South St., Boston, 
ass. 








SIDE line men with established trade to 

handle twelve men’s solid leather in-stock 
dress shoes and oxfords, to retail at $5 or 
more, on straight 6% commission basis. Sure 
money maker for live-wires. Give detailed in- 
formation regarding territory covered and 
experience in first letter. Brandau Shoe Co., 
250 W. Jefferson Ave., Detroit, Mich. 





W ANTED—Salesman for Florida to carry 
our line of infants’, children’s and misses’ 
medium and fine turns. Staples and Lest novel- 
ties carried in stock. Above line can be car- 
ried in connection with other lines. References 
necessary. Rohrer & Co., Orwigsburg, Pa. 





WANTED. EXPERIENCED SALESMEN—To 
cover our established trade in California, 

+7 ogg Washington, Arizona, Utah, Nevada, 
Idaho, to sell our line of Infants’, Children’ 8, 
and Misses’ turn shoes and sandals ; strictly 
7% commission, Forty-five numbers in stock! 
Address, with references, The Rehr Shoe Co., 
Orwigsburg, Pa 


Salesmen Wanted 


Experienced Men, Middle 
Western States 


MRS. A. R. KING, INC. 


809 N. 19th St. PHILADELPHIA, PA. 





GALESMAN WANTED—To represent manu- 
facturer of Men’s Shoes with In-Stock De- 
partment. Write, giving full details and terri- 
tory. Address B-10, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


Yo salesman to show 
popes tne. tearaien, some thirty comple o 
‘8s arch su 
retail at $5.00 and $6.00, tee a en. 
commission AB chow, io stock. Eight per cont 
‘ ‘erences 
7 vv Y 











WANTED SALESMAN—To carry our 
line of Infants’, Children’s and Misses’ 
Turn shoes and slippers and Pre-Welts 
in the following territory: Ohio, 
Indiana and the lower peninsula of 
Michigan. Straight commission. Sam- 
ples ready October ist. BEDFORD 
SHOE CO., Carlisle, Penn. 








SALESMAN WANTED 


many talking po 
Wonderful possbilities for right men. Ap- 
aod te big trade. Experience and refer- 

necessary. Commission basis. Cali- 
eral Seamless Shoe Co., Long Beach. Calif. 














POSITION WANTED 


GHOE buyer, with executive ability, desires 
position with live mercantile establishment 
where opportunity for efficiency will bring him 
success. elve years’ experience. Thoroughly 
understands organization and detailed mer- 
chandising in department store doing volume. 
Now employed. References will bear closest 
investigation. Prefers middle west or west 
coast location. Address B-33 care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


POSITION WANTED—A live-wire shoe man, 
with lifelong experience, would like to 
connect with a popular-priced department 
store as buyer and manager of their shoe de- 
partment. First class merchandiser 36 years of 
age; married; good appearance. Address B-36, 
care Boot and Shoe Recorder, 207 South St., 
ton, Mass. 














We want good sideline men who appre- 
ciate geod values, priced right for vol- 
ume, for snappy line of boys’ welts in 
lowa, Kansas, Nebraska and Minnesota. 
Address B-30, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, 
Il. 








Steven Strong is looking for a high- 

grade salesman in Iowa and Virginia. 

If your record will bear investigation, 

write Steven Strong Shoe Company, 
il kee, Wi i 




















OSITION WANTED—Young man desires 
position as salesman and buyer for reliable 
retail shoe store, ten years’ experience, best 
references, prefer Eastern States. Address 
B-34, care ~ and Shoe Recorder, 207 South 
St., Boston, 


EXPERIENCED. SHOE BUYER and Manager 
is open for position with good shoe store 
or department. Prefers medium-sized north- 
western city. Address B-18, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 
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HELP WANTED 


HELP WANTED 


FOR RENT 











Wausau, 





OHIO—ILL.—MO.—KAS.—NEBR. 


Big volume business for sideline men in the above states. Other 
good territory also. 20 samples of the best selling proposition in 
children’s shoes. Special features and exclusive sales arguments in- 
sure easy orders. Big stock department. Commission basis. Samples 
now ready. Give references and details. 


WAUSAU SHOE MFG. CO., 


Wisconsin 








Shoe Department For Rent 
yay ye ladies’ 


nt. 
30th St., New York City, N 














WANTED TO PURCHASE 








POSITION WANTED 


LINE WANTED 





POSITION WANTED—Young man, 25 years 
old, having ten years’ shoe and hosiery 
experience, desires a line of popular-priced 
hosiery for Northeastern Pennsylvania trade. 
Address B-35, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


k XPERIENCED RETAIL Store Salesman 
open for position. I am single, 27 years 
of age and have been actively engaged in every 
capacity of retail store buying, selling 
and mangement for several years. Owing to 
circumstances over which I have no control, 
I am now open for a position with a successful 
concern that is looking for a young man of 

rience, energy and enthusiasm. Best of 
references furnished. For further details ad- 
dress B-37, care Boot and Shoe Record, 207 
South St., Boston, Mass. 


G HOE MAN—Experienced, retail, would like 
to make a change either as ane or 








manager of fair-sized store. Box care 
Boot and Shoe Recorder, 207 hy yy 
Boston, Mass. 


GALESMAN, with large following, having 
office and show room in New York, desires 
snappy line ladies’ novelty McKay shoes. Ad- 
dress K-698, care Boot and Shoe Recorder, 127 
Duane St., New York. 


WORK SHOE SALESMAN with following 
desires factory line for New York State 
and New Jersey. Address K-697, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


EXPERIENCED SALESMAN, Southeastern 

territory, wants full line children’s, big 
girls’, women’s novelties. Popular-priced, real 
values. Keen lookers, quick deliveries. Box 1, 
Moreland, Ga. 


WANTED AT ONCE—Popular-price lines 
men's and boys’ welts. Dress and semi- 
dress and low price work shoes. Also women’s 
and growing girls’ snappy style novelties, Mc- 
Kays and Welts. By Seattle resident shoe man 
of middle age, good appearance, and trade 
acquaintance and Go-getter; for N. terri- 
tory on commission basis. ‘Address } A 
4405 4th Avenue N. E., Seattle, Wash. 














Sales Promotion Specialist 


A successful record of results with two 
large shoe manufacturers (18 years) 
qualifies me to direct your sales pro- 

ti with equally good results. Age 
35. Can develop sales organization at 
low cost and handle all advertising. 
Compensation expected in proportion to 
results obtained. Let's talk it over. 
Address B-42, care Boot and Shoe 
Recorder, 207 South Street, Boston, 
Mass. 











W ANTED—Popular-priced line women’s and 

growing girls’ novelties, on floor for quick 
deliveries. By resident salesman and business- 
getter, for Pacific Coast and N. W. territory; 
on com. basis. Address Shoeman, 4405 4th 
Ave. N. E., Seattle, Wash. 





Experienced salesman desires to connect 
with some good up-to-date line of men’s 
and ladies’ shoes for North Carolina, or 
ladies’ novelties. Address B-31, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 














FOR SALE 





PositionWanted 


by young man to represent line 
of medium grade men’s shoes in 
North Carolina—his home state. 
Experienced on the road. Well 
acquainted with the trade. Best 
of references. Address Box B-38, 
Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 














Attention! Mr. Investor 


Here’s a chance to purchase a going shoe 
polish factory at a big sacrifice. Good loca- 
tion and long term lease. Trade-mark regis- 
tered and well known. Owner obliged to sell 
on account of ill-health. Write for ——- 
ment. Address B-39, care Boot 

Recorder, 189 W. Madison St., Chicas, ad 














FOR RENT 


FOr ge a, 4 for women’s and chil- 
dren’s shoes. rtment store in Erie, 
Pennsylvania. Splendid oe for profit- 
able business. Address Boot and 
Shoe Recorder, 207 South rr Boston, Mass. 








LINE WANTED 





Work SHOES—I want a line of men’s work 
shoes to sell in southwest Texas. Terri- 
tory covered in automobile. Know it — Am 
32, married and make headquarters at San 
Antonio, Texas. Address B-32, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


TO RENT 


Shoe Store, 9 ft.x 60 ft. Best location 
on Main St. No stock. Just fixtures and 
lease. New Britain, Conn. Address B-41, 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 
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HIGHEST PRICE PAID 


FOR 
SHOE STORES 
OR SURPLUS STOCK 
Alse Purchase Gent's Furnishings, Clothing, etc. 
YOUNG & CO. 
316-317 Church St.—New York, N. Y. 
Telephone Canal 0356 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW reas, N.Y. 


WILL FOR 
BUY { SUR SURPLUS STOC STOCKS t ASH 


Shemini teat cen ts ah a 
special sales and bargain basements 








We quick and pay highest cash price 
for retail and wholesale stocks of shoes or 








or other m quantity. 
Prompt attention given. 
KIRSCH-BLACHER CO., Inc. 








Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 














MISCELLANEOUS 









































































Winpow DispPLay FIXTURES 
ASK FOR CATALOG 














THE OSCAR ONKEN CO 














WT ? ST. CINCINNATI.QO 
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To Teach Pattern Drafting 


A course inshoe pattern drafting 
will commence at the Lynn, Mass., 
Y. M: C. A. on October 20th. This 
course is designed primarily for 
draftsmen and will be of interest 
to all types of shoe men. It is the 
only course in shoe pattern draft- 
ing which can be obtained in the 
East other than in New York City. 
This greatly enhances its value. 

The instructor, Arnold B. 
Tucker, is one of the finest drafts- 
men in the shoe business, having 
served an apprenticeship with San- 
born of Lynn, where he is now one 
of the foremost pattern makers. 

The course has been given be- 
fore. Last year Mr. Tucker con- 
ducted two classes with great suc- 
cess. Should any shoe men desire 
further detailed information about 
this course, the Lynn Y. M. C. A. 
will be glad to furnish it. 





Better Business in ’Frisco 

San Francisco—Business with 
Hamilton’s shoe store, Market and 
Ellis streets, shows a marked im- 
provement over that of last year. 
Alexander C. Hamilton, in saying 
this, added that the firm’s two Los 
Angeles stores are marking a sim- 
ilar improvement in- business. 





WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 


surplus or slow sellers. =~ Hy no + 
ject. Retail or wholesale. term leases 
taken off hands. Wines ae us. 
Correspon: confidential. 

1890. MAX GLA 


UBERG 
313 Church Street, New York 








We also purchase clothing. hats, furnishing 
goods, etc. Phone Canal 6940 








MISCELLANEOUS 








gest, lightest and mest 
coneuutent Gating ebndbais the thestin®. 





Finished Gidea Oak or 
Mahogany 





MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louie, Mo. 


For manufacturers 
Rilling Step Leddes 
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FAVORED FOR 
Footwear “ Parlors” 


TRAAL LARD 
paeeeetas 


tage in the refined en’ 
with 


the famous H-W Reed and 
ibre Furniture. We originated this 
equipment. Ask us. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





tion. For rates for 


ADVERTISING RATES—Card of Advertising 
Rates furnished on applica 
Wants, For Seles, etc. eee Want Page. 


Every tion is taken by the BOOT AND 
SHOE ‘CORDER to printing any 
statement likely to mislead The 
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Metal Shoe Fitting Stools 


and Floor 
{ Mirrors 







No. 141 


Erie foe THE CHICAGO 
ond Pricee WIRE CHAIR CO. 


621 N. La Salle! Street, Chicago, IM. 








OFFICES IN 


BOSTON OFFICE: 207 South Street. 
ae OFFICE: 224 Moraine 8t. Geo. 


NEW OREO Sn Orrick Roos ~ en Rha Mi 
er, mt A OFFICE: Suite 1420, Widener 


HAVERHILL ve Chamber of Commerce 
Haverhill National Bank Bidg. Geo. 


Ww. R. M . 

CINCINNATI OFFICE: Second National Bank 
Eaten OUST og Rem ie ). 
“— L. ke Westera a t,t. 
ter 

sentative. T: Stone 1 . 
LYNN OFFICE: Fred A. 
MILWAUKEE OFFICE: Leonard E.M 

Cc Se | ames 405 Broadway. Malopbeee 
WASHINGHON ¢ OFFICE: William L. Daley, 26 
PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
LON “OFFICE: P. a a Manager, 


AUSTRALIAN OFFICE: E; 439 lie Eales 


CONTINENTAL OFFICE: 

ARGENTINA: Asie Ge aa 

BRAZIL: Gerente, John 8. Fitch, 33 Rue General 

CHILE: ‘Sentiogs, Las Roses 1123-1127. Otto 
Gomes; Corrales 2A, Havana, 

JAPANESE OFFICE: Yokohama, J. F- Wager, 


SPAIN: IN: Gerente, Leonelo de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 








MISCELLANEOUS 








Do You Know? 


That you can buy it—or 
sell it—tbrough the 


‘‘Where to Buy” 
Columns 
This feature in its quick 
service is a time saver in 


>" meeting immediate 
needs. 




















Sept 
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a=, The Story of Little|c 
means to theAmerican \ ¢ 


























“Joey” is a youngster; he is carried around in a pouch while he is growing strong of K. 
and while the hair is growing on his body—and then comes the day when he is KAN 
strong enough to hop about on his own a bit. But he stays close to the “‘pouch”’ so time 
that he can take refuge there in time of need. After a while, he goes it completely our | 
“on his own,” roaming the great open spaces of the Island Continent. All the time so th 
he is growing sturdy and supple and agile—and then comes the time for his trip to mark 
America to serve the great shoe-wearing public. “Joey” is a Kangaroo, and his ers, S 
hide is the most prized of all those that go into the manufacture of shoes. pros 






“Joey's” hide and the hide of hundreds of his brothers and sisters come to the 
great plant of the J. W. CARTER CO. where they are made into as fine a line 


Lw 
Carter Specialize--then 


COMPANY 





C 








GRADE A 


No. 560—-LET’S GO LAST. Extra quality Gen- 
uine Kangaroo imported from Australia. Widths 
C, D, E, sizes 6 to 11. 


Price, $4.25 less 4% 20 days 











FOR YOUNG MEN 





No. 564—MONARCH LAST. Genuine Kangaroo No. 541—TULSA LAST. Genuine Kangaroo im- No. 548—SPEED LIMIT LAST. Genuine Kan- 
imported from Australia. Storm welt. Width E. ted from Australia. Made with arch shank. garoo imported from Australia. Widths B, C, 1D, 
Sizes 6 to 11. fidths B, C, D, sizes 6 to 11. sizes 6 to 11. 








Price, $4.25 less 4% 20 days Price $3.85 less 4% 20 days 


J.W. CARTER CO. 


Specialty Manufacturers of 


eMen’s and Boys’ 
“Goodyear Welt Dress Shoes Popularly Priced 
- NASHVILLE , TENNESSEE 


Price $3.95 less 4% 20 days 


T\ 
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e|doey and whatit z= 
n| Shoe Retailer~ 














strong of KANGAROO Shoes for men as you ever saw at the price. “But 
n he is KANGAROO comes only in the highest-priced shoes,” says the old- 
ich” so time retailer. That used to be the truth, but now we have perfected 
pletely our buying arrangements and adjusted our manufacturing processes 
e time so that we can offer you TWENTY NUMBERS IN-STOCK at re- 
trip to markably reasonable prices. Tell the story of “Joey” to your custom- 
nd his ers, show them the shoes, and you're off on one of the busiest and most 


prosperous seasons that you ever had. “‘Specialize—then concentrate.” 











to the 

a line Send today for catalogs of complete CARTER Line 
LW. 

j 

1en § Concentrate Carter 

COMPANY 
DR. BAKER 
~ No. 534—CALIFORNIA. LAST. Genuine Kangaroo imported from 


C, D . 
- Australia. Made with flexible felt insole. Widths 
Price $4.25 less 4% 20 days 


TWENTY KANGAROO SHOES 
IN STOCK 


Can be ordered in dozen lots 
or single pairs 
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Abenzcase American Woy 
Solid Leather 
Men’s and Boys’ Work and Dress Shoes 


Made by 


Che MENZIES SHOE CO. 
Fond du lac, Wis. 








: K 
Fine Calf Leathers A GREELEY AD 


leads you to the place 

where the best Boudoirs are 

Manufacturers of made. Boudoirs you canturn 

Velvetta Calf— readily and on which 

you de build ap 

= trade. Only one qual- 

Tuscan Calf ity the highest but a 

Russia Calf— N _choice of black or 

colors, leather or rub- 
ber heels. 











Strictly Fine Full-grain Calf Leather lots on 
HUNT-RANKIN LEATHER CO. > . If your jobber cannot supply you, write us. 
106 Beach St., Boston, Mass., U. S. A. — 4 ea a Me Ww. GR EELEY 





- - Haverhill, Mass. 














APPROVED BY ’ No. 3276 9/11 Areca 


Plant, natural prepared, 


MEDICAL MEN WAVY 36 inches high with 11 


ctundy cuppert ‘i : » j leaves and pot, com- 
4. secs « fully ven QE plete $3 
. Well known as" Per Dozen 


Developer is ; e -tN% i 
surgeons recommend its use. u vara Write for Fall Cata- 


Make your stock of : logue No. 32, with il- 

an ty Bm =x, lustrations in colors, of 

2 [our order today. =< Artificial Flowers, 

We Plants, Vines, Trees, 

etc., mailed Free on 
Request. 


FRANK NETSCHERT 
61 Barclay St, 
New York, N. Y 
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ANNOUNCING HOTSPUR CREPE RUBBER! 


A particularly fine grade of Ceylon Plantation Rubber especially Na ae aks 


6 Thicknesses prepared for the requirements of the American Shoe Manufacturer | Brown, Red. Orange, 
Gray, Yellow, Pur- 


Rox” HERMAN N W E B E R px, Green, Biack, 


REPRESENTING RUBBER INDUSTRIES, Ltd. Snow White, Jass 
606-610 NEWARK STREET, HOBOKEN, N. J. (mixed). 


IMPORTERS OF FINE RUBBER 
——————————————— oo — oS 
8B SSS ooo 0000000800 0000005800805 
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J ~ . Diamond Brand The genuine Dia- 
ae. (42 ORE (Visible) Fast Color Eye- 2° mond Brand (Visible) “SX 
Se ok ° the lets have genuine celluloid —— Fast Color Eyelets can be 
a ~ oo LO / - 








aoe 


tops that never lose their color, identified by the two tiny dia- J ot 


of, we and actually outwear the shoe. monds on celluloid surface. “C 
9 Ps LOOK FOR THE DIAMOND 4 


TRADE @ MARK 


oY, SIBLE eyelets are one of those niceties of footwear construction 
that are always evident on the shoe of beauty, fashion and good 
taste. Without visible eyelets to adorn and protect it, no lace shoe 
can be absolutely stylish, correct and finished in appearance. The 
much favored mode for Fall is the light, dainty, Goodyear Welt 
oxford, finished with visible eyelets. 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 
DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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BUSINESS BUILT BY BUILDING 


BETTER: SHOES 
WE'VE. BUILT INTO THE HELMHOLZ LINE OF SHOES FOR 
. CHILDREN THOSE QUALITIES THAT IN TURN BUILD BUSI- 
te NESS'FOR THE!SHOE. MERCHANT. 
oy 


WA are 
} Q 
e vr" 


@) Ris 
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a Ol Sby oF 


© 
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WE MAKE ONLYISTITCHDOWN SHOES. THIS MEANS GREAT- 
ER EFFICIENCY IN THE FACTORY, A MORE CAREFULLY 
TRAINED AND}JSUPERVISED PRODUCTION AND ECONOMY 
OF MANUFACTURE. 





WE GAIN MORE CUSTOMERS—BETTER SATISFIED ONES— 
AND THE MERCHANT HAS A BETTER SHOE TO SELL TO THE 
CUSTOMER. 


HELMHOLZ SHOES WILL ALWAYS BE BETTER BECAUSE WE 
BELIEVE THAT THERE WILL ALWAYS BE ENOUGH GOOD 
MERCHANTS WHO WANT TO SELL THAT KIND OF FOOTWEAR 


AND IF YOU'LL WRITE FOR A SALESMAN TO SHOW YOU THE 
NEW FALL LINE OF HELMHOLZ CHILDREN’S SHOES—YOU’LL 
AGREE THAT THERE IS A DIFFERENCE. 


HIGH GRADE SHOES 
FOR CHILDREN. 


MILWAUKEE J. K. Orr Shoe Company, Atlanta, Georgia WISCONSIN 
clusive Distributors 


Georgia, No. and So. Carolina 


«+ TDheyre Better Stitchdowns + 
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MSN D ALL of us, right down 
to the final purchaser, 










will be benefited by early con- 
struction of necessary samples 
by the manufacturer and sound 


encouragement to him by Job- 
bers and Retailers. 


For, after all, white leather 
' footwear is staple. 


tlio Gi. 


TANNERS 
Gloversville, New York 
New York, Boston, Chicago, St. Louis, Cincinnati 


WHITE LEVOR 
GRAN AID 











RASS 
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CW 
‘Dallet Slipper 
hy L Miller 


The Ballet Business--long a money maker for the quiet 
few--is now thrown open to every retailer! 


The new I. Miller Ballet--with the Flexible Arch, 
Unbreakable and Guaranteed Box Toe, and other 
features--has made this opportunity! 


It is endorsed by the leading associations and now 
being worn by the greatest dancers. These endorse- 
ments make this product the most promising retail 
proposition in the Country. 


Thousands of dancing teachers in the recent conven- 
tions have seen this new slipper in personal and motion 
picture demonstration. Letters are literally pouring in 
asking where these slippers may be bought. 


These teachers will soon be telling their students to 
wear the new I. Miller Ballet Slipper. 


IN STOCK 


Black kid~box toe $3.35 These teachers’ own organizations have endorsed this 


Pink Satin---box toe 3.60 Ballet. Pavlowa has publicly endorsed it, also Chalif, 
Black kid---soft toe 2.25 also Kosloff. 


he, —! dain, Those who first Stock this new ballet will be supplied 
with the means of reaching every dancing student in 
their city. We will notify the teachers direct. 


This is the biggest thing in the Ballet business seen 
in the last decade. 


Opportunity is impatient--Open the door--Wire--Now. 


I. MILLER & SONS 


One Carlton Ave., Brooklyn, N. Y. 


EF EERE SERIE RSE PIKERE SHS 
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Ballou, Providence 


Selling MATRIX Shoes 
by the Carload 


“We feel sure that we 
are going to sell a car- 
load of MATRIX Shoes 


the coming season. 


From a business letter— 
not a testimonial: 


Made as Nature made the foot. 
Soles permanently moulded— “It is ver lv th 

y rarely that 

fit every curve of the foot. we find that a customer 

who wears the MATRIX 


IN STOCK is not perfectly satisfied. 
SERVICE “We have some cus- 


tomers who have bought 
DeRIDDER as many as 5 or 6 pairs in 
all materials for all oc- 


Patented U.S. A. . 9 
casions. 


SHOES PROVIDENCE, R, I. 


IN STOCK IN STOCK IN STOCK 


s - , Style B500—Black Kid 6-E Style, B603-—Black WKid | 6-Eyelet 
ry Eg aD Mg Frage Sd 
44-9, AA, A 9, 1 t. ear t 

ant ee fend E My  C, 259 13,9 B.C and’ D, £5 04-9 he: B 4-9, Cand D, 314-9, E, 4-8". $5.56 


Style B510—Seme as B500 in mea 
Kid; same sizes and widths.... . $5.85 














What Mr. Ballou has done, you can do, in proportion 
to the size of your business and ability. 


WRITE---Send sizes, or for more information. 


E. P. REED & CO. 


Exclusive Makers of Women’s MATRIX Shoes 
ROCHESTER, N. Y. 


New York Office: 299 Broadway, W. D. F. Gibson 
Men’s MATRIX Shoes made by Alden, Walker & Wilde, East Weymouth, Mass. 
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THE “PD EALS RATT” LINE 
UILDS 3 ROFITS 


“BEST AT THE PRICE” 


The BEALS-PRATT line is a 


builder -of steady and certain 
profits. 














Merchants who concentrate their 
buying on the B-P line know that 


it is complete with good sellers 
from $5.00 to $8.00. 


Our IN-STOCK department can 
serve you and serve you quickly. No. R232 








Do your buying on Economy Basis 
No. R 232—Mahogany Side Whole Quarter Bal. % 


by carrying the B-P line in its full Goodrich Heel, Frat Last. C and D, 5% to 11......$3.80 

Pe Cet agin @ hg Mh Sn" at 
range of prices. We ed R 226—Brown Side Bal, same style as Na. 
: No. - 227—Black Side “Bal, same ‘style ‘as — 
R 225 $3. 


No. R329 h No. R473 


No. R 329—No. 8 Brown Boarded Calf Lace Oxford, No. R 473—Black Boarded Calf Blucher, % Wingfoot - 
% Wingfoot Heel, A-Grade Full Grain Counter, 9% Heel, A-Grade Full Grain Counter, 10 Iron A-Grade Oak 
Iron Oak Sole, Campus Last. B, C and D, 5 to Sole. Barbour Stormwelt, en Calf Quarter Lining, 
Frat Last. B, Cand D, 5% to $4.75 

















11 -00 
No. R ae we Boarded Calf, Lace Oxford, a4 
style as No. R 3 


Beals-Pratt Shoe Mfg. Co. 


135-37-39-41 Sycamore Street 
Milwaukee, Wisconsin 
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Sound and Stimulating 


MyRHE shoe industry has always surmounted its difficulties. It has gone through 


gay the test of hardship and is in condition to do its greatest national service. It is 
timely, therefore, that a representative house and a national organization 






practical and profitable continuity of business. The application of them is as 
eo to the progress of the smallest organization in the industry as to the largest. 
t is time for a stimulation of distribution and an emphatic call to ‘‘steady the ship."’ 


In disorganized market periods, practices develop that disturb productive organizations 
and cripple artificially the whole industrial system. We tolerate the destruction of buildings 
by a corps of fire fighters in a great conflagration but we do not expect to see them going 
on blowing up buildings after the fire has been brought under control. To continue condi- 
tions that put the thumbscrews on quality and production, is to kill off agencies that help 
to keep labor busy, happy and efficient. Such a national trait toward mediocrity is as fatuous as tt 
és socially and pati tes sd dangerous. 


Not a Single hope from now on our industry will not make a single pair less. We are in 
Pair Less the great business of keeping America well shod and must never forget that 

while our present population wears over 300,000,000 pairs of shoes yearly, 
within a period of ten years this figure will be increased by one hundred million pairs. 
No brand of pessimism should blind us to the steady yearly increase which must be added 
in gradual growth. 





We Must Business wisdom, both manufacturing and retail, consists in multiplying de- 
Multiply mand; in utilizing materials and resources and in keeping constant a whole- 
Deen some mercantile activity. Remember that necessity is frequently the mother 

of invention. I call for a recharging of the mental batteries of the entire shoe 
industry, retailers and distributors included. To take heart now, give more thought to the 
morrow and less to yesterday — what has been —is done; what will be — is our immedi- 
ate problem, a question of meeting ultimate greater shoe consumption wisely, prudently and 
with reserved energy, as well as reserved courage. Shoes are a necessity, demanded by cli- 
mate, conditions and health, and now, through the whim of femininity, by fashion. The hu- 
man interest in beautiful, practical, and well-made footwear is universal, and I have estab- 
lished by personal contact the fact that no nation on the face of the globe gives to its people 
footwear value in comparison with the United States. 


Intrinsic Beauty in Look to the practical first, then to the intrinsic beauty and good 
Footwear Here to taste. If all is well thus far, stand ready to select styles distinctively 
Sta new or revivals of good-fitting creations. No matter what the char- 

14 acter, a shoe will better please if it is well designed, properly bal- 
anced in its various parts, made of the right materials, in the right colors and bought with 
an appreciation of the fact that the public has a taste for attractive ensemble and is eager to 
achieve distinction that fine feminine footwear confers. 





Build More Solidly What is to be done to enjoy the fruits of labor in production and 
the Structure of distribution? In a sae of progress, we owe it to ourselves to 
Bhiciooss build more solidly the structure of business. ‘‘Remember, it takes 

one hundred years to grow an oak."’ Building a business is a prob- 
lem of good-will—repeat orders—customers that return again and again, satisfied with 
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eo} Principles of Business 


service, pleased with style and confident of sincere intentions. These are elements not ob- 
tainable with St. Vitus methods in shoe selection, with discord in stocks, and turmoil in 
distribution. A lasting profit comes in continued-customer-service. Drastic or untimely 
change of style brings about uneconomic stock duplication. 


A multitude of lines in a single grade makes for confusion, a lack of standards and, worst 
of all, a hodge-podge of stock, largely unsalable, not because of lack of style, quality or 
good taste, but because of lack of sufficient quantity of any one thing to carry through with 
service and with profit. 


Planned in The most satisfactory service can be rendered the ultimate customer 
Advance, Not Done >y 4 stability of policy, concentration of selection, and a close and 
ots teatales sympathetic relationship between manufacturer and merchant. 

Pp n assurance that the quality of shoes once established is perma- 
nent, not varied with the changing standards of different makers. 


In each grade the merchant would have a consistent variety of style—not a patchwork 
of design without form or consistency. 


In his contact with his own customers in his own store, he would enjoy the strength ot 
ea that would gain him the confidence of his public, because his business is a planned 
usiness, and not the creation of a series of impulses. 


And finally, he would have a rounded out, consistent stock, and manageable—because 
planned in advance to be manageable. 


In venturing these convictions in the character of a producer of fine feminine footwear, 
I am endeavoring to bring balance into business, through emphasis on certain fundamentals, 
that must be boldly and bluntly established, thus serving the entire membership of the 
National Boot and Shoe Manufacturers’ Association (of which I have the honor to be presi- 
dent) if both the retail and manufacturing branches of the industry are to be perpetuated on 
a sound, firm basis of operation. 





YY 


poy 
7” } / ; Partner 
John C. McKeon 


Laird Schober & Company 
Philadelphia, Pa. 


President National Boot and Shoe Manufacturers’ Association 


On October 25 read, 
The Art of Making Useful Things Beautiful. 
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What’s in 


your mind ? 


On this page a couple of weeks ago we told you “One 
thing is certain”? that you are sure of a mighty good 
profit this fall from dealing in ARCH RELIEF shoes, 
and asked you, who were not selling them, to get on the 
ARCH RELIEF band wagon where you are certain of a 
good steady profit, and that you couldn’t go wrong. 


Now what's in your mind ? 


Don’t you think your store needs a finely tailored line 
of real quality shoes that are perfect fitters that will 
bring your customers back again and again? These 
shoes will improve the business of the best of stores. 


If you want a real, sure, steady profit the year ’round 
you ought to connect with the ARCH RELIEF line. 


ARCH RELIEF dealers always experience an unusual 
sense of security and satisfaction from the year ’round 
profit in these shoes. But what about you, and your 
profit? Are you satisfied ? 


Drop us a line—we’ll give you particulars. 


The RILEY SHOE MFG. Co. 


COLUMBUS, OHIO. 
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HE name “CUSTOM” gives exactly the 
impression we wish you to have of this new 
Scherer color. 


CUSTOM TAN is only for shoes of the ultra 
type. 


Since it can be made only from the finest skins, 
it cannot be figured in medium-priced shoes. 


It is entirely different in color and finish, as will 
be readily appreciated by those who write us for 
a sample cutting. 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 


29 Spruce St., New York 


Factory at Newark, N. 7. 








(Colors of Absolute Fashion Authority 
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What Do You Do for Your Corns? 





We hope you’re not like the man 
who complained to his grocer 
that the Corn Syrup he bought 
didn’t do his corns a bit of good. 








WE want to prescribe for your children’s 


shoes 


COFFEE WILO 


a leather that makes children’s departments 
grow—because tt ts made particularly for 
children’s f cet. 


iy is more than a rugged wear leather, it is the best leather 
for growing feet because it is so soft and permits the 
feet to breathe. 


Be sure you get 


Our Sport Elk Colors No | ° what you order 
t . . 
Red, White, Blue, Green, ” eather s 50 if you specify 


Chocolate, Light Smoke, generally ideal for 
Log Cabin, Beige, Silver 
Gray, Dark Gray, Dark children’s shoes. 


Smoke, Cocoa, Pearl, 
Tangerine, Black, Olive. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of W ' ' Oo Leathers 
j 


—BRANCHES— 
10 Spruce Street, New York 308 Leather Trades Bidg., St. Louis, M¢ 
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STRAPS FOR EARLY FALL 


In Our Long Line of Novelty and Staple 
Footwear Carried in Stock You Will 
Find at all Times the “Correct 
Shoe for the Occasion.” 


Orders for These Numbers 
Will Be Shipped the Same 
Day as Received. 


No. 323—Price $4.65 No. 352—Price $4.50 
Bracken Suede Flossie with BY ALL MEANS LET Bracken Suede Flossie with 


Beaded Gore Front Strap—Full US MAIL YOU ONE OF Beaded Gore Front Strap, Military 
Spanish Louis Heel. Beacon Last, OUR CATALOGS OF aa = Heel, Boston Last, 


AA to C. 
CORRECTIVE FOOT- 


WEAR. 
Your Name on Our Mailing 
List Will Assure Your Receipt 


of Our Monthly Style Book. No. 358—Price $4.35 
i Kaffor Kid Cut-out Quarter Edna 
No. 398—Price $4.35 Two Strap—Military Wood Cov- 
Kaffor Kid Cut-out Quarter Edna ered Heel. Boston Last, AA to C. 


Two Strap—9/8 Wood Covered No. 356—Same Style in Black 
Heel—Belmont Last, AA to D. aR I cs cscnsencssens $4.50 


THOMSON-CROOKER SHOE COMPANY 


18-26 STATION STREET 


~BOSTON - - -  # MASS. 
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THE PRESTON B. KEITH SHOE COMPANY 
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Jimmy Larkin, long-distance salesman, stretched his well-shod 
feet into the club car aisle, wiggled his toes—and smiled happily. 


“Seem pleased with yourself, Jim,” remarked Bill Crowley. “Put 
over something big?”’ 


“Yes, by golly! Put over and put on/ Since I’ve worn these “VEN- 
TO” Shoes, I’ve felt as if I was shod with air! For five long trips I’ve 
forgotten I had feet—till I look at ’em.” 


“What did you call them?” asked Bill, memo book in hand. 


“VENTOS!” 


Re 
REFRESHING 


iT BREATHES 
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THE PRESTON B. KEITH SHOE COMPANY 


The Suffocated Foot 


Unquestionably, fresh air is nature’s most powerful remedy. 


Doctors are using it as never before. Cases of tuberculosis are cured by 
putting the patient in the fresh air for 24 hours a day. Severe burns are 
cured by merely exposing them to pure, fresh air. Factory efficiency is 
often jumped 100 per cent by proper ventilation. 


But, until the advent of VENTO, who has ever opened the window 
that the poor, suffocated foot of man might breathe? 


The VENTO Shoe, by a patented feature, marks the first successful 
method of bringing fresh, dry air into the shoe and expelling dead, moist 
air out of the shoe at every step. Automatically, it cures the foot and 
makes its wearer unaware that he has feet at all. 


For merchants who are awake to the coming harvest in Ventilated 
footwear—there’s an exclusive VENTO agency waiting. DO YOU 
WANT IT? 


The Preston B. Keith Shoe Company 


Brockton Campello Station Mass. 


Stock No. 1300 Stock No. 1200 
Kid Oxford, Sterling Last Gun Metal Oxford, Hague Last 


3 
REFRESHING 


IT BREATHES 
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| LITTLE JOURNEYS TO AND FROM FAMOUS PLACES | 





Bunker Hill 


Monument 








‘ pee Aa ES 























Bunker H ill Monument as seen from the deck of the Frigate Constitution in 
the Boston Navy Yard. This monument stands on the first battle ground of the Revolution. 
The first rubber heels which caused a revolution in shoemaking were made by us and called 
“Policemen’s Lifts.” They were the forerunners of our three well known brands—Bull Dog, 
the highest grade made, Vim, the chosen quality of a long list of leading shoe manufacturers, 
and Ever Grip, the popular priced heel which gives such wonderful service. 


| BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass.| 








The WALK-OVER INDUSTRY 


Quality for Half a Century 










1874—1924 
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The 
Walk-Over 
Club 

Campello, Mass. 














ee of the 50th An- 
>. Be 4 mpany in Campello, July 
1924, was the modern cluk yhouse ; presented by Geo. E. Keith 
and his associates to Walk-Over employees in 1914. 


Equipped with bowling alleys, assembly hall, game rooms, 
reading rooms, health clinic, rest rooms, baths, tennis courts, 
athletic field and running track, the Walk-Over Club is the 
centre of social activities for thousands of Walk-Over associates. 










Within the grounds there is a beautiful Memorial Bandstand 
presented to the club by the Walk-Over Dealers’ Association, 
in memory of Geo. E. Keith as a tribute of the faith and loyalty 
of Walk-Over stores throughout the world. 


Walk-Over Shoes, like the organization behind them, are 
thoroughly dependable and will build a high reputation for your 
store. 
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Shake Hands With Another New, Wide Awake 


lil k- Over 


TRADE MARK REG. U.S. PAT. OFF. 


That Will Make Quick Sales 


And Permanent Patrons 
for Your Store 





The 
LEGION 


Fox Quarter 
Oxford 


In fine light shade 
Tan Calfskin 


IN STOCK 
NO. 3635 


A good looking broad toe oxford with style features that are swagger 
and full of pep. Snappily dressed young men like it particularly well with 
their new loose fitting trousers. 

An order placed now will bring you quick returns both in cash profits 
and good will. 


Wholesale prices—make and stock—in scale with the principal retail prices 


$7.00 $8.50 $10.00 


Gero. E. KEITH COMPANY 
“Makers of WaAK-Over Shoes for Men and Women 
EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD OVER. 
CAMPELLO-BROCKTON, Massachusetts 
St. Louis, Missouri 
U.S.A. 
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AS it happened to you? 


Have you ever slipped your foot into a shoe 
that has not been worn recently to find that the box 
has become hard, the edges have curled under, and 
they cut the foot like knives? 


After the shoe has been worn for a few hours 
the heat and moisture of the foot may soften the box. 
But those are long painful hours. And when it hap- 
pens to one of your customers, he may think and say 
unpleasant things about you and your shoes. 


ARMSTRONG CORK COMPANY, 


Shoe Products Division, 


Why not eliminate this trouble at once and for 
all by specifying Armstrong Soft Box Toes in the 
shoes you sell? Made of cork, they cannot absorb 
moisture and consequently cannot become hard and 
brittle. ‘They retain their flexibility and comfort as 
long as the shoe lasts, and through any misuse to 
which it may be subjected. 


Eighty-five shoe manufacturers are now using the 
Armstrong Soft Box Tee. 


Lancaster, Pa. 


Armstrong 


Circle 


Cork Box Toe 
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Better Equipped than Ever 
To Serve the Trade 





: 


— = 


os 


No. 7772—Patent Opera Pump on 240 
last. Covered heel. 
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No. 7763—Patent One-strap on 218 
last. Covered heel. 





our more than seventy years of service to the trade 
on big volume, popular priced shoes, we have never been 
so well equipped to produce and distribute these shoes to 
the mutual profit of both wholesaler and retailer as at the 


present time. 
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We have put in new lasts and patterns that meet the up- 
to-the-minute appeal for style footwear. 


MRL LPR LLP LL ed Oe eee 


Our distributors can take care of you promptly on women’s 
McKays and welts to retail from $3.00 to $6.00. 
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Cushman-Hollis Company. 


FACTORIES AND HOME OFFICE ALBANY BUILDING 
AUBURN, ME. BOSTON 
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‘Representative Distributors 
of (ushman-Fl[ollis Shoes 


EASTERN DISTRIBUTORS 


C."A. Goopnow SHoeE Co........ Boston, Mass. 
Cuipman Harwoop Co Boston, Mass. 
Lane Bros. Co Boston, Mass. 
Parker Hoimes & Co Boston, Mass. 
GreENE-ANTHONY Co Providence, R. I. 
Ws. J. Kennepy Suoe Co., Inc., New York City 
C. A. Goopnow SHor Co New York City 
Merritt, Exriotr & Co New York City 
Powe.t & CampBELL Co New York City 
J. Weiss Suoe Co., Inc New York City 
Brav SHoe Co Philadelphia, Pa. 
DeCovu Bros. Co Philadelphia, Pa. 
Jantzen SHoe Co Philadelphia, Pa. 
Monroe Bros. & Co Philadelphia, Pa. 
Turner-Tompkins Suoe Co.. . Philadelphia, Pa. 
Wenstein & Suusin Co Philadelphia, Pa. 
AMERICAN WHOLESALE Corp... . Baltimore, Md. 
Battimore Suoe House, Inc. . . Baltimore, Md. 
Carroii, Apams & Co Baltimore, Md. 
ConHEN-ADLER SHOE Co Baltimore, Md. 
Dixon-Bart.etr & Co Baltimore, Md. 
S. Have Sons Baltimore, Md. 
R. Janporr & Co Baltimore, Md. 
D. Myers & Sons Baltimore, Md. 
H. Pretrzretper & Co Baltimore, Md. 
R. E. Tusman & Co Baltimore, Md. 
H. J. Lane Suoe Co Pittsburgh, Pa. 
D. Mussorr SHor Co Pittsburgh, Pa. 
W. H. Waker & Co............ Buffalo, N. Y. 


AUD FRUUPROU M PLeT eLP EL 


SOUTHERN DISTRIBUTORS 


Payne SHOE Co Charleston, W. Va. 
Norwe ci Cuamsers Co... .Huntington, W. Va. 
Lyncusurc SHoe Co Lynchburg, Va. 
Roserts & Hoce SHor Co... Richmond, Va. 
Branv Suoe Co., Inc Roanoke, Va. 
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FACTORY AND HOME OFFICE 
AUBURN, ME. 


Sx <9°-..*e> " - ; rT) Tr ToT) * ; ae 7 
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Griccs-Paxton Suoe Co., Inc... . Roanoke, Va 
Aucustus Wricut Co Petersburg, Va. 
StrENG SHOE Co Louisville, Ky. 
Mose Couen SHOE Co Nashville, Tenn. 
Murray-DiBreLt SHoe Co... . Nashville, Tenn. 
Pitts SHok Co..............Montgomery, Ala. 
M. C. Kiser Co Atlanta, Ga. 
J. K. Orr SHoe Co Atlanta, Ga. 
Wampo.p-Loes Snore Co....Montgomery, Ala. 
ApLER SHoe Co Savannah, Ga. 
Jotescu-Tuomas SHoe Co Dallas, Tex. 
I. KoHLMAN New Orleans, La. 
B. Rosenserc & Son New Orleans, La. 


MIDDLEWESTERN DISTRIBUTORS 


Wuitney-Rotx SHor Co Cleveland, Ohio 
Simmons Boot & SHor Co Toledo, Ohio 
Tue Raipx Arnswortx Co Detroit, Mich. 
Marks & St1x SHoe Co Cincinnati, Ohio 
Cuas. Mets SHoe Co Cincinnati, Ohio 
Crowper-Cooper Suoe Co., Indianapolis, Ind. 
GuTHMANN, CARPENTER & Co Chicago, IIl. 
Harper & KirscuTen Suoe Co... . Chicago, Ill. 
C. W. Marks SHoe Co Chicago, IIl. 
SmitH-WaALLAcE SHOE Co Chicago, Ill. 
STANWEAR SHOE Co Chicago, III. 
SAMUELS SHOE Co St. Louis, Mo. 
Bope-Larson Suoe Co., Inc..... Keokuk, Iowa 


FAR-WESTERN DISTRIBUTORS 


Zion’s Co-opeRATIVE MERCANTILE INSTITUTE 

Salt Lake City, Utah 
Joun Scowcrort & Sons Co Ogden, Utah 
Jarra Company Los Angeles, Cal. 
Stewart-Dawes Co Los Angeles ,Cal. 
Caun-NIcKELsBuRG Co.....San Francisco, Cal. 


Cushman-Hollis Company: 


ALBANY BUILDING 
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Made of Brown Kaffor Kid, Blucher, full 
lines, chrome fiexible retanned outsole, 
leather counter, leather top facing, padded 
tongue, spring heels. 


MFG. COMPANY, 


Milwaukee, 
Wisconsin. 











~in America’s Style Centers ~ 


Society's Shopping Centre. 
Miami, Florida. 














Sturdy Shoes—Sturdy Leather 


Shoes for juveniles undergo the critical inspection of shoe manu- 
facturer and shoe merchant because their sale depends upon the 
further critical inspection of the mothers of our young folk. Style 
or snappy pattern may appeal to the youngsters’ eye, but the mothers 
make quality and wear the prime consideration. 

We urge upon manufacturers of good children’s shoes the use of 
Kaffor Kid, because of its unexcelled features of sturdiness in wear 
plus smoothness of fine grain for style. 


Specify Kaffor Kid for your children’s shoes for three reasons: 


1.—Dressy appearance 
—makes selling easier. 


2.—Sturdy character 
—firmness of calf. 


3.—Non-scuffing 
—shoes thus give longer service. 


Keen shoe buyers will find Kaffor Kid in the leading lines of men’s, 
women’s and children’s footwear, in both fine and medium grades. 


: Write for booklet 
Write us for any “The Story of Leather” 
informaton desired. Sent gratis 

XK . 


_ The Ohio Leather Company : 


© bara Onto 
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Look for trade mark z 
Footwear Fashions 


SHORT VAMPS 
make the foot small 
and your sales large. 


The short vamp vogue is sweeping the country. Women are look- 
ing for stores that can show a variety of short vamp styles. Here 
are two of fall’s smartest—the Martha and the Cherry. They can 
be made to your order for quick delivery. 


THE MARTHA THE CHERRY 


One of the best styles of fali—it’s Study the sketch above—it tells 
simply sweeping the market. Patent more about the style of this popular 


leather, black and brown satin, . 
velvets, and light tan Russia calf. shoe then anything — could wink 
The voguish bow is in moire silk. Made up best in patent, light tan 


The Martha will simply walk out of and black Russia calf. Put in your 
your store. order early. 





Both the Martha and the Cherry are made over the popular 124 
McKay and 60 turn last, with 14-8 heel. Also, the 125 McKay 
and 65 turn last for 17-8 heels. 


JOHANSEN BROS. SHOE CO. 
ST. LOUIS, MO. 
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-DARBROOK§ 


REPRESENTED BY: 


W. A. Gallup —Cincinnati, Ohio 
T. F. Leary —Boston, Mass. 
Henley & McGaghey—St. Louis, Mo. 
G. Fitzgerald —New York, N. Y. 
D. J. Finn —Philadelphia, Pa. 
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THOUSAND words would fail to define STYLE 
—but one glance will prove its presence,—or its 


absence. 


No matter how attractive the pattern or how close to the 
mode, no satin shoe will have style unless this intangible and 
elusive quality is also present in the material of which it is 
made. 


@ 


DARBROOK SHOE SATINS have style. By their finish, 
their lustre, their depth of color, and the harmonious blending 
of all of these characteristics, they make possible the full de- 
velopment of artistic craftsmanship that is embodied in the 
word—STYLE. 


SHOE SATINS 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 
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ANOTHER RAMSEY SUCCESS! 
Ramsey Flexibles for Kiddies 


THE APPEARANCE AND FINISH OF HIGH PRICED SHOES AT THE COST OF LOW PRICED STITCHDOWNS 


Compare These Flexibles with Those Made 
in Any Stitchdown Factory in the U. S. 


ALL MADE IN OUR NEW KID’S-FOOT LASTS 


ALL WITH RE-TANNED FLEXIBLE SOLES 


Sizes 8)4-11 are made by Ramsey’s double stitch process and carry an outside spring rubber heel. 


BAL LACE, UNLINED 2-5 5%-8 8%-Il 











4436—Nut Brown Spring Calf................... $ .90 $1.00 $1.35 
4437—Black Sprimg Calf..... 2.2... cece cccess 90 1.00 = 1.35 
_ . ~~ <5 ere een oe 90 1.00 1.35 
ee ee 95 105 1.40 
4423—Sinton Red Spring Calf.................... 95 105 1.40 
I, Sos s,s os vette navesabeheaes ee 100 1.15 1.45 
cs cccpeecdaccseetdue sont 100 1.15 1.45 
Ce nee ae 1.00 1.15 1.45 
BAL LACE, UNLINED 4425—Brown Lotus Upper CORED EO RE OSCE Ke ee Se EES 1.00 1.15 1.45 
4429—Patent Leather (illustrated)................ 1.10 1.25 1.55 
BLUCHER, UNLINED 
4523—Sinton Red Spring Calf................... $ .95 $1.05 $1.40 
SI bi cis wis boc se bk ase ubuw be cone 105 1.20 41.50 
BLUCHER, LINED 
9724—-Oxblood Lotus Upper....................- $1.20 $1.35 $1.65 
9725—Brown Lotus Upper.....................-. 1.20 1.35 8§=61.65 
9728—Biack Lotus Upper.....................06. 1.20 1.35 1.65 
9738—White Spring Calf......................... 1.20 1.35 1.65 
re 1.20 1.35 1.65 
9729—Patent Leather (illustrated)................. 1.30 1.45 = 1.75 





BLUCHER, LINED 
FANCY TRIMMED BLUCHERS, UNLINED 


4586— Nut Brown, Spring Calf, Smoked Elk Trim..$1.00 $1.15 $1.45 
4587—Black Spring Calf Patent Trim.............. 100 1.15 1.45 
4582—-Grass Green Spring Calf, Patent Trim.......1.05 1.20 1.50 
4590—Dark Gray, Spring Calf, Patent Trim........ 105 1.20 1.50 
4583—Sinton Red, Spring Calf, Patent Trim. ...... 1.05 1.20 1.50 


FANCY TRIMMED, LINED BLUCHERS 





9799—Dark Gray, Spring Calf, Patent Trim (illus.) $1.35 $1.50 $1.75 
9785—Brown Lotus, Smoked Elk Trim............ 135 1.50 1.75 
9784—Oxblood Lotus, Brown Trim................ 1.35 150 1.75 
FANCY TRIM LINED BLUCHER 9798—White Spring Calf, Patent Trim............. 1.35 1.50 41.75 


RAMSEYS, 347 Rider Avenue, Bronx, N.Y. 














Sei 





S! 
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2-11 
51.35 
1.35 
1.35 
1.40 
1.40 
1.45 
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WHEN you select PARAMOUNT 
for your standard, you are placing 
behind you a leather that has set 
the pace in patent leather devel- 
opment for more than thirty years. 


THAYER - FOSS COMPANY 


Leathers of Merit 
BOSTON - - - MASS. 


aramount 


THE SUPERLATIVE PATENT LEATHER 
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Davies Kicks for Kids 


Here are trade “Getters” and trade “Builders” for any merchant who wants better 
values at sensible prices. 





Davies “‘Kicks for Kids” are sturdy shoes—made to stand the hard wear and tear of 
healthy kids. They are made right, of the best leathers, over right lasts. 


If you sell the boy’s trade you know how hard it is to get shoes that stand the rub. These 
will do it. There’ll be no “kicks” in Davies “Kicks for Kids.” 


Write for samples or salesman 


Davies Shoe Manufacturing Co. 


Racine, Wisconsin 












The Junior Soldier 
The Pal Style No. 2900 Style No. 757 


Style No. 756 Boy’s Heavy Army Dull Grain Tan Boy’s Mahogany Veal Blucher, Heavy 
. Fox Blucher, Double Strength Tips, Oak Out-Sole, Grain Leather Inner- 
Boy’s Mahogany Veal Bal, Durable Soft Toe Army Style, One-Half Rub- Sole, One-Half Rubber Heel. 

Oak Out-Sole, Grain Leather Inner- 


The Buddy 


ber Heel, Strong Oak Out-Sole, Grain This strong shoe will stand the scuf- 

Sole, One-Half Rubber Heel. _ Leather eet fingand kicking of the youth. It appeals 

This boy’s shoe is handsome in style Some of our customers call this shoe © boys because it is good-looking and 

and dependable in oy “The Never-Wear-Out.” to parents because of its extra durable 

Width in Stock, D. Width in Stock, D. wearing qualities. Width in Stock, D. 

Price—2% to 544... 2... ee eee $2.75 Price—Boy’s2%to5%......... $2.75 Price—Boy’s 2% to 5\%........ -$2.75 
Youth’s in this style 124 to 2... 2.50 Youth’s No. 3000, 12%to2...... 2.50 Youth’s No. ar Dif es _ ee . 

(856) Little Gent’s No. 3100, 9 to 12.. 2.25 


Little Gent’s No. 957, 9 to 12... 2.25 


—s No. 757 
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STYLE 


is as much HOW shoes are worn as 
the shoes themselves. 


| 
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Sell your customer the most attractive shoe in 
the store and it’s “loves labor lost” if she has 
the leg of a “peasant.” 


It takes a “patrician” ankle to make style shoes 
look stylish. 
“Peasant” legs can be corrected by the use 


of the 
“Ye Olde Tyme Comfort Ankle Saver Boot’’ 


This boot is especially designed for that purpose. 
Sell it to your customer as a corrective device. 


The corrective feature is the wide non-stretch 
bandage built into the lining. The bandage is 
at the same time soft and flexible and will not 
chafe or hurt the ankle. 

The. boot is made with an under measure ankle 
and top so that when first put_on there is an 
extra Lal opening in front. This allows for 
closer lacing as the size of the ankle reduces 


from day to day. 


STYLE ist It is made from genuine black “VICI KID"; 
ps, 8 inch height; imitation tip; 12-8 advertised 
n -9A, 344-9B, 

24-9C, D & E. rubber heel. 


IN STOCK $4.40 ORDER TODAY 


LUNN & SWEET, Inc. Auburn, Maine 
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A Style that means No Stock 
at the End of the Season 


LASS PATTERN LEADS 


in Prettiness, Fit and Price 
Made in BLACK SATIN with SUEDE TRIM and ALL PATENT 


No. B-888—Black Satin, 15/8 Spanish Full Louis Heel. 
No. B-889—Black Satin, 12/8 Cuban Heel. 

No. B-890—Black Satin, 9/8 Flat Heel. 

No. B-273—All Patent, 12/8 Cuban Heel. 

No. B-274—All Patent, 9/8 Flat Heel. 


IN STOCK 


There is a HANNAHSONS DISTRIBUTOR in your Section carrying this Wonder Style. 
Write us if you do not know his name. 


ANNAHSON 


HAVERHILL, MASS. 
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Satin Footwear 
Better than Ever 


Satin is firmly entrenched as a 
leading material for women’s shoes. 
It is the smart thing for street shoes 
as well as evening and boudoir slip- | ree A ny Tg 
pers. 


Skinner's 
Shoe Satin 


has been the biggest single factor in bring- 
ing about the popularity of satin shoes. Its 
use has demonstrated how serviceable 
satin footwear can be made. 


“Look for the Name in the Seloage’”’ 


WM. SKINNER & SON 


New York Chicago Boston Philadelphia 
Millis, Holyoke, Mass. Established 1848 





One-strap dress shoe 
of Skinner's Shoe 
Satin. 


Skinner’s Shoe Satins are 36 inches 
wide and supplied in four different 
qualities to meet all the require- 
ments of the trade. 





‘*LOeOtt FOR TFtHE NAME FN: THE SELVAGE?” 
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A Sure Seller for Fall 


ONE EVERY YOUNG FELLOW 
WILL WANT ON SIGHT 


EBER UNION MADE SHOES 

are not made merely to look well 
in the window. Customers find that they 
render a service on the feet, that out- 
shines their good looks. 


To Retail at $5.00—$7.50 No. 828 
Tan yo Calf 


113 Foxed 
Weber Bros. Shoe Co. Kigiortas 
Overwei Sole 
NORTH ADAMS, MASS. Rubbee heel 
New York Office: 1328 Broadway, Marbridge Bldg. Price, $5. 
H. Harris, Rep. 














Have the 


Call! wl Ahem 


4 tol 

11% to2 D&E 2. 

2%to7 D 2.75 
TAN ELKO OXFORD SHIELD TIP 


And We Have the eax on sn 


isses 6200 as bag 


G. G. to D ’ 
Oxfords! In Stock * “su cur. wm 2 TOI 
THE NEW LENOX WELT Waiting Your Childs au i's uu 


Made in patent leather vamp with dull quarter. 
patent leather and in all tan calf. 4 G. G. 


Orders! 


wile eee 


Also carried in stock in oxford. 10 cents 
per pair less 


ss EI as EH Le 


For 


| Weimer, Wright and Watkin Co. 9 “®WNS3 
39 S. Second Street, Philadelphia ; CHILDREN 


ns 


ee 
> ae 
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Don’t Grope 
in the Dark 


HE dealer who feels his way forward a 
step at a time—-sizing in with the small- 
est possible order—may be playing a very 
dangerous game. 
In times of uncertain trade conditions, what 
lines feel the first nip of the frost of public 
indifference? Invariably it is in unbranded goods. 








Wise, indeed, is the dealer who goes slow in buying 
goods of uncertain character, or those that have not 






vd won the public confidence. 
= But have you noticed how loyally the buying public 





stands by goods of known and proven value? A line such 
as Daniel Green Comfy Slippers, where value has been 
established by long years of keeping faith with the pub- 
lic, scarcely feels the fluctuations that prove so danger- 
ous to lesser-known goods. 








The millions who have bought Daniel Green Comfy 
Slippers year after year, are not easily diverted from the 
good opinion that lies behind years of satisfactory ex- 
perience. Long ago these millions learned to put value 
above mere price. Today this good-will we have so 
patiently built up through years of earnest striving and 
fair dealing, is our insurance, and the insurance of every 
Daniel Green dealer, against any slackening demand. 
Don’t grope in the dark. Check up today with your sales 
people and see how many sales you are losing on Daniel 
Green Comfy Slippers, because you are out of sizes. 
Daniel Green Dealers are ordering now for their fall 
requirements because they know Daniel Green prices 
will not change. Let us hear from you. 
















Have you received your copy 
of the 1924 Green Book, recent- 


chentising exten fr the DANIEL GREEN FELT SHOE CO. 


dealer who wants to sell more 
Daniel Green Comfy Slippers. General Offices: DOLGEVILLE, NEW YORK 
















= Sales Offices 
116 East 13th Street 10 High Street 


New York City Boston, Mass. 
189 West Madison Street 


Chicago, Ill. 






‘(Q)Dani el Green) 


/Comfy/ Daniel Green 
ieee. Comfy Slippers 
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5882Y—Tan Doe Button, 
hrome 


5882Z—Same D, 3-5, $1.65 
seteY—Same in in Biucher, 


$1.85 
D, 3-5 $1.65 


weounreenrveeeer 





5837X—Patent ~'L eajther 
Boot with Arrow Cutout on 
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An actual photograph of a pair of Little Gem 
boots, size four, worn 54% months. They ‘were 
outgrown, but not worn out. This is not singular; 
it is generally the case. 


Ws Wi 3 


Out-grown—Not Worn Out 


Dealers that are awake to the demands of mothers 

for shoes that will really wear and stand the hard 

knocks, know that a shoe that will be outgrown be- 

fore it is worn out is the shoe to buy. The Little 

Gem Shoe for Children made by Rice & Hutchins adie 
is constructed in a manner to give satisfaction and i 
economy to purchasers; and the necessary com- 
fort to wearers. The soles are light and flexible and 
there are no nails usedin their construction. The 
patterns are stylishly attractive. 


WW SW STW SW ed NS SY 


WWW 7S 


$1.85 


NO) NO) \O)' 


Also makers of the famous Educator Shoe 
for the Entire Family 


RICE & HUTCHINS 


[INCORPORATED 


13 HIGH STREET BOSTON, U. S. A. 


5884Y—Patent Colt Blu- 
cher Flexible Chrome Sole, 
bis} Toe, § 

5 


WOOP) O09 


DISTRIBUTING BRANCHES: 


Rice & Hutchins Atlanta Co. Rice & Hutchins New York Co. 
Rice & Hutchins Baltimore Co. Rice & Hutchins St. Louis Shoe Co. 
Rice & Hutchins Chicago Co. Atlas Shoe Co., Boston, eae 
Rice & Hutchins Cleveland Co. Jos. I. Meany & Co., Inc., Phila., 
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CHAMBER OF COMMERCE OF THE UNITED STATES 
DOMESTIC DISTRIBUTION DE 


RETAIL EXPENDITURES PER CAPITA 1918 TO 1923. 











1919 1920 








I92l 1922 (923 








Population’s Purchasing Power 


r 4HE development of “the bud- 
get” as a means of translating 
theory into practice has here- 

tofore been little used in the shoe 

industry, but the present offers excellent opportunity 
for the merchant in determining his anticipated vol- 
ume of business. There is undoubtedly a lot of 

“unconscious” budgeting being done, but it is of an 

approximate character. The budget of an entire indus- 

try, or of a community is quite as important as that 
of a small store. There should be more rigid study of 
facts and less of guess-work in anticipating what 
volume of business can be obtained out of a town or 
locality. One merchant in the middle west went so far 
as to check up the possible number of 4B feet in his 
community and found that with 146 pairs on the 
shelves, the normal consumer capacity in his town 
would make that amount last three years. Needless 


Census Figures Which Will 
Show Whether You Are Get- 
ting Your Share 


to say, he bought no more 4B’s. 
There are in this country 112,- 
000,000 people. One-half of this 
number, about 53 per cent, live in 
towns under 5,000 population and in rural districts. 
In 1920, 41,614,248 people were engaged in gainful 
occupations. Of these, according to the income tax 
figures, only 7,259,944 made more than $1,000 per 
year. Therefore, 34,354,304 people have only $1,000 or 
less with which to satisfy their needs during the year. 
Thus, only 17.5 per cent of those engaged in gainful 
occupations can afford to buy specialties and superior 
products, while 82.5 per cent must confine most of 
their purchases to the basic necessities. As income 
decreases, standards of living are lowered and long 
service in footwear is more to be desired than variety 
and smartness, although it is true that 
many who can least afford shoe luxuries find a 








36 


way to get them through sacrificing some other neces- 


sify,.. 


What the Big Cities Show 
Executives, bankers, brokers, salesmen—high sal- 
aried men of all types, are gathered in all of the larger 
cities; so also are the highly paid mechanics in varied 
industries. But, great masses of wage-earners with 
more limited incomes are scattered throughout the 
length and breadth 
of the land in thou- 
sands of towns and 

villages. 


VOLUME OF BUSINESS 
(Based on figures collected by 
and on the Populati 
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entire market communities of the country divided by 
community sizes as well as by yearly income. 

For all practical, purposes, the charts shown here- 
with are indicative of the consuming population and 
its expenditures. Under the classification of “clothing” 
a clear picture is procurable of the financial capacity 
of the population in the purchase of all articles of 
apparel. If the merchant is able to strike an average 
proportionate of 
that amount spent 
in footwear and 
hosiery, he is in a 
position to gauge 





A study of popu- 
lation figures shows 


the _ proportionate 





that 9.6 per cent of 
the population is in 


demand for footwear 
by selecting from 
among those persons 





three cities with a 
population well above 
the million mark 
each. Five and nine- 
tenths per cent of 
the total is in nine 
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Re 


engaged in gainful 
occupations, the par- 
ticular class or 
classes who are like- 
ly to be interested in 
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his store. 





cities with a popula- 
tion of 500,000 to 
1,000,000; 10.5 per 
cent in 56 places 





How Much for 
Clothing ? 








with a population of . 
100,000 to 500,000; 
5 per cent in 76 
places of 50,000 to 
100,000; 48 per 
cent in 143 places, 


Native Born 
Foreign Born 


The actual figures 
for these estimates 
were taken from the 
census by the Do- 
mestic Distribution 
Department of the 
Chamber of Com- 


ieee 
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numbering 25,000 to 





50,000; 6.6 per cent 
in 459 places num- 
bering 10,000 to 
25,000; 4.7 per cent 
of the total in 721 





merce of the United 
States and it is 
through Alvan E. 
Dodd, manager of 
thatdepartment, that 
we are able to use 
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places between 5,000 





and 10,000; with 
the immense pro- 
portion of 52.9 per 
cent of the total 


im 
F 
ed 3 

al 


rtation 





these charts. The 
completed book gives 
figures and facts re- 
lating to 31 centers 


bas 


i 


H EF 
if 








Professional Service 
Public Service 
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population of the 


of distribution for 





Agriculture 
[Extraction of Minerals 
Total 


United States in 
communities to the 


ih 











*MUMBER OF DEALERS- Retail 
*Omers, Managers ani Superintendents 


11 616 


Tholessle 55012 166 | eStablishing sales 


quotas. 
The estimated 








number of 14,245 
with populations of 
5,000 or under. You 
get by this survey, 
some relative idea of the nation broken up into buying 
units. Similar record was made by us showing persons 
occupying various strata of purchasing power and 
their relative market importance. 

We have made this compilation from a study of the 
1920 national income census. Three thousand, six hun- 
dred and forty-nine persons made over $100,000 each; 
12,093, from $50,000 to $100,000; 36,548, from $25,000 
to $50,000; 171,830, from $10,000 to $25,000; 455,442, 
from $5,000 to $10,000, and 6,578,382, $1,000 to $5,000. 
The great big bulk of purchasing power in necessities 
comes in the 34,354,304 persons gainfully occupied but 
with incomes less than $1,000. 

These figures give an accurate conception of the 


19 


How the people of Cleveland, Ohio, have budgeted their expen- 
ditures. Also an analysis of the population itself. 


yearly expenditures 
for clothing by the 
average family has 
been made the basis of a compilation from figures fur- 
nished by the Bureau of Labor Statistics, starting 
with the average number of persons per family as 4.9. 
Male members of a family averaged in 1918 for outer 
clothing, $57.68, and in 1923, $57.13. For under cloth- 
ing, which would include socks, cotton, wool and silk, 
in 1918, $16.95; in 192%, $16.79; for shoes and rub- 
bers, $24.97 in 1918, and $24.73 in 1923. These are the 
three major expenditures but the tabulation also indi- 
cates gloves, collars, jewelry, bolts, garters, etc. The 
total average expenditure per male member of the 
family in 1918 was $113.24 with the 1923 figures at 
$112.16. 
(Continued on page 39) 
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Nashville Merchants Reap Big Reward 


from. Co-operation . 


They Borrow An Idea from the Hat Manufacturers, Hold a 
Fall Opening and Achieve Big Sales Increase 


HE 1924 fall footwear 

opening in Nashville, 

which was held Thurs- 

day, September 11, was, in 

the opinion of the merchants 

participating, a great suc- 
cess. 

Three contributing fac- 
tors to this success were the 
banquet to the employees 
given by the shoe dealers on 
the Tuesday before the open- 
ing, the advertisements car- 
ried in the local papers, and 
the window decorations 
showing the new fall styles 
in footwear. Other propitious 
elements were the weather, 
which was cool for this cli- 


For years the BOOT AND SHOE RECORDER 

has stressed the value of co-operation. 
We have even gone so far as to say that 
almost nothing in the way of retail 
merchandising development is impossible 
provided merchants work together to ac- 
complish it. Hat manufacturers sell felts in 
September and straws in May. Men’s cloth- 
ing manufacturers sell knickerbockers in 
the spring to men who don’t know the dif- 
ference between a brassie and a caddy. 
Sugar refiners sell sugar by the ton to 
women whom they have educated to put up 
preserves. What is the shoe industry doing? 
Here’s a start. Let’s follow it up—Ed. Note. 


address of welcome. Em- 
ployers and employees of 18 
shoe stores of the city were 
present. 


Special Window Trims 


Windows of the retail 
shoe stores showed much 
thought and care in the way 
in which they were dec- 
orated. Bell’s Booterie, on 
Church street, had a large 
white card with the lines, 
“Just a few of our early fall 
styles,” placed in the win- 
dow. Besides the concealed 
lights, which are the regular 
manner of lighting the win- 
dows, in each window stood 


mate and made the wearing 


a tall electric standing lamp, 


of white shes inapproprita —_—_—_—_—_— so with a rose and blue shade, 


and the fact that many peo- 
ple prefer to do their shopping on the week before the 
State Fair, which is from September 15 to 20. 


Full Pages in Newspapers 


On the afternoon of September 10, both afternoon 
papers carried a full-page advertisment, with the 
streamer headline, “Fall Footwear Opening, Autumn 
Brings Many New Styles.” Advertisements of the 
different firms, 11 in one paper and 14 in the other, 
and the shoes especially featured by each store, were 
on this page. A center advertisement of the firms par- 
ticipating, was a list of the merchants, headed with 
an invitation to visit their stores and to inspect the 
new stock. The morning paper also carried an adver- 
tisement and a news story of the day’s being set aside 
as fall footwear day. 

The banquet, which is a semiannual affair, was 
given at the Chamber of Commerce on Tuesday, Sep- 
tember 9. This was the fourth get-together banquet 
held by the retail shoe merchants of the city. The 
Nashville Retail Shoe Dealers’ Association sponsors 
these banquets, but every shoe dealer in the city is 
invited to attend and the association is working 
towards a 100 per cent attendance. The feature of 
the banquet was a talk on “The Golden Rule as Applied 
to Business,” by W. R. Manier, Jr., a local attorney. 
Mr. Manier discussed the relationship between em- 
ployer and employee; between employer and manu- 
facturer; between eompetitors; and between the store 
and the public. 

John P. Bell, president of the association, made the 


which gave a mellow glow. 
The central pair of slippers was of gold, which stood 
on a small brocaded black stool. Behind the gold 
slippers, was displayed a large red ostrich fan. Near by 
were large square gold buckles, and a pair of gold 
hose. A long gilt mirror added to the daintiness of 
each window. The other window featured silver slip- 
pers, in front of a black ostrich fan, and black patent 
leather and satin slippers were placed at intervals 
through the window. 


Autumn Foliage in One Window 

Meadors’, one of the oldest retail shoe stores in the 
city, in its two windows made use of the autumnal 
colors. Sprays of colored leaves stood behind the shoes 
displayed. Hose of matching or contrasting colors were 
placed behind each pair of women’s shoes. One win- 
dow was devoted to the showing of men’s and boys’ 
footwear. 

The Endicott-Johnson Shoe Company, which has 
a long entrance, and large windows, very effectively 
used cards painted with quail and autumn leaves. 
Purple and deep red plush draperies added to the 
wintry effect. 

The All-America Shoe Store carried a small price 
mark on each pair of shoes, and had cards in the 
window announcing the formal fall opening, and 
asked the pertinent question, “How do your shoes 
look?” A window given over to men’s shoes, had all 
tan and browns, except a black pair on each side of 
the large card which was in the center. 

Kuhn, Cooper and Geary Shoe Company used autumn 

(Continued ‘on page 39) 
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“Mrs. Jones Says—” 


Three Words That May Become Priceless in Shoe 
Advertising 





ONG years ago when ad- 

vertising was in its youth 

the patent medicine 
manufacturer started to talk 
about people’s troubles and 
found that it worked. He 
demonstrated that those with a 
lame back were interested in 
lame backs. Then he found that 
better than claims were en- 
dorsements, so the stories of 





follows. Word-of-mouth adver- 
tising is conceded to be the best 
kind though it is too slow to do 
a great amount of good in a 
little time, but the testimonial 
comes along and gives it a burst 
of speed that’s amazing. 

Any merchant who wants to 


g didnt see another . can make the testimonial do a 


pair like them!” 


year’s work as the basis of his 





advertising. There is no better 








marvelous recoveries were told. 





way of working up outside in- 





It is paradoxical to say that 





terest in a store. It will provide 





the very efficiency of the testi- 





material for window trims, for 





monial proved its undoing. In 





interior display, for answering 





the hands of men who were in- 
clined to let their enthusiasm 
outrun strict truthfulness the 
testimonial was led into dark 
and devious ways. It influenced 
folks beyond the power of the 
actual product it served to 
make good. And yet today the 
testimonial is just as cogent an 
agent as ever. Today you see 








BLANK SHOES 
ADDREVYY 


every objection to any single 
style or type of shoe; it will 
serve to explain the fairness 
of a store’s methods of han- 
ding complaints. 


What Does This Copy for Speci- 
mens Suggest to You? 


In the advertisement with 
title, “I Didn’t See Another 








the testimonial used in fire-arm 
and fried-cake advertising. The biggest electric com- 
pany uses it; a refrigerator company does, and the 
beauty culture advertiser cannot get along without it. 
Even the correspondence schools, numbered among the 
most successful advertisers, and the automobile com- 
panies, use the testimonial. 


The Testimonial in the Shoe Business 


The testimonial as used seems not to be restricted 
to any single product. Its value can be estimated in 
direct ratio to the importance of the product, and shoes 
are vastly important in their range of usefulness. 
Shoes can be made of almost any kind of leather; the 
quality fluctuates to such an extent that though two 
shoes may look exactly alike to the ordinary observer 
there may be twice the amount of wear in one that 
there is in another. The testimonial tells this story; 
marks this difference in shoes better than any other 
single agency. 

A type of shoe correctional in nature, for example, 
can best be popularized by the testimonial. The matter 
of loyalty of customers that have traded at a shoe store 
for years may be used to promote this loyalty in 
others. The confidence of one person is easily trans- 
mitted to another through the testimonial. 


A Few Examples 


There isn’t a thing that you. can say about your 
store that someone else cannot say with twice the 
effect. It is an opinion of a store that, held by one, is 
worth consideration by others, and that is what usually 


Pair Like Them,” the copy 
should run something like this. The woman who bought 
the shoes is doing the talking: 

“TI got the meaning of ‘exclusive’ the other night at 
the —————- Ball. 

“T’ve been told so often that your store really spe- 
cializes in selected models, but it has been a long while 
since I got the thrill of being so very different. The 
soft lights, music, pleasant company—everything, 
seems to transport one, and if your costume measures 
up to the high standards you set for yourself under 
those circumstances you have a perfect time. 

“And then, feet get so much attention in a ballroom. 
The shoes you wear can make them ‘draggy’ or ‘peppy.’ 
I shall tell all my friends about your shop for I feel 
your shoes have some qualities that are hard to find 
in shoes.” 


Bringing the Window and Ad Together 

A selected list of costumers who have bought your 
shoes regularly for some time will answer a letter 
written asking them why they have bought your shoes 
and what qualities they consider most important in a 
shoe, and how well your shoes meet their requirements. 

When you get as many as you feel you would care 
to display in-a window take the most important sen- 
tence in each letter and have it painted on a display 
card and attach it to the letter in some way. Perhaps 
a statement like “I have traded with you for years 
without a single bit of dissatisfaction” would be in 
the letter and this could be increased in size on a card. 
This might aptly be called, “Old Customers’ Window.” 
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In the advertisement headed, “The Most Surpris- 
ing Shoes” run copy like this: 

“I always thought my feet were hard to fit, but you 
fitted them simply enough . . . and so perfectly. 

“They are surprising shoes. I started right in dread- 
ing to have to ‘break them in’ and I found I didn’t 
have to. I wondered how they’d feel when my feet 
began to swell at the end of the day, but my feet don’t 
seem to swell in them. 

“If anyone is ever in doubt about your shoes send 
them to me. I know now that a person can wear most 
anything if it is made right and fitted right.” 


The “Gold” Advertisement 
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$115.68 in 1918, and $114.59 in 1923. Inasmuch as 
these averages are based on pretty reliable figures, 
there are indications that the average family spent 
nearly as much for clothing in 1923 as it did at 
the height of war prosperity. Bringing in unclassified 
items of a clothing nature, the total family expendi- 
ture in 1918 on the national average is $237.60 and in 
1923, $235.35. 


How to Use These Figures 


The value of these figures and these charts is in 
serving as a guide to a similar compilation in your 
community, be it large or small. 
When a merchant in a town can 





In a merchant’s town there 
are men whose opinions mean 
something. This plan has been 
tried by other merchants and 
it worked well. Ask one of these 
men what he thinks of the im- 
portance of good clothes, or ask 
them all and plan for a series 
of talks. Publish the photo- 
graph of the man giving the 
talk if he will give permission 
and also be sure to get his per- 
mission to publish what he 
says. 


“St 
e most surprising shoes —~ 


average $5.00 in sales per per- 
son of population in a year 
such as 1918 and he finds out 
by this sort of study that his 
figures are better than those of 
1923 based on present popula- 
tion, he certainly has made the 
most of his opportunity. 
Making a survey of your 
own community gives you a 
better knowledge of your own 
market and makes possible the 
more effective application of 
sales effort. It is possible for a 





small town to ascertain its sales 





The testimonial will work for 








figures and to divide that total 





you if you let it. 











by the total population to learn 








the retail purchases per capita. 











Population’s Purchas- 


| These figures are approximate 











ing Power 


at the best, but if used over a 








number of years indicate clear- 





(Continued from page 36) 





How Women Spend Money 
On the feminine side the 





BLANK SHOE STORE 


ly the rise and fall of retail 
purchases and may perhaps in- 
dicate reasons therefor and 








family expenditures are ex- 
tremely interesting. For hats 
in 1918, $8.14 was spent with 
$8.07 in 1923. Suits, waists, 
blouses and outer garments, 





Worth ils weight 
in gold~ a shoe 


point the way to a solution of 
the problem. 





Nashville Merchants 





Reap Big Reward 





$31.86 in 1918, as against 





(Continued from page 37) 








$31.56 in 1923. Coats and 








cloaks and sweaters, $14.64 in 


leaves and purple and cerise 








velvet for brightening up its 





1918, and $14.50 in 1923. Un- 
derwear and stockings of silk, 
cotton and wool came to the 
figure of $20.66 in 1918, and 
$20.46 in 1923. 

What the women spent for 
footwear in the average family 
(and remember this figure in- 
cludes female children) is 
$21.84 in 1918, and $21.63 in 
1923. Shoes occupy a very 
prominent place in relation to 
other major garments in wom- 
en’s expenditures. The other 
items, such as gloves, umbrel- 


BLANK SHOES 


windows. Cards announced the 
fall opening. Practicaliy all of 
the retail shoe firms carried 
cards announcing the opening 
and had on display the newest 
stock. 

The association feels that 
the day was more successful 
than they had anticipated, and 
that fall opening day for shoes 
is on the way to becoming as 
well known as the day which 
sounds the knell for straw hats. 











las, hand bags, jewelry, help to 
make up the total average 
expenditure per family of 





(The editor of the RECORDER 





would like to hear of other, 
similar co-operative efforts.) 
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‘Sheltering’ Tax Burdens 


S a matter of practical experience, business 
men should devote much of their attention 
the next year to the subject of increased municipal 
and state taxation. These are showing an alarm- 
ing rate of increase the country over. It falls to 
business men to restrain and conserve expenditure 
by municipal, county and state authorities. Waste 
and extravagance in public expenditure are a bur- 
den on the whole community. 

We are now in the midst of a politician’s para- 
dise, where wild promises are made, always depen- 
dent upon dipping into the public purse for their 
completion. These political promises made are 
backed by a short-sighted voting population 
and as a result, we are seeing a local and state tax 
system develop to such a stage that it will be doing 
precisely what was predicted over one hundred 














years ago in the statement “the power to tax is 
the power to destroy.” 

It is never advisable to be penurious, but it can 
be insisted that expenditure be reasonable, that 
money shall buy a fair quantity by the labor and 
commodity value and that real necessities rather 
than ornamental city and state buildings be first 
considered. Taxes spent for good streets and roads 
have their direct, profitable return in economy of 
local transportation and in cleanliness. Good water 
supply and adequate sewerage conserve the public 
health. Good school buildings, recreation parks, 
etc., all are essential, but new monumental and 
costly cut-stone court houses can wait a long time 
without damage to the community. 

We are taking it for granted that shoe mer- 
chants are sufficiently interested in the general 
subject of how the public money is raised to have 
a corresponding interest in the details of how 
money is spent, and now we come to a very signif- 
icant part of the subject of taxation. The best 
term that we can apply to it is the increasing 
cost of “sheltered industries.” We see firemen, 
policemen, city and state employees, school 
teachers, male and female, postal clerks and every 
eleventh wage earner, enjoying a protected in- 
come. 

In business, when times are bad, wages must 
fluctuate because everything depends upon in- 
come received. This income is influenced largely 
by national conditions of prosperity and the rate 
of activity of the people in individual factories, 
stores and businesses. 

Not so in the sheltered industries. The clerk in 
city hall, the firemen, and the jailor, enjoy a fixed 
52-week wage and in the past ten years, have in 
most cases received substantial increases. Just for 
example, consider the mail carrier. He is calling for 
an increase of approximately one-hundred-million 
dollars in salary and represents but 9 per cent of 
the personnel of the entire postal service. You will 
find in many small and average communities that 
the postal worker is today one of the best-paid 
citizens. In many communities he gets more net 
wage than any man running a store in that town- 
ship. Salaries range from $1400.00 up. The aver- 
age post office clerk’s salary is $1,700.51; the rail- 
road postal clerk has an average salary of 
$2,107.00; the rural letter carrier receives an 
average salary of $1,849.52; the city delivery car- 
rier gets $1,752.83. The postal employees have 
received three increases in salaries in the past 
four years. They are the highest paid workers in 
the government service, receiving at the present 
time salaries higher than those paid other em- 
ployees in various other parts of the government. 

We are not particularly pointing out the postal 
service, but the figures are available thereon and 
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can be paralleled in many of the sheltered indus- 
tries such as firemen, policemen and city, county 
and state clerks, municipal, street railroad sys- 
tems and public utility organizations. Whether 
business is good or bad, these higher salaries will 
be paid because the public purse can always be 
filled by some method of taxation. If you want to 
see an amazing group of statistics, get from the 
Department of Commerce, the financial statistics 
of states. The debt of taxation systems developed 
in 48 states makes the national debt of the United 
States look like a plugged nickel. 

The same consideration of economy that you 
apply to your business should apply equally as 
well to taxes levied and expended by the general 
government for national purposes, and to the 
taxes levied by state and local authorities for state 
and local purposes. 

It isn’t going to be difficult to convince busi- 
ness men who receive their tax bills Qctober first 
that a more sensible view of the expenditures of 
public money by local authorities must be taken. 

Somewhere a halt must be ealled. Tax returns 
cannot go on mounting indefinitely. We hope this 
will be a means of arousing a greater interest in 
public affairs, not only on the part of the shoe 
man, but every independent thinker who reflects 
that all taxation affects the rent and grocery bill. 


Pick the Best 


OME successful men cultivate a good memory 
in a manner similar to that in which one 
acquires a good library. 
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February. The profits of.a whole year may be 
in the making in the next:ten weeks. 


The Tan Movement Is Sound 


rWNHE last word in colors for fall is monotones 

| in costumes; that is, various shades on the 
same color, viz., if the suit is brown, the -softer 
shades of brown are used for trimmings; the 
whole making a perfect color blending. 

The retail shoe trade is enjoying a demand for 
tan shades in pumps, straps and colonials of such 
magnitude that the general query is, is this a 
substantial brown movement or merely a fall 
flurry? 

As far back as June 7 we said, “woolens, for ex- 
ample, such as beaver, castor, deep shades of cocoa, 
chestnut, seal and African brown are typical of present 
indications rather than red, browns, or strong yellow 
browns. It will be seen that again in a general way the 
foregoing will be an excellent background for fur 
trimmings of the brown variety. 

“As for silk, however, more freedom of selection is 
permitted since browns with a pinkish or with a yel- 
lowish cast are worth consideration, for semi-dress 
occasions or for day-time wear. In this class may be 
mentioned ‘Capucan,’ a brown having a yellow cast 
worn by Capuchin friars. In botany, nasturtium and 
Indian crest are the familiar names for yellow 
browns.” 

The Recerder has felt that its direction on 
colors has been of the highest value to the mer- 
chant because of the authenticity of our color 
information. We are ‘able to call upon the experts 

on the Dry Goods Econ- 








They preserve in their 


omist staff in Paris and 
New York and to get far 


minds such facts and 
ideas as they believe will 
be of value to them in the 
future. They cast aside 
the worthless and the 
trashy information which 
will profit them nothing in 
the future. Their collec- 
tion of good facts and 
ideas continues to increase 
in value as they add to 
them, just as a library in- 
creases in value the more 
it is ccmpleted. They have 
no useless accumulation 
of information to overload 
their memories. Pick the 
best— discard the rest. 
The ideas that develop 
sales are worth twice as 
much in the sélling 


months of October, No- - 


vember and December 
than in January or 





Tribute of the N.S. R. A. 
to W. L. Douglas 


WHEREAS, In the death of William Louis 
Douglas, the National Shoe Retailers’ Associa- 
tion has lost a most earnest friend, wise coun- 
sellor of merchants, and a man of sympathetic 
and inspiring understanding in industry—one 
who loved his fellow man. 

BE IT RESOLVED: That the National Shoe 
Retailers’ Association express its deep sym- 
pathy to the surviving family and to his asso- 
ciates in business in the loss of a man who 
represented the best type and traditions of 
the shoe manufacturing industry. His pride 
was ever in being called “Shoe Maker” and 
in his clear-visioned youth he built carefully 
and courageously, until he became one of the 
greatest shoe manufacturers in the world. 

He was the father of arbitration in this 
country, for it was largely through his labor 
in passing arbitration and conciliation legis- 
lation that peace was preserved between em- 
ployee and employer. 

In his public work as a citizen he took great 
interest in public affairs, serving as Mayor of 
Brockton and Governor of Massachusetts. 

His ideals will continue to be an inspiration 
and example, worthy of study by men in the 
industry for all time. We spread upon the 
records of our association this memorial of 
William -L. Douglas—dedicated to a life’s 
work well done. 








in advance an angle of 
the trend of the garment 
colors. 

We have this week 
looked back in the Re- 
corder for the period from 
1907-1912 when the tans 
had such a long and satis- 
factory vogue. We have 
tried to find indications of 
the path and progress of 
tan as a dominant color 
and have noted the ex- 
perience of the trade for 
twenty years, all in the 
direction of sustained 
periods of tan demand. 
It is our belief that tan is 
good for a long period and 
extended stay, not meas- 
ured in years, but at least 
good for eight months 
from date. 
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Interior of Yager’s Bootery at Grand Rapids, Mich. The screen backs were made of figured 


chintz mounted on wallboard and coated with clear shellac to keep them from getting dirty. 


It ‘Looks Like a Million Dollars’? But 
Cost Only $500 


ITH the opening of Yager’s Bootery, Grand 

W Rapids, Michigan, has added one more beauty 

spot to an already beautiful city. This shop, 
which caters only to women, has achieved that rare 
charm of harmonious refinement without showiness. 
It attracts all classes on account of its home-like air. 
From street line to the back wall, this store is dif- 
ferent. 

Mr. Yager has had many years of retail experience 
in Grand Rapids, so was thoroughly conversant with 
the town’s shoe needs. He had definite ideas how his 
ideal store would look. One thing he was most fortu- 
nate in, that of having a wife whose sense of balance 
and color harmony was able ,to turn a drab, bare, 
empty store into an attractive, home-like place of 
business. 


How a Woman Designed a Store 


For, it was Mrs. Yager who did not like the usual 
square cornered show windows, suggesting the 
rounded back wall with a niche. Neither did the stiff 
front show case appeal to her, but a wide divan did. 
A table back of this divan, such as one finds in a 
living room, served the purpose of showing shoes. 

The usual lighting fixtures were not considered, 
because Mrs. Yager conversed with a willing black- 


smith to make real hand-wrought affairs. The fact that 
these fixtures were fashioned out of old wheel rims 
at a very low cost, does not detract from their utility 
or beauty. 


Six Screens Cost $18.50 


Six antique, oriental screens were made by cutting 
out figured chintz—then appliqueing them on wallboard, 
all of which was afterwards shellacked. The total cost 
of these screens was $18.50, but they look to be worth 
at least $100. 


In fact, the entire cost of fitting up this 
store was inconceivably small; the five hun- 
dred dollars spent looks like five thousand 
now. 


Mrs. Yager’s activity in the store now is limited to 
the window displays. A rich vase or seasonable flowers 
alone occupy the niche. Shoes are displayed in con- 
junction with feminine finery such as rich shawls, 
silks and the like. 

The windows have permanent backgrounds of hand- 
patted stucco and the paneling, being curved, forms 
an excellent setting for the shoes. Once inside the store 
is like stepping into a reception room of a home, from 
two angles. First, Mr. Yager is there to greet you as 
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he would were you making an evening social call and 
second, the room itself seems a bit apart from the 


ordinary store in the manner of the placing of the’ 


various pieces of furniture. 

Here the home-like atmosphere is most striking. A 
long, refectory table in the center of the fitting room 
is utilized for showing shoes. Growing ferns in rich 
pots add to the beauty of the room. 

Stock boxes of orchid color blend with the old ivory 
enameled woodwork and the light buff walls. These 
same colors are used in the windows, covered chairs 
and fitting stools. 


Carries Only Three Lines 


Mr. Yager is carrying only three lines of shoes, two 
from Brooklyn and one from St. Louis, to retail from 
$8.50 to $14.50. By concentrating, he is able to show 
a remarkable stock turn, which, coupled with the at- 
tractiveness of his store, is making his venture profit- 
able from the start. 





Three Shoe Departments in New 
Saks Store 


Three new large shoe departments were opened to 
the public recently when the new Saks Fifth Avenue 
Store in New York 
City was thrown 
open for business. 
The store is said to 
be the largest in the 
country, if not in 
the world, devoted 
exclusively to the 
sale of apparel and 
accessories. 

The women’s shoe 
department on the 
fourth floor, which 
occupies the entire 
block on Fifth ave- 
nue from 49th to 
50th streets, and 
runs back on the 
side streets half way 
to Madison avenue, 
is one of the most 
spacious in the city. 
It takes up about a 
third of the entire 
floor at the Fiftieth 
street end of the 
building. Like the 
rest of the store, the 
woodwork ahd fit- 
tings are of polished 
walnut. Large aisles 
separate the rows of 
chairs, upholstered 
in blue _ tapestry. 


Scattered about the The windows are rounded instead of square cornered. The lamp 
department are ta- on the table was fashioned by a blacksmith out of a discarded 
wheel rim. 


bles, used for dis- 
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playing one, two or three pairs of shoes. Handsome 
display cases are found along the side walls. The stock 
is carried on shelves set at right angles to the walls, 
a form that is being favored in the newer shops just 
now. The ends of these shelves provide good places for 
small display cases. 


Lounging Room for Men 


The men’s shoe department is a part of the men’s 
shop occupying the entire sixth floor, ‘reached by 
express elevators. The same system of shelving is 
used in this department as is used in the women’s 
department. Walnut benches with green upholstery 
provide seating capacity. An adjunct of the men’s 
shop is a lounging room in the center of the Fifth 
avenue side of the floor. This room is furnished with 
leather upholstered chairs, convenient tables, smoking 
stands and current periodicals. 


Edward Cohen in Charge 


The children’s department also has a special shoe 
section which is fitted up much in the same manner 
as the other two shoe departments. 

The department is being merchandised by Edward 
Cohen, with the assistance of Miss Haggerty. Mr. 
Clark is the buyer for the men’s shoe department, with 
Mr. Raphael as assistant. 


Shoe Findings 
Increase 

Washington, Sept. 
8— Census returns 
received by the De- 
partment of Com- 
merce show an 
increase of 26.4 per 
cent in the value of 
boot and shoe find- 
ings in 1923 as com- 
pared with 1921. 
According to statis- 
tics 1923 manufac- 
tures show a gain. 
The products manu- 
factured in 1923 
were valued at $49,- 
429,739 and include 
such items as toe 
caps, shoe pegs, 
bows, clasps, stays, 
metal tips, heel 
plates, buckles, heel 
caps, rands, staples, 
counters, shanks, 
wooden heels, shoe 
trimmings, boot and 
shoe uppers. 

This total does not 
include products 
made by establish- 
ments engaged pri- 
marily in other in- 
dustries. 
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Shoe Stores and Medical Practitioners 
What You Ought to Know About Each 


By HERMAN W. MARSHALL, M.D. 
Boston, Mass. 


of numerous medical practitioners who do 

not discriminate between peculiarities of dif- 
ferent store types. Likewise, doctors are simply doc- 
tors in the understandings of many shoe merchants 
and shoe salesmen who are unable to tell differences 
between osteopaths,' chiropractics, pediatrists, 
physiotherapists, general medical practitioners and 
orthopedists. 

This comparatively widespread mutual lack of 
understanding has given rise to various problems 
that exist in the unavoidable contacts between stores 
and medical profession. In the beginning of this 
article accordingly it seems appropriate to try to 
classify different kinds of stores, and to define dif- 
ferent kinds of practitioners. 


) of stores are simply shoe stores in minds 


Varieties of Practitioners 


Osteopaths were merely bone manipulators orig- 
inally. They practiced with the primary idea of re- 
placement of bones, usually of the spinal column, 
that were imagined rightly or wrongly to be dis- 
placed and to be causing particular symptoms in 
each individual case. 

Surprisingly many kinds of human ailments were 
treated by this method, and some patients were dis- 
tinctly benefited while very many others were not 
helped. Progressive, honest-minded osteopaths soon 
weighed merits, defects, and great limitations of 
their original conceptions; and, in consequence, oste- 
opathy has advanced along a widening pathway that 
is slowly including other reasonable medical ideas 
more and more. Longer and longer periods of study 
in preparation for osteopathic practice are being de- 
manded. 

Chiropractics are somewhat similar to the origi- 
nal osteopaths as far as the average layman is likely 
to detect. They manipulate bones, and they quickly 
acquire in a few months all knowledge and skill 
that they believe is necessary to warrant treatment 
of the extremely complicated mechanism of the hu- 
man body. Furthermore, they are commercially 
minded to such a degree that a course in salesman- 
ship is thrown in along with other things in the 
abbreviated school course that precedes enrollment 
as active chiropractic practitioners. 

They are not licensed, however, in many States. 
It is fair to state that their methods at times benefit 
but at other times, apparently, harm is done directly 
or indirectly. The patient whose needs do not fit 
the treatment is out of luck. 

General Medical Practitioners start in» practice 
equipped with many ideas and many methods in- 
stead of a few notions or a single alleged curative 


procedure. They are obliged to spend years in pre- 
liminary study of the structures and functions of 
all parts of the human body, and of complicated 
inter-relationships between these parts. They aim to 
use all reasonable methods and reliable curative 
agents appropriately, as each individual case seems 
to demand. 

Most prominent peculiarities of general medical 
practitioners are, or should be, their well-balanced 
judgments and common sense view points. They still 
hold one of the most important positions in the 
whole realm of medical practice, because they are 
the friendly interested family advisers who see that 
their patients receive the best treatment. They call 
in specialists when circumstances require the serv- 
ices of the latter, and they manage treatments them- 
selves of all common ailments which they feel com- 
petent to handle. 

General practitioners have definite limitations, as 
all practitioners have; and they are unable to know 
all details accurately in all departments of medical 
knowledge. With passage of time as accumulation 
of knowledge goes on in the future, their importance 
as superintendents and friendly advisers seems sure 
to increase. 

Orthopedists, like general practitioners, start in 
their restricted field of activity with knowledge of 
many rational ideas and methods, because they have 
to pass through first a general practitioner stage 
before they concentrate their efforts on further de- 
tailed studies of bones, joints, ligaments and 
muscles. 

Orthopedists are interested, or should be inter- 
ested, in all matters that pertain in any way to nor- 
mal or abnormal functioning of bones, joints, liga- 
ments and muscles. This leads them to considera- 
tion of widely-diversified topics,—deformities of all 
kinds, normal body posture, specific troubles like 
infantile paralysis, rickets, wry neck, fractures and 
diseases and tumors of bones, diseases of the spine, 
hip disease, round shoulder, foot troubles, and many 
other maladies. 

Orthopedists are not concerned wholly or even 
principally with feet, as many persons erroneously 
believe. 

The domain of orthopedics, or orthopedic surgery 
as it is also termed, overlaps fields of activity of 
osteopaths, pediatrists, physiotherapists, dietitians, 
drug therapeutists, all ways available of influencing 
bones, joints, ligaments and muscles favorably or 
unfavorably are considered in orthopedic diagnoses 
and treatments. 

Since shoes influence bones and joints of feet, 
therefore, progressive orthopedists have the task 
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of learning what they can about shoes and shoe 
fitting. 

Pediatrists can trace their lineage back to the 
first lowly corn doctor. They are foot specialists and 
restrict themselves to feet and foot treatments. Like 
osteopaths they started in simple beginnings and 
are gradually expanding and developing in various 
directions. Original corn doctors who were progres- 
sive and earnestly absorbed in their work learned 
everything that they could about feet, and they 
dignified the name of their calling by the designa- 
tion, chiropody. With progress going on apace, and 
knowledge concerning feet continuing to accumu- 
late, advanced chiropodists have adopted some physi- 
otherapeutic methods, some osteopathic methods, 
some orthopedic ideas and appliances, and also a 
new name for themselves. At the present time some 
schools of pediatry require two years of prepara- 
tory study before their students are considered quali- 
fied for practice on feet. 

In treatment of foot troubles locally pediatrists 
are especially skillful. Usually they are less familiar 
with constitutional peculiarities and diseases acting 
through blood or nerves, or through both of these 
channels from a distance on the feet. Like shoemen, 
pediatrists appreciate clearly the favorable and un- 
favorable reactions that feet and shoes have on the 
whole individual, while on the other hand they do 
not realize so clearly the various reactions of other 
parts of the body on the feet. The latter may be 
of equal or of even greater importance at times in 
treatment of foot troubles, and for greatest effi- 
ciency both local and general sides of the problem 
have to be properly met. 

Physiotherapists, or physiotherapeutists, are prac- 
titioners who employ physical methods of treatment, 
massage, mechanical manipulations, exercises, baths 
of various sorts, light, heat, and electricity. 

Physiotherapists may be specialists who have had 
long experience and a general medical education as 
a preliminary course. Some, however, have had much 
more abbreviated experiences, and have become 
skilled by practice with special physical thera- 
peutic measures without having received thorough 
understandings of general medical principles. 

A certain number of physiotherapeutic methods 
have been adopted and are being used very often 
now by pediatrists, some osteopaths, and ortho- 
pedists. 

Classification of Shoe Stores 


Let it be remembered that the following notions 
are the impressions which an orthopedist has re- 
ceived, and that they are not necessarily ideas 
which shoemen will endorse. 

There are conservative stores and progressive 
stores. The former may be defined theoretically as 
stores that are limited to the sale of standard styles 
by conservative store salesmen. The latter type may 
be imagined to have either specially trained clerks, 
or chiropodists, or store doctors, or numerous ortho- 
pedic accessories, or latest most extreme styles, or 
all of these features, or anything else which tends 
to bring in additional business and revenue into the 
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store. Both elements, conservatism and progressiv- 
ism, are found as a matter of fact mixed in variable 
proportions in individual manner in each store. 

Stores might be classified according to scales of 
prices into high priced, medium priced and low 
priced ones. Goods of best materials, of best work- 
manship, of most popular styles, and store service 
of best quality theoretically may be supposed to be 
combined most perfectly in the highest grade stores. 
In stores of medium priced and low priced shoes, 
one or more of the features mentioned have to be 
sacrificed more or less in various individual ways 
in order to permit diminished prices. 

Classifications are possible according to any 
single peculiarity or combination of peculiarities 
that stores possess or fail to possess. 

Groupings may be made, based on the prominence 
given to orthopedic shoes and corrective features; 
or stores may be rated according to the size or di- 
versity of stock carried. Classifications may be made 
on relative efficiencies and special education of store 
salesmen since there is considerable diversity among 
different stores in this respect. 

Arrangement into classes of stores that do a large 
volume of business in cheap shoes at low profit per 
individual pair, and stores that do smaller volumes 
of business in higher-priced styles at higher profits 
for individual pairs, is a possible grouping. 

Stores may be divided into those that feature ac- 
cessories, supports and appliances to an important 
degree, and those that are opposed to selling sup- 
ports and accessories. 

The attitude of stores toward the medical pro- 
fession may be used to distinguish them. Paternal- 
ism in guidance and advice to customers may be 
the point on which classifications are made. Or lack 
of paternalism with assumption that customers know 
what they want, that customers are able to defend 
themselves against wiles of shoe clerks, may be a 
possible basis for differentiation. 

Proprietors of some stores are worshippers of au- 
thorities of great reputation, and they try to in- 
crease their sales because some doctors, some or- 
ganization or well-known society endorse their par- 
ticular lines of footwear. On the opposite side are 
those proprietors who depend exclusively on shoe 
merits that may be seen readily by customers them- 
selves, and which do not need recommendations. 

No simple, sharply defined, comprehensive classi- 
fication of all shoe stores seems possible. They have 
to be considered individually or in many very small 
groups for accurate comprehension; and this fact 
can be made clear most easily by. enumerating some 
of the factors which must be considered, as the 
writer has attempted to do. 


Relationships Between Stores and Doctors 


Shoe store managers have said to the writer: 
“My clerks can tell customers better than the ma- 
jority of doctors can what kinds of shoes persons 
should have.” They have continued: “Some doctors 
have a few special ideas which they emphasize very 
strongly, but beyond these points their conception 
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of shoes and shoe fitting are incomplete and vague.” 
“Doctors send in their patients not infrequently 
with directions which they wish carried out ex- 
plicity, but which often are impracticable from a 
shoeman’s point of view.” 

Store managers might classify all doctors perhaps 
under two headings, namely, ‘those who make trouble 
for stores and those who do not. In the group of 
those who do not cause much trouble there might 
be made two sub-divisions, firstly, those doctors who 
know very little about shoes and stores and who 
simply tell their patients to go and buy a good pair 
of shoes, and secondly, those doctors who are in- 
formed well enough to send patients to most ap- 
propriate places for obtaining shoes suited to the 
individual needs of the latter, giving salesmen 
freedom to use their own discretion and skill with- 
out annoying detailed directions. 

Medical practitioners have said to the writer: 
“Shoe salesmen will not let a customer get away 
from a store without making a sale if the salesmen 
can possibly avoid such a catastrophe.” “They 
will sell their special lines of shoes anyway, that 
is their job; and they are not likely to refer custo- 
mers to other stores simply because the latter carry 
shoes in some instances that may be a little better 
adapted to certain patients’ requirements.” “You do 
not see shoe salesmen referring customers very 
often to offices of doctors for advice.” “Stores like 
to have practitioners send persons to them for shoes, 
and there is talk about co-operation between doctors 
and stores, but this is mainly a one-sided affair.” 
“A shoe store manager’s idea of co-operation with 
the medical profession is to get some chiropodist or 
doctor into his store in order to increase profits.” 
“Are we going to recommend stores who have foot 
specialists or store doctors? Not if we can get equal- 
ly good shoes elsewhere.” “Some stores, it is true, will 
give us a percentage of profits on sales made to 
those customers that we send in. This may be legiti- 
mate business, but is contrary to best ethical princi- 
ples of medical practice.” 


Comments on the Foregoing Opinions 

There is much truth in these expressed points of 
view, both of shoe-store managers and of medical 
practitioners. Both are at fault in not understand- 
ing each other’s tasks and views more perfectly. 

Doctors have to accept the shoe trade as it exists; 
and they have to learn to send their patients to 
places where the types of shoes sold and natural 
business traits of salesmen do not prevent patients 
from receiving shoes and attention which their 
physicians intend for them. Medical practitioners’ 
notions are not likely to revolutionize business 
methods; and there is comparatively little use in 
condemning stores that are successful from a busi- 
ness angle even though they do not agree with medi- 
cal standards. 

Energies of doctors spent in such condemnations 
could be devoted more profitably in making in- 
quiries into general policies on which different 
stores are conducted. Store managers are willing 
generally to discuss their stores at almost any time, 
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although many of them do not seem yet to have 
grasped their opportunities of making their aims 
and policies widely, clearly, convincingly understood 
by the medical profession and the public at large. 

Many store advertisements, it is true, are designed 
to grip and to hold attentions of readers; but some 
of them present such exaggerated partisan claims 
that cautious acceptance of all advertisements as 
representing impartial, truthful statements, is be- 
coming the policy of numerous readers. 

Store managers have a perfect right to employ 
store doctors or foot specialists. There are numerous 
examples to prove that such a course, under cer- 
tain conditions and in certain sections of the coun- 
try, is decidedly advantageous. Managers, special- 
ists, doctors, are to be congratulated if they have 
overcome the possible numerous obstacles that may 
naturally beset such arrangements. 

It is difficult to understand how doctors can afford 
ordinarily to give much time to store service. The 
writer attempted a few brief experiments in going 
into stores to acquaint himself a little better with 
salesmen’s ideas and problems. The experiments 
were a great success as far as he was concerned, 
at least, because he learned a whole lot, and fur- 
thermore many customers were interested in receiv- 
ing the combined attentions of salesman and doctor. 

Some customers though do not understand quickly 
the anomalous position that a doctor places him- 
self in when he is in a store; and many of them 
fail at first to appreciate his services or to respect 
his advice. The average shoe store cannot afford 
to recompense a physician adequately for his time. 

Isn’t the course better for a physician and all 
concerned usually that leaves him at his office 
where he can offer his services deliberately, thought- 
fully, confidentially, if necessary, to patients, than 
it is for him to attempt to hand out quick judg- 
ments in a hustling store; and do not patients have 
far more confidence in a doctor when he is in his 
usual environment? 

Personally the writer believes in shoe stores re- 
maining shoe stores without attempting to become 
clinics in the majority of instances. Let them em- 
ploy as highly efficient salesmen as they can. Let 
practitioners also restrict themselves to their own 
proper spheres of activity, although in addition 
they should search out and familiarize themselves 
with problems and peculiarities of stores in order 
to serve their patients more efficiently. 

There are stores that carry orthopedic appliances 
without featuring them conspicuously, in which cus- 
tomers are fitted by competent clerks when occasions 
demand in very successful manner, sometimes ex- 
celling efforts of some practitioners and specialists. 
Then there are other stores which sell arch supports 
to every customer that can be induced to purchase; 
and without very much thought or knowledge ap- 
parently on the part of salesmen of consequences of 
such sales. Does a store gain or lose regular cus- 
tomers by such unnecessary sales, and do they in- 
crease or diminish the prestige of such a store? 

(Continued on page 48) 
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‘-— Thou Good and Faithful Servant” 


Or the Story of a Man Who, After Building UpaGreat Business, Now Plans 
to Turn It Over to Those Who Helped 


By CHARLES SPATZ 


decided to cast about for an opening for an 

additional shoe store besides the one then in 
operation by C. D. Pitts in Newark, Ohio. A. E. had 
the necessary venturesomeness and having had occa- 
sion to move a number of times with his father, 
thought little or nothing about trying his luck in a new 
field. 

C. D. was a fine old gentleman of the old school; but 
work was one thing he didn’t care a great deal about— 
so he left as much of that as he possibly could to his 
son and the clerk, while he sat back of the generously 
large cannon-ball stove that kept the place warm and 
cozy during the winter. 


Be in 1880, C. D. Pitts and his son, A. E., 


Twelve Shoes in a Carton 


The store was a very small one—the stock was a 
motely assortment of bugs and bats from the Newark 
store, ‘women’s shoes being kept in cartons of a dozen 
pairs each, with one shoe hanging out for purposes of 
identification. Individual cartons were just beginning 
to be the thing and the men’s shoes were already being 
stocked the new way—a single pair in a box. The 
assortment of widths included everything from E to 
EE and the customers were 
considered properly fitted 
when they could get into the 
shoes. 


Enters the Villian of Our 
Drama 


From a Canadian farm 
near Montreal, the township 
of Granby, came a husky, 
strapping young fellow of 
twenty-two, to visit an uncle 
located just outside of Co- 
lumbus. By some quirk of 
fate he decided to take busi- 
ness training and as he suc- 
ceeded in borrowing the nec- 
essary funds from his uncle, 
went through the business 
college and became the book- 
keeper for the Pitts Shoe 
Store at the magnificent 
salary of six simoleons per 
week. Of course, in those 
days, there were no movies, 
no automobiles, none of 
many of the other modern 
thrillers and young Jock, as 
John J. Baird was know:: in 
1887 when he became asso- 
ciated with the Pitts Shoe 





Thisis John J. Baird who, when a youth, acquired 
a working interest in his employer’s business, and 
who has been working ever since 


Store, had before him only work and more work. 

A history of the Pitts Shoe Co., must of necessity, 
be a history of John J. Blair. Before his connection 
with C. D. Pitts & Son, the store was just like any 
other store of that day. In those days, it seems, sales- 
manship consisted mainly of handing out what people 
asked for, wrapping them up and seeing that the 
money reached the cash drawer. 


“The Old Man Is Tired” 


The young bookkeeper would be busily engaged on 
his books; C. D. Pitts comfortably ensconced on an 
easy chair back of the stove. The door would open 
and a customer walk in, the old gentleman hearing 
the door squeak would invariably say, “Jock, go wait 
on the customer; the old man is tired.” This gave 
John J. his selling experience. This was repeated so 
many times that before very long there was quite a 
large following asking that Mr. Baird serve them when 
they wanted to buy shoes. A. E. Pitts was an en- 
thusiast on fishing and quite a dog fancier. He had a 
keen mind and was a very amiable fellow, just a few 
years older than John J. Baird. Young Pitts’ interest 
in these outside things made it all the more necessary 
that Mr. Baird supply the 
push needed in the business 
and before very long, it was 
made possible for John J. to 
acquire a working interest 
in the business, by permit- 
ting part of his earnings to 
remain—and he’s been work- 
ing ever since. 


How a Big Business 
Started 

From that time onward— 
the growth and development 
of the Pitts Shoe Co. may 
properly date its birth. John 
Baird put not only his robust 
health and muscle back of 
the business, but his brains 
also. He dissected wooden 
shoe cases; painted the 
boards black and then in 
white letters placed on them 
the advertisement of the 
Pitts Store. Then he would 
drive around in the country 
tacking these boards up on 
trees, fences and every place 
where they would do good. 

The business began to 

(Continued on page 49) 
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Shoe Stores and Medical Practitioners 
(Continued from page 46). 
Attitude of the Public Concerning Shoes and Ideas 
About Shoes 

The attitude of the general public is one of in- 
creasing confusion and doubt: They realize that 
there is a superabundance of ideas about footwear. 
Daily papers and periodicals contain many interest- 
ing but apparently antagonistic shoe advertise- 
ments. Doctors display an amazing variety of 
opinions regarding numerous and widely divergent 
details. 

Consequently the average layman knows how ex- 
tensively doctors and shoemen can differ in their 
own class or between the two groups. He does not 
realize common points of agreement, or the very 
important fact that there is almost perfect agree- 
ment on many fundamental principles, because the 
latter are not topics for arguments; they are not 
discussed or explained as a rule. 
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For sake of selling a particular line of shoes a 
shoe merchant will emphasize merits of his own line 
in every way possible, and he does not discuss at 
length the good qualities of other shoes to his cus- 
tomers, although he may be willing to point out 
limitations in other lines of footwear. 

Medical specialists usually exhibit a similar atti- 
tude. They sell their own specialty, and compare 
their successes in treatment with failures of other 
specialties. Impartiality and fairness, however, de- 
mand that successes of one doctor should be com- 
pared with successes of other doctors, also failures 
of one individual with failures of others. 

A final question may be raised: When will shoe 
stores and doctors adopt additional modifications in 
their policies that will permit real co-operation be- 
tween them both of more efficient, constructive, im- 
partial nature, a policy that will help to scatter 
some of the increasing confusion and doubt that is 
gathering in the public mind, so that everyone may 
receive increasing benefits? 





Here’s a Follow-Up Method Which Brings 
Back Delinquent Customers 





NE of the best-pulling 
follow-up letters on rec- 


Thank you 





This is the Record of your size and last now 
in our files. You may order by phone or mail 


which began when you en- 
tered our store and is com- 





ord is that sent to delinquent 


customers of Boyd’s, St. | Name 


plete only when you are 
satisfied. 





Louis. The second and fourth 


paragraphs have real“kicks.” | No. 


This record is a permanent 
one and enables you to order 





A. C. Lewis, the shoe buyer, City 


State 
ora 


your shoes by phone or mail 





who is responsible for the care ‘sacsouan|ervus 


—and be certain you are 








letter, explains its workings 


getting the correct size. 











as follows: 


“If a customer misses | Remarks 


Your good-will means a 
great deal to us because we 











buying for one season his 
card is taken from the active file and placed in the 
delinquent file. The letter is then sent and the record 
card, reproduced above, is also reproduced on the 
letterhead. The card is filled in properly with cus- 
tomer’s name and all the rest of the information taken 
from the file card and is then mailed. Then the card 
is watched. If no action follows, a second letter fol- 
lows but this is rarely necessary. 

“When a sale has been made the card is again trans- 
ferred, this time from the delinquent file to the active. 

“Proof that it pays to keep close tabs on customers is 
found in the fact that although 4,000 letters were sent 
out, only two complaints were registered. Further- 
more, mail orders show an increase and business gen- 
erally has achieved a ten per cent increase over that 
of last year when this system was not in use.” 

The letter reads as follows: 


Dear Sir: 

This letter is a reminder that you have bought shoes 
from us. 

The reproduced card above is a detail of our service 


feel sure if you are well 
pleased you will tell your friends about the smart style 
and foot friendliness of Bostonians—even the prices 
are comfortable. 
Yours very truly, 
A. C. LEwIs, 
BOYD’S, 
Boyd-Richardson. 





Frank C. Stuart Acquires Control of 
A. Fisher & Son 


Lynn, Mass., September 25—Frank C. Stuart, 
Lynn leather merchant, has bought the business of 
A. Fisher & Son of this city and will continue it. For 
many years the business has been conducted by the 
late Samuel A. Fisher, son of the founder of the com- 
pany and also president, at the time of his death, of 
the Lynn Shoe Manufacturers’ Association. 

Mr. Stuart has been engaged in the leather business 
for some time. It is assumed that he will continue his 
newly-acquired business under its old name. 
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J. F. McIntyre of Newcastle, Ind., is an advocate of square windows. He 
has had great experience in retail shoe merchandising. One of his slogans 
is: “The Oldest Store with the Youngest Styles.” 


“Thou Good and Faithful Servant” 


(Continued from page 47) 
thrive and with the passing on of old Mr. Pitts, John 
J. Baird and A. E. Pitts became sole owners. These 
two men were more than business partners—they 
were friends and the slightly built A. E. Pitts learned 
to lean on the husky powerful John J. 


Four Stories—50 Employees 


Since then, the business has become a real institu- 


tion. Employing some fifty or more people, it occupies 
a four-story and basement building and holds a very 
valuable lease, having a long term of years to run. 

A sidelight into the character of John J. Baird 
which might prove of interest to his many friends is 
his extreme modesty. In civic affairs, he is called upon 
very frequently to give of his time and energies; but 
never does he seek one of these honors. He is a worker 
in any cause on which he is sold—but the honor must 
seek him. He will never look for it. 

How many of his most intimate friends 
know that he has so arranged his affairs that 
siz of his older employees are to own the busi- 
ness in eight more years. 

This is not a purchase proposition. It is a down- 
right gift. Not a dollar is to change hands through 
this arrangement. He has apportioned his holdings in 
the business to six people who are to continue the 
operation of the business as their own after eight more 
years. He is looked upon by his subordinates and asso- 
ciates as more of a friend than as an employer. That 
he is worthy of this sentiment is evidenced by the 
beautiful thing which he has done when he helped 
six of his employees to acquire an interest in a busi- 
ness with forty-four years of straight shooting back 
of it. 


John J. was away when this was written, else this 
story might not have been told. It is the sincere wish 
of the writer and the rest of the Pitts Shoe Company 
organization, that others—especially the retail shoe 
dealer friends of Mr. Baird—know him as he really 
is—and this is written in the hope that this may be 
brought about. 





Take It from the Customer 

And you get it straight, which is the proof of this 
story. 

A Wisconsin store in a city of 20,000 population 
recently put in a new store front and as they carry 
good grade shoes decided to have real high-class win- 
dow trims—a few shoes, changed often. Street re- 
sponse, however, was not good; people looked, but 
passed on. 

One day they stumbled on the solution. There is a 
grating right under the show windows that acts as a 
ventilator to the basement stock room. Happening to 
be in the basement examining a new shipment of 
shoes, and within earshot of the sidewalk, voices of 
women came to the partners through this grating. 

Remarks of, “They don’t seem to have many styles 
here, let’s look across the street and see if they have 
anything different,” 

The next day a different trim went in. This time 
the windows were crowded. Using the grating again 
as a listening post the comments heard proved to the 
partners that they had solved their problem. Their 
townspeople wanted to see all styles before going into a 
store, so it was good business to change the window 
dressing scheme rather than to attempt to change the 
buying habits of an entire community. 

Moral: Take it from the customers—they know 
what they want. 
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The new and 





better gaiter— 


—the =HO0D> 
“BOBBER” 


Will 
reduce 
inventory— 





r The automatic self-fitting front retains the adjustability of 

the old ladder clasp without the risk of catching skirts, and, 

in combination with the simple, convenient (invisible) fastener, offers 

newer trimness of appearance without gapping or bulging about the 

ankles and without risk of rusting or getting out of order. 

mw Lasts are made on the well known Hoop “Snug” principle so that 

any Bosser will fit perfectly at least three widths, and the next larger —and serve 

and smaller size shoe equally well. This means no delay or extra help 

needed to handle increased rainy day demands. customers 
Be sure you are well supplied with this most up-to-the-minute ° ] 

gaiter before the cold and wet season sets in. Your nearest Hoop dis- a anais quickly p 

tributor can_render better service NOW. 








PRODUCTS 


RUBBER BOOTS AND SHOES—ARCTICS—CANVAS SHOES—ATHLETIC SHOES—HEELS AND SOLES—RUBBER SPECIALTIES—TIRES AND TUBES 
SST A TERRES ie SE RSET 


BETTER RUBBER PRODUCTS SINCE I1896 
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Another New Model 
for Young Men 


The Stadium—$6.05 


No. 3755—Imported Black Storm 
Calf, Black Welt, Black Separate 
Stitch, Extension Heel Seat, 
Flanged Rubber Heel. A to D. 


No. 4755—Imported Brown Storm 
Calf, Brown Welt, Brown Separate 
Stitch, Extension Heel Seat, 
Flanged Rubber Heel. A to D. 


IN STOCK NOW 
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Ankle-Fashioned 


No Gapping 
No Slipping 


_ 
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Fashioned by 


var» Numm-Bush & Weldon Shoe Co. 


MILWAUKEE, WISCONSIN 
Boston Office: — W. H. BYRNES, 421 Rice Bldg., 10 High St. 
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Take Advantage of Absentee Voting Law 


President McWhirter Urges Members of N. S. T. A. to Avail Themselves of This 


Law—N. S. T. A. Headquarters at Boston, Receives Its First Air- 
Mail Letter—It Came from Los Angeles 


BSENTEE Voting is the sub- 
A ject of President Buford 

McWhirter’s message to the 
thousands of members of the Na- 
tional Shoe Travelers Association. 
President McWhirter believes that 
the privilege which has been ac- 
corded to those whose business 
keeps them far away from their 
home voting precincts on voting 
day, should be taken advantage of 
by shoe travelers—and especially at 
the coming election in November. 
To review this ruling it will be re- 
membered that absentee voting is 
one of the bills for which several 
of the good N. S. T. A. boosters 
worked so earnestly—in fact, N. S. 
T. A. members were the most im- 
portant factors in causing this bill 
to be enacted. They argued that it 
was only right that shoe travelers 
should be accorded the same oppor- 
tunity to express their opinion as 
American citizens as any other 
group; that it was important that 
the shoe traveling men who had a 
wide knowledge of conditions the 
country over and knew what legis- 
lation and legislator would be the 
best for the shoe trade, should not 
be treated as aliens; that the coun- 
try is always in need of efficient 
men and those familiar with the 
requirements of the various indus- 
trial groups, in governmental af- 
fairs. 

And if for nothing more than to 
show their appreciation of the 
splendid measure which has been 
enacted, President McWhirter feels 
that members of the N. S. T. A. 
who will come within the classifica- 
tion of absentee voters in the com- 


ing election, should do their duty 
and send along their ballots by mail. 


From Coast to Coast in 48 Hours 


When Secretary T. A. Delany 
opened his morning’s mail at N. S. 
T. A. headquarters, Boston, on Wed- 
nesday morning of last week, Sep- 
tember 17, he found an envelope 
marked “Air-Mail Route,” which 
had been sent from Los Angeles at 
5.15 P.M., just two days previously 
—or on Monday, September 15. 
This letter came from P. A. Ehrle, 
a member of the Pacific Coast Shoe 





HARRY C. NEWMAN 


Who will cover Pennsylvania, 

Maryland, Washington, D. C., 

and the Virginias for the Old 
Colony Shoe Co. 


Travelers’ Association. This marks 
the first air-mail route letter re- 
ceived at national headquarters and 
thus “demonstrates,” says Secre- 
tary Delany, “that Kipling’s theory 
that ‘The East is East, and the 
West is West, and Never the Two 
shall Meet’ is completely contro- 
verted in these days of airplane 
transportation.” 


Harry Newman with Old 
Colony 


Harry C. Newman, one of the 
most progressive and energetic 
shoe travelers in the country, has 
joined the sales force of the Old 
Colony Shoe Co. Harry will cover 
Pennsylvania, Maryland, Washing- 
ton, D. C., and the Virginias for 
his new connection. He will make 
his “get-away” about October 1, 
with a snappy line of men’s shoes 
for spring. Harry Newman has 
always been identified with the sell- 
ing of men’s high grade shoes. He 
has represented such lines as that 
of the Boyden Shoe Mfg. Co., and 
for the past three years, that of 
Alden, Walker & Wilde, Inc., in 
the Middle West. Mr. Newmanleaves 
the Alden, Walker & Wilde folks 
with the most pleasant of relations. 
He regrets very much that he will 
not see his old friend-customers of 
the Middle West this season, but 
he hopes that when they come East, 
they will call to see him at his 
Boston office, 183 Essex street. 


He likes his new connections 
very much and he feels that it will 
be very advantageous’ to live prac- 
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Helthy-Fut “First Walk” Flexibles 





IN STOCK 


Smoked Top 
Mock Heel 


Patent Lee and Fox. Smoked Top. 
en ae titched Tip. Smoked Milo 
Butto 

RISI24 Incl. Half Sizes, 1 to 5... . $1.00 


RHI51L% With Safety Heel, 2 to “9 1.10 


Field Mouse Top 


R150) Incl. Half Sizes, 1 to 5 
RH13014 With Safety Heel, 2to5... 


Grey Top 


R152 Incl. Half Sizes, 1 to 5 
RH152% With Safety Heel, 2to5... 


Your Strongest 


Genuine White Cabretta Top 
Mock Heel 


Patent Vamp and Fox. White Cabretta 
Top. Milo Buttons. 


R12 Incl. Half Sizes, 1 to 5 
RH12 With Safety Heel, 2 to5 


Black Cabretta Top 


R10 Incl. Half Sizes, 1 to 5 
RH10 With Safety Heel, 2 to 5 


All Black Kid 


R16 Incl. Half Sizes, 1 to 5 
RH16 With Safety Heel, 2 to 5 


SREIMES. BRO. @ we 
*13-1§ W. MONROE 


CHI CAGO 


Bid for Business 
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Racheel, 


A iation boys on the 

Kawartha Lakes, Canada. From left 

, A. J. McLeod, President; Ross L. 

Seward, Recorder's Rochester representative; 

the two guides, and Sidney C. Wilson, inventor 

of Wilson Process. All report that the fishing 
x was fine. 








tically “right in the midst of his 
territory.” 

Harry recently called at the Re- 
corder office and had a word to say 
about men’s styles. He said that his 
new line consists strictly of young 
men’s shoes and at favorable prices. 
It is his opinion that while light 
shades will predominate, there will 
be many black shoes sold, and that 
the sale of tan shoes will increase 
the sales of blacks. 


“Bob” Emmet, Sr., on Trip 

Bob Emmet, Sr., who covers 
New England for A. M. Creighton, 
Lynn, Mass., commenced his fall 
season’s work this week. Mr. 
Emmett has been spending a few 
weeks’ vacation at his summer home 
at Allerton, Mass., and feels much 
invigorated thereby. He looks for a 
good trade this season and says 
that the merchants as a whole seem 
to be well satisfied with goods after 
they arrive. He notices scarcely any 
attempts to cancel orders. All in all, 
he believes that the shoe trade is in 
a much healthier condition than for 
some time past. 


“Dad” and the Boys Sell Shoes 

Mr. Emmet has two sons who 
are following in their father’s 
footsteps, namely, “Bob” Emmet, 
Jr., who travels for the Watson 
Shoe Co., and “Tom” Emmet, who 
has recently joined the sales force 
of the A. G. Walton Co. “Tom” 
makes his headquarters at the 
Hotel Hollenden, Cleveland. 


Nothing | endures but personal 
qualities —Walk-Over Factory 
Prints. 


Orders to Edwin Clapp by 
Air-Mail 

The air-mail, which until recent- 
ly, has savored more of the spec- 
tacular than the practical, is now 
beginning to make its value felt in 
the shoe business. Upon opening 
the mail the other morning, Edwin 
Clapp & Son, Inc., of East Wey- 
mouth, Mass., found an order for 
severai thousand pairs of shoes 
from the Pacific Coast. Upon look- 
ing up the time of mailing and 
receipt in East Weymouth, it was 
found that this order came through 
in one-third of the time taken by 
ordinary mail. 


Ludlam Moves to Texas 


Gus Ludlam, who travels sections 
of the South and Southwest for 
Edwin Clapp & Son, Inc., East 
Weymouth, Mass., has gone to 
Wichita Falls, Texas, in which city 
he will make his home in the future. 

“Gus,” as he is popularly known 
among the trade, will travel out of 
Wichita Falls, which is practically 
the center of his territory. He in- 
tends to cover a large part of his 
route by automobile. 


Philadelphia Travelers Meet 
October 3 


The first of the 1924 fall meet- 
ings of the Philadelphia Shoe 
Travelers’ Association will be held 
in the City Club on the night of 
October 3. It will be known as 
Charter Members’ Night. A drive 
will be made to get as many as pos- 
sible of the original members to 
attend. 

Plans are being considered also 
for the formation of a _ bowling 
team, to be entered in the city in- 
dustrial league. 


“Gene” Murphy Sells “Mar- 
tha Washington” Line 
on Coast 


“Gene” Murphy, past president of 
the Pacific Coast Shoe Travelers’ 
Association, represents the “Mar- 
tha Washington” line in Northern 
California, Oregon, Washington 
and Western Idaho. “Genial Gene,” 
who has been on the Coast for 
years, and knows every foot of this 
great stretch of territory, says that 
the F. Mayer Boot and Shoe Com- 
pany has discontinued the shipping 
of Martha Washington shoes from 
Seattle—instead they go out, di- 
rectly, from Milwaukee. 

~ Gene is an enthusiast on the 
Martha Washington line. He states 


Group of Rochester Association of Shoe Travel- 

ers, on recent ing trip lo Kawartha Lakes, 

Canada. From left to right, A. J. McLeod, Presi- 

dent; Clarke B. Rowley, Secretary; two guides, 

and Sidney C. —— inventor of the Wilson 
"rocess. 





that they are built in both turns 
and welts and are sold at prices 
which make them a valuable asset 
in any store where the question of 
turnover is considered. He further 
states that “while this line has a 
long range in style, price and fit- 
ting qualities, we are ever alert to 
the fact that shoes to sell must be 
not only right, but in stock. And so 
we carry shoes on the floor, from 
AAA to EEE, and a long run of 
out-sizes.” 


Charles Ludlow Assists “Gene” 


Gene has as his very able as- 
sistant, Charles Ludlow, who for a 
number of years was with the 
Marvin Shoe Co. of San Francisco. 
Charles now covers Northern Cali- 
fornia with the Martha Washing- 
ton line. Gene and Charles says 
that they may always be reached 
by letter to them in care of the 
F. Mayer Boot and Shoe Co., and 
that catalogues and samples will be 
immediately forthcoming. 


Lovely Home from Maine 
Woods 


George J. Lovely, who travels 
New England and Canada for The 


Dalton Company, returned some 
few weeks ago from his camp on 
Moose River, in the wilds of the 
Pine Tree State—way up in the 
Northeast corner of Maine. 

George says that he had a most 
enjoyable time, that the ozone up 
in that country is just as delightful 
and inspiring as ever and that he 
is now “on the job” every minute 
with his new line of snappy shoes 
for men. 
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A four-strap button Sandal made in 
Patent Colt, making this an especially 
attractive and quick selling number. 
A welt drawn over our medium round 
last, a proven fitter. 
Carries a 12-8 leather heel with half- 


toe, No. 


rubber. 


141 
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IN STOCK 


No. 788 
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Ready for immediate delivery. 


Price $4.50. Net 30 days. 





HOE “MFG *CO° 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG. SWAY AT 34 UST 
WACK £8 MGR. 
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HAL H. FAIRFIELD 


Who covers “The Wheat Coun- 
try” for the A. E. Nettleton Co. 





“Hal” H. Fairfield, who covers 
Wisconsin, Michigan, Minnesota, 
Iowa, Nebraska, North and South 
Dakota, Ontario, Saskatchewan and 
Alberta, for the A. E. Nettleton 
Co., paid a visit to the Recorder 
folks last week. Mr. Fairfield 
covers the wheat country and says 
that if the farmers get a good 
price for their crops, as he antici- 
pates, a wonderful season is ahead. 
To do business in Canada, “Hal” 
says that one has to be both con- 
sistent and insistent. He has been 
seven years with the house of Net- 
tleton and twice a year takes a 
15,000 mile trip of eleven weeks in 
duration. He swings back after this 
trip and spends his off-season at 
his home town of Alfred, Maine. 


Just Wright Salesmen in 
Conference 

Salesmen, representing E. T. 
Wright Co., Rockland, Mass., manu- 
facturers of the “Just Wright” and 
“Arch Preserver” lines of men’s 
shoes, were recently in conference 
at the factory previous to their 
departure with new samples. The 
development of new Jasts and pat- 
terns, etc., were subjects under 
discussion during the conference. 
It is the plan of E. T. Wright & 
Co. to supply their retail shoe 
merchant customers, especially 
their permanent customers, with 
practical helps regarding their 
problems in turnover, advertising, 
sales, etc. This service includes a 
complete retail store campaign, 
new each month and comprising 


newspaper and direct mail adver- 
tising, window and store displays, 
etc. 


Lester Fallon “Contact” Man 


Lester Fallon, who has a thorough 
understanding of retail shoe mer- 
chants’ problems, has been added 
to the “Just Wright” organization 
as a contact man for this work. 

Harry Wright of the concern is 
now visiting retail shoe merchants 
in connection with the new cam- 
paign. 

E. T. Wright & Co. are being 
highly complimented on the domi- 
nating advertising which is being 
done in national mediums, particu- 
larly in the Saturday Evening Post, 
on “Just Wright” and “Arch Pre- 
server” lines. 

All the salesmen are now in their 
respective territories with the new 
samples, including new styles from 
the stock department, which de- 
partment has been increased to in- 
clude 41 styles of men’s high grade 
welts. 


Howard & Foster Sales- 
men’s Roster 


During the past week salesmen, 
representing Howard & Foster Co., 
got together at the factory at 
Brockton where samples for the 
coming season were displayed and 
discussed, also complete information 
obtained by the traveling men re- 
garding the merits of the “H. & F.” 
line for 1925. The salesmen agreed 
that the new samples are in every 
respect up to the high standard 
always maintained by Howard & 
Foster Co. All departed for their 
various territories with optimistic 
predictions regarding business for 
the coming season. 

Following is the lineup of the 
Howard & Foster salesmen: T. J. 
Kennard, Pacific Coast; J. C. Wood- 
worth, Oklahoma, Kansas, Missouri, 
Iowa, North and South Dakota; 
Harry R. Sargent, Mississippi, Ala- 
bama, Georgia, Florida, Western 
Tennessee and Western Kentucky; 
H. M. Pulker, Wisconsin, Illinois, 
Nebraska, Colorado, Chicago Office, 
Security Bldg.; Charles Cason, Vir- 
ginia, North and South Carolina, 
Tennessee and Georgia; James S. 
Key, Texas, Arkansas and Louisi- 
ana; Harry P. Lynch, Indiana, 
Ohio, Pennsylvania and West Vir- 
ginia; E. L. Agrati, New York City 
and State, Philadelphia, New Jer- 
sey and New York office, Marbridge 
Bldg.; John P. Thomas, Texas, Ar- 
kansas and Louisiana; Hector E. 
Lynch, large cities. 
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F. W. JOHNSON 


Who travels sections of South 
for N. B. Thayer & Co., Ine. 





F. W. Johnson, who formerly 
represented a Brockton house, in 
the Southwest, now travels for 
N. B. Thayer & Co., Inc., in Vir- 
ginia, North and South Carolina, 
Georgia, Alabama, Tennessee and 
Flordia. 

Mr. Johnson enjoys a _ twenty 
years’ acquaintance with the shoe 
trade. He started his. work as a 
buyer and manager; later, he took 
up the profession of the traveling 
shoe salesman. He starts for his 
territory, with a full line of men’s, 
boys’, and little gent’s shoes, Sep- 
tember 27. 


Sympathies to Edwin Colton 


The shoe trade is extending its 
sympathies to Edwin F. Colton, 
sales manager for Williams, Clark 
& Co., in the death of his fiancee, 
Miss Frances Paine, of Boston. 
Miss Paine had been visiting at 
the home of Mr. Colton in Lynn 
and on returning home attempted 
to jump on a train while in mo- 
tion. She fell and sustained fatal 
injuries. She retained her entire 
consciousness and displayed great 
bravery throughout the terrible 
ordeal. Her fiancee remained con- 
stantly with her until the end. 


Bragg Says Business Is 
Good 


E. E. Bragg, of Durham, N. C., 
carries the line of stock shoes of 
the Duane Shoe Co., New York, 
through North and South Carolina 
and Virginia. 
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PANAMA The Mark that Always Attracts 


Near Panama City 

are the ruins of the Because of its unmatched beauty the Gold em- 
old metropolis. Gold » ° 
trains passed throagh bossed trade mark never fails to attract attention. 
this city, until it was , ° 

plundered and de- Shoes bearing such marks are singled out as 
stroyed by Morgan, : 

the Pirate, th hun- 

Goreme: gam te quality products. 


RAUSKOLB GOLD LEAF 
E W. RAUSKOLB COMPANY 


16 FRANKLIN ST. MEDFORD, MASS. 
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err : Clifton’ » oR 





FROM THE FIRST DAY 
YOU USE IT YOU’LL NEVER 
REFUSE IT 








Used with our wet process it produces a 
perfect innersole, as it is easily formed in 
and hugs the lip providing strength where 
strength is most needed. 

‘““CLIFTON’”’ COVERING CLOTHS 
“Clifton” backing and plumping cloths are 
recommended for satisfactory results. 


In profitable shoemaking all “Clifton” 
specialties register high. ' 


CLIFTON 


MANUFACTURING CO. 
J. H. BAKER CO. 65 Brookside Ave., Jamaica Plain 
117 Lincoln Street Boston @& BOSTON, MASS. 
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/ QUIERSOLE 


| FILLER, SPLCIAL TREATED FELT 


TREATED £E1T CUSHION 


A Shockless Rebound 


No other shoe made contains the specially prepared * 
felt and cork innersole of the BAKER ’'LTH SHOE. It 
producesfa natural resiliency and shockless rebound un- 
known in other footwear. 

Write me personally for samples and prices 


A. J. McNulty, Sales Mgr. 
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FOR STYLE ~ QUALITY~ SATISFACTION 
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Factory of the Julian & Kokenge Co., Cincinnati 








There is a place in every shoe 
store in the United States 
for a Cincinnati-made line. 
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New as Tomorrow 


Holters Style McKays for Spring fairly sparkle with smartness. Leagues ahead in 
design, ‘new as tomorrow’ in lines and materials. The very type of shoe every style- 
conscious woman is seeking. 


And they are priced so low you can retail them from $6. 00 to $8.50 and still save a 
handsome profit for yourself. 


Could you ask anything more? Holters representatives are now in their territories. 
Have one stop in and show you these startling Spring values. 


N. B.—We make a line of lower-priced Holters McKays, too. These are 
manufactured in our Plant No. 2, Louisville, Ky. 


THE HOLTERS SHOE COMPANY, CINCINNATI, Branch The United States Shoe Company 


Chicago Office, 210 Security Building Minneapolis Office, 723 Boston Block New York Office, 1404 Bush Terminal Bidg. 
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Each as Strong as its Arch 


A bridge will continue to give service as long as its.arch holds up. And 
a foot will be active and healthy as long as its arch has perfect support. 
For a perfect arch insures the foot. 


It’s because the Arch Protector Shoe keeps arches so healthy and natural 
that this shoe has gained such a following among both dealers and cus- 
tomers. Its patented shank of tempered steel is narrow and slight—no 
broad band of metal to disfigure the shoe. Yet so accurately has this 
shank been balanced, that it gives perfect support, leaving the shoe flex- 
ible and delightful for walking. 


Besides, the shoe has been given such graceful lines and fashioned of 
such modish materials that to the eye it is not 
an ‘arch shoe,’ but a smart, down-to-the 
minute style shoe. 


If there is no Arch Protector dealer in your 
town, decide now to reap the profit this shoe 
can bring you. Prices are reasonable, the mar- 
gin unusually large. Write for details. 


The Val Duttenhofer Sons Co. 


Branch of The United States Shoe Company 


CINCINNATI, OHIO 


Minneapolis Office New York Office 
723 Boston Block 1404 Bush Terminal Bldg. 





The Juliet 


An attractive strap model with black 
ooze vamp and quarter with black calf 
strap collar and vamp strip. Also very 
smart in black kid vamp and quarter 
with patent collar strap and vamp strip 
Fashioned over No. 183 last with 14-8 
heel. 


f Dattzwhalees | 



































62 BOOT AND SHOE RECORDER 


»C IN CINNATIsS 


9 ae 


September 27, 1924 Sex 














This full page, full color adver- ‘ "he nn HOME JOURNAL 
tisement appears in The Ladies ‘ 


Home Journal for November. 









A cross 
avithin a circle... 
a band across the sole 


-- our pledge that these shoes fit you! 











A pled ge : 
Of fit... | S25:5 


Red Cross Shaes are shaped over’ them 





ligheful comfort, the same foot case whethe: 
*~ ‘standing or walking. And you'll know , toc 








lust how do these “liamts™ insure tt? Take that your feet are modishly dressed For m 
the tread of your Red Cross Shoe. This meas Red Cross Shoes, the whims of Fathwr have 
urement ia shoe of given size is always the been made one with the requirements of 
“Vime; never too wide, never too narrow Nature ~your shoes look as good as they tee! 
your shoe cannot burn or draw the ball of to a correct fit--are the same today, tomor- At the Red Cross Shoe shop in your tows 
your toot. In the same way the vamp is never row and a year from now, you are assured see the fascinating array of new mocels in thas 





bund at the instep 


and a pledge 
of sales = 


What is a woman's first shoe require- 
ment? Style? Perhaps, but today 
almost all shoes are stylish. Isn't fit 
the supreme requirement? Doesn't 








too short, never toe 


Red Cross Shoe, the curve and height do not 
vary ona » lose 


measurements absolutely necessary 


famous shoe. Ask, too, to he shown the new 
Red Cross Shoe tor Little Folks. a shoe com 


long your shor cannot 
Finally, at the heel of your 


always of a perfect fit m Red Cross Shoes. 
Purchase your second pair next week, next 
burung the fieting qualines of the grown-up 


month, any time - you'll find the same de- 
Red Cross Shoe with children’s shoe 


features all its own. For the name 
iC Toss and address of the nearest Red Cross 
a write The United States 

Shoe Company, Cincinnati, Ohio. 


FITS THE FOUT IN ACTION OR REPOSE 


sete na e ee 
— =o eames Cages tap Soi aioe 
; Sa. to weed sane tae tae bod onee Sooo lp Se ea 


Made over famous Red Cross Limit Lasts 


an neither ship nor 


these ~“lunsts 












a woman insist that her shoes slip 
easily, yet snugly, over her feet. that 
day in, day out, they will be comfortable when walk- 
ing and restful in repose? 


It's this feature of fit that The Red Cross Shoe offers. 
Style, this shoe has in abundance, and quality work- 
manship, of course, but along with these goes an 
assurance of perfect fit—fit in action or repose. 


For, you see, The Red Cross Shoe is made over 

“Limit” lasts. Every fitting measurement has been 
established with scientific exactness—vamps are 
never too long or too short, treads are never too 
narrow or too wide, heels always hug the foot with- 
out pinching. 


Because certain fit is the thing women seek in the 
shoes they buy, the Red Cross Shoemakers’ pledge 
of fit is in reality, to you, a pledge of sales. It is your 
assurance that these shoes will sell, sell rapidly and 
stay sold. Particularly since the beautiful full pages 
in full color in The Ladies Home Journal are telling 
more and more women about The Red Cross Shoe’s 
exclusive features. Every day new customers are 
being sold for you on this shoe, every day a profita- 
ble market is being developed for you in your own 
town. Why not take advantage of this market, of 
these ready-made sales? Our representative will be 
glad to call and explain our proposition in detail. 


The Krohn-Fechheimer Company 


Branch of The United States Shoe Company 


CINCINNATI 








MARKET OF AMERICA 
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“Wait a Minute! 


FARK TWAIN remarked that anybody who didn’t like 

4 BP New England weather only had to wait a minute. 

\ WAS |) ~~ And to those folks who have been making long faces 

=\ Vie | about the business outlook, we offer the same advice. 
—sit Prices are firm: money is “easy,”’ the farmer is pros- 

perous; and financial experts are agreed that business conditions 

will steadily grow better. 

In this country, keeping business down is like keeping a squirrel 
on the ground. What can the gloom-dispensers in the shoe industry 
say about the unusually successful summer clearance sales which 
certainly argue for good fall business? 

And, too, patterns are becoming simpler—staple shoes are cer- 
tain to go well this fall. And when staples are selling, Cincinnati 
shoes are selling, for Cincinnati has an unbeatable reputation on 
honestly-made quick-selling staples. 

So, to those folks who are fearful of the future we say, “Wait a 
minute.” And, while waiting, they might sell their hammers and 
invest in horns. 








Watch for the Next Cincinnati Section 
In the OCTOBER 11th Issue 
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KRIPPEN DORF 


Styles 


A STEP OR TWO AHEAD 
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Black Satin and Patent 
Trim “Betty.” Stage Last, 
2” Heel. A dainty creation. 





Eric Grain “Du Barrie,” 
Blucher Oxford, Tudor Last 
Ha Heel. A different ox- 
ior 


TYLES by Krippendorf are indica- 

tive of the latest tendencies in 
fashion. Follow them carefully, for no- 
where will you find more authentic 
patterns. 


Our many years in the manufacture of fine 
footwear lend us the assurance that what 
we offer you will delight the most fastid- 
ious women of your community. We feel 
sure that you will not only be pleased 
with the intrinsic style value, but also 
with the beautiful workmanship and 
quality in Krippendorf styles. 


The Krippendorf Dittmann Co. 


Cincinnati, Ohio 


STYLE QUALITY SERVICE 






Our “June™ Oxford, Pat- 
ent Leather, French Last. 
Laced either through holes 
or eyelets. 








'S MARKET OF AMERICA 
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Make Customers 


Not Merely Sales 


To make customers—not merely sales. That is the all im- 
portant thing that every store must strive for today—and 
never before in the history of the shoe business was this so 
difficult to accomplish. 





sho, 





What is to retain the interest—the good-will—the future 
business of that woman you just sold? 


What is to prevent her from going to your competitor next 
time? 


When you sell a woman a pair of ‘‘orphans’’ (nameless shoes) 
you merely make a sale—there is little about the transaction 
to bring her back to your store. 





But when you sell her a pair of Julian & Kokenge named 
shoes you have made a customer. 


She will like their smart style—their superior fitting will 
be a revelation to her—and she will want more of them. 





She knows what to ask for and is sure to come back to your 
store because, that is the only place where they are sold in 
your town. Julian & Kokenge Shoes are easy to sell. There is 
universal acceptance for them by women. 


i 


pL ji< 


Hook up now with this customer-making, business-building 
line. Stabilize your business with the Julian & Kokenge 
proposition. Get the one line that will add most to your own 
good name and make customers exclusively for you. 













Qnhe Julian So Kokenge Co- 
Makers of the famous JéoK Girch Fitting Shoes for Women | 
405 E. 4th St., Cincinnati, Ohio 
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Pag OUSe with selling ‘‘price’’ footwear is that the buver 
egy of a price article never stops to figure that she s natu- 
Ic rally not getting any more than she pays for. A woman 
4 PSS) will forget that she didn't pay much for her shoes just 
“4 as soon as they begin to look like what they cost her. 


wm Mm 


Manuracturers who sell beds, sell folks on sound sleep. Those 
who sell glasses, sell folks on good eyesight. Wouldn't do a bit of 
harm if more shoe manufacturers and retailers sold folks on that 
‘walk and be healthy” slogan. Even the door-knob manufacturers 


sell hospitality. 
we © 


Lookine over a hundred retailers’ shoe advertisements, we were 
struck by the similarity of each advertisement to the other 99. A 
cut of the shoe, a big price mark, and some “‘language’’ in which 
the words ‘‘modish,” “charming,” “‘chic,”’ ‘‘beautiful,”’ ‘“‘milady,”’ 
“attractive,” and ‘fashionable’ were as frequent as hairs on the 
barber's floor. After all, John Smith and Mrs. John Smith don’t 
buy the paper to read your advertisement. It’s got to stand out 
from the rest like an electric sign on a dark night. And a little 
originality is all shoe advertising needs to give it ‘pulling power’ 
far greater than the usual ‘fashionable footwear at reasonable 
prices” sort of thing. Be different and your sales will show the 


difference. 
mw 
PS 





Draw a line around Pittsburgh, St. Louis, New Orleans and New 
York, dnd Cincinnati will not be very far from the center. Ideal loca- 
tion has, of course, proved of great benefit to Cincinnati shoe manu- 
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facturers. But their own ideals of shoe making, plus 80 years of 
successful experience, have done even more than ‘‘geography”’ could 
accomplish. Cincinnati is easy to get to—Cineinnati shoes are easy 


to sell. 
PIS 


| T’S an old bromide that there's ‘nothing new under the sun.” And 
it's pretty difficult to do anything with straps, cut-outs and goring 
that hasn't been done before. Cincinnati manufacturers avoid the 
freakish effects, but if you'll look over their line you'll find that 
each year they do have a “new” touch—some combination of ma- 
terial, some twist of design, something which makes them fashion- 
able, yet different. It’s a hard combination to get—originality 
without the freakish, fashion without the commonplace. But long 
experience in the past and skillful forecasting of the future have 
enabled Cincinnati manufacturers to turn the trick. 


se OM 


O. HENRY tells a tale about a man who opened a shoe store in 
Central America, where nobody wore shoes but the English and 
American consuls. Then a young American visitor, in love with the 
shoe man’s daughter, imported a couple of carloads of burrs and 
sprinkled them all over the town. Next day, the shoe stock was sold 
out. That's our idea of making turnover! 


aM 


Watch for the Next Cincinnati Section 
In the OcTOBER 11th Issue 
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“©The Pump” 


A dainty little shoe, possibly none so neat for 
pretty feet. Requiring artistic shoemaking, correct 
measurement of last and patterns giving that grace- 
ful clinging fit as if molded on the foot. Features 
always found in Cahill’s Catchy Creations. 


The style we illustrate is conceded to be the best, 
and selected over all by gentle women, recognized 
leaders, wearing new style fashionable footwear. 


The Cahill Shoe Co. 


MANUFACTURERS 
Cincinnati - - U.S.A. 





FLASH 








5082-A 
Made in all over Patent Leather, Smart round toe — 
carries 13-8 Celluloid Covered Heel, Uskide Top. 


Also made in other materials. 











MARKET OF AMERICA 





7, 1924 September 27, 1924 BOOT AND SHOE RECORDER 69 


Lgj/pC IN CIUNNATI 
CSOMETHING 


NOveEL / 


As Illustrated Above 
No. 3267 — Brown Calf Oxford, 


bs Beige Suede Apron with Calf 
| IN strip basket-weave interlacing, tri- 

angle eyelets, silk lace, Fashion 

Round Toe Last, 14/8-inch Cuban 
covered heel, fibre lift, Imitation 


\ S YLE. HA Turn flexible ee single sole. 
2% to 8, BtoC... $4.00 


No. 3266—Same_ in Black ‘Patent 
with Black Calf apron, Patent 


“SELL. ON SIGHT’ ane eet Ba chioe Hi: $3.85 
AND SATISFY ON THE FEET! 


As Illustrated Below 


| No. 3875—Black Satin, Black Calf 
| cut-out Strap and edge trim, Dress 
Last, 15/8-inch Full Spanish cover- 
ed heel, Wingfoot lift; Hand Turn 


Seton’ tain’ | MADE is =SEBANON 
No. 3865—Same in All Black Patent, 


cethuloid covered heel................96.88 THIS is the crucial period when the final ounce of production is 
being squeezed out. Which shall be slighted—details in making or 
principles in management? Which is more to be desired—the imme- 
diate extra profit accruing from increased production, or the ulti- 
mate prestige which firmness in honest policies assures? For us, no 
such temptation exists. “Made in Lebanon” Novelty Footwear will 
always be made as though every pair were to go on the show- 
room shelves. Therefore, the future is nothing at all to worry 
about! 


































Be 


















































eJe\s), 











70 BOOT AND 


OR? OR 





SHOE RECORDER 


NNATI¢ 





September 27, 1924 





Tie to Certain Profits 





Isn't it better merchandising to curtail the gamble that comes with 
heavy “novelty” buying, and concentrate more on staples that you know 


will turn over at a good profit—such as the 


B. W. 


(Business Woman) 


SHOE 


There's comfort for you as well as 
your customers, and also salability 
365 days in the year. 








SARTOR 


Aldainty gore fbuckle pump for 
Fall. It’s tailored, and every line 
bespeaks the thoroughbred! 


Write for sample 











Hh ROTH SHOE”4e 
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In Stock— 


ready to ship—net 30 days 


S—400 
Black Kid Oxford 
AAA, 5-10 B, 3-10 
AA, 5-10 C, 3-10 
A, 4-10 


D. 3-lo 
$4.40 §:+9 
S—403 

Black Kid Oxford 
(Arch Corrective) 


AAA, 5-10 B. 4 
AA, 5-10 
A, 0 


S—401 
Brown Kid Oxford 
AAA, 5-9 B, 3-9 
AA, 5-9 C. 3-9 


4-9 
$5.00 


S—404 
Brown Kid Oxford 
(Arch Corrective) 
AAA, 5-9 B, 3-9 
AA, 5-9 Cc, 3-9 
A. 49 D. 3-9 


$5.20 








rf CINCINNATI ¥ 
There are no shoes better than Cincinnati-made shoes; there are none so good as ROTH'S 
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Correct 
That’s All 























TAILLEUR 


Ever, from the inception of our business, 
have we been inspired with the idea of offer- 


ing for your consideration the most ideal line 
of Welts and McKays in 


“Ahead of the Demand” 
TAKING THE style, price and workmanship. 
COUNTRY BY STORM 
t is the achievement of this ambition and the 
The Tailleur, pictured above, constant devotion to the same that has estab- 
is a late Vollman model. Selling lished our many new friends. 
in All Patent or Calf Trim, 


Satin in Patent Trim, Tan 


In passing another Milestone we convey 
Calf with dark trim. 


through this medium, our appreciation to 


those who have made our continued growth 
The fastest selling novelty we and progress possible. 
have ever created. Four weeks 
delivery. 4 vA 
‘ - lo-Cbsct-0ee 
President 
Walk andsBe Healthy 


Tae, Vonb mam, Lawrence; Co, 


STATION A 


CED 
COMFCRT 











DEPENDABILITY 
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Sell 
KORITED 


WATERPROOF 


Shoes 





NTIL KORITE came, shoe uppers 

had to be treated liberally with oily 
dressing, which not only left the shoe sur- 
face greasy, but also darkened and mottled 
the leather. 


Such shoes could only be sold to working- 
men, or for hunting and tramping wear. 


Now KORITE has opened a whole new 
field of opportunity by making it possible 
for you to sell waterproof shoes to all kinds 
and classes of men. 


KORITE doesn’t darken the leather, or 
leave it oily and slimy as antiquated water- 
proofing preparations do. 


KORITE is also a wonderful flexer. Tender- 
footed customers can wear KORITED 
shoes at once. 














The Modern Waterproof 





Greasy 
Waterproof 


Shoes 
Are Out of 
Date 





KORITE lets the shoe conform to the foot, 
instead of making the foot conform to the 


shoe. 


If your manufacturer cannot 
supply you with KORITED 
shoes, we will tell you of one 
who can. 


Demand KORITE—the modern 
waterproof. 


Korite Products Inc. 


292 Main St. - - Cambridge, Mass. 
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- Answers the comfort appeal 


of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 
prove a profitable 
experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 




















SHANK 


Nhe Shoe with the Giawlord 
Arch Supporting Shank 





@ATENTED 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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IN STOCK 


In Stock--- 


For REAL Boys BALLET SLIPPERS 


HARD and SOFT TOES 


Black Kid 
No. 601 Soft Toe 
Women’s 
Misses’ 
Child’s hs 
White Kid—30c ‘eaten 


Black Kid 
No. 606 Hard Toe 
Women’s .... $2.75 


Misses’ sestecend 
9 en 


Pink Satin—75c extra 


GYMNASIUM SHOES 





Women’s 
Black Kid 


No. 19—Light Tan Side Brogue, Goodyear Welt, 
Whole Qtr., Rubber honed E Wide in a 
2%-6 eines 2.60 


999 99999999999999997999999399999939999399939999939999 


BOWLING SHOES 


No. 52—Tan Kip Blucher, Whole Qtr., Goodyear 
Welt, Wingfoot Heels, All Solid Leather, D and E 
wide, Boys; E wide L.G. in stock: 

2%-6 cass 

1-2 ae 

8-13% 


No. 402—Men’s Smoked 
Elk Upper—tLight- 
weight and Flexible— 
Non-slip Soles ....$2.80 


Black, Pearl or Brown 
Elk Made to Order. 





No. 241—Tan Side Brogue, McKay, Rubber Heels, 
E Wide in Stock: 

2%-6 : scitsioance teat 

1-2 : ete . 1.90 

8-13% 1.60 
Other Goodyear Welts up to $3. 35—Boys’. 
Other McKays up to $2.35—Boys’. 

Terms:—5% 10 Days—2% 30 Days 


Made By 
Harrison Shoe Co. 


EVERETT, MASSACHUSETTS 
Boston Office: 204 Albany Building 
Makers of Boys’ Shoes for Over 18 Years 


Mail Sample Order Today 


Write for catalog 


BROOKS SHOE MFG. CO. 


Send for Price List of Complete Line or Sample 
1735-41 No. 6th St., Philadelphia, Pa. 


Pairs from Stock. 


$ 

; 

$ 

3 

3 

: 701—Rubber Sole. 1 No. 141 
$ 

| 

! 
; 


FO CCOOOCOCOCCE 9993939999 9399399993990999 
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Rueping's 
Winnebago Calf 


No matter how thoroughly you may comb the market, you will find no 
other boarded leather quite as close grained and mellow—none quite as 
pleasingly colored—as Rueping’s Winnebago Calf. 





Because of the care with which skins are selected and the distinctive 
processes used at the Rueping tannery, this leather is decidedly closer 
grained and more mellow to the feel than other good tannages of calf- 


skin. 


For more ready sales and more certain satisfaction, be sure to specify 


Rueping’s Winnebago Calf. 














FRED RUEPING LEATHER Co. 
FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St.Louis New York 
Chicago San Francisco Montreal Northamoton, Eng. 





“Shis is a calf year” 
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Russell Moccasin Footwear 
Will Sellin YOUR Store 


Whether you do business in a big city or a small village, people 
who take a live interest in outdoor sports look into your windows 
and enter your store every day. Let them know that 
you sell Russell Moccasin Footwear, and you’ll make 
profitable sales that you would otherwise miss altogether. 


Russells 


Neverleak Chief 


is a leader among single vamp boots—a boot that seasoned sportsmen 
swear by and any hunter fisherman or hiker will “take to” on sight. 
Made of carefully chosen, waterproof Paris veal chrome tanned 
leather, selected oak soles and “never rip” seams around the toe 
piece. All heights, 6 to 20 inches; all sizes; army last. 


Our catalog describes a wonderfully complete line of sports- 
men’s boots, moccasins, golf shoes, slippers, etc-—made for 
enduring service and extensively advertised. Write for this 
book and dealer discounts today. 


THE W.C. RUSSELL MOCCASIN CO. 


927 Capron St. - ~- Berlin, Wisconsin 


NU-LIFE 


Top 
Lifts 


BLACK—WHITE—TAN 


‘Either Way It’s A Good Lift’’ 


Moulded withfa metallic washer embedded in the composition se- 
curely anchoring the lift to the heel. 


The NU-LIFE trademark (countersunk) identifies it as a first quality 
toplift. 


Specify NU-LIFE Toplifts on your wood heel shoes, and give your 
customers the benefit of the best. 


HANOVER RUBBER COMPANY 


Boston Salesroom, 10 High St. WEST HANOVER, MASS. 
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Big Tan Run Develops in 
Larger Stores of Chicago 


CHICAGO—If weather and gen- 
eral trade conditions have anything 
at all to do with the sale of foot- 
wear then shoe business in Chicago 
should have held to a mighty satis- 
fying volume. While it has been a 
little too warm to be “fallish,” 
there’s been a bit of a tang in the 
air that has discouraged summer 
costumes and out of their hiding 
have come spring suits and there’s 
been an oxford vogue as a result 
of it. Many State street merchants 
and some of the more outlying ones 
have reported a steady sale of ox- 
ford type footwear, although “high 
style” indications do not definitely 
point to such foot clothing. 

The demand for tans has slowly 
taken hold and there is an increas- 
ing number of tan shoes to be seen 
on the street. The styles vary and 
it would be difficult to pin them 
down to any one trend of pattern 
for there are strip and bow pumps 
—one eyelet ties, plain oxfords, 
cut-out oxfords and strap effects of 
all kinds in patterns that can be 
made prettily with the heavier 
leathers. 


Expect Calf Leathers to Be Good 


No doubt this will be a calf 
leather season due in all prebability 
to the heavier texture of the fall 
clothing, although this can by no 
means be held to exceed the patent 
popularity in all styles and grades. 
Patent leather footwear still claims 
the bulk of the stock of almost 
every retail merchant in the loop 
district and it’s safe to say—almost 
every merchant who is closely in 
touch with the style trend. 

Before the average woman and 
girl were willing to wear the 
“galosh” it would be safe to predict 
that the run of the pump would 
depend on the length of time be- 
tween now and the first snowfall, 
but now—with the overshoe an ac- 
cepted part of the costume—it’s six 
of one and a half dozen of the other 
that they will run the season out. 
Wise merchants, however, will not 
place too much stress on this type 
of footwear for it has plenty of 
danger since pumps can be made 
in any factory, cheaply, and too 
great a run would fill the average 
store with profitless merchandise to 
say nothing of definitely killing any 
number of other styles. Further 
than that, the pump is not a foot- 
fitting shoe, neither does it lend 


itself to any variety of pattern or 
style and, therefore, cuts down the 
average sale per person in any 
locality. 
Some Style Opinion 

Few merchants agree on the style 
that is most popular. One State 
street merchant is selling many 
oxfords, in fact, reports that al- 
most sixty per cent of his business 
is on one oxford in about ten dif- 
ferent leathers and patterns. An- 
other reports a steady holding to 
the cutout and sandal types with 
ankle straps and another that the 
short vamp in strap patterns leads. 
Undoubtedly there is a tendency 
for higher heels in the more stylish 
lines—or perhaps more rightly— 
fewer heel heights between 16/8 
and the 8/8 heel. The higher heel, 
of course, being more popular in 
the short vamp models. 


Lighter Leathers for Men 


The men’s shoe business in Chi- 
cago is better—considerably better, 
and merchants are moving quite a 
number of the tan shoes that have 
been pretty inactive up to the 
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present. Here again buying carries. 
Many plain oxfords without pink- 
ing or fancy patterns are being 
sold. The heavier leathers have not 
yet struck their stride, probably 
due to the mild weather. Few mer- 
chants look to as large a patent 
business as they did last fall, al- 
though the patent oxford is still a 
good seller. 

The heavier oxfords in the broad 
toes and heavy grain leathers will 
soon come into their own when the 
snow comes and the winter suits 
are worn. Black calf is also popu- 
lar, especially among men who are 
followers of style and who prefer 
the more conservative dress for 
evening wear. 

The general tendency certainly is 
for lower-priced shoes in both men’s 
and women’s lines and merchants 
whose trade bulk has been done 
above the $10 grades are in many 
cases putting in lower-priced grades 
in order to satisfy customers. 

One prominent retailer of men’s 
shoes in the loop who sells from 
seven- to fifteen-dollar footwear has 
recently inaugurated a policy of 
showing no shoes in his windows 
that exceed the ten-dollar price, his 
argument being that this is the 
general trend of buying and that 
he wants to attract the buyer at 
his own price. 





Children’s Models Sell 
Freely St. Louis Reports 


ST. LOUIS—With two days of 
rain and a Saturday with weather 
of a summer character, the retail 
shoe business for the week ending 
September 20 was not of the steady 
type experienced during the pre- 
vious week. 

One of the most encouraging 
notes as to business briskness was 
found in stores selling children’s 
footwear. This division of the 
business scored heavily throughout 
the week, and on Saturday the sales 
continued in a healthy upward 
trend. Much of this business is at- 
tributed to the belated school shoe 
buying, which formerly took place 
the first week in September. 


Patent, Satin and Tan Calf 


The style forecast has not 
changed its appearance from that 
reported in these columns for the 
past few weeks. Women continue 
to patronize patent, satin and tan 
calf. You can mix these three ma- 
terials to suit your taste, but you’ll 


come back to a practically even 
division on the three of them. Some 
stores found a stronger trend for 
black satin during the past week 
than has been apparent for some 
weeks. It has gained on patent 
leather in some instances until it 
is running abreast with this style 
favorite. Tan calf is showing 
stronger than the previous week. 
There still remains some difference 
of opinion as to the length of its 
popularity, but this much is cer- 
tain, that for the present it is fast 
selling merchandise. 

Dull kid and calf is improving in 
the call. Comment was made in one 
of the largest stores as to the in- 
quiries received for this material. 
Some satin, in brown and blue- 
black, were shown as well as gray 
satin trimmed in beads. 

A. future style to be observed 
was the mention of patent, with 
trimmings of contrasting kid. An 
official of one of the largest buying 
organizations had the following to 
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say: “The black idea which has 
been so prevalent will require a 
relief, and in our opinion the 
change points to patent leather 
with colored trims.” 


Velvets on the Street 

Velvets are proclaimed as good 
sellers for later in the season; the 
first pair was observed on the 
streets today. 

Saturday was unusually hot, and 
in all stores the electric fans were 
being used. Certainly this was no 
incentive to purchase fall footwear. 
In spite of this condition, however, 
business was reported as better 
than anticipated. The popular 
priced stores were handling as 
many customers as possible. 


Sonnenfeld’s New Style 


Sonnenfeld’s were showing an 
all-over patent leather one-strap 
with an under-lay of grey kid. The 
entire shoe had small perforations, 
giving the appearance of tiny 
polka-dots. The shoe carried a 16/8 
covered box heel. 


Brauer Bros. Increase 


Production 
Brauer Bros. Shoe Co. of this 
city reports making extensive 


changes to meet the big increase 
that has developed the past three 
months for Paradise shoes. Present 


orders will keep the factory busy 
until November. 

Factory facilities have been ex- 
tended to fullest capacity and they 
are not only working full time, but 
the Saturday half holiday has been 
abandoned and six whole days ‘are 
being put in to meet this demand. 
Another change is the enlargement 
of sample room space. Two large 
sample rooms are now required, in 
one of which will be a runway for 
the display of shoes on live models. 
Merchants will not only be able to 
inspect the shoes they order but 
can see how they fit. 

J. W. Kurtzman, well known 
salesman who travels for Brauer 
Bros. Shoe Co. from Denver west 
to the coast, has had a most suc- 
cessful fall season. 


To Visit St. Paul Store 


John L. Schrader, hosiery buyer 
for the Senac Shoe Company, left 
for a week’s visit to their St. Paul 
store. The company operates 16 
shoe and hosiery departments 
throughout the United States. 


Agnew Returns from Trip 


Russell Agnew, manager of the 
Brandt’s stores here, returned 
after being away for a week in 
Chicago. Agnew’s visit to the 
Windy City was primarily a buying 
trip. 





Blacks and Tans Tell 
the Story at Fort Worth 


FORT WORTH, Texas—Busi- 
ness in the retail shoe stores here 
is on a sound basis. Virgil Gar- 
rett of the W. C. Stripling Co., in 
speaking of business, said that he 
anticipated that business would be 
better than any period since the 
war period. 

Ernest Jordan, manager of the 
shoe department of the Monnig 
store, reported that fall business 
was most pleasing, and that he is 
looking toward a very gratifying 
business throughout the coming 
season. 

George W. White of the White 
Shoe Houses is also convinced that 
business conditions were such as to 
cause optimism to prevail. He said 
that early fall buying was most 
satisfactory, and that he expected 
an ever increasing volume of busi- 
ness. 

L. E. Langston, district manager 
of the Beacon Shoe Company, in 


speaking of general conditions, 
said that he had never seen a time 
when general business conditions 
throughout the entire state were 
so much alike. 
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Black Models Favored 


Window displays show a pre- 
dominance of black footwear. All 
merchants agree that black is 
greatly in demand. At present 
satin seems to be more favored, al- 
though black patents are being dis- 
played and in a few instances black 
patents have proved best sellers. 
Some black velvets have been dis- 
played also. Velvets are being shown 
at the Gilbert Store and at Mon- 
nigs and other stores of the city. 

Light shades of tan and russet 
rank second. It is expected that 
the demand for the browns will be 
felt in late fall and winter. 


Children’s Business Good 


Attractive displays at Stripling’s 
and at White’s show the interest 
and attention to the children’s busi- 
ness.. Sturdy round-toed, broad- 
soled, high-topped shoes in varying 
shades of brown and light tan are 
being shown. The Kiddies Boot 
Shoppe is keeping open house. 


Hosiery Departments Busy 


Hosiery departments are getting 
their share of the fall business. 
Tan shades and some gray tones 
as well as the usual black are being 
sold. 


Texas Convention Date Set 


The committees of the Texas Shoe 
Retailers’ Association are begin- 
ning to make plans for the conven- 
tion. The dates of the convention 
have been set, February 23, 24 and 
25. There has been some discussion, 
it was said by Secretary Ernest 
Jordan, of extending the conven- 
tion, making it a four-day ses- 
sion instead of three, although this 
has not been decided upon. 





Fall Openings Observed 
in Stores in Cincinnati 


CINCINNATI—During the week 
ending September 20, fall openings 
in all the principal stores was the 
outstanding feature. Department 
stores showed elaborate gowns and 
coats for fall, while shoe depart- 
ments exhibited new fall footwear. 

Tans and browns were displayed 
in all the windows, and a great deal 
of emphasis was put on these shades 
for fall. Sales were not up to ex- 
pectations, as there were more 
“lookers” than “buyers.” 


Tans and brown shoes for women 
moved freely during the week, and 
some of the stores were caught 
short on these shades. Blacks are 
still having the chief. call, with 
patent leathers leading the sales. 


Advertising Fall Openings 

The Smith Kasson Co. used a 
unique advertisement in one of the 
afternoon papers during the week, 
announcing its opening. The adver- 
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Right Styles at the Right Time 


SHOWN BY TOBER-SAIFER 


& 
rz 


IN STOCK 


No. 3310—“BOXIE,”’ Patent chrome, cut-out front 

and quarter, imitation, | ey a and stitched tops. 

— = es ira —- Flexible Fenner 

No. 3504—“‘DOLLY”’ Patent chrome, dull calf collar le. Made over a new New York last, 2 4 inch vamp, 
and tip, cutout exactly as illustrated. Field mouse p mora dag so re covered ne 2 
ck 


lined, flexible sole. Made over a brand. new semi- 4 : ;- $3 
French last. 16/8 inch Spanish celluloid full-breasted can ins, aoe to ae 


. : : ooze front, quarter and strip tip ee 
Fy — —_s Big a A. * = . a No. 3313—Style as above, in satin, 13/8 militar 
No. 3505—Exact style as above in black satin, black 1 $3.75 
ooze trimmed 85 
No. 3512—Exact st 
calf : ‘ 


WONDERFUL 
VALUES 


No. 236—*MARION”’, Black satin, black ooze sad- 
die, cutout, beaded gore, one-bar| pump. Gray lined, 
flexible sole; 13/8 box wood covered heel. Exactly as 
No. 1701—“SALLY,”’ Patent Chrome, cutout quar- illustrated. A Ready Seller. C widths only, sizes 3 to 8., 
ter, new design on Vamp, One-strap pump, flexible 50 


sole, 13/8 celluloid covered box heel; exactly as illus - No. 235—Exact style as above in all-over patent 
trated. A READY SELLER. B, C widths 3-8. . .$3.50 leather $3.50 
No. 1702—Exact style as above in 8/8 i 

3. 


No. 3208—“*JEANNETTE,”’ Patent Chrome, patent 
braided instep and ankle straps, perforated exactly as 
illustrated, flexible sole, 8/8 celluloid covered _ A 
No. 2275—“*PEGGIE,”’ Patent chrome, new design WONDERFUL NUMBER, B and C widths, 3-8, $3.85 
—_— vamp and quarter, one button pump. Gray No. 3209—Exact style as above in Black Satin. . .$3.85 
ined, flexible sole. Made over a new flap last, 8/8 No. 3206—Style as above in Patent Chrome, with 13/8 
leather heel, rubber top lift. Exactly as illustrated. A Military hee! $3.85 
great sensation. C and D widths, sizes 2% to 8. .$3.25 No. 3207—Style as above in Black Satin, with 13/8 
Military heel $3.85 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors 
Novelty Footwear In Stock 


1312 Washington Avenue St. Louis, Mo. 
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tisement headed “Around the Clock 
in Smith Kasson Footwear.” This 
advertisement was to educate the 
women as to the proper shoe for 
the occasion. At the beginning of 
the advertisement was shown a tan 
Russia calf strap slipper with con- 
cealed goring, and beside this was 
a woman stating “morning hours.” 
Below this was a woman in after- 
noon attire, showing slippers for 
afternoon wear. At the bottom of 
the advertisement was a woman in 
evening gown, with evening slippers 
shown beside this picture. 

Petot Shoe Co. advertised New 
Petot Suedes. 

Pogue featured new Foot Saver 
shoes for autumn. 

Many of the stores had attrac- 
tive backgrounds in window dis- 
plays, and everywhere people were 
attracted by the neat-looking win- 
dows. 

The Queen Quality Store on Race 
street showed an attractive sign in 
their window marked “Fashion 
Notes.” Under this, they stated 
“black predominates, patents first, 
satins second, tan calf, third; and 
suedes, fourth. The shop where 
good taste and beauty in footwear 
lead all other considerations.” Be- 
sides this sign, they had a sign 
taken from the Boot and Shoe Re- 
corder of September 6th, and took 
out of the article “In Step with 
Fashion,” the first three para- 
graphs. This was on display in the 
front part of the window. 


Potter Company Meeting 


The weekly meetings of the em- 
ployees of the Potter Shoe Co., 
which were suspended for the sum- 
mer months, were resumed on Sep- 
tember 16. E. C. Orr presided over 
the meeting, and the meeting was 
given over to the semi-annual re- 
port of the Potter’s Good-Will Asso- 
ciation. The purpose of this asso- 
ciation is to send a word of good 
cheer, or a more substantial gift 
such as flowers or fruit to any em- 
ployee who is in trouble, and also 
to send wedding presents to any 
members who were caught in the 
wedlock. A detailed report was 
given, giving all the items of expen- 
diture and receipts. 

After this report, E. C. Orr an- 
nounced that beginning the first of 
October they would start another 
contest of suggestion sales, similar 
to the one they held in June. The 
two teams will be the same as the 
ones in the previous contest. It was 
suggested that they have a masque 
dance to celebrate the victory, cor- 
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responding to the outing they had 
to celebrate the June contest vic- 
tory. 


Opens Shoe Department 

The Denton Co., one of the ex- 
clusive wearing apparel stores in 
Cincinnati, recently opened a shoe 
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department. The opening was on 
September 16. A. E. Gerhardt is 
the manager and buyer of the de- 
partment. The store is located at 
7th and Race streets. Only high 
grade shoes will be carried in the 
new Denton Shoe department, 
prices ranging from $8 to $14. 





Sizing-Up on Popular 
Styles in Milwaukee Stores 


MILWAUKEE—Business in Mil- 
waukee stores during September 
has been very good, with each week 
showing an increase over that pre- 
ceding. Merchants are very well 
satisfied with the opening of the 
season and report that their prin- 
cipal difficulty is keeping sized up 
on popular styles. Although patent 
leather is leading in sales, tan calf 
is gaining in strength, and some 
stores have had difficulty in getting 
through re-orders on popular styles 
in this leather. 

A number of Milwaukee stores 
report the popularity of pumps, 
either in plain regent styles or 
trimmed with ribbon bows. Slip- 
pers with ankle straps cut down at 
the side are also very good. For 
street wear, oxfords and Dixie ties 
are very strong. Beaded effects on 
satin or kid for evening wear are 
beginning to make their appear- 
ance in this city. 

Men’s business is opening up 
well, with demand for about 80 per 
cent oxfords and 20 per cent high 
shoes. Tans are now leading black, 
and very light shades of tan 
are showing considerable activity. 
Brogue types in rather short styles 
with broad toes are proving popu- 
lar in grain leathers and other 
heavy material. 


Hold Style Show 


Popular fall styles of footwear 
were presented at the Promenade 
of Styles held by the Milwaukee 
Journal, with the co-operation of 
local merchants. Four local firms 
presented models in the section of 
the promenade which was devoted 
to footwear, including Caspari & 
Virmond, the Walk-Over, Breit- 
haupt’s women’s apparel store shoe 
department, and the shoe depart- 
ment of Bedell’s. Each store was 
alloted six models, all of whom ap- 
peared in clown costumes which 
would assist in concentrating at- 
tention on the feet of the models. 


They first appeared in a case rep- 


resenting a show case, and each 


one stepped from the case to parade 
up the runway. As each model ap- 
peared at the front of the stage, 
the number on her arm, with the 
name of the firm presenting the 
shoes, were flashed upon a screen 
at one side, and a spotlight was 
thrown on her feet. . 

Caspari & Virmond presented six 
models showing women’s shoes, in 
addition to providing all the chil- 
dren’s shoes used during the whole 
performance. The Walk-Over fea- 
tured tailored effects of patent and 
gun metal during the opening 
night, showing both regent pumps 
and style with tailored bows. Satin 
and mat kid beaded pumps were 
shown the second night of the 
show. Breithaupft’s featured black 
and brown velvet pumps, a tan calf 
opera pump and silver ties in pat- 
ent. For the second evening this 
store showed silver brocaded opera 
pumps and blond velvet. Bedell’s 
fitted their models with a tan ox- 
ford with champagne insert, patent 
pump with grosgrain bow, patent, 
with strap and tailored bow at the 
ankle; patent, with cut-out design 
and binding in tan, and another 
Style. 

Hosiery provided by the Pheonix 
Hosiery Co. was displayed in a sim- 
ilar manner during the perform- 
ance. 





Take Over Department 


Charles L. Thompson, manager 
of the shoe departments of the Be- 
dell Co., was in Milwaukee for a 
day in regard to plans for the shoe 
department of the local store which 
has recently been taken over by the 
company. This department was for- 
merly leased by the Rosenbach Co., 
and the Bedell Co. took it over 
when the lease expired this month. 
Mr. Thompson announced plans for 
remodelling the department, more 
than doubling the space it occu- 
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pies, and installing new equipment 
and furniture. When changes are 
completed, it will be one of the 
most .attractive shoe departments 
in the city. M. Weiss, who managed 
the department prior to this month, 
will continue in charge. Formal 
opening will be held about Oct. 1. 
On the same date, shoe departments 
will also be opened in the Syracuse, 
N. Y., and Philadelphia stores of 
the company. 


Yost Resigns as Manager 


H. N. Yost has resigned his posi- 
tion as manager of the Florsheim 
store in Milwaukee and has left 
for a trip to points in the East. © 


Open Children’s Department 


A children’s shoe department has 
been opened at Herman’s, a wom- 
en’s apparel store located at Third 
and Grand avenue, and is being op- 
erated in connection with the wom- 
en’s shoe department under the 
management of A. B. Packard. The 
new department will carry a line 
of “Great Scott” shoes for children, 
manufactured by the Doerman- 
Leiser Shoe Manufacturing Co. of 
South Milwaukee. 


Open Drive on Canvassers 


Milwaukee merchants have 
started a campaign against illegi- 
timate house-to-house canvassers 
which will be conducted through 
the Milwaukee Association of Com- 
merce. Plans for the campaign have 
been announced by the publicity 
committee, of which A. B. Caspari 
of Caspari & Virmond, prominent 
local shoe company, is a member. 
Printed slips, asking people to ex- 
ercise judgment in dealing with 
house-to-house canvassers who are 
unknown and pointing out the ad- 
vantages of dealing with local 
stores, are to be distributed by local 
merchants in packages and mail 
that are sent out from the stores. 

“This is not a selfish nor merce- 
nary proposition, but an opportun- 
ity to protect the general public 
from the house-to-house canvasser 
who is not square,” stated Mr. Cas- 
pari. “It is a plan to have the pub- 
lic come to the stores of reputable 
merchants who employ local men 
and women; who build our schools, 
pay taxes, support our police and 
fire departments; who help build 
up the community and aid in the 
support of our churches, charitable 
and other institutions.” 
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Favorable Trend Marks 
Los Angeles Situation 


LOS ANGELES — The outlook 
for fall business in the retail shoe 
stores is exceedingly good at the 
present time, as retail merchants 
are already enjoying a good volume 
of sales in the new fall styles and 
are looking for better business for 
the rest of 1924 and early 1925. 

There is quite a response gen- 
erally to the plainer styles in pumps 
and one and two straps, with high 
cut ankle, full toe and Spanish 
heels. Patent seems to be in the lead 
at the present time, with satin a 
close second in popularity. The 
Russia leathers in rich shades of 
tan and brown are becoming more 
and more popular, and are conspic- 
uous in practically every window 
display of the better class stores. 


Toes Are Broad 


Bullock’s are showing several 
models in black patent and satin 
plain opera pumps with tan leather 
trimming, and a one-strap model 
trimmed with tan braid on the 
vamp and tan binding. All the slip- 
pers displayed are full toe models. 
Mr. Cook, head of the Bullock’s 
Lannark Shoe Shop, says that the 
chief objection to the plain opera 
pump is that everyone cannot wear 
them. He is displaying a shoe of a 
type that he says everyone can 
wear. It has the same fitting quality 
that an oxford has, due to the fact 
that it is made with a concealed 
goring behind a small tongue and a 
one eyelet tie, comfortable round 
toe, and covered black heel. This 
shoe is made in tan Russia leather, 
which has the advantage of taking 
a good polish and holding its shape 
better than a kid shoe. 


Wetherby-Kayser’s New 
Store 


The opening of a new store at 
727 South Broadway is the fulfill- 
ment of an ideal long cherished by 
Emil Kayser and his associates. 
This is the fifth Wetherby-Kayser 
store to be opened and it presents 
complete lines of all classes of 
shoes, from the moderate-priced 
wear preferred by those of mod- 
erate means, to the high-priced nov- 
elties desired by the more exclusive 
patrons. 

The main floor salons are finished 
in dull walnut in the French Renais- 
sance style whiclf prevails through- 
out. Hardwood floors offset rich 


Oriental rugs, and the interior and 
window draperies are in several 
tones of brown and gold, and form 
an effective background for dis- 
playing shoes, hosiery and acces- 
sories to the best advantage. The 
below-stairs store is an outstand- 
ing feature, being a complete estab- 
lishment in itself. 

A beautiful mezzanine adds at- 
tractiveness to the main floor, and 
a novel feature is presented in the 
“playground” connected with the 
children’s department. 

In the evening there was a style 
review. Shoes for every occasion, 
from the most formal to the every- 
day, afternoon and sport styles. One 
gathered from this display that the 
plainer styles are predominating, 
and shoes are less ornate than in 
former seasons, but are more close- 
ly allied to the costume worn. 
Leathers, especially patents, were 
displayed with tailored suit or 
dress; metallic cloth and brocades 
with the evening gowns, and satins 
with afternoon attire. 


New Walk-Over Store 


The Walk-Over Store has opened 
a new shop at 302 and 304 East 
Colorado street in Pasadena. This 
is located in a new shopping district 
within a block of the Maryland 
Hotel. There was a most gratifying 
and pleasing response by the pub- 
lic of Pasadena on the opening 
day. The old store at 36 East Colo- 
rado street is being closed on Octo- 
ber first after a successful career of 
22 years. 





New Slipper Catalogue 


The Best-Ever Slipper Company 
has recently published an elaborate 
catalogue showing, in actual colors, 
many of their best numbers in 
women’s leather slippers of various 
types for house wear, as well as 
men’s slippers. It is interesting to 
note, particularly in the women’s 
line, how closely the patterns fol- 
low the style trend in women’s 
shoes. Misses’ and children’s slip- 
pers also are shown and “dealer 
helps” are offered to those mer- 
chants who handle this line. 





Gable: “When is my coal com- 
ing?” 

Coal dealer: “I have slated it for 
tomorrow.” 
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Diamond Brand (Visible) Fast The genuine Diamond Brand 
Color Eyelets have genuine (Visible) Fast Color Eyelets can 
celluloid tops that never lose be identified by the two tiny 
their color and that actually raised Diamonds on their 
outwear the shoe. celluloid surface. 


Look for the Diamond 
Trade @ Mark 


Women’s Goodyear Welt Oxfords for summer wear are stylish and 
correct when finished with visible eyelets. Always insist on Goodyear 
Welt shoes with Diamond Brand (Visible) Fast Color Eyelets. 


Manufacturers of 
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In New York, Men’s Trade 


Shows Decided Improvement 


NEW YORK—tThe weather has 
become the ruling factor in the shoe 
business here. Some of the recent 
crisp days have produced a fine 
volume of business and have given 
the shoe merchants a more encour- 
aging outlook on the season as a 
whole. It is likely that September 
totals will compare quite favorably 
with those of last year, and cer- 
tainly will be more favorable 
than have been the June, July and 
August sales totals. The approach 
of the Jewish holidays, the latter 
part of September, already have 
stimulated business considerably 
and will exert an even stronger in- 
fluence in the coming week. 

The men’s shoe business, particu- 
larly, has quickened in pace in the 


last two weeks, largely, it is believed’ 


as a result of the cooler weather. 
Many of the younger men have 
purchased new footwear to go with 
their fall suits, the wider trousers 
in the fall style suits almost de- 
manding a broad toe brogue type 
of shoe to harmonize. The fact that 
lighter colors than usual have been 
used in the fall suits, has led to an 
increased demand for the lighter 
shades of tan, and some retail mer- 
chants report a good demand for 
the lightest possible shades. By the 
same token, the stronger demand 
for the lighter tanshades has stimu- 
lated the demand for blacks. New 
York retail shoe merchants are 
making a strong point in advertis- 
ing and window displays of the 
“black after six” idea, and not in- 
frequently a sale of a pair of tan 
shoes is accompanied by a sale of a 
pair of blacks as well. 


Color Association Meets 


The color committee of the shoe 
and leather trades met last week in 
the headquarters of the Textile 
Color Card Association of the 
United States, to consider colors 
for the spring color card. The meet- 
ing was well attended and consid- 
erable progress was made. Details 
of the choice of colors will not be 
made public for some little time. 


High Heels and Narrow 
Toes 


There has beensome good business 
and rather narrow toe is a favored 
style in the high class stores. A 
large number of them were seen at 





Stability in Style 

The style situation in wom- 
en’s shoes is fairly stable. 
Retail merchants are showing 
practically the same styles as 
they did a month ago, when 
the fall season opened, and 
find them still in good de- 
mand. In the main the styles 
run to pumps, either with or 
without straps, the goring 
models which incline to the 
pump style, the small-tongued 
colonials, most often with gor- 
ings and the rather plain one 
or two strapped models. The 
latter are usually shown in 
welts. 











the recent polo games and other 
social events on Long Island. They 
are being worn in practically all 
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materials, from black satin to 
Russia calf. 

There has been one good business 
lately on the one- and two-eyelet 
ties, particularly in patent, black or 
tan calf and black ooze. Some re- 
tail merchants are playing this 
style strongly and already are talk- 
ing of it as a good style for next 
spring. 


Blond Satin Selling 


Blond satin, about which much 
has been said and written, is going 
along fairly well, but certainly it 
has not reached the point of public 
popularity that its publicity might 
indicate. Some stores have done well 
with it, and have reordered it. 
Others find that it is not moving 
quickly enough to make reorders 
necessary. Most of the retail mer- 
chants are handling it with caution 
and discretion. 

Side lace oxfords are being shown 
to some extent here, but they have 
not developed any big business, and 
in the opinion of most merchants 
are not likely to do so. 





Re-orders Indicate a Good 
Response to New Styles 


BROOKLYN — Shoe factories 
continue to operate at a high rate, 
for the most part. While some are 
inclined to think that the activity 
for the current season has reached 
its peak, others feel that the pres- 
ent rate is likely to continue for 
some time to come. Orders, accord- 
ing to several of the larger pro- 
ducers in this center, are still com- 
ing in strong, showing no signs of 
diminution. The most hopeful indi- 
cation in the: present situation is 
the fairly large number of reorders 
that are coming from the retail 
merchants showing, it is believed, 
that the present type of styles are 
meeting with a good reception on 
the part of the consuming public 
throughout the country. This is a 
point toward which the Brooklyn 
manufacturers, or at least the 
larger ones, have been working for 
some time. It is recalled that Brook- 
lyn took the lead in the movement 
toward a stabilization of styles in 
shoes, and it is felt that real prog- 
ress along this line has been made, 
and is beginning to evidence itself 
in reorders, which until this season 
have been exceedingly infrequent 
for several years. 

In the main, patterns are grow- 


ing still simpler. The very plain- 
est of pumps are being turned out 
for the highest class retail trade 
and are growing in favor, but only 
in the very top grades of shoes. 
Manufacturers here see difficulties 
in the way of retail merchants who 
do not give minute attention to the 
fitting of these pumps. 

Along with the pumps, straps, 
gorings and small-tongued Colonial 
styles about cover the ground. Some 
fancy oxfords are being made, but 
only a few, and there is extremely 
little business on’ the plain, old 
fashioned welt sole oxfords, which 
some manufacturers expected to 
jump back into favor this year with 
the revival of the tailored vogue in 
women’s dress. 


High-Heeled Oxfords Good 


In oxfords, the cut-out types are 
in but slight demand. The best 
styles in oxfords, according to one 
firm here which apparently is doing 
a large business on them, are those 
with high heels, silk eyelets, and 
some decoration in the way of over- 
lying strips of leather in the same 
shade as the body of the shoe, but 
of contrasting material. One of the 
most successful oxfords that this 
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New Models for Fall 


Three Weeks Delivery 


Evangeline 
Goodyear Welt 


Stock No. 6034 Stock No. 6032 
ee Strap, a 1 Strap, 
r 3.60 
Stock No. 6035 Steck No. 6033 
Same Style Black Calf Same Style Black Kid 
$3.60 $3.60 


American Beauty 
Flexible McKay 


Stock No. 6111 Stock No. 6103 
Black Kid Gore Pump Brown Calf, 1 Strap 
Jet Buckle, Covered Louis Heel Covered ol: Heel 


$4.00 
Stock No. et oy Style Patent 


$4.0 
Stock No. 6126 “Same -_ Kid, 
Rubber Heel, $3.60 


Made by 


A. H. Berry Shoe Co. 


186 Lincoln Street, Boston Portland, Maine 
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firm has put out is of black ooze, 
with patent overlay. Another type 
of oxford that is going fairly well 
is the square cut in either tan or 
black calf skin. 

Patent leather is still the leading 
shoe material used in Brooklyn. 
Black satin is next, with black ooze 
and tan calf running close together 
for third place, in the experience 
of most of the manufacturers. 
Brown satin is not going very well, 
although it was well thought of at 
the beginning of the season. There 
is some thought being given to com- 
binations, but so far they have not 
progressed much beyond the think- 
ing stage. It is likely that combina- 
tions, probably black and brown 
will be shown soon. There is little 
chance, it seems, for any black and 
gray combinations for the fall and 
winter season, at least. 

Tan Russia calf is gaining ground 
more rapidly now. It started out 
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rather strong in June and July, 
died down some during August, but 
this month has been showing re- 
newed strength. In Brooklyn, it is 
used only in the lightest weight, 
and made up into the lightest pos- 
sible shoes. The light airy effects in 
all types of shoes are on the crest 
of the wave of popularity here, and 
there is competition to see which 
factory can turn out the lightest 
shoes. 


Degen-Lipp Scores Baseball 
Triumph 

In a recent baseball game between 
the teams of I. Miller and Degen- 
Lipp, of the Shoe Manufacturers’ 
Board of Trade of Brooklyn, Degen- 
Lipp was victorious by a score of 
15 to 2. These two teams were in a 
tie for first place in the Brooklyn 
Shoe League. 





Patents and Satins Secure 
Preference in Rochester 


ROCHESTER—tThere are many 
conflicting reports regarding the 
retail shoe business since the first 
of September. Some stores report a 
good demand for new fall styles 
since the first of September, while 
others report a good opening week 
followed by spotty business during 
the past two weeks. 

Patents and black satin lead in 
fall sales with tan calf moving bet- 
ter as the season advances. Pat- 
terns in short vamps with high heels 
are being featured in the down- 
town stores and reports indicate 
that Rochester women are taking to 
the short vamp patterns. 

McCurdy’s are featuring a Bar- 
rymore model on the stage last, a 
black satin one strap pump with 
cut steel slide, carrying two and 
one-half inch narrow Spanish heel, 
or one and three-quarter-inch Span- 
ish heel, priced at $12.50. 

Wm. Eastwood & Son Company 
are featuring plain short vamp 
opera pumps in patent leather or 
black velvet carrying various styles 
of heels at $10.00. 

Dailey’s feature opera pumps in 
black satin with embroidered open- 
work design at $9.50. Another pat- 
tern featured in this shop is a pump 
in tan calf for street wear. 


McCurdy’s Store Moves 


The McCurdy store moved from 
the former location on the third 


floor to the second floor, where it 
now occupies a much larger floor 
space and have greater facilities 
for business. Jim Olmstead, pro- 
prietor, is enthusiastic about the 
new location and is extremely op- 
timistic regarding the outlook for 
fall business. 

An orthopedic department is a 
new feature in McCurdy’s and a 
high-grade children’s department 
will be added next season. 

The department is arranged in 
the form of a letter “L” with the 
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orthopedic department on one side 
and women’s style footwear occupy- 
ing space nearest the elevators. The 
fixtures which are of the newest 
design are arranged in case stacks 
along the west side of the depart- 
ment and each case provides for 
fourteen rows of shoe boxes. 


Joins I. Miller Store 


Theodore Weider, better known 
as “Doc,” is assistant manager of 
the new I. Miller store which opened 
at 41 East avenue on September 24. 
Joseph Mittleman, well-known shoe 
man of Detroit and Buffalo, is 
manager. The new store will have 
the floors devoted exclusively to the 
sale of women’s footwear. On the 
first floor a department features 
shoes for street wear and general 
service. The second floor is an ex- 
clusive slipper department. 


New Endicott-Johnson 
Store 

Sol Rosenbloom, proprietor of 
King’s shoe store at 108 State 
street has given up the sale of gen- 
eral footwear, and will hereafter 
operate as an Endicott-Johnson 
store. Mr. Rosenbloom has operated 
a popular-priced shoe store at the 
above location for several years and 
also owns stores in Perry and East 
Rochester. He now operates three 
stores featuring Endicott-Johnson 
shoes. 


Signet Company Leases 


The Signet Shoe Company re- 
cently leased a store in the West 
Main street side of the Powers 
Building, which it will open soon. 





Good Tone to Buying in 
Most Boston Shoe Firms 


BOSTON—The fact that the 
week commencing September 15 
was “Made in New England Week” 
added a little more interest to the 
retail shoe situation here. Many 
shoe stores in their window displays 
stressed the point that they sold 
New England-made shoes. This fea- 
ture held true in other retail stores. 

The run on blacks continued in 
women’s lines. Silver shades of 
hosiery are being worn extensively 
to contrast the white in the hosiery. 
The concealed gorings, operas, 
straps and ties are meeting with a 
good response in all types of stores. 
One of the most active of the $6 


concerns reported a splendid de- 
mand for black velvet in operas. 

Tan oxfords are enjoying a 
steady trade. One of the most popu- 
lar types carries a small bow on 
front. Medium height heels are go- 
ing good. Some of the medium- 
priced concerns are showing a 
patent leather sandal with generous 
cut-outs. 

The demand for operas and 
sailor ties in one medium-priced 
store has been so great that strap 
patterns, for the first time in very 
many months, ranked below these 
types in volume of sales. 

Black suede patterns with ro- 
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N EVERY city and town there is a class of discrim- 

inating women who demand the maximum in 
shoes for the minimum in price. This class repre- 
sents a large volume. It is desirable trade because 
once satisfied it becomes permanent. 


To acquire this trade you must show them good- 
looking, stylish, well-made shoes that appeal to critical 
eyes. The quality must be such that you can stand 
behind it. Most important of all, the price must 
meet their ideas of what they can afford to pay. 


Lape & Adler Shoes are made for that class of trade. 
We organized our factory four years ago to supply 
just that kind of shoes to smart dealers. Our remark- 
able success indicates that we have hit the keynote. 


Will you let us prove our claims? It will put you under 
no obligation to investigate. Salesmen are on the 
road. We will send one to see you if you say the word. 


THE LAPE & ADLER C0O., COLUMBUS, OHIO 


Hi Style—Lo Price Shoes for Women 
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settes attached to the side are one 
of the best selling models in both 
high grade and medium-priced con- 
cerns. Black suede promises to have 
a big season. 

The extremely broad toes are be- 
coming more and more conspicuous 
in displays of men’s shoes. Toes are 
broad and square in patterns which 
appeal to the younger men. There 
are many types of shoes that fit in 
well with the scheme of dress for 
young men. The full trouser, with 
a wide bottom, looks better when 
drooping over a broad shoe, than 
when a narrow pattern is worn. 
Oxfords are decidedly more popu- 
lar than high shoes. 


Business Is Better! 


The latest business report issued 
by the First National Bank of this 
city states business is very much 
better. The increase in part is at- 
tributed to seasonal conditions. 
Concerning the hides, leather and 
footwear situation, the report 
reads: “Improvement and confi- 
dence in the shoe, leather and hide 
markets of New England marked 
the prudent conservatism of activ- 
ity during the past thirty days. 
Curtailment in all branches of the 
trade, which reduced surplus and 
production to a level more com- 
mensurate with demand, has been 
followed by increases, sufficiently 
slow to ward off inflation and specu- 
lation. Orders for shoes are coming 
in steadily, though in small lots.” 


Al Dorn Visits Boston 


Al K. Dorn, owner of the Dorn 
Shoe Co. of Cleveland, was a visitor 
in Boston recently. Mr. Dorn at- 
tended the recent convention in 
London of the Associated Advertis- 
ing Clubs of the World, besides 
visiting other sections of the Brit- 
ish Isles and the Continent, where 
he spent considerable time investi- 
gating the retail shoe business. 
Mr. Dorn is a large user of the 
Arnold Glove Grip shoes. His home 
coming has been brightened up by 
the installation of a new store 
front. 


Orthopedic Business In- 
creasing 


With the new year of 1924, the 
Nesmith Shoe Co. moved from its 
old quarters on Otis place, where it 
has been established for 15 years, 
to its new quarters at 45 Kingston 
street, Boston. This concern spe- 
cializes on a stiff shank shoe and 
has in its fifteen years of existence 
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made many friend-customers. But 
with its new location since last 
January on the ground floor of a 
busy corner, it has added new ac- 
counts, so that each month of this 
year has shown an increase over 
the corresponding month of last 
year. 
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The proprietors of this store are: 
G. W. Sprague, president, and H: 
W. Sprague, treasurer. Frank J. 
Coakley is the manager and buyer. 
Mr. Coakley has long been identified 
with the retail shoe selling. He is 
a member of the Massachusetts 
Retail Shoe Merchants’ Association. 





Impressive Tribute Paid to 
W.L. Douglas, Manufacturer 


BROCKTON—Paying tribute to 
the prominence in the business 
world of the late Hon. William L. 
Douglas, a former governor of 
Massachusetts, men and women in 
all walks of life were in attendance 
at the funeral ceremonies at the 
late residence, Brookline, Mass., 
and at the cemetery in Brockton, 
September 19. It was a remarkable 
outpouring of citizenship and a tes- 
timony to the worth of a remark- 
able man. Services at the home in 
Brookline at which there was a 
large representation of men promi- 
nent in the business and profes- 
sional world, included a prayer and 
eulogy by the officiating clergyman, 
quartet singing and reading of fa- 
vorite poems. Military honors were 
accorded the former governor, the 
bearers being eight sergeants from 
the National Guard. On the lawn 
near the house an American flag was 
at half-staff, and over the casket an- 
other flag was draped. Governor Cox 
of Massachusetts, accompanied by 
his council was in attendance. Mayor 
Curley of Boston was represented. 
Also were present Mayor Bullivant 
of Brockton, who was an honorary 
pallbearer, Hon. John S. Kent, 
president of Brockton Shoe Manu- 
facturing Association, and other 
representatives of organizations 
with which the late Mr. Douglas 
was affiliated. Following theservices 
at the residence, the funeral pro- 
cession moved toward Brockton, 
escorted by state police and mili- 
tary. 


Impressive Services at the Grave 


As the procession passed through 
the various towns on the way to 
Brockton, it was viewed by thou- 
sands who stood with bowed heads 
to pay their last respects to the de- 
ceased. Upon arrival in Brockton, 
about 2,000 employees of the Doug- 
las shoe factories were in waiting 
and marched to the cemetery. Fil- 
ing past the casket, hundreds of 
men and women, who had worked 
for years for the former governor, 


took leave of him. Airplanes cir- 
cling overhead, scattered flowers 
in the vicinity of the grave. There 
was a wealth of floral tributes. 
Rev. Albert H. Hammatt conducted 
a short service, following which the 
body was committed to its last rest- 
ing place. 

Representing the City of Brock- 
ton at the services were: Mayor 
Bullivant, President Eaton of the 
Brockton Chamber of Commerce, 
Presidents William and McCrillis, 
respectively of the Brockton Rotary 
and Brockton Kiwanis clubs; dele- 
gations from the People’s Savings 
Bank of Brockton, of which Mr. 
Douglas was president, and of the 
Home National Bank, of which he 
was a director. Hon. John S. Kent 
and Harold C. Keith represented 
the Brockton Shoe Manufacturers’ 
Association, and there were many 
others in attendance, associated 
with the shoe and leather: trade. 
All the Douglas factories closed 
during the afternoon. Business in 
the Brockton shoe district and re- 
tail stores was entirely suspended 
during the funeral hours. 

The honorary pallbearers includ- 
ed: Mayor Bullivant, former Coun- 
cillor Harry H. Williams, President 
Fred B. Howard of the Home Na- 
tional Bank, Judge Warren A. 
Reed, Arthur P. Starratt, Hon. 
John S. Kent, Treasurer Charles 
D. Nevins, treasurer of W. L. Doug- 
las Co., and F. S. Sherburne, for 
many years superintendent of the 
cutting department of the Douglas 
factories. 


High Grade Shoes in Fac- 
tory Stocks 


It is becoming increasingly evi- 
dent that the in-stock method of 
merchandising men’s shoes in the 
Brockton district is being given 
serious.consideration by the manu- 
facturers of the highest grades of 
footwear. One shoe manufacturing 
concern in this city and another in 
the district, making men’s high 
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grade footwear, recently have been 
added to the growing number of 
factories maintaining in-stock de- 
partments. Others which have not 
yet inaugurated this plan are giv- 
ing it consideration. Modern meth- 
ods of merchandising and the buy- 
ing by merchants in small amounts 
and more frequently than in years 
past is a controlling factor in this 
situation. 

Shoe manufacturing concerns in 
Brockton and the district, many of 
which have maintained stock de- 
partments for years, are increas- 
ing their facilities in this line. They 
realize that while the factory stock 
department is not in itself always 
profitable and that there is some- 
thing of a gamble in regard to the 
styles which will prove to be best 
sellers each season, yet as a whole 
it is an important factor in present 
day merchandising. 


Barbour Is a Mayoralty 
Candidate 


Perley E. Barbour of Barbour 
Welting Co., Brockton, whose resi- 
dence is in the nearby city of 
Quincy, Mass., is a candidate for 
mayor in the coming municipal 
election in that city. Mr. Barbour 
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has for several years been a mem- 
ber of the Quincy city government, 
and last year, chairman of the 
finance committee. For 15 years he 
has been associated with his brother, 
John A. Barbour, in the manufac- 
ture of welting with factory in 
Brockton. This business, which was 
founded by John Barbour, Senior, 
and was conducted for many years 
under the name of the Brockton 
Rand Co., is one of the largest and 
most prosperous in the United 
States. Perley E. Barbour has a 
host of trade friends who will be 
interested in his candidacy and 
wish him success in his mayoralty 
campaign. 


New President of French 
Co. 

Recent changes in the personnel 
of J. E. French Co., shoe manufac- 
turers in the neighboring town of 
Rockland,’ Mass., have resulted in 
the election of A. B. Reed as presi- 
dent. James T. Lawless of Brock- 
ton has retired from the concern. 
Edward Perkins, treasurer of the 
company, continues his activities 
with the French company, as for 
many years past in the manufacture 
of men’s fine welts. 





Numerous Re-orders for 
Shoes Made in Lynn Shops 


LYN N—With manufacturers 
business continues in good volume. 
Additional orders are coming after 
National Shoe Week, which stirred 
up new business in many sections. 
The weather lends its aid, for cooler 
days, and colder sidewalks, demand 
that new shoes replace those that 
have worn thin. Improvement is 
going on all along the line. October 
shipments from Lynn will total up 
well, as did September shipments. 

Reorders are more numerous 
than for some time, a sign that the 
merchandising branch of the busi- 
ness is stronger, and, also, that the 
style situation is more staple. These 
reorders are repeats on styles that 
have been sold. 


Survey of Styles 


Styles move so gradually from 
one to another that it is difficult 
to tell just what changes take 
place, as well as it is difficult to 
forecast what future changes may 
be. At the moment, “something dif- 
ferent” is looked for. Black con- 
tinues to be the leading color, with, 


for a modest estimate, 70 to 80 per 
cent of Lynn shoes black. But some 
manufacturers tell of a new inter- 
est in colors, such as a new suede 
leather of brown, neither dark nor 
light, but of a tone that blends with 
the prevailing colors of hosiery. 
Also, the buying of tan Russia calf 
shoes, a medium shade, not a dark 
shade, has lately shown a gain. But 
manufacturers are at loss to fore- 
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cast the extent of this new interest 
in colors. In the fall of the year, 
color selections are apt to be con- 
servative. It is in the spring that 
new colors bloom best. 


Velvets Going Strongly 


Velvets showed a further gain 
last week, and are now an important 
factor in styles, especially for the 
New York trade. Yet the familiar 
report that patents are first and 
foremost may be safely repeated. 
There is some toning down of pat- 
ent leather by the use of trimmings 
of suede, or dull calf or kid. Scotch 
and boarded grains are used to a 
slight extent in welt lines, and re- 
orders have been booked on Nor- 
wegian grain and light leathers in 
growing girls’ lines of welts. 

Lasts continue to emphasize the 
short, wide tread foreparts, those 
for New York being the more ex- 
treme. Patterns are plain, but 
pretty, with pump effects making 
another gain, step-in styles more 
numerous than ever, and straps less 
conspicuous. More business in ox- 
fords is reported by both makers of 
welt and McKay shoes. 

Heels are moderate, from 12/8 
to 14/8 high for the real volume 
business, and higher heels, up to 
17/8, selling to some extent. Heels 
of wood are being cut to new lines, 
according to the fancies of buyers. 


Grading Up 

It is quite evident that a grading 
up movement is going on. It is a 
matter between merchant and 
manufacturers; not an organized 
campaign, a drive, or anything like 
that. Simply many merchants are 
asking for shoes of better quality. 
Most likely, the larger prosperity, 
which is generally prevailing, is 
leading many people to buy shoes 
of better quality. 





Haverhill-Made Fancy Shoes 
Meeting with Steady Calls 


HAVERHILL—It is interesting 
to note in connection with the ten- 
dency toward plain styles in wom- 
en’s footwear that “pretty shoes,” 
so-called, from their more elaborate 
pattern designs, are also selling 
well. It is of trade interest to note 
that there is quite a sharp dividing 
line concerning retail prices be- 
tween the plain and the fancier pat- 
terns. As one Haverhill manufac- 


turer says: “On women’s turns to 
retail at $6 and above the plainer 
pattern at present has the call. Be- 
low that price, say, $4 and $5, the 
fancy styles are in as good demand 
as ever. Price tells the story of 
styles. The girl with ample means 
for her wardrobe is naturally at- 
tracted to the higher-priced lines 
which show the simpler styles to 
(Continued on page 95) 
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Just the Right Styles 


for Your “Popular-Priced” Trade 


Made up in all the desired leathers 
on tested lasts. Good honest 
merchandise you’re proud -to sell. 














No. 335—Three-strap front lattice No. 343—Southern Tie made in gun 
model, made in all leathers on 130 metal, patent leather or Russia calf. 
last. 12-8 Wingfoot rubber heel. Made 12-8 Wingfoot saline taal S00 tose. 
in both welts and McKays. Made in both welts and McKays. 


No 322—Patent gore pump. 12-8 
Wingfoot rubber heel. 130 last. 
Made in both welts and McKays. 


No. 325—Patent two-strap with side 
cut-out. 7-8 Wingfoot rubber heel, 132 
last. Made in both welts and McKays. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


‘Made Jn the Pine ‘Tree State 
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Steady Increases Develop 
in the Atlanta District 


ATLANTA—With the fall sea- 
son beginning to open up to some 
extent in the Southeast, retail shoe 
merchants advise they are enjoying 
a steady increase in their volume of 
business, especially in the country 
districts. 

Sales during the last half of Sep- 
tember, at the present rate, will ex- 
ceed the money volume of the cor- 
responding period in 1923, so far as 
the retail shoe business is con- 
cerned. 

There has been an excellent de- 
mand for light tan slippers, which 
give promise of being quite popu- 
lar in this section 


September Shows Gain 


Shoe jobbers in Atlanta advise 
that while sales have continued to 
improve somewhat, there is still 
room for quite an improvement in 
nearly all parts of the South. The 
reason is that merchants are still 
doing their buying on a very con- 
servative basis, and comparatively 
few large orders are being received 
by the jobbers, either by mail or 
from their traveling salesmen. Sep- 
tember sales seem to have been a 
little better than August, however, 
and the outlook is for a good Octo- 
ber business when the merchants 
will be doing much of their buying 
for the holiday trade, which they 
are expecting to be unusually good 
this year. 


Victor Allen Is Chosen 


Victor Allen, of Buford, Ga., one 
of the officials of the Bona Allen, 
Inc., at that city, operating one of 
the largest shoe and leather fac- 
tories in the South, has been se- 
lected as director of finance for the 
National Democratic Campaign 
committee and will have full charge 
of the financing of the party’s cam- 
paign in the state of Georgia. 


Add New Salesmen 


The M. C. Kiser Shoe Co., of 
Atlanta, manufacturers and jobbers 
doing business in all parts of the 
South, announce the recent appoint- 
ment of five new salesmen in vari- 
ous sections of the southern terri- 
tory. The new men named include 
the following, all of whom are well 
known in southern shoe circles: 
W. E. Sullivan, South Carolina ter- 


ritory; B. A. Wessinger, South 
Carolina; J. L. Craton, along the 
Southern Railroad line and also the 
Western and Atlantic; E. E. Ham, 
Alabama; C. W. Smoote, also Ala- 
bama. The company reports sales 
improving lately at a very steady 
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pace, and the fall and ‘winter .out- 
look unusually good. 


To Build at Nashville 


The Coble Shoe Co., of Nashville, 
Tenn., recently announced plans for 
the construction and establishment 
at Humboldt, Tenn., of a fairly 
large plant for the manufacture of 
shoes, the main “unit to occupy a 
site 200 by 350 feet. 





Healthy Tone Prevails in 
Philadelphia Shoe District 


PHILADELPHIA—The Federal 
Reserve Bank of Philadelphia re- 
ports that in August there was an 
increase in employment in manu- 
facturing establishments in Penn- 
sylvania and New Jersey, and, also, 
a corresponding increase in total 
weekly wages and average weekly 
earnings. This is the first time in- 
creased employment was reported 
since March. A very marked in- 
crease was noted in the shoe fac- 
tories in New Jersey. This was due 
in large measure to the fact that 
during July a number of plants 
were shut down for inventory and 
repairs. 


Factory Situation 


There has been no change in the 
shoe factory situation here during 
the past week. The marked increase 
in production which was noticed a 
few weeks ago still continues in 
most of the factories, though 
further increases in production are 
not being made now. Strap effects 
and side gores in patent, gun-metal, 
black suede and black satin are all 
in fairly active demand. Some fac- 
tories have already received many 
orders for oxfords in black and tan 
calf, both plain and with fancy 
stitching and perforations. There is 
very little call for glazed kid, 
though one factory recently made 
up some in dark brown on order. 


Featuring Slippers 


DeCou Brothers Co. is featuring 
a very complete line of leather, felt 
and satin slippers for the whole 
family. This firm is also showing a 
number of patterns in high shoes 
and some oxfords. 


Jobber Enlarges Showroom 


Kelley-Schonfeld Co., Inc., has 
doubled the size of its showroom 


and office. This was made possible 
by taking over the second floor of 
the building occupied by the firm 
at 60-62 North Third street. Upon 
the acquisition of this additional 
space the stock was moved from the 
rear of the first floor to the second 
floor and the entire street floor de- 
voted to showroom and office space. 

This firm was incorporated un- 
der the laws of Pennsylvania on 
September 27, 1920, with James E. 
Kelley and Samuel Schonfeld as 
members of the firm. 


Predicts Run on High Shoes 


Ross Myers, of the Ross Shoe Co., 
Marlboro, Mass., was calling on the 
trade here recently. He predicts 
considerably increased activity in 
high shoes if the present cold 
weather continues. Stocks on high 
shoes are low and buying will be 
active unless October is a warm 
month. 


Opening Featured by Living 
Models 


The fall opening of the Charles 
G. Dillman store on Lancaster ave- 
nue was featured by the displaying 
of shoes on living models in the 
window. While displaying a shoe 
the models carried signs featuring 
shoes for the occasion and stating 
what occasion the particular shoe 
being shown was for, whether for 
morning, afternoon, evening, dress, 
or sports wear. The cards also bore 
the style number of the shoes being 
shown. 


Patents Selling Well 


C. R. McClellan, Philadelphia 
representative of A. J. Bates & Co., 
reports that patents are in demand 
as much as any material. Satins 
are quiet. There is some demand 
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BROCKTON, MASS. 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON ©O. 
Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 


for suede. Glazed kid is being asked 
for only incidentally and only in 
conservative patterns. Demand at 
present is mostly for blacks though 
some dark browns may come into 
favor a little later. Patterns are 
plainer than they have been for 
some time. Prices may advance in 
the near future because of the firm- 
ness in the raw stock market. 


New Store Opened 


The Forsythe Shoe Co., Inc., re- 
cently announced the opening of ifs 
new store at 903 Market street. It 
handles women’s shoes exclusively. 


Geuting Store to Be 
Enlarged 


The A. H. Geuting Co., retail shoe 
merchants at 1308 Chestnut street, 
is planning to develop its present 
store into double its frontage size. 
The company has an option on 1310 
Chestnut street, the property to be 
added to the present store. 

Mr. Geuting is planning a very 
elaborate front, and had these im- 
provements in mind when he trav- 
eled in Europe through all the 
larger centers in order to get the 
latest ideas possible on the subject 
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Planning for Conven- 
tion 

Plans are being perfected 
for the annual convention of 
the Pennsylvania Shoe Re- 
tailers’ Association to be held 
in the Hotel Traymore, Atlan- 
tic City, on February 2, 3, and 
4. At this convention the 
shoe merchants of Delaware, 
Maryland, New Jersey, Vir- 
ginia and the District of Co- 
lumbia will be invited to join 
the Pennsylvania association 
and thus form a five-state or- 
ganization. By this means it 
is hoped to make the Pennsyl- 
vania association still strong, 
and to help the merchants in 
the neighboring states which 
at the present time have no 
organizations. George M. Gar- 
man, secretary of the associa- 
tion, announces that there will 
be 93 display rooms on the 
first and second floors of the 
Traymore and that the sale of 
this space will start very 
shortly. Further plans will be 
discussed at a meeting of the 
directors at the Traymore, 
Atlantic City, on October 21. 
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THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 
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FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn slippers and pumps in the 
latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 
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Many dependable and 
profitable styles constant- 
ly In Stock. Send for levest price list. 


H. K. GARDINER CO., PITTSFIELD, N.H. 
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For Women 


New Plant 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 
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No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless you need the 
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of charm and efficiency in retail 
stores. An arrangement has been 
made with his landlord for a 
twenty-five year lease on both prop- 
erties, thus enabling him to make 
the extension in a worthy and more 
costly manner. 


As an authority in this country 
on shoes and shoe merchandising, 
Mr. Geuting is naturally anxious 
to set the pace for the country, and 
he believes that when the store is 
completed it will be one of the most 
efficient and beautiful stores in the 
United States. It will surpass any- 
thing he saw in Europe. 

The expansion is not a forced 
one, but one of necessity to take 
care of the constantly increasing 
demand on his stock for wider 
assortments, and to meet the im- 
patient demand of the public who 
want what they want when they 
want it, and cannot wait for it. 

There will be no peculiarity about 
the front—no strange innovations; 
no angles or curves or stunts. It 
will be strictly and entirely in 
Italian Renaissance style, and will 
be beautifully carried out with solid 
Bronze caps and base. The front, up 
to the first floor, will be beautifully 
outlined with polished black marble 
with a yellowish streak through 
it, and outlined with Indiana Lime- 
stone. The old front, though at- 
tractive, will be entirely removed 
and made uniform as above out- 
lined. 





Haverhill 


(Continued from page 91) 
correspond with the design of her 
gowns. The girl with but a few 
dollars to spend wants to make the 
greatest possible show for her 
money, and for that reason is in- 
terested in patterns which attract 
the eye. Manufacturers of the dif- 
ferent grades naturally follow 
aleng the lines which will be most 
useful in bringing business to their 
factories and, therefore, according 
to the price at which the shoe is 
sold the patterns are plain or fancy 
in their effects.” 





Men’s Slipper Season 


Haverhill concerns which manu- 
facture men’s slippers are now tak- 
ing orders from merchants who an- 
ticipate the demands for the fall 
and winter season. There are a few 
local factories which during the fall 
make up men’s slippers in advance 
of the demand and carry them on 
the floor subject to orders from 
merchants who want to increase 
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their first orders or to add to de- 
pleted stocks. Haverhill has for 
many years been represented in the 
manufacture and selling of men’s 
slippers in medium grades, also the 
higher-priced lines. Today the prin- 
cipal business is done on so-called 
popular prices, although one con- 
cern which has specialized for many 
years on the higher grades is con- 
tinuing along established lines. 

The retail selling season of men’s 
slippers is principally covered by 
the last three months of the year, 
particularly in November and De- 
cember. At that time the “holiday 
trade” is being catered to by shoe 
merchants. Men’s slippers are a 
desirable and important addition 
to their stocks. Very little change 
is made from year to year in men’s 
slipper patterns. Operas, Everetts 
and other stand-by patterns are 
shown in various leathers, both 
plain and in combinations. Black 
and colors, the latter in many 
shades, particularly in the higher 
grades, are on display in merchants’ 
windows as a means of attracting 
customers. 

“To my mind,” said a local manu- 
facturer, “retail shoe merchants 
should sell men’s slippers at prac- 
tically all seasons of the year. One 
important reason why this is not 
done is that this class of merchan- 
dise is very seldom featured in win- 
dow displays and otherwise except 
at the holiday season.” 

There is no reason why the men’s 
slipper season should be a short 
one. Put it this way to the mer- 
chant: do men want home foot com- 
fort only two months in a year? 


English’s Selling Trip 

Swinging around a circle cover- 
ing 10,000 miles of United States 
territory, Phil English, Jr., of 
Witherell & Dobbins Co.,commenced 
this week on a selling tour. He is 
accompanied by Mrs. English. 
Leaving Boston, his first objective 
point is Chicago, following which 
he will visit in turn the following 
cities: St. Louis, Kansas City, Den- 
ver, Salt Lake City, Portland, San 
Francisco, Los Angeles, El Paso, 
Dallas, San Antonio, New Orleans, 
Cincinnati, Philadelphia, New York, 
thence returning to Boston. This 
trip will cover approximately 10,000 
miles of day and night travel and 
occupy about five week’s time. Mr. 
English carries the newest style 
developments in women’s high 
grade turn footwear with which to 
interest the trade in the cities 
visited. He made a similar trip a 
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year ago with excellent results. He 
looks forward to a substantial busi- 
ness on the “W. & D.” line through 
the merits of his proposition cou- 
pled with his intimate acquaintance 
with the volume buyers. As a sur- 
vey of the business and political 
situation, this forthcoming trip is 
considered by Mr. English as well 
worth the time and travel. 


Membership Increasing 


The Haverhill Shoe Manufac- 
turers’ Association is in a flourish- 
ing condition as regards the num- 
ber of its members and the work 
which it is accomplishing through 
the activity and energy of its offi- 
cers and membership generally. 
Several concerns have lately be- 
come affiliated with the organiza- 
tion, among them the house of 
Wright-Gorevitz & McNamara Co., 
manufacturers of women’s McKay 
shoes. This concern recently en- 
larged its plant and expanded its 
production accordingly. 





Styles Decided on by Day- 
ton Merchants 


Dayton, Ohio—A thorough dis- 
cussion of seasonable styles fea- 
tured the regular September meet- 
ing of the Dayton Shoe Retailers’ 
Club, held at the Hotel Gibbons. It 
was led by L. A. Miller who urged 
that tans be pushed and advocated 
that blacks, too, be stocked for later 
selling. He cautioned the members 
against playing strip pumps too 
heavily, urged that care be exer- 
cised in fitting them and said that 
straps and ties were better for the 
average foot. George Risley report- 
ed patents selling best with tans 
next. He reported that a call for 
black suede might develop a little 
later. Plain toe ties will prove the 
best bet for children in the opinion 
of Herbert Short. At the next meet- 
ing the subject of rubbers and 
house slippers will be taken up. 
Present at the meeting were the 
following: 

L. A. Miller, Dewitt Altenberg, 
K. M. Horne, Ed Hageman, J. H. 
Kieswell; E. H. Dunlap, Jos. A. 
Zahn, A. W. Dare, C. W. Chaffee, 
G. A. Spraley, G. W. Ritter, Walter 
Haberer, R. M. Schoenhals, M. M. 


Bauer, Harry L. Buck, Henry 
Hageman, Theo. Gutwein, J. P. 
Schaffer, C. E. Turner, John 


Schoenhals, P. J. Myer, Paul John- 
son, Herman Short of The Simplex 
Shoe Co., C. S. Allen of the G. 
Edwin Smith Shoe Co. 

National Shoe and Leather Week 
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Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 














Carried. in Stock and Distribeited by 
Bliss & Richardson Shoe Co. 


PORTLAND, 














was celebrated by the Dayton mer- 
chants in good shape, although the 
name was changed to National Fall 
Shoe Week as it was decided that 
this was a more fitting slogan. 
L. A. Miller, Theo. Gutwein, Ed. 
Hageman, Paul Johnson and Jack 
Schaffer composed the committee 
in charge of arrangements. 





New Store Opens 


New York, N. Y., Sept. 26— 
Barnard Franks of the French 
Slipper Shop, 2467 Broadway, re- 
cently withdrew from that concern 
and is now a member of the firm 
operating a shoe store at 120 W. 
125th street under the style Cohn 
& Franks. 





The really important man makes 
his job and not himself important. 
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If your wholesaler carries quality felt foot- 
wear — he knows all about “LINSURE.”’ 


Ask him to tell you what a powerful selling 
line it is. 
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SHOE STORE SERVICE 


SECTION 


A Department of theBoot and ShoeRecorder 





Devoted to Findings, Fixtures and the Proper Display of Merchandise 





Making Display Room and Having It 


By A. V. FINGULIN 


Assistant Secretary-Director National Leather and Shoe Finders’ Association 


for a few moments only, that 

a stranger would come into 
your store and say, “Mr. Shoe 
Dealer, I’ll pay you so much and 
so much if you’ll permit me to 
paste my circus posters all over 
the front of your windows.” You’d 
be tempted to do one of 
any number of things. The 
chances are you would like 
to tell him in as polite a 
way as you know, to take 
a nice, fast run “up the 
creek.” 

Or, maybe you would 
look for the nearest police- 
man. “Why, this man,” you 
would say, “isn’t safe to 
let roam about the streets. 
He needs attention. How 
in the name of common 
sense does he expect I 
could do business without 
those windows? That space 
which they occupy is worth 
more rent than the same 
number of square feet in 
any other part of the store. 
That old stunt of permit- 
ting theatres and circuses 
to display their cards and 
posters in merchants’ win- 
dows, in return for a ticket 
or two, belongs to the dark 
ages. If the space and dis- 
play is worth that much to 
them it’s certainly worth a 
whale of a lot more to me. 
Nothing doing, Mr. Man; 
I can use every part of that 
window myself. Good-bye.” 

And the beauty of all 
this is that you are abso- 
lutely correct in every- 
thing you say. For there 
is no getting away from 
the fact that merchants of 


G tate now just suppose, 


and Editor of ‘‘Shoe Repair Service’”’ 


all kinds, everywhere, are rapidly 
learning to appreciate the value 
of their windows and the impor- 
tance of the right kind of displays. 
In fact they are hungry for more. 

Up in Cleveland, Ohio, for ex- 
ample, is the Burrows Brothers 
Company, a well-known store that 


handles books, school and office 
supplies. This store has two excel- 
lent show windows that receive 
the most careful attention. One al- 
ways finds somebody in front of 
them. But are Burrows satisfied 
with those two windows? No, sir. 
When the doors of the store are 


Recorder Merchandising 
Calendar for October 


October 1-4 


Set a sales quota for October for the store. 
Put each of your sales people on a quota. 
Call them all together; explain what is 
expected of them and why. Urge upon 
them greater effort to sell a customer two 
pairs of shoes instead of one, also the 
proper dressings, accessories and hosiery. 
If you haven’t already gone over with 
them the talking points of all new shoes in 
the line, do that now. 


October 6-11 

Put in a good window trim on footwear for 
autumn sports-football, basketball, bowl- 
ing, fishing, hunting and hiking. Use some 
good unit trims or small windows on 
slippers for dancing and evening wear. 


Run some special ads on these as well as 
on street shoes. 


October 13-20 


This is a good time to make a special 
drive on Hosiery. Your shoe styles have 
practically all been “given a whirl” in the 
limelight. Now let them move over a bit 
and allow Hosiery to take more nearly 
the center of the stage. A Hosiery week 
will go far toward establishing your store 
as Hosiery headquarters. 


October 20-27 


How about a Harvest week for the stores 
on your street? A Merchants’ association 
can do this in a big way by employing 
carnival features and other attractions, 
decorating the street and making it a gala 
occasion which will draw crowds from far 
beyond the usual trading radius. Remem- 
ber to get some Hallowe’en atmosphere in 
your windows this week. Hallowe’en is a 
great day for parties. ‘ 





closed for the night two 
large show cases automati- 
cally swing in place with 
those doors, and the thea- 
tre crowd in the evening 
is treated to another inter- 
esting display in this third 
“window.” 

Two or three miles east 
of the Burrows Brothers’ 
store is a real estate con- 
cern with an office in a lit- 
tle bungalow that sets 
about twenty feet back 
from the sidewalk. That 
concern wanted some way 
to display the photos of its 
“offerings.”’ Would the peo- 
ple walk to that bungalow 
to look at the pictures? 
But why take chances? 
why not bring the pictures 
to the people? That’s ex- 
actly what was done. An 
artistic fence was built 
along the sidewalk and in 
this fence were put small 
show cases displaying the 
photographs. 

Very much the same idea 
of “coming to the people” 
was that of a retail cloth- 
ier of Elyria, Ohio, a few 
miles away from Cleve- 
land. His store was locat- 
ed on a street a little off 
the beaten path, and be- 
cause he felt that enough 
people didn’t come by and 

(Continued on page 105) 
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American Interlocking 
Shoe Store Chairs 


are built for comfort. A 
customer sinks into one 
and is immediately at 
ease—comfortable. That 
is a long step toward a 
satisfactory sale. 


The construction of these 
chairs is such that they 
remain comfortable over 
a particularly long period 
of use. 


Write for Catalog 


AMERICAN SEATING (]OMBANY 


GENERAL OFFICES, 1016 Lytton Bidg., CHICAGO’* 


BOSTON PHILADELPHIA 
Room 707, 250 So. Broad St. 
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This background setting is 
very easily constructed of 
wall board units. It may be 
covered with paper in suit- 
able colors and designs 
which are obtainable from 
artificial flower houses or 
wall paper dealers. Cold 
water paints may be used 
if preferred. 


Settings That Add Selling Strength 
to October Windows 


\ , 7 HILE September is the 
month officially recognized 
as the opening of the fall 

selling season, it is usually Octo- 

ber, in most localities, before the 
steady stride of selling is reached. 

Weather conditions have a great 

deal to do with it, but the shoe 

dealer must make the most of any 
kind of weather that comes along. 

The one thing he must not do is 

to sit down and wait for more fa- 

vorable conditions. Waiting is a 

losing game. 


Style the Keynote of October 
Trims 


Style should be the keynote of 
October selling. People want new 
styles, are willing to go to the 
shoe merchant offering them most 
attractively, and what is more, 
they are willing to pay a fair price 
for style. New lines should be fea- 
tured in the displays most promi- 
nently. 

It pays to feature a single style 
at a time. The shoe merchant who 
can do this successfully will find 
his sales increasing. There are 
many ways of doing this effective- 
ly. When the style comes in sev- 





By A. E. EDGAR 


eral leathers, as is often the case, 
a complete showing of the entire 
range will impress the public fa- 
vorably, because a style that is 
stocked in several leathers is pre- 
sumed to be authentic and popular. 


A Method of Featuring a Single 
Style 


A good way to feature a single 
style effectively is to give it a 
prominent place in the display, but 
at the same time have the num- 
bers so arranged that they are 
shown up in their entirety. This 
can be done by displaying the 
range of leathers in the style on 
a plateau, or raised section in the 
center of the display, calling spe- 
cial attention to them by means of 
a show card, which might give the 
price as well as a few words of 
description or commendation. 

A fall setting that is suitable 
for such an arrangement is illus- 
trated in Fig. 1. There is nothing 
elaborate about this setting. It is 
simple enough to be available for 
use by the smallest store, and at- 
tractive enough to be used by the 
largest. 

The central panel is made of a 


; single sheet of wall board which 


may be covered by a mottled 
tan or gray paper, or finished 
in any other manner pleasing to 
the eye. Figured papers may be 
used, but the figures must be small 
and unobtrusive, because a large 
pattern detracts from the consid- 
eration of the footwear on display. 
This does not apply to decorative 
motifs that are used for the pur- 
pose of reflecting the séason, but 
to splashy all-over patterns which 
mean nothing but decoration. 

If paper is pasted to wall board, 
another sheet should also be 
pasted on the back of the panel 
to prevent it from warping. A good 
plan to follow is to cover one side 
with paper desired for one setting 
and the other side with paper de- 
signed to fit in with another color 
scheme. 

The side panels, or flanking 
pieces and the cross pieces at the 
top may be finished to correspond 
with the central panel, but often 
a slight contrast of shade or color 
is desirable because it brings out 
the colors more prominently. 

The disc hanging in front of the 
panel has a wall flower pocket into 











102 





err 


BOOT AND SHOE RECORDER 








Speeding Up Hosiery Sales 


ERE is no secret about increasing the 
waxy sale of Hosiery—it is simply a case of the right 
iz oe) lines, the right price and full, sales-compelling 
display. That is why shoe merchants are getting their 
stock of hosiery into New Way units and cases to insure 


maximum display, with every article readily accessible. 
Incidentally, this sort of attractiveness makes it a depart- 


ment where customers like to trade because of the increased display 
and better service which the New Way system invariably brings. 





Information and prices in regard to New Way 
Hosiery Equipment sent free upon request. 


GRAND RAPIDS SHOW CASE CoO. 


World’s Largest Designers and Manufacturers of Complete Store Equipment 


FACTORIES: GRAND RAPIDS, MICHIGAN - PORTLAND, OREGON 


OFFICES IN MOST PRINCIPAL CITIES CONSULT TELEPHONE DIRECTORY 
STORE PLANNING 


MERCHANDISING COUNSEL 
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which fall foliage and flowers may 
be arranged. Wicker flower pockets 
may be purchased at a reasonable 
figure from artificial flower houses, 
and the shoe merchant should have 
a supply of these. A cardboard 
pocket may be made in many 
shapes that will answer the pur- 
pose. Wall paper in a woven grass 
pattern may be used to cover the 
cardboard pockets. 

The plateau shown in front of 
the panel arrangement is recom- 
mended. Displays arranged on the 
floor of the window, even when 
graduated stands are used, are 
usually too flat. The display should 
present a picture of shoes and 
hosiery. The back row of shoes 
should be at least eye-height of 
the average person. If lower, the 
display is only seen to advantage 
when a person deliberately stops 
in front of, and close to, the win- 
dow. It is wise to have the display 
of such a height that it may be 
easily seen from a distance. 

With a plateau or platform of 
the proportions shown in the il- 
lustration, smaller plateaux, ped- 
estals, and graduated stands may 
be used to carry the height of the 
displayed footwear upward. 


Stone Effect in Backgrounds 


A popular background today in 
many stores is a stone wall 





effect, in Caenstone or tile. Wall 
board in sheets may be used to 
produce this effect by painting it 
with a thick plastic mixture and 
ruling off the blocks with a sharp 
instrument before it is dry. There 
are several materials on the mar- 
ket for producing this effect. It 
gives a pleasing change from the 
permanent panelled background. 
The colors most desirable are very 
light gray and cream. Mottled 
effects may also be used to advan- 
tage. 

In Fig. 2 the background is of 
this type and the _ illustration 
shows that panels and decorative 
set-pieces may be used as effec- 
tively with this background as 
with drapery backgrounds, or 
with the permanent background. 

The central decorative set-piece 
or fancy panel is made of wall 
board and wooden boards. The 
panel is of wall board and the 
base of boards. The boards are 
narrow and have the ends shaped 
to complete the design, then they 
are assembled and securely fas- 
tened together by strips on the 
back, which may also be made to 
serve as feet to keep the decora- 
tion from topling over. 

The disc is shown with floral 
decoration. It may be finished 
with typical landscapes, symbolic 
figures and other decorations, or 
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Fig. 2. 


By applying to wall board a thick plastic mixture, effects similar to Caen- 
stone, tile, etc., may be obtained. 


in a plain color, or have a fabric 
drawn smoothly or plaited over 
its face. 

The narrow panels at the cor- 
ner of the window may be made 
of wall board or lumber. Setting 
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o Fig. 3. or 


A narrow panel cut from wall 
board. An appropriate picture, 
probably on wall paper, can be 
pasted at the top. Artificial grapes 
may be glued onto the sides. 
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them out from the back of the 
window a few inches provides 
plenty of room for a bowl of flow- 
ers at the top. The marble 
blocks on the floor of this window 
correspond’ correctly with the 
background of Caenstone. 


A Narrower Background Panel 


A typical fall decoration is il- 
lustrated in Fig. 3. This may be 
used with a permanent  back- 
ground, or form part of a tempo- 
rary one. It is built of wall board 
and painted cream or neutral gray. 
The grape design may be hand- 
painted directly on the panel, 
stenciled on, or a design may be 
pasted or glued to the panel. An- 
other, and a very effective method 
is to use artificial foliage and 
grapes and attach them to the 
panel where desired. This gives re- 
lief to the decoration instead of 
a flat effect. 

Fall landscapes may be pur- 
chased printed in colors suitable 
for window decoration. Where 
the panel desired is not large it 
is often possible to secure excel- 
lent materials from old art books. 
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The plateau shown in this il- 
lustration is merely a shallow box, 
which may be made of boards and 
mounted on feet of any pleasing 
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the clouds are cut out of white or 
pale gray paper and pasted in 
place. Then the witch is cut out 
of black paper and pasted in place. 
No shoe merchant need be with- 
out decorative symbols of this 
event, even though he cannot paint 
or produce a poster by the cut-out 
route. Halloween has assumed 
such gigantic proportions as a so- 
cial event that paper manufactur- 
ers have prepared hundreds of 
paper novelties to be used as fa- 
vors and decoration at Halloween 
dinners and other social events. 
These offer the shoe merchant a 
wealth of materials from which to 
build up his symbolic displays. 
It will be noted that the sketches 
and backgrounds shown on these 
pages utilize in part the units of 
the Recorder’ Interchangeable 
Background Units, described and 
featured during the past ten 
months in this section of the Re- 
corder. Those merchants who have 
provided themselves with units of 
this nature may utilize them in 
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Fig. 4. 
Halloween panel for a small win- 
dow. The witch is cut out of black 
paper and pasted in place. 


design. The feet are sold by arti- 
ficial flower houses. 


——) building up similar backgrounds. 


Those who have not seen the wis- 
dom of doing so should study the 
designs in this month’s article 
and those of the past few months 
and note how many of the de- 
signs use similar units. This 
means less cost and less work for 
the display man. 
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Another Halloween setting is 
illustrated in Fig. 5. Here a large 
cut-out Jack-’o-Lantern is posed 
on the top of the central panel. A 
disc is decorated with two black 
cats employed in their usual pas- 
time, fighting on the back fence. 
Two candles, also cut-outs, com- 
plete the symbolic decorations of 
the setting. 

The cat decoration may be 
painted or built up as explained 
for the witch panel. The candles 
and candlesticks can be cut out of 
wall board or light wooden boards 
and painted. 


“Stunts” Can Be Used 


For shoe merchants who desire 
to emphasize Halloween (and it 
pays to do so), stressing the de- 
sirability of wearing proper foot- 
wear for social events, Hallowe’en 
affords opportunity for introduc- 
ing several “stunts” of a more or 
less spectacular nature. Jack-’O- 
Lanterns with flashing electric 
lights may be used by the most 
conservative without fear of loss 
of prestige. The candles and can- 
dlesticks illustrated in Fig. 5 may 
be turned out of wood, and for the 
wicks of the candles electric lights 
may be substituted. These might 
be blue and green, or better still, 
attached to a flasher and the lights 
turned on and off. This kind of 








Display Treatments for Halloween 


Halloween is the most promi- 
nent anniversary of the month. 
It is a time when practically 
everyone is thinking of the su- 
perstitions, the social obligations 
and the gaieties that the festival 
brings in its train. The Hal- 
loween festival is in reality the 
formal opening event of the fall 
and winter social season, and as 
such, it is of greater importance 
than at first thought might be 
supposed. The shoe merchant may 
profit from the sale of footwear 
properly presented to prospective 
patrons. 

The decorations will naturally 
be symbolic. The symbols of this 
event are many, among which may 
be mentioned the witch, Jack-’O- 
Lantern, pumpkin, owl, black cat, 
candles, bats, etc. 

The simpleness of the sketch 
illustrated in Fig. 4 is its chief 
recommendation. Here we have a 
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panel with a witch flying through 
the air for the decorative motif. 
This can be painted on a panel of 
wall board, or built up of layers of 
paper. First the color for the back- 
ground is pasted to the panel, then 





Fig. 5. 
A more elaborate Halloween setting that will draw attention from across 
the street. It is easy to construct. By the use of a motor the cats can be 
made to move. 
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lighting arrangement is of value 
at night. Where there is a large 
traffic past the store it pays to 
get attention in this manner. , 
Another little stunt that anyone 
may construct is to have the black 
cats in the window raise their legs 
in angry gesture. To do this, have 
the cats cut out of wall board with 
the lifted leg cut separately, and 
with a longer joint, which should 
be attached to the body loosely. 
Then by a simple string arrange- 
ment the legs may be moved up 
and down, giving the cats a more 
natural and life-like attitude. A 
motor can be attached to keep 
the motion going all the time, but 
where there is not a motor avail- 
able an occasional pull of the 
string by the parcel boy will af- 
ford entertainment for many who 
will stop long enough to get a 
glimpse of the shoes on display. 


Appropriate Show Cards 

A Show Card of the type illus- 
trated in Fig. 6 is suitable for use 
in any Halloween display. This is 
merely suggested. For the mer- 
chant who cannot illustrate his 
cards with a paint brush the small 
cut-outs offered by stationers for 
table decorations are a veritable 
mine of wealth. A great many of 
these are of the proper size for 
illustrating a show card. Cats, 
bats, witches and dozens of other 
Halloween figures may be utilized 
in this way. 

The Show Card illustrated in 
Fig 7 is symbolic of fall. The leaf 
may be outlined and drawn on 
the card with a pen, or a leaf may 
be cut out of colored paper, and 





|} ~—Bewitching, styles for every day 
For dress. for sports for street or play \ 
‘Some Pumpkins” youare boundto say} 
And best of all “not much to pay. 


1” Shewsteethe 
Haloveen froke 











indeed, shaded with crayon or 
water color, and then pasted to 
the card, the edges of the leaf be- 
ing left free, and slightly curled 
away from the card. Cards of this 
type give a desired change from 
the usual kind seen in every win- 
dow. 

The Show Card, Fig. 8, is of a 
more conservative type. The illus- 
tration is cut out of a magazine 
and pasted on the card. The deco- 
ration is done with a pen or brush. 

Merchants who. like good show 
cards delivered ready to use will 
be interested in the Recorder Show 
Card Service comprising a series 
of cards for each month of the 
year, appropriately worded and 
arranged to serve every occasion. 
With the cards handsome holders 
are supplied which add much to 
the beauty and attractiveness of 
the cards. Full information re- 
garding this may be had by ad- 
dressing the Shoe Store Service 
Dept., Boot and Shoe Recorder, 
189 W. Madison Street, Chicago. 


Making Display Room and 
Having It 
(Continued from page 99) 

see his windows he _ brought 
those windows to the _ people. 
This was done by putting narrow 
glass show cases on the sides 
of his delivery auto, which cases 
contained a different display every 
day. The auto became such a fa- 
miliar sight that the Elyria folks 
came to say “the store is all over 
the place.” 

And so I could go on telling 
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about other merchants who made 
display space when they didn’t 
have it. “But, why tell us about 
them?” you ask. “They’re inter- 
esting stunts, to be sure. But no- 
body’s disputing the value of dis- 
plays!” 

That's exactly the point.—Mer- 
chants, as was said before, are 
hungry for “outside display” space. 
A shoe retailer will fight like a 
tiger to keep “foreign” matter out 
of his “shoe windows” because he 
knows that every shoe in that 
window can help to ring up a 
profit in his cash register. 


But what about the space and 
the opportunity for extra profit go- 
ing to waste inside of the store? 
That’s a double-barreled ques- 
tion. Read it again. Get it?—ex- 
tra display space and extra profits? 

If show windows are valuable 
to draw people from the outside of 
your store because these people 
see a shoe that happens to strike 
their fancy, why isn’t it possible 
to get them to spend more money 
with you when they are inside of 
the store, when they have shoes 
“on their mind,” when they are 
thinking shoes and buying shoes? 

You can,—by means of the right 
kind of display. I'll venture to 
say that ninety per cent of the 
shoe stores today are paying rent 
for space that is going to waste. 
It is display space “ready-made” 
and veritably begging to be used. 
It is space, which, if devoted to a 
show case and a neat display of 
shoe supplies, can pay its rent 
many times over and help to 

(Continued on page 111) 
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Fig. 8 


Three show cards that are symbolic in design. The first symbolizes Halloween; the second, fall; the third, 


smartness of style. 
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A Hunprep Per CENT VALUE 


Good window space is valuable — that’s why good locations cost money, 
and for the same reason good windows are a valuable asset to your business. 


You can’t get a hundred per cent value out of them if they are silent, if 
you don’t make them talk to the passers-by. A “dumb” window can’t 
attract trade. 


Put these silent salesmen into your windows to tell your message, to bring 
the ‘‘lookers” into your store. They will INCREASE SALES and build up 
a HUNDRED PER CENT VALUE in your windows. 


The Recorder Show Card Service 


Consists of 


Eight beautiful mat board frames like illustration (four large and 
four small) with your name or trade mark hand lettered as illus- 
trated with sixteen hand-designed cards that fit in the frames, 
price tickets to match with patent pen, ink, and instructions for 
lettering. 


Each month you receive sixteen new hand-designed cards with 
fresh seasonable copy with a generous quantity of price tickets 
that match the cards. 


THE PRICE $ ~ () Q) 


IS ONLY nepaenai 


Write Us for Samples and Details 


Boot AND SHOE RECORDER 


SHOW CARD SERVICE DEPARTMENT 189 W. MADISON ST., CHICAGO, ILL 
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is it that you 
want to know 


where to get? 1 Sign. 
The Shoe Store Service Dept. of the Boot and Shoe That Bids You 


Recorder aims to keep in touch with what is being 

produced by the various manufacturers of equip- \ ] 

ment and supplies for the shoe store and office. ala Ome 

Likely we can help you find the things in this line 

that you are looking for. The service is gratis. Tell Whenever you are in Chicago you 

us your wants. are welcome at the Western office of 

the Boot and Shoe Recorder—in the 

Security Building on the southeast corner of 
Are You Interested in Madison and Wells Streets. 


Window and Interior LIGHTING?| We want you to come in and feel at home 


Write for Interesting Booklets—FREE —and to avail yourself of any service or in- 
formation that we can give. 




















Mail This Coupon for Manufacturers’ Catalogs and Literature 


0 Window Lighting Decorations 
O Interior Lighting O Floral Decorations 
Remarks O The Hosiery alee 0 Special Backgrounds 
O Booklets on Leather O Rugs 
0 Show Cards 0 Pillows 
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O Fitting Stools O Repair Equipm 
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O Foot Measuring Devices 0 Leg Forms 

O X-Ray Machines Merchandise 
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O For Children 
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8 SDSS 9993999999 SS: 
THE ART OF 
WINDOW TRIMMING 


You undoubtedly want your windows to attract. Why 
not see how some of the cleverest display men are 
showing their shoes and possibly obtain new ideas to be 
applied to your own windows. We have compiled a set 
of twelve 8” x 10” photographs showing how twelve 
leading New York Retail Shoe Stores are now trimming 
their windows which together with descriptive matter 
will be sent you upon receipt of $3.00. 
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We do this as an accommodation to the trade, because 
we are the main distributors of window trimming fab- 
rics, which form an important part of artistic window 
displays. When you are in need of any particular lengths 


SILK PLUSH 


Silk Velour, Veloreen, Windosatin 


Any Other Fabric Used in Window 
Trimming 


WINDOTRIM FABRICS, tc. 


17 Madison Avenue, New York 


SPECIALIZING IN FABRICS FOR THE DISPLAY MAN, 
THEATRE AND HOME 


“Pittsburgh”-Lighted 
Windows 
will draw the crowd 


The bright spots on the street are the “Pittsburgh”-lighted 
show windows. Even distribution of light; every detail of 
the display given its chance for attention; the central feature 
sometimes brought out sharply by a “Pittsburgh” Windo- 
Spot; the proper use of “Pittsburgh” Color-Lite—these will 
give you the best window lighting you can buy. 


Your investment is safe when you buy “Pittsburgh.” Not 
a single “Pittsburgh” reflector made since August Ist, 1916 
—over 8 years ago—when we began using our secret process 
of backing, has ever been reported to us as having the silver- 
ing tarnish or discolor, or the backing crack, check or peel. 
An unconditional 5-year guarantee goes with every reflector. 

We are specialists in show window lighting. Our infor- 
mation and experience will help you. Send us a rough 
pencil sketch of the floor plan of the window, marking the 
length of the glass, distance from glass to background, from 
floor to ceiling, from floor to transom bar [if any}, and the 
height of background. We will then offer suggestions for 
proper lighting and send an estimate of cost. 


Write for a Free copy of bookiet, 
“Show- Window Lighting” 
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GHOPs that pride them- 

selves on matters of 
equipment and on providing 
for the ease and comfort of 
their patrons have found the 
individual arm chair ideally 
suited to their needs. Not 
* only does it carry an air of re- 
fined good taste about it, but 
customers like to sit in them 
and leisurely converse while 
being fitted. 


6e ep 99 
ye { Reischmann has made a specialty of this type of chair, and 
| introduced it into many of the finest shops of the country. 
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Illustrated is one of our popular models made in quartered 
oak, birch, or solid mahogany—any one of which will be 
likely to harmonize with your other store equipment. 

Let us show you how we can improve the appearance of your 


= store. Our latest booklet with full information is ready. Send 
R SILVER ED : for your copy. 
PITT 


SBURGH REFLECTOR COMPANY * 

(Formerly Pittsburgh Reflector & Illuminating Co.) : > 

404 BOWMAN BUILDING, PITTSBURGH, PA. ; 
NEW YORK OFFICE—I45 W. 4ist SAN FRANCISCO—90 New Mont- 

St. (at Broadway). jomery t. 
PHILADELPHIA—235 So. Tee ee, B. a i 
I1LLE—Nicholtson ca * le 

eM 307 Keller Buildi SYRACUSE—Bond & Jorda WILLOW AVENUE & 135™ ST. NEW YORK 


ng. a. 
HICAGO—565 West Washington St. TORONTO, ONT.—Wilson Ile 
StEVELAND—Stean Building. luminat’n Co., 237%2 Yonge St. 1 
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How an Illinois Store 
Speeds Up Sales by 


the Aid of a Mirror 
Device 


A section of the Becker & Leverenz 
Co. shoe store, Elgin, Ill. The tall 
fixture against the shelving at the 
right houses a mirror device which 
enables the customer to see the 
shoes as they would appear to any- 


one seated opposite her. 


one or two pairs of shoes, many 
more pairs could be sold with 
less clerks. When the customer has 
seen a certain shoe in the window 
which particularly impresses her, 
this should be easy. Yet, too often, 
it isn’t. Becker & Leverenz Co., of 
Elgin, Ill., sought to learn why. 
Upon investigation they were 
convinced that in many cases where 
a customer seemed fully satisfied 
with the style and color of a pair of 
shoes and had been properly fitted 
with them, her real reason for ask- 
ing to be shown others was that 


|: customers need be shown only 





The customer stands erect and looks 
straight ahead. 


she felt some uncertainty regarding 
the appearance of those she had on. 
Though the appearance of these 
shoes might be perfect to a person 
sitting in front of her, she had not 
conclusive evidence of this by look- 
ing straight down at her feet or 
seeing them in an ordinary mirror. 
These are the elements of the prob- 
lem that confronted them: 

There are three positive points 
in selling shoes—appearance, fit 
and price. Appearance is the hard- 
est hurdle because the customer 
doesn’t see the shoes as they appear 
to others. Fit is determined partly 
by feel, but appearance also is a 
factor in this. The customer wants 
to see, as well as feel, how they look 
and how they fit. 

Becker & Leverenz feel that they 
have successfully overcome this dif- 
ficulty with the aid of a new mirror 
device invented by a fellow towns- 
man. The equipment is contained 
in a cabinet 22 inches wide and 32 
inches long, on a base 3 inches off 
the floor. When the customer steps 
on this base an automatic switch 
throws light on the feet and by 
means of a combination of mirrors 
throws the reflection into a shadow 
box on a level with the customer’s 
eye. The view is as though the cus- 
tomer were seated opposite her own 
standing figure. The shoe can be 
seen from any front or side view. 
There is no view of the room and 
no reflection from other lights in 
the store. The fixture could be set 





into wall shelving if desired. The 
extending base or platform could 
be dispensed with by using a hand 
switch instead of automatic light- 
ing. 

Baker & Leverenz has stated that 
since employing this means of re- 
moving the uncertainty regarding 
the appearance of a shoe there has 
been less indecision on the part of 
customers with the result that less 
shoes need be shown and less time 
consumed in making the sale. 

Another time-saving advantage 
claimed for this invention is that it 
shows only about 14 inches from 
the floor instead of a full length 
view, so that Milady’s attention is 
centered on the shoes and nothing 
else. 

Among other benefits, it is said, 
are favorable comment made by cus- 
tomers, new patrons drawn to the 
store, and a reduction in exchanges 
and returns. 





The device permits a close-up of 
the shoes as others see them—not 
a straight down view. 
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MERRY-GO-ROUND SHOE SHOP 


Patent Applied For 


C\ 








A Fitting Fixture that 
Delights the Kiddies 


Installed in a number of the best-known shoe and 
department stores in the country, the MERRY- 
GO-ROUND SHOE SHOP has proved its power for 
drawing in the juvenile trade and facilitating quick 
service. 


Six animal seats as shown are mounted on a cir- 
cular platform 8 feet in diameter. The fixture 
stands 8 ft. high over all. The platform is 2 {t. above 
the floor and the chair seats 11 inches above the 
platform—the ideal height for fitting without the 
use of a stool, which saves time and floor space. 


The standards are of brass, the platform is cov- 
ered with heavy Linoleum; the entire fitting brightly 
painted and lacquered. There are bright electric 
lights in the canopy. 


Sold only to one dealer in a town. Price $350 
f.o.b. Cedar Rapids. 


Secure option for your city now. Write for detailed 
information. 


MERRY-GO-ROUND SHOE SHOP 


858 So. 18th St. East 
CEDAR RAPIDS IOWA 


Wastremore’s 24 || 


SHOE POLISHES ARE SUPERIOR 


Summerish shoes will soon be replaced by heavier, Fall and Winter styles. Blacks, : 
Tans, Patents, together with shoes having fabric uppers will be the vogue this Fall 
and Winter. Velvets promise to be in wide demand. Women’s slippers of velvet, in 
the plain and pretty patterns now shown, are most at- 
tractive. If you specialize on the Whittemore line of 
polishes and cleaners you can serve your trade with 
preparations prepared to properly take care of their 
Fall and Winter footwear. 


“CLEANALL,” for Velvets 
“BOSTONIAN CREAM,” for Black and Tan Shoes 
“SUPERB PATENT LEATHER PASTE,” for Patents 
“OILY CREAM,” in Tubes, for Black and Colored Shoes 
“STICK CLEANER?” (All Popular Colors), for Suedes 
“DANDY RUSSET COMBINATION,” Especially for 
Tan Shoes 
DYES—for Both Suede and Smooth Leather. For Store 
and Home Use 
If Unable to Obtain Them through Jobbers, Notify Us 


WHITTEMORE BROS. (superice Shes Pelichy Since 1868 CAMBRIDGE, MASS. 
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Above is shown the first prize win- 
ner in the Lunn & Sweet “Ye Olde 
Tyme” Comfort Shoe contest. The 
window was installed by D. P. 
Smith, display manager of the Falk 
Mercantile Co., Boise, Idaho. The 
winner of the second prize, shown 
to the left, was C. M. Shrider of the 
A. E. Starr Company, Zanesville, 
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7 OUR windows must be more 
than merely attractive. They 
should also be instructive. 
In other words, if you can attract 
attention and then put across a 
sales message your windows are 
well-nigh perfect. This was the 
theory applied by D. P. Smith, dis- 
play manager for the Falk Mer- 
cantile Company of Boise, Idaho; 
and by C. M. Shrider of the A. E. 
Starr Co., Zanesville, O., who won 
first and second prizes respective- 
ly in a window trim contest ar- 
ranged this summer by Lunn & 
Sweet, Inc., of Auburn, Maine. 
“This display,” writes Mr. 
Smith, “brought splendid results 
in our shoe section and we had 
any number of people say that 
they never knew we carried real 
comfort shoe ‘Ye Olde Tyme’ 
Comfort Shoes will get more space 
in our windows in the future.” 
“To correct in a measure the 
impression that ‘Ye Olde Tyme’ 
Comfort Shoes were for elderly 
women, only,” writes Mr. Shriber, 
“we used a wax figure represent- 
ing a young woman being sold on 
the comfy idea. She has a pair 


on her feet and a pair in the box. 
A number coming in on the radio, 
telling the merits of these shoes, 
cinches the sale.” 

All told, there were more than 
seventy-five contestants in this 
contest, the judges of which were 
W. W. Willson, of Rice & Hutchins, 
Inc., James H. Stone, editor of The 
Shoe Retailer; and Arthur D. An- 
derson, editor of The Boot and 
Shoe Recorder. 

As noted above the Falk Mer- 
cantile Co., took the first prize of 
$200; and the A. E. Starr Co., the 
second prize of $100. Then there 
were four additional prizes of $50 
each and four of $25 each. 

The $50 prizes went to the 
Boersma Company of Chicago; 
Liberty Shoe Company of Elmira, 
N. Y.; Eagle Stores, Inc., of Rose- 
land, Ill.; and the H. M. & R. 
Shoe Company of Toledo, Ohio. 

The $25 prizes went to Can- 
ning’s of Oxnard, Calif.; Sanger 
Bros. of Dallas, Texas; Masner 
and Yontz of Piqua, Ohio, and P. 
B. Appeldoorn’s Sons Co., Inc., of 
Kalamazoo, Michigan. 


Ohio. 


Making Display Room and 
Having It 
(Continued from page 105) 


sweeten the tone of the cash regis- 
ter ring. 

You have the customer in the 
store. For the moment he is 
“yours,” to do with as good sales- 
manship dictates. If you’re sell- 
ing him good shoes why not also 
sell him those things that will 
help to keep those good shoes 
good? You then sell him, not 
shoes, but shoe service,—the kind 
of a sale that makes for satisfied 
customers and better profits. 

If you already “handle” shoe 
supplies why not sell them by dis- 
playing them? Why “hide your 
light under a bushel?” Why wait 
for people to “come to those sup- 
plies,” to ask for them? Why not 
“bring those supplies to the peo- 
ple?” Think it over. Then get that 
display case.—And it isn’t such a 
bad idea to have one of those small 
outside cases, too, or to devote a 
corner of your window proper to 
a few of those things that help 
to keep a “good shoe good.” 


. 
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WOOD SHOE FIXTURES 


OF REAL QUALITY 


GUARANTEED AGAINST WARPING OR BLISTERING. No better or more extensive line on the market. 
Ask for Catalog No. 22, which shows also a full line of shoe store FURNITURE, REFLECTORS, 
WINDOW VALANCES, ETC. 


GLASS FIXTURES -—"7"*""yaiveoncsmaise noe 


Quality -- Service -- Courtesy 
Visit our CHICAGO or NEW YORK SHOW ROOM 


“"J¢rimsen™ | THE HECHT FIXTURE CO. 


pancetta haste Medinah Building, Wells St. and Jackson Blvd., Chicago, III. 





























 , Fixtures that 
36 inches high with 11 
; Lend Dignity 


leaves and pot, com- 
DERE coschionssennconsaniids $3.50 

to Displays 
Our Prices are Moderate 


Per Dozen ..........$35.00 
Write for Fall Cata- 
Write for Catalog 


logue No. 32, with il- 
lustrations in colors, of 
Artificial Flowers, 

















: Fanta, ines, Trees, No. 1787 
— ARTISTIC WOOD 
FRANK NETSCHERT TURNING WORKS 
61 Barclay St, 511 N. Halsted St. CHICAGO 
New York, N. Y. Successors to Polay Fixture Service No. 313 











Big Operator Banks on Classified Advertising 


One of the largest users of classified advertising in the industrial 
field is the Equipment Corporation of America. It has offices in Chicago, 
Philadelphia and Pittsburgh and shops and warehouses in the same 
cities. It considers the constant use of classified advertising a big factor 
in the growth of the business. 

A Classified Advertisement in the BOOT AND SHOE RECORDER 
is often an economical short-cut to profits. Use more of them! 
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Know Your Business 


Do you know where your business stands at the end of the day, week or year? 


That’s the information that guides and makes profit for successful shoe merchants— 
keeps them out of difficulties with banks and with manufacturers. 


You can know from day to day just where your business stands with the RECORDER 
STORE RECORDS SIMPLIFIED. Simple, compact and not at all difficult to keep up. 
All accounts show balance at the end of the day if you wish. No need to be an accountant 
to keep them. 


Protect your future by keeping a 
close “tab” on today. Keep out the 
little losses that eat up profit. Buy 
right. Sell right. KNOW YOUR 
OWN BUSINESS BETTER. 


BOOT & SHOE 
RECORDER 


Western Service Department 
189 W. MADISON STREET 
CHICAGO .. ILLINOIS 





TEMENTS BY 
Loss AND FINANCIAL STA 
YEARLY COMPARISON SALES, PROPET Seng MONTHS 











_ 


MAIL THIS COUPON TODAY! 


BOOT & SHOE RECORDER 

Shoe Store Service Department 

189 W. Madison Street, Chicago, Il. 
Please send me,express prepaid, STORE RECORDS 
SIMPLIFIED. 


I will pay the postman $17.50 upon receipt. It is 
understood between us that I will give ten days 
examination. If not satisfied with the system I will 
ho it postpaid and you will refund me the 
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Altho Packard Shoes P 

are noted for their built- : 

in fineness, you are natur- it 

ally impressed with those ti 
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fine quality materials which 

= give Packards their smart . 
appearance—for instance. : 
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SEIBERLING 3 
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4 V 
RUBBER , 

’ € 

No. 693—Bristol model Tony Tan Calf Lenox Lace Oxford é 


A, B, 7 to 11 C, D, 6 to 11 


= HEELS IN STOCK | 
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Nationally advertised, also Seiberling Rub- 
ber Heels, restricted in sale to the makers 
of fine shoes only, are an effective aid to the 
dealer who is interested in selling footwear 
WU of the better type. 
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| Gaiter Initialing Good Way of Arousing More 


Interest in Novelty Types 


Favorable Results of Fad During 1923-24—Winter Indications 
of Practicability for This Season 


NE of the most important 
QO single factors which aided 

in merchandising women’s 
gaiters last winter was the initial- 
ing fad. It was rather late in the 
season before it took a definite hold 
on the public, but it was generally 
played to the limit as a means for 
creating interest. It was a fre- 
quent occurrence for a concern to 
advertise four-buckle gaiters with 
initials sewed in free. 

Just what the status of the ini- 
tialing fad will be this season, at 
present, is rather indefinite, be- 
cause of the fact that almost every 
gaiter manufacturer has placed a 
novelty style on the market. Still 
there is no reason why initialing 
cannot be carried along as an addi- 
tional style feature to the novelty 
types. Silk woven labels bearing the 
initials of the wearer, developed 
into an extremely popular fad, and 
with more impetus behind the 
movement this season, there is 
every reason why this fact should 
aid materially in moving galoshes. 

One retail shoe merchant in a 
large eastern city, who profited by 
the initialing practice last year 
after a late start, intends to com- 
mence early this season and com- 
bine the style elements in novelty 
gaiters and the initialing idea in 
pushing gaiters. 

The subject of obtaining the 
proper type of initials can be han- 
dled easily. The Recorder has on 
file a list of companies making 
labels suitable for attaching to the 
gaiter. 


New Overshoe on Market 


The Cambridge Rubber Co. is 
featuring a new overshoe known as 
the Glengairn Galosh. The upper of 
this golash is of a finely woven 
fabric, and the bottoms have a 
semi-rolled edge on wear-resisting 
rubber soling. The Glengairn Ga- 
losh is full height of any four- 
buckle galosh and has a distinctive 
appearance, due largely to last and 
pattern. The back is reinforced by 
a lap joint, carries a service heel, 
and is fleece lined. 


This Store Has Canary 
Birds 


Meridian, Miss., Sept. 25—The 
Mitchell-Weaver Shoe Company 
store at 2305 Fourth street is one 
of the most attractive in this part 
of the country. One of the unique 
features of the interior arrange- 
ment is the presence of four sing- 
ing canary birds. Large brass cages 
are suspended from the ceiling and 
house the birds. 

The windows are dressed in au- 
tumn decorations and colors with 
as many shoes on display as will 
not make windows look crowded. 

The interior decorations consist 








“The Princess,” a Jersey cloth 
gaiter—one of the new nov- 
elty styles for women. Made 
by the United States Rubber 
Company. 


of a pretty wicker set upholstered 
in rich deep colorful cretonne placed 
at rear isle of the ladies side for 
fitting. There is a row of oak fitting 
chairs with dark brown runner, 
fitting stools and oval shaped mirror 
to match. 

Men’s side fitted up likewise, 
with same amount of chairs. A 
large show case for the display of 
hosiery and little folk’s sox, etc., 
placed directly in front of door as 
one enters, with long oak table made 
especially for the hosiery stock 
with overhead shelf for shoe find- 
ings, etc. 

The singing birds have proved to 
be quite a drawing card, in getting 
people into the store. Individuality 
reigns supreme. 

The members of the firm are 
W. I. Mitchell and Truitt Weaver. 
Mrs. Mitchell is a member of the 
sales force. Both Messrs. Mitchell 
and Weaver have traveled for Cen- 
tral Shoe Company of St. Louis, 
Mo., for several years and have 
gone through the factories which 
enables them to know the shoe game 
from beginning to end. Mr. Mitchell 
is a graduate from Dr. Scholl’s 
American School of Practipedics. 





Open Haviland Store 

Sheboygan, Wis., Sept. 24—Con- 
struction of the new building for 
the A. S. Haviland Shoe Co. has 
been completed and formal open- 
ing in the new location was held, 
under the direction of Mr. and Mrs. 
Haviland, who are partners in the 
concern. The new building, located 
at 1012 Lincoln avenue, is a two- 
story structure, the second floor of 
which will be used as the Haviland 
residence. The front is brown buff 
brick with an artistic entrance and 
large show windows equipped with 
special lighting effects. The inte- 
rior of the store is finished in gray 
and equipped with sectional shelv- 
ing. 





What is a Zebra? 
A sport model—jackass.—Walk- 
Over Factory Prints. 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institu- 
tion—needs capable salesmen; young men between 
the ages of 25 and 35 years who have had thorough 
experience in one or more of our lines, and can give 
us the highest references. 


Our company, which started in 1902 with one store, 
now operates 571 retail stores in 41 states. We sell 
dry goods, shoes, notions, clothing and furnishings 
for men, women and children. We do a strictly cash 
business. Our sales in 1923 were $62,188,978. We 
opened 115 stores in 1920, 59 stores in 1922, 104 
stores in 1923 and 96 stores this year. 


By industry, study and determination your prog- 
ress will be rapid in our organization. Under our 
experienced managers you are trained to become a 
manager. When you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes 
come from the ranks of average men. What we need are young, 
healthy and capable salesmen who have had thorough experience 
in a small or medium-sized department store, or are experienced 
in general store work in special lines. The investment of money 
is not necessary for your success with us. The financial backing 
of our company is ample. Briefly, this is our proposition—tes 
and proven over a period of 21 years: 


You come to us first as a salesman in one of our stores. 
During the period of proving your ability you learn the 
greater possibilities of co-operative effort. Your progress 
depends upon your ability and effort. As our new stores are 
opened, managers are selected from our sales force. 


When you make a success of the management, you are sold 

a one-third interest in a new store and become its manager. 
You may afterwards acquire a partnership in ether stores 
whieh are the outgrowth of the one in which you first re- 
ceived a financial interest. If you do not possess the capital 
to purchase one-third interest in a new store, the money is 
loaned you by the J. C. Penney Company, and you repay it 
from subsequent profits of the store. 

Write today for our booklet, “Working Plan of the J. C. 
Penney Company.” Give your age and number of years’ ex- 
perience in our lines of merchandise in your first letter. We may 
arrange for a personal interview later. All correspondence 
strictly confidential. 


Address your letter to our nearest employment office: 


J. C. PENNEY CO., Inc. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 
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REG. U.S. PAT OFF. 


OCTOBER DELIVERIES 
on 
AT ONCE ORDERS 


Ribbon and Plush 
Trimmed Juliette 
Style 1070 


QUALITY FELTS 
C. A. GROSVENOR SHOE CO. 


Worcester ‘ 
Massachusetts 
Boston Office, 139 Lincoln St. 





Oxford 











ASK YOURSELF 
THESE QUESTIONS 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 

What is the evidence of READER 
INTEREST? 

Is the paper essential to its field? 

Is reader interest proved by volun- 
tary paid subscriptions? 

Are the paid subscriptions audited 
bythe Audit Bureauof Circulation? 

(Twelve Thousand “Boot and 
Shoe Recorder” paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 

(The character of the “Boot and 
Shoe Recorder” is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 














——————————— 


BONING = 
~~ ~ 
> 5 


Gi 


EN Za ad Oe 


Waw 


=F 


— 





Se 









SE 


lll 


unl 


Ne. = 


a OL) 


Wei 


The Ribbon Tie 


The adaptability of a two-strap shoe to carry a wide ribbon, makes it a desirable 
feature. Of course, we have in our line the popular one-eyelet tie, but the shoe 
illustrated has all the desirable ribbon trim advantages, at the same time it is a grace- 
ful shoe without. Should my lady wish to wear it without the ribbon she has a neat 
well-fitting pump securely held on by two artistic narrow straps over the instep. 
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| 1 The “BESS”’ 
I\X\ is an artistic “ADORA” turn without, and a 
| | } decidedly up-to-the-minute shoe with, a ribbon. 
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| Footwear which makes it pop- | 
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Creighton Service is that in- | 
visible quality of Creighton | 


ular all along the line. 
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(9fHERE does the Creighton Line 
i Wee lead? 


WOK To the profit side of the ledger! 





It is easy enough to buy shoes. But those 
merchants who have consistently followed 
the Creighton Line of Fashionable. Foot- 
wear can tell you it is a consistent winner 
in the race of net profits. 


If this was not true, it is doubtful if 
Creighton Shoes would be made in ever 
increasing volume in one of America’s 
largest factories. 


A. M. CREIGHTON 


Lynn os 3 Massachusetts 





























IN STOCK 


Style No. 337 
Black Ooze Calf 
“NEMO” 


Flexible Sewed—13/8 Covered Heel 
Widths A-D 
PRICE, $4.50 


Style No. 338 
Patent Leather 
“GLORIA” 
Flexible Sewed—13/8 Covered Heel 
Widths A-D 
PRICE, $4.25 
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The Tease Plan “i a F ow Unde | 
Has Proven Profitable 








Dinty Tan ip HE TEEPLE PLAN is the standardizing of 
Black Little Men's six styles on the Teeple Mighty Good Last 
Boy tabber Heels, to cover your boys’ welt requirements. These 
uta oe k styles are underwritten with a guaranteed in- ‘T 
Little “ien’s io to stock service during the size-up season. 





13%, C, D, E ....$2.75 








Here are a few of the 700 stores who are using 
the Teeple plan and these Teeple Welts for 
Boys with mighty good results. 














Hanan & Son, Kansas City, Missouri. 
Pocock-Wolfram Co., Cleveland, Ohio. 
Marshall Field & Co., Chicago, III. 






Style 13 







apes hay (Departments 274 & 264) ois 
cnet, ot Brandts, Inc., St. Louis, Missouri. pr 
Youths'i" to" H & S Pogue Co., Cincinnati, Ohio. o- 





a pe Elwell-Field Shoe Co., Des Moines, Iowa. 










lepers Kaufman & Baer Co., Pittsburg, Penn. a 
George Muse Clothing Co., Atlanta, Ga. haaal 
A. E. Pitt Shoe Co., Columbus, Ohio. he 
Alexander & Co., Wheeling, W. Va. 
Home Trade Shoe Store, Minneapolis, Minn. Us 
Money-Back Smith & Co., Oakland, Calif. re 
A man is known by the company he keeps. So rs 








also is a line known by the type of merchants 
that buy it. 


Style 11 Write for folder or sample cases. 


Skiboot 
Broncho Brown Elk 
Boys’, 24% to 6, C and 
E 75 


. 4. 
Youths’—1 to Z Cc 
and E ....... $4.25 
Little “Men’s—10 to 
13%, C and E... $3.75 
Stocked Nov. Ist 






Style 15 Prices based on even 
Broncho Brown Elk dozens entire order. 
with 
tn pocket = Terms 5%—10-day 
OO citectenon ” $3.60 discount. 











In-Stock Seasons Shoes, 
October 1 to February 15 


Oxfords, April 15 to 
July 15 
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deWritten Styles and Size-Up Service 


ylein Over 700 Good Stores 


THs Teeple factory has a 
operated on full time 

for three years—devoting 

its 14,500 square feet of 

floor space to the making 

of just one thing—Mighty 

Good Welts for Boys. 





All wastes have been 
eliminated through the 
simplified method of large 
production of six styles on 
one last. This enables us 
to pass on to you a better 
shoe for boys, which will 
build you a bigger boys’ 
business. 


Use this Teeple plan and 
reap profitable results 
through faster stock turn- 
over. 





leePrLle 


Shoe Company 
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Shoes by courtesy of 
Harry Smolen & Co., 24 
Boerum St., Brooklyn, 
N. Y. 
Made of VODE KID, 
color B JAVA, quarter lin- 
ing of color 51 Champagne 





Shoes by courtesy of 
Harry Smolen & Co., 24 
Boerum St., Brooklyn, 
is Be 

Made of VODE KID, 
color 11 RUST quarter lin- 
ing of same. 
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& Co., 24 


Brooklyn, 


DE KID, 
quarter lin- 
>hampagne 


courtesy 0! 
2 & Co., %4 


Brooklyn, 


ODE KID, 


. quarter lin- 
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Brown Kid in Lighter Shades 
cA Rapidly Spreading Tendency 


You will see this tendency spread, 
for we are daily receiving more 


calls for VODE KID in lighter 
shades of Brown. 


The smart dressers are tiring of the 
monotony of black footwear, and 
their natural reaction to lighter 
shades is showing in the windows 


of the exclusive shoe shops. 
P Our new color 11 Rust and Color 


Lighter Brown kid styles are being B, Java are favorites. 
featured in solid colors and in com- 
bination with patent, or some- 
times trimmed with contrasting 


brown suede. 


We recommend the following “Youe Kid (olors: 


Color 1770 ORIENTAL PEARL 
Color 3: CHAMPAGNE 
Color 88 BRONZE 


Both are more than correct in color’ 
—they are full of that liveliness you 
always expect from VODE KID. 


Color 772, APRICOT 
Color 114° HAZEL BROWN 
Color 70 JACK RABBIT 


Color B JAVA 
Color zt RUST 
Color 4 HAVANA BROWN 


As a necessary finishing touch to these shoes specify quarter linings in 
brown shades, gray, Champagne and white VODE KID. 


Bear in mind that all of these shades are Anilin: dy21 w'ti no sur™ 
face finish, which lessens crocking of hosiery. 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


Branch Offices Agencies 
100 Gold Street Chicago Cincinnati 
New York, N. Y. Los Angeles St. Louis 
70 North 4th Street Montreal Rochester 
Philadelphia, Pa. and all leather centers 
? of the world 
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HE enthusiasm shown by 
manufacturers of, fine foot- 
wear over this new shade in 
the Velours line proves that 
it will be a winner. It is one the con- 
sumer will readily accept as a good 
shoe shade. We urge you, a retailer of 
fine shoes, to acquaint yourself with 


the Velours line, especially this new 
shade. 





TAWNY VELOURS CALF is fin- 
ished smooth, in a medium light shade 
of tan. This leather is chrome tanned, 
and possesses a fine tight even grain. It 
will make up into a very. fine and dur- 
able shoe for men and women. 





It bears the P & V trade mark, an 
emblem which stands for the maximum 
in service and satisfaction, and carries 
those high standards which all P & V 
leathers must meet. 


Made in Milwaukee 
Sold all over the World 


‘‘This is a Calf Year”’ 


PFISTER & VOGEL | EATHER Go. 


PHILADELPHIA, PA. 
ST. LOUTS. MO. 


MILWAUKER. WIS. . MO ROCHESTER, N. Y. 
BOSTON. MASS. CINCINNATI. 0. NORTHAMPTON, ENG. 
NEW YORK, N. Y ST. PAUL, MINN LEICESTER, ENG 


CHICAGO, ILL. — SAN FRANCISCO, CAL. FRANKFURT, GERMANY 
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Modish McKays 











Brophy Bros. 













































































‘Dalmar 


One of the numbers which is keeping us -——. 
£0 busy 


W HEN a merchant finds a product so salable, and the manufac- 
turer of it so dependable that he can concentrate his buying, 
he has eliminated much waste and worry. 


The high percentage of repeat orders in our busy factory is embar- 
rassing us on deliveries, but is ample evidence that our custom- 
ers find in Brophy Bros. Modish McKays a worthy product. 


Quality Shoes—Popularly Priced is a Brophy combination that is 
bringing prosperity to our many customers. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 










NEW YORK SALESROOM 
755 MARBRIDGE BLDG. 


BOSTON SALESROOM 
89 BEDFORD ST. 
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As straws in the winds so are the 








buying tendencies of women today. > 
They buy here today, and there to- ) 
morrow, just as their fancy is caught y A 
and blown about by style winds. y 
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This is No. 1 of a series 
of advertisements deal- 
ing with the most im- , 
portant problems of Akg We 


j My ed 
the Shoe merchant to- oy. VW, ey 
A) 


ya a J 
= 


<< 
SS 


*f 
S 


oe 
= 

~ 
7 


SS 

SF ala 
ZZ 
——— 


. / a 
AS 


Y 


=D 
- SS: 
ZY 


== 
(= 
WAZ 3 


et 
ZZZZ 
a= 

x 
ZX 


as 

LE 
ZZ 

<& 





‘ AS | 
\ yy » _ 
WY i 


>> ma 
= 


N 


SS 


yy) 
NN 


a yy y 
a, : 
} / ( 
ih 7. y \) oh NA) i 


on Comments are 
c 


Shy i 
B., i VY, ‘| o Ui a bh bk 
B/ 


Pi gi Moy 


— 
> 


ZFLL 





ss 


G Wi 
hy fi youd) iy ( ike WN 
; vi, Wile Vi Mp Wali & A wo IN LN 4 ul 
s HI fe AWAY LD We Vi} Ws ak Ung yi DOL AVN, Y;, 
EEN EEO 








Oct 


eee 


r 4,1924 October 4, 1924 BOOT AND SHOE RECORDER 11 


HEN style is the only appeal, no mer- 
) chant can hold his trade. Jones may 
have the popular style this week—Smith 
may have it next week. 


Your big problem is, to get, to hold, and to 
repeat sales that make permanent custom- 
ers. To do that you must build on the solid 
foundation of permanency. You must have 
something that no other dealer can offer in 
your town. (Only one dealer in a town can 
get Julian & Kokenge Shoes bearing Julian 
& Kokenge trade mark. Women cannot 
“shop around”’ for them.) 


Prosperous merchants have found in Julian 
& Kokenge Shoes exactly what they needed 
to build profitably and permanently. 


Julian & Kokenge Shoes have utmost style 
and superior fitting qualities. But there is 
more than style and quality in them. There 
is Acceptance by Women. They like Julian & 
Kokenge Shoes. They want more of them. 
=>. | Therefore it is easy to sell them. That means 
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GLASS CALF 


Now A National Name 








For Men’s and Women’s shoes 
of distinction. 


Made in TAN, BROWN, RED 
and BLACK. 


BARNET 


LYNN 
LEATHERS 

















FOR FALL and WINTER 
shoes, GLASS CALF is the 
ideal leather. 


It makes a friend of every 








wearer. 
J. S. BARNET & SONS, Inc. 
LYNN, MASS.,U.S.A. BOSTON, MASS., U.S. A. 














CABLE ADDRESS “TENRAB” 
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Get to the men with this 
dashing Taylor-Made model, at a price 


they can’t fail to heed. 

It’s just as good in service as it looks— 
Taylor quality. 

Ask your wholesaler. 


‘‘Who Makes Your Shoes?’’ 


E.E-Tayglor Company 


BOSTON , MASS. 
FACTORIES AT BROCKTON AND NEW BEDFORD 


Makers of 


parE “Q-SO-EZ-E” and‘‘O-SO-SNUG” Qa 
Comfort Corrective ; a“ 
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Every man who has suffered from 
callouses will sing the praises of the 
store that sells him 


Certified 
VEN ARCH 


ibe 


Patent Applied for 





Here, at last, is a complete arch — Tre PROVEN ANCH Shank— 
support shoe—one that supports teen insole and outsole re- 
the arches across the ballas “* 
well as from heel to ball. 
Note the rounded elevation 
on the PROVEN ARCH 
SHANK to keep the meta- 


tarsal arch in place. This 


Ne. 872—Black Kid Bal, 13-Iron Sole, Rub- ° 

=. eel, Custom Last, Equipped with 1 Proven means real relief from eal- 
Pcchseecescessceescuwvedeteses 50 

No. 873—Same as Above in Tan Kid. . .$7.25 louses. 







Patent Applied for 
The PROVEN CH Shank— 
strong, springy, and perspira- 
tion-proof—supports the arches 
— hampering the mus- 
cles. 





No. 876—Black Calf Oxford, Bleached Calf 
Goats Lining, 13-Iron Sole, Rubber Heel, 
all Street Last patience .. $5.50 


P= 877—Same as Above in Color 52, Tan 
Calf . 85.50 


No. 870—Same as No. 876 with Storm Welt. No. atm Blucher Kid, 13-Iron Sole, 








$5.75 Rub! Combination No. 2 Last, Equip: 
Ne. $71—Same as No. 877 with Storm Welt. ped with Proven Arch................ 
$5.75 No. 875—Same as Above in Tan Kid... .$7.25 
STONEFIELD-EVANS SHOE COMPANY ROCKFORD, ILLINOIS 
CHICAGO SALES OFFICE LOS ANGELES SALES OFFICE KANSAS CITY SALES OFFICE 


J. Wurmser, Security Building 325 Consolidated Bldg., A, L. Sendall R. W. Martin, Sheidley Building 
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‘‘ Blonde Kid to harmonize with 
light colored hosiery is one of the 
style surprises of the season” 


New York fashion note 


chorors 
BLONDE 


Will Naturally Be Your (hoice 


Every shoeman knows that Scherer colors 





are always the criterion -- always the height 
of fashion authority. 


So in ordering shoes to meet the rapidly 
spreading vogue for BLONDE, be sure to call 
for SCHERER’S. 


Know this new color by aSCHERER sample. 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 
29 Spruce St., New York 


Factory at Newark, N. fF. 








(olors of eAbsolute Fashion Authority 
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Get The Habit 


of thinking of WEBER 
Shoes when you want 
the very newest smart 
style for men—at a ready 
selling price. 


You'll get more than the 
style limit, you’ll get val- 
ue that has become tra- 
ditional. 


To retail at $5 to $7.50. 


UNION MADE BY 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


Marbridge Bldg. 











+-+-+-+-+- 








New York Office: H. Harris, 1328 Broadway, 





STURDY SHOES FOR FALL 


IN STOCK 


DUNDEE LAST 





Stock No. 466 

Gallun’s Black Viking Oxford. 6 Rews aaeaing, § Dou' le _ 
ai on Flange Heel. B, C, and D Wide ....... . $5.7 
Creese & Cook Tony Tan Oxford. 6 Rows Stitching, Double Sole, 
Wingfoot Flange Heel. B, C, and D Wide............... $5.75 


DUNDEE LAST 





Stock No. 562 

Creese & Cook Tony Tan Oxford. 6 Rows Stitching, Heavy 
Single Sole on Heel. A, B, C, D, and E Wide... . $5.50 
Stock No. 4 

Black Imp. Bded. Oxford. 6 Rows — Heavy Single a 
Wingfoot Heel. A, B, C, D, and E Wide................ $5.50 


THE DALTON CO., Inc. 


MFGRS. MEN’S FINE SHOES 
BROCKTON, MASS. 


BOSTON: 183 Essex Street 
GEO. J. LOVELY, GEO. W. MANSON, JR. 


cuca, 7 locum c. me Ht S. State St. 





a2. veR, 651 . Sulidine 
GEO. S. DYE 
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ia worthy of a distinctively finished Ss, 
iS leather. é | 
; A a 
& The long, silky nap of Rueping’s RUE- ... 
Si SUEDE CALF augments the beauty of B 
is line and pattern, marking footwear of * 
& . ' be 
Q) this leather as in a class apart from shoes cy 
that are just suede. 2 
rS| Many particular buyers make a practice BE 
t 2 of specifying RUE-SUEDE. ~ 3 
g =e PP 
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| | | 
«Pridefully Made re Pridefully Made Shoes” 
| | | | 
ae oe Le 
Hygtade BLACK | 
and PICKANNINY BROWN 


To-days Foremost Colors 





—— ' 

















HYGRADE Black 
Suede has a rich jetness 
that remains the same 
under all conditions. 


It is deservedly in de- 
mand by shoe manufac- 
turers who must have 
leather fineness. 


| 


Senencel Shapiro 


HYGRADE Picka- 
ninny Brown is ad- 
mitted by most critical 
judges to be the most 
perfect brown sucde on 
the market. 


An indescribable rich 
dark brown shade — 
distinguishing in the 
extreme. 
} | 
here 


| 


Spruce & WitL1AM Sts.New YorK 
Sole a a 


lygrade 


Suedes for the 


Kg yg 10e Lar Gxcellence 


TANNERY, PEABODY, MASS. 


BOSTON OFFICE, 31 SOUTH ST. 
GEO. F. WELDON, MANAGER 
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THE MENZIES SHOE CO. 





MANUFACTURERS 


FOND DU LAC, WISCONSIN 
October 4, 1924. 


Special Attention to Our Customers, 











Gentlemen: 


If we are @ little slow in making deliveries 
on your order, please be patient with us- 


We are operating our two factories 100% pro- 
duction and doing everything possible to 
take care of the heavy volume of business 


which we are receiving: 


Thanking you for the wonderful business whicb 
ou have given us and assuring you that we 
will do our pest to fill the orders 66 near 


on time 4s possible, we are 
Yours very truly, 


THE MENZIES SHOE COMPANY 


S. De Nichols 
President & General Mgrte 


Eastern Branch 
H. E. SMITH & SON 
Worcester, Mass. 


Southeastern Branch 
AUGUSTUS WRIGHT CO. 
Petersburg, Virginia 


“THE BUSIEST SHOE COMPANY IN THE WORLD” 





ny ieee 
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MADE ONLY BY 


ROBT H.FOERDERER INC. 





THE SATURDAY EVENING POST 


PHILADELPHIA 


The FOOT 
ARISTOCRATIC 











In the new footwear, look for the trade mark 
of the one and only‘Vict kid 








THERE IS ONLY ONE VICI 


AKERS and retailers of 
fashionable footwear for 
men and women are now offer- 
ing new models in Vici kid. 


Many of these smart shoes, 
featured by the leading stores 
of the country, now carry the 
Vici trade mark in order that 
you may know the upper leather 
is the one and only Vici kid. 


Look for the Vici trade mark 
in the new kid footwear. It 
is your final assurance of Vici 
quality. 

No other leather combines all 
the qualities of Vici kid. Its 
graceful pliancy, smooth finish 
and rich coloring have made 
it a prime favorite in the new 
footwear fashions. 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agents: LUCTUS BEEBE & SONS, Boston 





This mark is now being used 
in shoes by leading manufac- 
turers and retailers to identify 
the upper leather as the one 


Seling corncaes om oll pare of the world and only Vici kid 
Tee Us eat Ore ] 
KID --- THERE NEVER HAS BEEN ANY OTHER 





This advertisement appears in 
The Saturday Evening Post, 
issue of October 4, 1924 


VICI 


Reg. U. S. Pat. Off. 
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(The Vici trade mark ~ 


Robert H. Foerderer, Inc., 
is the sole manufacturer of 
— Es the one and only VICI kid. 
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in the new shoes of 


. * k Ld 
ict Kid 
ROMINENT retailers throughout the country 


are making VICI kid the feature of their new 
footwear offerings. 


Many of the new models by leading manufac- 
turers carry the VICI trade mark as public assur- 
ance that the upper leather is the one and only 
VICI kid. 


The VICI kid national advertising is creating a 
discriminating buying public—a public that knows 
about VICI kid quality and knows that there is 
only one VICI kid, manufactured exclusively by 
Robert H. Foerderer, Inc. 


The practical plan that has been developed for 
identifying and merchandising VICI kid footwear, 
offers the retailer and the shoe manufacturer the 
opportunity for a larger volume of business and 
a quicker turnover. 


ROBERT H. FOERDERER, INC. 
PHILADELPHIA 


Selling agencies in all parts of the world 
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Newest Styles on Newest Lasts | 


A service that takes the guess-work 
out of last buying 


T has remained for the United Last Co. to first give buyers abso- 
lutely accurate proof of just how a prospective shoe style will look 


on the last. 


Our new service presents the latest New York styles right on the newest 


lasts—not ordinary pullover styles, but shoes complete in detail—count- 








ers, box toes, linings and all, excepting only the soles. 


Thus the buyer may see exactly how any new pattern will look on the 


new last we design for it. 


-In originating this long needed service, the 
United Last Co. still further signalizes its lead- 
ership in everything pertaining to the designing, 
making and merchandising of lasts. 


United Last Company 


Headquarters — Boston, Mass. 


SHOW ROOMS 


BOSTON 
212 Essex St. 


FACTORIES 
BROCKTON ROCHESTER 
NEWARK HAVERHILL : 
LYNN AUBURN Sohn PA iti 
Cmcase SF. ous \ 3 iY 1402 Bush Terminal Bldg. 
NEW YORK MILWAUKEE 

CINCINNATI 
803 Sycamore St. 





Affiliated Company 


United Last Company Ltd. 
Montreal 


with Branch Office at Toronto 


PHILADELPHIA 
331 Arch St. 
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Just the Right Styles 


for Your “Popular-Priced” Trade 


Made up in all the desired leathers 
on tested lasts. Good honest 


merchandise you’re proud to sell. 








No. 335—Three-strap front lattice 










model, made in all leathers on 130 . 
last. 12-8 Wingfoot rubber heel. Made < 


in both welts and McKays. 





No 322—Patent gore pump. 12-8 
Wingfoot rubber heel. 130 last. 
Made in both welts and McKays. 


No. 343—Southern Tie made in gun 
metal, patent leather or Russia calf. 
12-8 Wingfoot rubber heel, 130 last. 
Made in both welts and McKays. 








No. 325—Patent two-strap with side 
cut-out. 7-8 Wingfoot rubber heel, 132 
last. Made in both welts and McKays. 





\ “Made Jn the Hine ‘Iree State 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 
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**In the meantime please see to it that 
we get some express shipments of 
TONY RED, as we are not getting in 
the leather of this color as fast as our 
requirements call for it.”” 


—Quoted from a customer’s letter. 


Tony Red Is Back Again 


HE sudden return of TONY RED WE are fast catching up, however, 
to popularity came to us literally and assure the many loyal friends 
out of a clear sky—therefore we have of TONY RED the service they de- 


been unable to adjust our production to =. on Re, tei ois at whik 


keep pace with the sale of TONY 
RED shoes. 













the public never tires for long. 






“CALF LEATHERS ARE WHAT THEY WANT” 





TONY CALF LEATHERS 


Reg. U. S. Pat. OF. 


RED 











TAN BROWN BLACK 

















CREESE & COOK COMPANY 










TANNERIES 
DANVERSPORT, MASS. 


SALESROOMS 
95 SOUTH ST., BOSTON 










SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 






P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 
















































































the Berta 


Aa tailored Goring, Pum ae 
in Patent ColtGver our WZ3 
ast and Carryin a covered '% 
Cuban heel with Uskide top lift. 

as a simple pnd Sie ive 
per a alon 


q ers and Vamp. pe a 
this pattern of f. PMade in the 


Wilson Process. 














Not im stock but cam be 
made within five to six weeks 


Bice #435, 3% 30days. 














MOORE- AIAFED 
if *JHOE ‘MFG ° yy 


UN Thee g (teen qian, y Mone wDROCKDORT. NY. USA. wi. ir figs Wor ‘wg * “as 
NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG. BWAY AT 34%*ST ay \l 
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HE style to which your attention is directed 

is one of a distinguished group of new patterns 
in the W&SD line of turn shoes. It harmonizes with 
the key note of shoe fashions today—plainness— 
and symbolizes the excellence of shoemaking for 
which WESD turns have always been granted no 
little amount of trade. favor. We encourage your 
belief in the present-day business possibilities of 
turn shoes and in W&SD values particularly. The 
shoe illustrated looks its part in patent leather, as 
shown, or any other leather or fabric. The new Swiss 
heel and New York toe typify up-to-date-ness. 


Witherell & Dobbins (ompany 
Haverhill, Mass. 


Boston Office, 110 Lincoln Street 


The W&D Line of turn shoes is featured in 
the Chicago market by 
Harper Kirschten Shoe Co. 
In the Boston market by The Hub Shoe Co. 
In the Philadelphia market by the 
Brav Shoe Company 


; b= ie 
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Kildare, of CEDAR CLIFF SATIN, trimmed with black patent 
leather, 17/8 Spanish Heel, stage last. Johnson, Stephens & 
Shinkle Shoe Co., St. Louis, Mo. 










MAIN the Avenue of Fashion—where Quality 


1 
a” 


St41 Reigns—shoes of CEDAR CLIFF SATIN 
<3 are prominent. 


In placing orders for shoes that are to frequent other 
metropolitan thoroughfares—merchants who request 
CEDAR CLIFF SATIN display wisdom and fore- 
sight. 


‘‘Worth a little more to the woman who knows.”’ 


(CEDAR. CLIFF 


PURE DYE 


HOE SATINS 


The CEDAR CLIFF SILK COMPANY, 251-255 FOURTH AVENUE, NEW YORK 
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To the Builder, the foundation is all- 


important. Everything else is secondary, be 
the structure a cottage or a castle. 

To you, builder of a shoe business, its foun- 
dation of good will is of no less consequence. 
Shoe service, built up of enduring comfort as 
well as beauty, is its cornerstone. 

And this depends upon the leather selected. 

Aztec Calf, vegetable tanned by Gallun, is 
chosen by manufacturers whose product at- 
tains something more than ordinary comfort, 
appearance and fit. 


Bonnte Brown and (opper tan 
eAre Successful Shades in 
Vegetable Tanned (alf 


WHY IS IT THAT A SHOE MAY FIT QUITE LOOSELY ON A DAMP DAY, 
WHILE THE SAME SHOE MAY PINCH UNCOMFORTABLY ON A DRY DAY? 


Shrinkage and expansion of leather, caused by atmospheric conditions, 
are due to the composition of the fibres. In Gallun’s Aztec Calf, a vege- 
table tanned leather, there is less than one-third the normal shrinkage of 
chrome (mineral) tanned leather from wet to dry weather. 





This is the unalterable, scientific reason why the choice of Aztec Calf in 
such popular shades as Bonnie Brown (No. 8) and Coppertan (No. 23) 
will make good shoes even more satisfactory. They assure to the manu- 
facturer, the merchant and the customer a superb fitting quality. They 
assure also an enduring retention of shape which makes a shoe continue to 
look well under hard usage. 


This is true of all Gallun vegetable tanned leathers. 


A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 


LEATHERS 


s| of Excellence ~ - 
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HE ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 








Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 


























Made with genuine 
Barbour Storm Welt 
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LITTLE JOURNEYS TO AND FROM FAMOUS PLACES | 





}LtLi 
H.LI* The Boston Stone 


BOOTS, SHO” 























The Bos ton Stone—one of Boston’s local mysteries is this stone bearing the 
inscription, “Boston Stone 1737,” which is thought to have been originally used for grinding 


paint. Embodied in the wall of a house in Marshall Street, it is also believed that at one time 
the stone served as a point of direction to neighboring places. A step in the right direction is 
the use of Bull Dog, Vim and Ever Grip, our three famous brands of rubber heeis. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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“Che walks in 1 beauty,” 
MODEL 6524 


DEBUT 


ANOTHER EXCLUSIVE 
BRAUER CREATION 
VERY EFFECTIVE IS THIS PLAIN 
BLACK SATIN ONE-STRAP WITH 
PATENT LEATHER FRONT AND 
SCROLL, MADE OVER OUR 300 LAST, 
MEDIUM ROUND SHORT VAMP, 17/8 

SPANISH HEEL. 


MADE TO ORDER 


ALSO IN MANY OTHER 
ATTRACTIVE COMBINATIONS 


BRAUER BROS. SHOE @. ‘U'Px's 


FASHIONERS OF WOMEN’S NOVELTY SHOES 


ES 














TT TT TTT 
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RUSCO GORING 


is distinguished by that eager “liveness” and compact 
texture that insure long life 


WALI 
ea» 
rr 


HHT 


HMI LAU 


Saat 


Rusco Goring is now stocked in widths up 
to 1 1-4 inches. All widths and grades 
available on special order. 





STEIN 


W777 AWW NO 


Write for prices and samples. 


RUSSELL MANUFACTURING CO. 


MANUFACTURERS SINCE 1834 
MIDDLETOWN - CONN. 





Ps 
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Another New Bates Oxford 


N expanding the special Fall line of Bates Oxfords we have in- 
troduced numerous attractive new patterns. They have made 
good! 


Al) 


in: 


Here, in the New Era model, is one of our most popular Fall shoes. 
It is among our heaviest sellers. Its new straight-line saddle and 
broad squarish toe are 
distinctive features that 
are in demand every- 
where. 
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IN STOCK 


[* spite of its tremendous 
sale we are able to carry 
Style 065-B in stock, in 
our full-size range. Note its 
new wide-tread, semi-soft 
toe and snug-fit heel. We 
make this shoe of genuine 
Tan Highland Calf and 
bottom it with a heavy sin- 
gle Oak sole with 14-iron 
edge. 


mn 


SHAW, ES \\\ 


=~ 


NRA \\ 
RSS4 


I 


Stock No. 065-B. ‘New Era”’ 
Last. Made of Tan Highland 
Calf. Semi-soft toe with hair- 
cloth-butted tip. Heavy single 
Oak sole. ““Wingfoot” rubber 
heel. B, 6 to 11; C and D, 5 to 
ll $4.90 


ALAS 
S\N 


Fi 


We supply dealers with newspaper electrotypes for all 
in-stock styles. Ask for our Spring Portfolio, showing 
six special groups of Bates ‘‘Shoes for the Occasion.” 


A. J. BATES CO. 


WEBSTER - - - MASSACHUSETTS 
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this is the way they ask 
for it in all languages:- 


é Benga/lese 


Urian durn ushkyn Y 


Turkish 4a 


Arabic 


pint de BB 
mann NYO 


ya ene 


= ed 
AYIIL 


Naplemenet 


Japanese 


Hungarian 


Chinese 


Sauleleida 


Auanian 


Zachéd Slorica 


Polish 


Coucher de Soleil 


Zapad Sinka _ 


Slovenian 


Sonnenunterqang 


German 


Puesta del Sol 


panis: 


Solnedgang 


Tramonto del Sole 


Greek 


3AKAT COJHIA. 
Peréndim Dielli 


Albanian 


ftalian 


Zonsondergan 


Holland Dute 


Por do Sol 
Solnedgang 


Portu guese 








“THIS IS A CALF YEAR” 








Barnet Leather Co., Inc. 


360 MADISON AVENUE, NEW YORK CITY 


Distributing Agents 
SAN FRANCISCO MILWAUKEE CINCINNATI ST. LOUIS ROCHESTER 


Tanneries 
LITTLE FALLS 






Boston Distributors 
BARNET LEATHER CO., Inc. 
of MASS. 

98-100 South Street 
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WE SHOW HERE ONE OF TEN 
STYLES CARRIED IN STOCK 








THE -“ZEV" 


TONY YAN BLUCHER OXFORD. ALSO IN 
BLACK BOARDED CALF. A, B, C, D WIDTHS. 


PROMPT SERVICE QUICK DELIVERIES 


IF YOU HAVE NOT RE. 
CEIVED OUR ‘NEW _IN- 
STOCK CATALOGUE, 
WRITE FOR ONE TODAY. 


ADDRESS ALL COM- 
MUNICATIONS TO THE 
FACTORY. 


BOSTON OFFICE 
183 ESSEX STREET 


Howard & Foster Co. sessiscemes, 


CHICAGO OFFICE 


Brockton, Mass. eCHICACO OFFICE, 


———_—_—~ ~- 
— 
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An Established Leader 
In the First Year} 


me 


AIM 


HE manner in which the shoe 
trade received our new white 
glazed kid CUIR de NEIGE, which 
we first introduced last November, is 
one of the most gratifying experiences 
of our business life. 


We were prepared for a gradual 
acceptance of CUIR de NEIGE, real- 
izing the common knowledge that a 
fine white glazed kid is a difficult 
leather to make. 








Therefore, we expected CUIR de 
NEIGE to be tested before being accepted 
as the superior product we knew it 
to be. 


We had, therefore, one of the pleasant- 
est surprises of our lives in the great 
volume of CUIR de NEIGE sales. 


The leather was accepted so generally 
and so largely that we hardly knew 
any testing period. 
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derin White Glazed Kid 
earvf Its Introduction 
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ede | Most pleasing of all, however, is the “Evans Leathers” will be made mutu- 
- ted realization that this remarkable record _ ally beneficial to all three of us. 
wy, & was due to your confidence in the fact 
that CUIR de NEIGE is an EVANS 
| LEATHER. John R. Evans & Company 
ant- CAMDEN, NEW JERSEY 
reat Above everything else we want and (Branches in all Principal Shoe Centers) 
appreciate the trust of our shoe manu- 
facturing and retailing friends. o , 
rally tandardize ae 
new We assure you that in whatever we 
offer you our one aim is the name Evans B rands 
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SMART SALABLE STYLES 


Selected from Our Fall Line Two Weeks Delivery 


EVANGELINE 


GOODYEAR WELT 


ba Pa 


Stock No. 6014 Stock No. 6012 


Black Calf Oxford, 
Brown Calf Oxford, Patent Saddle, 


100 Last, Real Ti 
. ’ 100 Last, Real Tip, 
aan > y Hee 9/8 Rubber Hee 


$3.75 $3.75 


a y 
Stock No. 6127 Stock No. 6114 


Patent 2-Eye Tie, Patent Oxford, 
Black Calf Saddle and Tongue, Black Calf Cut Out Quarter, 
201 Last, No Tip, 200 Last, No Tip, 


9/8 Rubber Heel 13/8 Rubber Heel 
$3.60 $3.75 


Made by 


A. H. Berry Shoe Co. 


186 Lincoln Street, Boston Portland, Maine 
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A. C. LAWRENCE LEATHER COMPANY 


210 South Street, Boston, Mass. 
‘This is a Calf Year’’ 
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How Is Your Stock of 
Felts? 


You know what cold weather will mean—a big demand 
for felt footwear. Are you all set to meet it? Don’t lose 
those first sales—have a good supply on hand when the 
time comes. 


In stocking felts for winter profits you naturally want a 
reliable line. You can stand behind every pair of Dolge- 
ville slippers that goes over your counter! The best ma- 
terials we can buy, in the hands of workmen who know 
how to make slippers—that’s the combination that has 
kept Dolgeville at the top for years. 


This new Dolgeville number is a ladies’ slipper that 
will bring you lots of business. It has a padded :sole, spring 
heel, silver collar and tongue, silk cord trim and pom- 
pom. It comes in several shades that are sure to attract 
women. This is one of many additions and improvements 
in the well-known Dolgeville line. 


DOLGEVILLE FELT SHOE COMPANY _ 
Dolgeville; N. Y. 
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STAYS TIED AND NEVER LooKs| 
SHABBY. 


Good Shoes Are Bettered 
By Bling Cordo-Hyde 
Equipped 





There is a lot of satisfaction in offering the 
customer shoes Cordo-Hyde equipped. 


See that every order you send to your shoe 
manufacturers carries the instructions: 


“USE CORDO-HYDE LACES 
IN THESE SHOES.” 





Can We Submit Samples? 
LACE DIVISION 
O. A. Miller Treeing Machine Co. 


Prockton - - - Massachusetts 

























$2.60 


Style 9110 
Russia Side Bal. Goodyear Welt, Ski Last 
Cap toe, Single Sole, Rubber Heel. D-E, 1 to 


5h. 


Style Boiss $3.35 

Big Boys’ Russia Side Foxed Blu., Goodyear 

iaber aiepe Last, Cap toe, Double sole, 
D-E, 6 to 7%. 

er Boys’, D-E, 1 to 5%..... $2.85 

+ Pel Little mae, here Leese: D-E, 

10-13%. . 82.60 


13 HIGH ST., BOSTON, U.S.A. 
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Harvest the Sales 
that are deserv- 
edly yours! 


Harvest these sales all 
the year round{with Rice 
& Hutchins boys’ shoes— 
shoes that “regular fel- 
lows”’ like—strong,” stur- 
dy, durable, good-look- 
ing shoes that you can 
sell at economical prices. 
Now is the capital season 
for marketing boys’ foot- 
wear—school time and 
playtime—when shoes 
like these are in greatest 
demand. Order today and 
get that extra sale! 


RICE & HUTCHINS 


INCORPORATED 


DISTRIBUTING BRANCHES; 
Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. 
Jos. I. Meany & Co., Inc., Phila., Pa. 





ts always harvest- 
raat time on 

vi ae boys trade 
~ with these shoes 





Style 3113 Pts $2.90 
Olive Retan, 10-in. High Cut Blucher, Arm 
Last, Uskide Sole, Rubber Heel, Nailed, EE, 


1 to 514. 















Style 9650 $3.85 
Light Russia Kip Bal, Modified Educator Last, 
a Single Sole, Rubber Heel, C-E, 1 to 
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The Co-operative Spirit Grows 


Particularly Apparent in Fall Style Openings and Can Be Extended with 
Advantage to Embrace Educational Campaigns 


HERE has been more active style co- 
operation in footwear this season than 
in many past years. The success of 
National Sandal Week in June, and of 
National Tan Week in late August, 
helped merchants to get together. In 

many communities, some one enterprising merchant 
has taken it upon himself to visit his fellow merchants 
and to suggest that on a certain week a similar display 
in the windows and in advertising should be conducted 
to make the people feel the confidence in fall styles. 

Collective merchandising in a town, even though the 
merchants are competitive, makes it possible to push 
the same article at the same time. 


How to Start the Ball Rolling 


The Boot and Shoe Recorder feels itself fortunate 
in being the stimulating agent for many of these 
collective merchandising fea- 





selling French vamp, patent opera pump, 17/8 heel, 
with a little perforation. Then come one straps and 
three-bar gored effects. 

Walk-Over—C. B. Fisher—Patent leather in all 
patterns from 8/8 heel welts to 16/8 heel; turns are 
best. The three-eyelet tan oxford with an 8/8 heel is 
moving fairly well. 

The Sorosis department at the Lyons Store, A. V. 
Evans—85 per cent black patents, satins and suedes 
in a variety of patterns. Business about 10 per cent 
better than year ago, with the stock 25 per cent less. 


Continuing the Analysis 


Feltman & Curme—N. D. Duncan, manager—While 
patents and satins are selling good, Mr. Duncan be- 
lieves the tan calf blucher with a soft toe, 8/8 heel, 
will be good through the cold weather with wool hose. 

Parsons Blackman Co.—Light welt, medium toe, 
two-strap, 12/8 leather heel 
in patent is going best. 








tures, and our traveling 


Laulers’—A fairly narrow 


field editor has in person de- 
veloped unified selling cam- 
paigns in towns where mer- 
chants are receptive to the 
plan. He first makes a survey 
of the town to find the best 
selling numbers, or the ones 
that look best next week or 
a month hence. He checks up 
his information with what is 
nationally in public favor. 
Just to give you a key as to 
how he covers a town, we'll 
take Toledo. 

His preliminary sheet 
shows that Reynolds-Monroe 
Co., H. H. Baird, buyer, is 





Is This a Good Idea? 


On the next two pages the Recorder cov- 
ers the country by the same plan as that 
described above. We have picked out a wide 
range of stores, representative of all grades, 
and have taken distinctive shoes in these 
stores for the basis of our survey. 

We want at this time to express our 
appreciation to the merchants who have so 
kindly co-operated with us. The informa- 
tion comes by telegraph three days previous 
to date of publication, for timeliness is a 
great factor in any story, particularly that 
of style. We would like to hear from mer- 
chant readers as to the advantage of this 
form of style study. 








toe, 13/8 covered heel, con- 
cealed gore Colonial is sell- 
ing fine. This pattern was 
bought across the board, but 
the dull kid is the big num- 
ber. (Retails at $12.00.) 
Eighty-five per cent black 
shoes here. 

Weil’s Shoe Co. — Short 
vamps in opera and strap 
pumps selling evenly, in pat- 
ent and satins. 

And so on until a complete 
analysis made on which can 
be based a co-operative cam- 
paign. 














Broadhurst Young Shoe Co., Denver 


Our Knicker- 
bocker buckle pump 
is an excellent 
seller in tan and 
black calf and pat- 
ent. We have sized 
up twice on this 
pump, because of 
its great distinc- 
tion. It’s a fine fit- 
ter. We expect to 
change the style slightly after October. 
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The Higbee Co., Cleveland, Ohio 


This smart side- 
gore model with 
suede cut-out over 
instep and low box 
heel, is carried in 
black satin, tan or 
patent leather. It is 
a perfect fitting, 
quick selling num- 
ber. The side gore 
is a_ particularly 
good feature. It carries a 13/8 box heel, and is of turn 
construction. For future demand tan calf, and patent 
leather, look particularly good to us. 
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Boston Shoe Store, Atlantic City 


A shoe in black 
or brown velvet 
which we sell for 
$10.00 at America’s 
great playground. 
It is an exception- 
ally good fitter, due 
to extra narrow 
heel and high 
tongue. Its salabil- 
ity is increased on 
account of its being easy to convert into a-sailor tie. 
Ought to be sold as is. Browns are strong with us this 
season, with a tendency toward brown satin and to the 
new popular material, amber velvet. 
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A National Style Survey 


Advertised Numbers and What 
Merchants Say About Them 


















F. E. Foster & Co., Chicago, III. 


The Foster Bou- 
ton oxford is of ex- 
cellent salability 
and of superior fit- 
ting value. It is a 
distinctive Foster 
shoe, for the right | 
occasion. Its pros- 
pects for future de- 
mand are very 
favorable. 
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Volk Bros. Co., Dallas, Texas 


Our best selling 
pattern is a one- 
eyelet, ribbon tie 
with and without 
gore under the 
tongue. It is closely 
followed by our 
Regent opera in 11 
to 16/8 heels. Tan 
calf is very strong 
with us, with de- 
mand easing off to medium brown kid. Patents and 
satin are both good. This $15.00 number is a smart, 
new sailor tie effect in all-patent leather, silk ribbon 
bow, full French toe, box heel, hand sewed. 




















* &# * 


Petot Shoe Co., Cleveland, Ohio 


Our El Prado 
sells good and fits 
good. However, our 
future buys are 
mostly on step-in 
pumps and operas. 
Patent is the big- 
gest seller. Cuban - 
heels leading. Satin 
and black suede, 
selling 50/50. Tan 
calf opera step-in pumps selling good; velvets selling 
good. Right now it is hard to tell what will sell good 
in 60 days, because patents, satin, suede, tan calf and 
velvets are all selling good right now, and if we 
bought all these materials in the different patterns, we 
would go broke. This is a good season for good mer- 
chandising methods. 
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Some Best Bets for Autumn 


Beauty of Line a Conspicuous 


Feature of All 


Poe’s Boot Shoppe, Little Rock, Ark. 


Our Madelon is 
neither a good fit- 
ter nor practical 
shoe. Our best 
sellers are in the 
materials in the 
order named; tan 

: ~ a Russia calf, patent 

“re — leather, black satin, 

velvets. The heels 

13/8 box, 14/16 

spike patterns. Growing demand for Regent pump. In 

our opinion, Russia calf will be good until December. 
Velvets in demand in both black and brown. 
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Robinson Shoe Co., Kansas City, Mo. 


Would not rec- 
ommend Colleen 
pattern. With us 
the tailored pumps 
in one and three 
eyelet styles are 
the best sellers, 
with tan calf lead- 
ing, patent second 
and satin third. 
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Waegner & Company, Aurora, IIl. 


In this light tan 
calf pump favored 
by young women 
getting ready for 
college, we have a 
good selling num- 
ber. For light tan 
calf pumps are sell- 
ing, but we think 
the future demand 
in light tan calf 
will be in oxfords and three-eyelet ties. Patent and 
black satin are still leading; black calf coming 
stronger, and some demand for suede. On the question 
of heels, box and junior Spanish heels for volume sell- 
ing, with considerable interest in low, flat heels. 




















Fall Footwear 


D. Rich’s Sons, Washington, D. C. 


This new autumn 
fashion developed 
in patent leather 
with dull underlay, 
is an exceedingly 
graceful strapnum- 
ber, but is only 
selling fair. Its fit- 
ting qualities are 
good. 
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William Hahn &-Co., Washington, D. C. 


This side ribbon 
strap tie is in black 
satin. We believe 
that this type, be- 
ing an attractive 
and free fitting 
style, will continue 
to sell as long as 
ribbon effects re- - 
tain their popular- 
ity. This is being 
gold as one of Hahn’s specials at $5.95 in our Wash- 
ington stores and our BaJtimore store. 
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Piedmont Shoe Co., Greensville, S. C. 


The vogue of the 
tailored three-piece 
suit’ and tailored 
dresses makes this 
a good selling num- 
ber and a fine 
fitter. We feature 
it in black suede 
and light tan calf. 
It is designed to 
give that comfort 
so essential in walking shoes, yet having those dis- 
tinctive details that make fer individuality and true 
smartness. In our opinion the innovation of step-in 
pumps is a good style for the future, because it is 
different from the vogue of straps. 
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In next week’s issue:—‘‘Bringing Style to Paris”’ 
is like bringing “‘coals to Newcastle,’’ but we havea 
story worthy of national attention in next week’s 
book, for pretty little Miss Mary Bendelari, an 
American girl becomes the first and only woman 
shoe manufacturer in France. She tells the world 
of shoes to “‘practice origination, not imitation.”’ 





Youth Will Be Served 


HAT a wealth of impressions spring into 
our minds with the word “youth.” It is the 
keynote of the day. It is the centerpiece of 


all activities, social and sartorial. In beeuty 
parlor, dress shop and shoe store, it is sought 
anew by those who have the price to buy its 
imitation. It makes all womankind “sweet sixteen” 
in dress and nearly all mankind companionable 
with the Prince of Wales. If you don’t believe 
“youth will be served” try to dish up a few staid 
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old prosaics to any “gaffer” or “gammer” and see 
the fun. 

The flapper sets the styles for all womankind, 
while the college boy is beginning to become such 
a fashion plate, that all mankind is sprucing up 
because of his example. Youth has everything its 
way these days. The scientist who pictured the 
man of the future living to one thousand years of 
age gives hope of an eternal fountain of youth; 
but we are living in the miracle age in which 
everybody strives to retain the vigor and en- 
thusiasm of the early twenties. 

The youthfulness of the sandal is what made it 
such a great success. One thing that we can do 
as a boom to humanity, and that is to keep the 
feet young in appearance. Many a shoe man has 
walked down the avenue behind a trim pair of 
ankles and a smart pair of shoes to receive the 
shock of his life when he saw the elderly matron, 


* face to face. 


Youth will be served and the shoe industry is 
pre-eminent in this opportunity for rejuvenation. 
If you will keep the youthful motif uppermost 
in your buying and selling, your display and your 
publicity, you will be keeping step with the times. 





Look to the Holidays 


OW is the time to plan a real holiday busi- 

ness. The shoe merchant has been out of 
the holiday picture for so many years that it is 
about time that he had an opportunity for a finger 
in the public purse. Few stores have as yet given 
thought to their evening footwear requirements, 
and when it comes to fancy slippers, mules and 
gift articles, the long honored habit of waiting 
until the last minute, continues to be the practice 
of the trade. ‘ 

If there are indications in your community of 
some holiday money, get in the game early and 
push the idea of spending the money in the shoe 
store for footwear, hosiery and supplies, for gift 
articles, and especially gift certificates. 

The holiday harvest may be the means of put- 
ting 1924 in the profit column, for the last two 
months of the year have this great national re- 
sponsibility thrust upon them by the peculiar con- 
ditions of the last six months. 





Link-up with Schools 


CHOOL population is steadily increasing by 
reason of advances in education and, also, 
the growth of prosperity that enables parents to 
keep their children in school for a longer period 
of years. 
The enrollment of students in public schools 
this fall is doubtless the greatest ever recorded 
and on top of that comes the report that institu- 
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tions of higher learning and private schools have 
a new record high enrollment. 

The largest educational institution in the coun- 
try has a total enrollment of 35,000 students. 

Let’s put a few school figures against shoe trade 
figures to see where we stand. 

Twenty-one million, five hundred thousand is 
the enrollment of students in our public school. 
At three pairs of capita, that means 63,000,000 
pairs of shoes, just for school wear. But that is 
not the whole story. Here is more, for 27,700,000 
is the total number of persons, of from five to 18 
years, the educational years. Besides the enroll- 
ment in the public schools, there is the enrollment 
in colleges, universities and private schools. Also, 
teachers, superintendents and others who are in- 
terested in schools. 

A third of our population must be directly con- 
cerned with schools, or education. That means a 
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inevitable that the growingefoot can be trained 
in the way it should go. 


Higher Standards of Public 
Service 


HE unfortunate thing about elections is the 
emphasis put upon personal mud slinging. Too 
few political orators stick to the issues involved 
in the conduct of the greatest business institution 
in the world—the government of the United 
States. The chief politician attacks his opposing 
candidate for office with fictional oratory, with 
enuendo and with inferences close to blackmail. 
He doesn’t care what picture he paints as long 
as he wins. 
It is high time that the basic principles of 
good government are made the basis of political 
campaigns. A business-like program, if emphati- 








market for 100,000,000 
pairs of shoes annually. 

More than 500,000 
students are in colleges, 
universities and like in- 
stitutions, numbering 
670. This half million, 
in itself, is a big market 
for college styles. Be- 
sides, there are the mul- 
titude who follow the 
college styles. 

Another half a mil- 
lion are in commercial 
schools, and other hosts 
are in agricultural 
schools, trade schools, 
schools for nurses, and 
other special schools. 
Not even the reform 
schools should be for- 
gotten. Everywhere a 
shoe man turns for 
business schools 4nd 
educators confront him. 

School and styles go 
hand in hand—to see 
juveniles enter school 
any morning of the 
week is to see a regular 
style show. 

Shoe men eventually 
will link up their ser- 
vice with some sort of 
education work, encour- 
aging the right shoes, 
the right size, the right 
way to walk and the 
right attention to foot 
development, for it is 














‘‘T Have an Idea’”’ 
By EDWARD F. ROBERTS 


If you are at the head of a business, how many 
times does one of your employees come to you and 
say: “I have an idea”? 

The answer to that question is a pretty fair test 
of a man’s fitness as an executive. 

Some men buy help in their business like they 
buy parts of an automobile, a cog for this part of 
the machinery, a bolt for that. Such men get just 
what they buy—cogs and bolts—and spend a lot 
of time complaining about their labor turnover and 
the stupidity and incapacity of salary and wage 
earners. 

The stupidity and incapacity lie at their door as 
executives but they do not know it. 

Every normal human being has a pair of hands 
and a brain. If you are only interested in hiring 
hands you should get a job as a drill sergeant, not 
as a business executive. 

There is no business in the world where all the 
brains are monopolized by the executive department. 
Every man or woman you employ can give you an 
idea if they are encouraged to think. 

The general manager of one of the most success- 
ful businesses in New York has a motto which 
reads: “I am never too busy to talk to anyone with 
an idea.” Everyone of the hundreds of men and 
women who work under his direction knows that 
that motto means just what it says. The door of 
the manager’s office is never closed and the humblest 
employee of the firm who has an idea about his 
job can walk in and discuss it with the big chief, 
knowing in advance that he will get a friendly and 
sympathetic hearing. He knows also that if the 
idea is a practical one he will not only get a material 
reward but that the general manager will be the 
first to let everyone know where the idea came from. 

Not so long ago a junior clerk was hired for the 
order department of that firm. He was a bright, 
intelligent boy and after a while he got the idea 
that a lot of money was being wasted in his depart- 
ment through lack of organization. He took his 
idea to the general manager and the result was the 
saving of thousands of dollars a year. What was 
more, the general manager made the change so 
tactfully that the head of the department—an old 
and valued employee who had just allowed himself 
to get a little rusty—did not have one of his feath- 
ers ruffled. 

There is no piece of ground so barren that it will 
not bear something and there is no brain so dull 
that it will not produce an idea—if it is encouraged. 











cally presented, will do 
more good in gathering 
votes. The public ser- 
vice must be placed 
upon a higher level. 

The country is moral- 
ly sound. Its standards 
of business were never 
higher. The business 
men of the country are, 
for themost part, honest 
men, representing fair- 
ly the moral standards 
of the people. And never 
more than today have 
they, taken as a whole, 
earnestly desire that 
abuses shall be stopped, 
that an end shall be put 
to corrupt dealings and 
unfair practices, that 
gambling shall not pa- 
rade in business clothes, 
and that American in- 
dustry and trade shall 
have free scope for de- 
velopment and exten- 
sion along the lines of 
honorable rivalry and 
with justice to stock- 
holders, to employees 
and to the people at 
large. 

Special interests must 
keep their hands off the 
government in city, 
state and nation. The 
common welfare must 
be the supreme law. 
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The Outstanding Pattern of the Season 


Incidentally Marking the Revival,of the Welt Business 
By the Styling-Up Process 


nent manufacturer of womens’ 
shoes announced his intention 

of switching to the McKay process. 

“Welts,” he said, “have gone. 
Worser’n that—they have 
went.” ; 

Gloom in large gobs spread 
itself over the industry. Shoe 
and leather economists gath- 
ered together on street cor- 
ners and tried to compute 
the scrap iron value of all the 
machinery used in the manu- 
facture of this type of foot- 
wear. Propagandists in serried 
ranks hurled themselves into the 
fray and accomplished nothing 
other than to confirm the impressions 
of many that the situation was serious. 
But was it? In the meantime manufacturers 
using the McKay and turn processes had been 
styling up their lines and meeting with success. It 
was the obvious thing to do. In a world of cut-outs 
and intricate straps there was no place for the plain 
oxford type which was, at least apparently, about the 
the only pattern of which welt manufacturers had 


ever heard. 


| ESS than six months ago, a promi- 


Not Enough Wanted Styles 


And that is precisely where the trouble lay 
—lack of wanted style—for now we see the 
welt staging its come-back, not solely because 
fall is upon us and winter coming but because 
welt manufacturers generally have seen the 
light and styled up, helped to some extent, of 
course, by the tendency toward tailored ef- 
fects in women’s suits and coats. 


Proof of this theory is found in the fact that, some 
six months ago, when everyone wailed that welts were 
deader than Tophet, a new style flashed across the 
horizon—the so-called Snappy Tie pattern of the Stet- 
son Shoe Company of South Weymouth, Mass. From 
May 1 until September 24, orders for 18,900 pairs 
of women’s shoes were booked by this organization 
and of this total, 71 per cent, or-more than 58,000 pairs 
were on this one pattern alone. This is nearly 28% 
per cent of the entire factory output—a factory known 
the country over as the home of high grade men’s 
footwear. 


Welt Records in Stetson Stores 


That, however, is only half of the story. Stetson 
stores sell no shoes other than those manufactured in 
the Stetson plant. Seventy per cent of all the shoes 


sold in the Stetson Chicago store go on 
the feet of women—every shoe a welt. 
Between 55 and 60 per cent of all the 
shoes sold in the New York store 
are sold, also, to women—also 

all welt. 

And yet the welt was sup- 
posed to be dead at the time 
these welt records were be- 
ing established. 


A New Style—Three Years 
Old 


As a matter of fact, the 

Stetson Snappy Tie pattern is 

three years old and has been sell- 

ing in steadily increasing quanti- 

ties ever since it first saw the light 

o of day in the Chicago store in the 

latter part of 1921. Until the spring of 

this year it had not been pushed. Like Topsy, it 
“jest growed”—taking hold first in Chicago, then in 
New York, then in a few other sections of the country. 

In the spring of this year it was decided. to “release” 
this pattern as a new style, but one which had had 
sufficient test to prove its worthiness. 

The first move was to devise a combined merchan- 
dising-manufacturing policy which would give the 
maximum number of styles with the minimum of 
manufacturing effort. This resulted in the so-called 
“Four Square” line—a combination of four lasts, and 
over each last four distinct combinations of materials 
and colors. This, by the way, marked the birth of the 
buying practice of many retail merchants who buy few 
lasts and patterns and get their variety by a judicious 
combination of materials. 


A Revival of An Old Mode 


The second step was to use the usual avenues of 
publicity to reach the retail shoe merchants of the 
country, in addition to which a style show organiza- 
tion was perfected by girls employed in the Stetson 
factory. Obviously this avenue of publicity was short 
as it was impractical to send the show organization 
far afield but it resulted in quick acceptance of the 
style in those places where shows were held. 

The “Snappy Tie,” as a matter of fact is nothing 
more than the old Southern tie brought up to date. 
And yet that is what most “new” styles are—either 
adaptations of styles long dead or frank revivals. The 
point is that the departure from the age-old custom 
of making nothing more complicated than a plain 
oxford or perhaps a simple strap by the welt process 
has paved the way for a new era for the welt shoe. 


(Continued on page 64) 























The ‘Recorder's Style Survey of 
Children’s Footwear 



























































28 THIRD of our population is classified as juvenile. The 
=. enrollment in public schools is over 21,500,000. In the 
’ Phigher education of the college grade, 

CES) there are more than 500,000. 

In service to this immense army of scholars, a billion dollars is 
spent yearly with $600,000,000 of that going for salaries alone. 

‘*Youth will be served’’ and in its shoe service, we fall wide of 
the mark of number of pairs per juvenile, for production is around 
75,000,000 pairs. A conservative estimate puts the possible field 
at about 100,000,000 pairs. 

The closer your link-up with the public school and education,— 
the better your service to children at school or at play,—the 
greater your opportunity. Eventually the foot clinic will be as 
important as is dental supervision. The future of the shoe busi- 
ness is inseparably linked with the subject of education. 
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Dainty decorations always appeal to the young folks. 


Children’s Shoes Are Not Bought 
Solely for Wear 


(By the Children’s Shoe Buyer of a Big City Department Store) 


dren’s shoe stock. By children, I mean every 

juvenile in the family—from baby up to grow- 
ing girls and big boys. This is truly a wide and diver- 
sified range. It means every size from 0 up to 8% for 
the babies; then through the children’s sizes to 11%, 
up to and including 2 for the misses, until the growing 
girls’ sizes register 7 (in a few cases 9) and big boys 
have made their mark in a shoe size of 8. 


(en's se sta is the first essential of a chil- 


Orthopedic Shoes for Baby and Boys 


And, in addition to sizes, there are the widths, and 
types of lasts. There are orthopedic shoes, ranging 
from babies’ “Fat Ankle” shoes, a real boon to the 
little tots of plump proportions, to “Self Starters”—to 
those for the 17-year-old big boy, who takes perhaps 
a 7E shoe, but not by any means on the same last as 
his father in a similar size and width. The big boy’s 
orthopedic shoe is built for the proper development 
of the rapidly growing foot. 

There are creeping shoes, and shoes for baby’s “first 
rise in the world;” in other words, when he is trying 
to walk by climbing and holding on to chairs. 


Play Shoes Have Wide Range 


There are play shoes, from the soft soles for the 
infant up to the flexible soled shoe for the miss, who 
takes a size 1114-2. 





As to the moccasin types, this is an entire business 
in itself. It commences with the infants’ run and goes 
along with the toddler; theré are moccasins for the 
child, for the miss and the growing girl—sometimes 
with rubber, sometimes with leather soles—for camp- 
ing and general outdoor wear. One of the biggest 
sellers in the moccasin type for boys is the chocolate 
elk, with composition soles, for outdoor sports and 
general vacation purposes. 


Moccasin Pattern Popular 


The moccasin of today has taken on a new lease of 
life—it is much different from the moccasin of old. 
Commencing with the five-toe moccasin for creeping, 
it advances as baby progresses to the age of eight or 
nine, when the child may still keep on in moccasins, 
in any of the desired sizes and widths, or an oxford 
of elk may be chosen. Folks who have started their 
children in moccasins prefer to have them continue to 
wear them until they are at least eight years of age, 
sometimes 10, and for that purpose the moccasin has 
shown much development and now represents a prac- 
tical type of footwear. 


Baby Welt a New Type 


The baby welt is a new type, and a very popular 
one. It has its source in the 3 to 5 run and continues 
straight through into the boys of 11-2. It is a sturdy 
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little shoe and gives to those whose first requisite is 
good wear absolute satisfaction. 

The little turn shoe, charming in patent leather, 
with diminutive bow, is carried through from the 
babies’ sizes, with no heel, into the growing girls, with 
heel of oft-times 10/8 height. This novelty type is 
popular in the latter size range as a dress shoe for 
those women, who on account of “Cinderella” feet must 
come to the Growing Girls’ Department to be fitted. 
Other novelties for growing girls are the black satins 
in strap patterns and the suedes in gores. On the two 
strap pattern, we have sized up five times. While black 
suede demand has superseded the call for brown suede, 
there is now a noticeably increasing query for the 
latter shade. 


Growing Girls’ Lasts Important 


Lasts for growing girls are an important item. They 
suould be divided into three types: 1—The last for the 
big miss—the girl of perhaps eleven to twelve, who 
really takes a women’s size, but as her feet are still 
developing, she must have a broad toe, broad tread, 
low arch and low heel; 2—The last for the junior miss 
—for the little lady who must be fitted to a type of 
shoe between that of the growing girl type and 
mother’s shoe. 

This shoe still carries the low heel, but a better 
fitting arch; there is still plenty of ball space, but 
the toe is not so square as that on the first-mentioned 
type; it may be classified as a neat, round toe. 3—A 
woman’s last, which on account of demand for it in 
the growing girls’ department, by women who feel 





Tiny desk for the young folks a good idea. 


that they cannot be fitted to an 8/8 heel elsewhere, 
must be carried as a part of the stock of this depart- 
ment; this type should be classified as a woman’s low 
heeled shoe. It is built in a woman’s shoe factory, and 
carries a more pointed toe than either of the first two 
mentioned types; its arch, ball and heel seat are all 
constructed to fit the fully matured foot. 


Misses’ Shoe with 10/8 Heel 


Another interesting development has come about in 
the misses’ department from the fact that many of 
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these youngsters prefer a higher heel than an 8/8 or 
7/8—and so, to meet this demand, we may install in 
our misses’ shoe department a strictly misses’ shoe, 
with a 10/8 heel. 

Southern tie types are popular numbers in chil- 
dren’s and misses’ shoes and crepe soles are good in 





Mural paintings make a hit. 


the 111% to 2 run; they come among the novelties in 
the 514 to 8 sizes, children’s sizes. A high shoe, with 
crepe rubber sole, takes in many popular numbers, for 
instance, an upper brogue pattern in elk and calfskin. 
These are two popular leathers in boys’ shoes, for the 
reason that they give good service. Some boys will 
wear crepe soles right through the winter for a wet 
weather shoe. 


Boys’ Shoes Chosen for Fit and Looks 


Boys’ shoes form a very profitable part of a chil- 
dren’s shoe stock, if properly merchandised. The boys’ 
shoes of today are built on more artistic lines than 
formerly. Much attention is paid to the development 
of the last, as well as to getting a neat, custom effect 
—in other words, boys’ shoes are as graceful in their 
delineations as are women’s or girls’ shoes. It is true 
that a boy is hard on his shoes—some wear them out 
at the rate of a pair every six weeks—others take 
longer, but nevertheless, parents decide, in the ma- 
jority of cases, that a boy’s shoe should, first of all, 
be a good fitter, and look well. One feature which is 
particularly stressed is the flexible sole for boys. 
Parents prefer a sole so flexible for the child that he 
can put the new shoes on and walk right off in them, 
just as easily as if they were old ones. When the little 
lad is six years old and wears a size 11, he prefers 
to go into the boys’ department for his shoes, where 
he may be fitted to the same kind of shoes which Dad 
wears. 

Three Types of Boys’ Lasts 

There are three types of lasts which are desirable 
for the boys’ department. 1—The last, which we call 
“Foot Form.” This last has always been the pre- 
dominating feature of little gent’s shoes and has been 
carried on into boys’ in the 2% to 6 sizes. These shoes 
are flexible on one side and rigid on the outside, as a 
bearing point; there is a good swing to the heel. 

(Continued on page 62) 
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In_FITTING sort soles it is natural 

for{anJinfant to“curl up its toes. 

Rubfthe"feet*and ‘fit as if fitting a 
- 7 . * ; 4 
glove rather than pulling on. 


A WELL BALANCED service for 

children should be rounded out in 

styles, sizes and widths and con- 
secutive in fitting’values. 


1—White kid or canvas 
kl l - . . . 
ankle tie, chrome sole ~Ciieed “ents wth 
kid sole—a slip-on. 


We emphasize low effects be- 
cause chubby feet are more 
easily fitted. The thickness of 
infants’ ankles makes boots 
difficult because greater width 
must be had over ankles. 


4—Novelty fabric slip- 
per with soft kid sole—a 


3—Patent kid eer 
l 
Christmas seller. 


with chrome sole—fu 
natural shape last. 








“oem aj 
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THE Four To eight run with spring 

heel and welt sole for the child 

ranging in years from 2% to 4 is 

the development stage—keep to 
the natural last shape. 


THE Two To five run in the first 

step range is the formative period, 

when the foot gathers strength 
for walking. 


6—Tan calf moccasin 
with welt sole, spring 
5—Infants’ moccasin ef- heel, very broad last, 
fect, chrome sole, white roomy fitter. 
calf. Perforation at tip. 


When the foot changes from 
gristle to bone is the most im- 
portant period—the child should 
now come to the store for fitting 
—for invariably parents fit 


shoes short on children. 


7—The most standard 
shoe of this grade in a 


tan calf blucher. F 
8—Patent colt moccasin 


with smoked calf tongue 
and inset white eyelets. 
Made in Milwaukee. 
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Tuis 1s THE age when the boy and 
girl begins to notice what grown- 
ups are,wearing and therefore we 
begin to{duplicate as far as pos- 
sipie older effects—yet retaining 
those general characteristics of 
children’s “shoes. 


Tue sport 1pea in children’s shoes 
comes in this range and gives 
opportunity for a wide use of 
materials in a variety of patterns. 


9—Two tone effect in calf 
tan and brown. Blucher ef- 
fect over saddle. Rubber 
heel 


10—The elk leathers have 
their place here, elk upper, 
tan calf trim. 


Youth Will ‘Be 
Served 
—at a Profit 


1l—Patent colt moccasin 12—Tan calf moccasin built 
novelty cuff effect, white for heavy wear with extra 
eyelets and white stitched. heavy spring heel and sole. 
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THe BEsT PERIOD of the year for 
felts, arctics and shoe specialties is 
just ahead. The demand is na- 
tional for the>South use in pro- 
portion as many as the North. 


13—The most staple colors 
for children are reds and 
blues. This is a two tone 
effect for utility. 


15—Tan calf, pony cut, per- 
forated, for seasonable wear 
it has an extra heavy sole. 
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Youth Will ‘Be 
Served 
—at a Profit 


Children's Style Section 


FELTs RANGE FROM 75C to $2.50 
with fancy booties a little higher. 
Have you tried to initial your 
arctics for children at school. Sell 
more extras for Fall profits. 


14—School days make a 
market for children's rub- 
bers, and especially before 
heavy weather. 


16—The Flapper’s delight 
and it never was more popu- 
lar. The rolled edge is good. 
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SHOEs FOR MissEs at the age when 

style begins to count in the selec- 

tion of shoes. It is a troublesome 
age for the shoe man. 


17—A patent leather one 
strap with turn sole and 
spring heel. The toe is 


round, 


Youth Will ‘Be 
Served 
—at a Profit 


19—Black calf, buckle fast- 
ened, sport effect, wing tip, 
rubber Freel. " 
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SHOEs FOR GROWING girls the next 

stage and the call is for the very 

Mewest in style, it is a difficult | 

period to fit feet and to please the ) 
eye. 


18—A Southern tie in tan 
leather, welt, full toe. Can 
be tied with broad lace or 


ribbon . 
b 
2: 
20—Putting a novelty effect ; 
into the Southern tie. Two h 


tone tan calf. 








e next 
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JHE AVERAGE HIGH SCHOOL is a 
style show as much as an educa- 


——e es. 


tional,institution. The demands 
on the family budgetYare a prob- 
lem—it’s a profitable period. 


21—The suedes in black and 
brown find a sale in this 
side gore number. 


23—Black satin with a 
D’Orsay effect plus the good 
feature of straps. Spanish 
heel. 


Boot AND SHoE REcoRDER 


Youth Will “Be 
Served 
—at a Profit 


Children’s Style Section 


TRANSLATING FEMININE footwear 

into this college period, in women 

sizes, is making possible about the 

same range of prices for stylish 
numbers. 


22—Patent colt one strap, 
welt sole in the best number 
for girls and young ladies for 
dress wear. 


24—Black suede gore front 
with black calf trim. The 
velvets also find a place in 
girls’ wear. 
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Tue youtu wits his 1 to 2 sizes Tue sport types of shoes in elks 

begins to realize he is getting into with rubber and crepe solesfgive 
the boyish effects and away from i opportunity for extra pairs worn 
the childs. He kicks on natural 4 after school, Saturdays and holi- 
lasts and wants mannish styles. : sis A days. 





29—The standard straight 30—The more kick you can 


oxford for youths in a tan owe - = leather 
leather. It’s as near staple as or y ~ 1e ~* — 
any in the store. tip, perforations and pink- 
; ing—rubber heels. 


Youth Will “Be 
Served 
—at a Profit 





31—The moccasin pattern 32—The crepe sole is worn 
persists, also, in the larger the year around. Here it istin 
sizes, for play and even a spring heel sport effect.:A 
school wear. big number at this age. 
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Ir a Boy likes a shoe he gets it, 

the price notwithstanding. Give 

them what they want is the spirit 

of the age—youth will be served 
so do it at a profit. 


Boys ARE increasingly fussy about 
sJgive the right shoe and have a good 
Seer eye to the place of style in their 
| holi- footwear. It is a very profitable 
part of a store’s business. 


n elks 





26—Boys’ moccasin slipper 
in tan elk, padded sole, no 
heel. A good seller because 
serviceable 


25—Boys’ dancing shoe in a 


ou can patent colt turn shoe, five 
leather eyelet oxford. More of these 
—wing are sold than ever before. 

| pink- 


Youth Will ‘Be 
Served 
—at a Profit 











27—Boys’ tan grain blucher 28—The college boys’ ox- 

with extra heavy welt sole ford with all the ‘‘dog"’ 
worn for wear that only a boy that the shoe can stand. 
t isin can give. Black grain calf. 


ct. A 





: {59} 
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School begins Monday, Se; ber 8. In this final, 
busy week of preparation Mothers will jate the 
readiness of this store with both high and low shoes for 
boys and girls from kindergarten age to high school 
years. 


q 


ie you eed 
is natural growth. 
MISSES’ SHOES BOYS’ SHOES 


In black and brown calf, roomy toe In browe and black calf. 
last, welt sole Fine shoes for Comfortable, reomy toes. 
te Built for lots of service 


$295" $395 SSN" 


























Sub-Deb satin slippers 


645 


S79 


A trim looking black satin model suitable for 
perty or dress wear. Turn sole and one-inch 
heel An extraordinary value 


Wiggle Toes for children 
First step dippers Oxfords and high 


and high shoes, sixes 2 «SHOES for school weer 
ul, 430 








sisee 8% to 


* 
Oxfords and bigh 
hoes specially attrac 

o: ones 11% to 2, $5 
and & 

Girls’ ontords ond hugh shoes for sub-ded and 

college gurl, in catene, patente and brown calishin. sses 

2% to 9, widths AAA to D. 675 to 10.50 


ruts few 


SUB-SALESROOM 




















CHILDREN’S SHOES 


te smoked elk, patent leather afd 
brows ¢alf. Good weight, fex- 
ible soles, fine for growing feet 


$2.95 * $3.85 
CHILDREN’S 


OXFORDS 
In »moked elk, patent leather sou 
ganmete| calf 


_ Stout Shoes 
for School Days-! 


The growing boy or girl demands more 
care im the selection of his or her shoes 
than does the adult. Their feet need the 
comfort of the well-made shBes to allow for 
their intense foot activity and constant 
growth. These Shoes are made with that 
in mind. Besides being bealthful for the 
child to wear, the Shoes aré of pleasing 
styles and prices. 


Mrs. A. R. KING, 
Hop-Scotch and 











Boston Shoe Store 


Take a Thousand Merchants’ Ads 


From Portland, Me., to Portland, Ore., There Will Be More Thoughtful 
Buying of Children’s Shoes 


' OU can see for yourself in the advertisements 
shown here that merchants are taking upon 
themselves as a duty the protection of Youth’s 

feet. The nursery rhyme has disappeared from adver- 
tising columns, and in its stead has come logic. It is 
the rule nowadays that people be taught “prevention” 
before “cure” which is putting things in their proper 
order. Children’s shoe advertising keeps pace with the 
times. 

As a natural outcome the single column advertise- 
ment is rarely seen. It takes more than a “skinny” 
column to tell something worth while of the functions 
of a child’s shoe. The double-, triple- and even four- 
column space is used for a department that used to be 
just thought of, and left to grow up by itself. 


Number of Words in Copy 


In a single column advertisement, five inches deep, 
sixty words are used to explain the fitting qualities of 
a concern’s children’s shoes. Sixty words of general 


copy is the minimum, and it runs all the way up to 250 
words in a four-column space. 

The illustrations deal generously with the construc- 
tion of shoes; ankle supports, arches, toes, etc., and the 
shape of the lasts must bring home to parents the 
things they missed by having to wear shoes when the 
plasticity of the young foot was depended upon to 
adapt itself to the shoe’s shape. 

The children’s advertisement of today seems to take 
note of the fact that few parents have feet free from 
some shoe-made blemish and uses this as a lever in 
getting them to give their children’s feet the considera- 
tion they should have. 


The Prices Seen 


Prices run from $1.95 up to $6.00, from the smallest 
infants’ to the misses’, and taking the middle ground 
in sizes in order to get an average it is seen that $4.00 
could be called this. That at any rate is the price most 
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in later years. 


AWAITING YOUR SELECTION WE HAVE SHOFRS DLVELOrEn IN 
ee 
THE FINEST QUALITY LEATHER FOR THE CHILDREN 
ee 
AT A MOST NOMINAL PRICE 
(a 


I's to Your Advantage to Buy Your Shoes Here 
Our Prices are Right Always. , 


== Roanoke Shoe Co., Inc. "\2<-" 


saint rooTensn—rore 


If Your Children : daca cnanee 





The hg Sew Dee = beh, ta tom cor A, 


Scuff Their Shoes 


Sizes 5 to 8, 
*4 
Sizes 8% to 11% 
$4.50 


Why Elx Leathers Stand the “Scuff” 


je offer te ow 

















D° NOT allow the youngsters going to school to be uncomfort 
able by wearing shoes that bind or pinch ¢ 
require special care in the fitting of their feet to a 


are caused throurth the wear 
ing of improper shoes im childhood 


srowing children 
oid foot trouble 


and let them 
the foot trow 











a CHILD'S foot like vt nd — mun be 
convertiy travwcd UW Rming shoes may 
creple the child —and gre him» hietime of 
foo 
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Stemmler Bros. 


158 So Main Street 








For an Education in Selling 


Anatomy Mixes Freely with Leather—Better Feet Are Seen 
Years Hence 


often seen. The higher the price the more space used 
and the more salesmanship there is in the copy. 


What Is Said and by Whom 


Edmonston & Co., of Washington, says: 

“You do the child a lifelong service when you pro- 
vide proper footwear. Improper shoes oftentimes 
injure the child’s feet, and even cause ill-health and 
serious handicaps.” 

Laird, of Pittsburgh, says: 

“Children’s shoes are an important feature of our 
great shoe business. Our reputation for children’s 
shoes is the result of years of experience in fitting 
juvenile footwear, and the care we have taken to sell 
scientifically constructed shoes for growing feet.” 

J. C. Penney Co., of Cortland, N. Y., says: 

“When we grown-ups trudged off to school. 

“We all perhaps can recall the days when trudging 
off to the opening of school how conscious we were that 
we were not as well or were better dressed than were 


some of our young friends. Foolishly enough, our im- 
mature minds weighed the subject heavily. No doubt it 
reacted upon our studies.” 

And in this the J. C. Penney Co. touches upon one 
of the most impelling parental instincts, that of play- 
ing fair with the child and the pride they have in 
their children. 

Cammeyer says: 

“Made on lasts that permit freedom for the growing 
foot.... the least expensive shoes you can buy in the 
city. They are outgrown before they are outworn.” 

The Guarantee Shoe Co., of Little Rock, Ark., says: 

“Mothers tell us we have the best shoes in town 
.... because they consider the needs of growing feet, 
because the styles please youngsters, etc.” 

Verner, of Pittsburgh, says: 

“An attractively bound story book will be given free 
with each purchase in the children’s department.” 

Lever, The Shoe Man, of Columbus, O., says: 

(Continued on page 68a) 
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Children’s Shoes Are Not Bought 
Solely for Wear 
(Continued from page 51) 
2—The last, with the medium rounded toe, which has 
supplanted the English last. 3—The modified Haig, 
which is the “snappiest” last of the three. It is used 
in brogue patterns, for which Scotch and Norwegian 
grain leathers are excellent. 


Why Not an Orthopedic Shoe for Boys? 

In regard to boys’ shoes, may I suggest that an 
orthopedic shoe for boys (just as much consideration 
being shown to this type of footwear construction, as 
to men’s and women’s) would bring about considerable 
business. There is a big talking point to boys’ cor- 
rectly fitting shoes, and I feel that a great many 
doctors would take advantage of a children’s shoe 
department that would feature footwear of that kind. 

Boys’ sizes run from 2% to 6. Big boys—6% to 8. 
The latter big sizes are carried by a well stocked store, 
catering to the juvenile business, to take care of those 
boys, who while they still need boys’ lasts have feet as 
large as many men. For at 6 boys’ sizes usually stop. 
These big boys, too, besides requiring boys’ lasts, want 
boys’ prices. 

Rubber Shoe—Leather Top 

A new feature for boy’ boots is a storm shoe, which 
resembles a lumberman’s pac—a rubber shoe, with a 
leather top—this boot should be carried in all widths 
and sizes. Some of the leather tops of this boot are 
made of elk, some in the higher grade of calfskins— 
some are buckle-fastened at the top—some are per- 
fectly plain. The model is very neat and altogether 
desirable. 

For gymnasium purposes, and this is an all-the-year 
round proposition, boys use many of the common, ordi- 
nary sneakers. For dress shoe for street, a black calf 
shoe with tip, and invisible eyelets, is a favorite. 


Elk Popular for Boys’ Shoes 


Elk leathers have become very popular for boys’ 
shoes; also grained leathers. Of the two leathers, 
grained calf is a bit firmer and more water resisting. 
Elk is a, drier leather and will wear excellently, but it 
does not polish well, and being a dry leather does not 
resist water unless oiled—it makes up into a little 
rougher shoe, due to the fact that it does not scuff 
easily. Oiled elk leathers are sold quite freely. For 
a house slipper, the leather, 
Indian moccasin is popular, 
as well as the felt slipper, 
Everett style, with rolled 
collar. 

One of the surprising, as 
well as interesting, features 
of this season, is the low 
shoe business. It proves my 
contention that children’s 
shoes today are not being 
bought primarily for protec- 
tion against weather. They 
are bought for development 
and style. At first, and until 


Where they can swing if they want to. 


October 4, 1924 


the child wears a size 8, development is the biggest 
consideration; after that, it is a case of development 
and style, 50/50, with style looming up larger than 
ever—the service part of it is getting to be a smaller 
item all the time. Now, “How much can a person really 
afford to pay for style,” is the important consideration. 
If a person has the money and likes a certain style, 
the transaction is immediately closed. 

Even the boot for children and misses is cut a little 
lower as to top. I believe that the miss will this win- 
ter wear many low shoes of the brogue type with 
woolen stockings. 


Many Tan Oxfords and Pumps Sold 


I have recently been keeping a count on the low and 
tan shoes sold from our various children’s depart- 
ments. From the last week of August to date, 40 per 
cent of the shoes sold to boys, not counting moccasins, 
were low shoes. Of these low shoes, fully three pairs 
of tans to every one of black were sold—and mostly, 
in the better grades, in the lighter shade of tan, not the 
reddish, but more on a golden brown. In high shoes, 
there were twice as many tan shoes as black sold. In 
growing girls, 70 per cent of the sales were on tan 
low shoes. 


Low Shoes All the Year Round 


And so we find the kindergarteners starting off to 
school this fall in low shoes—boys, as well as girls. 
Low shoes this year, and I believe for a good many 
future years, are and will be so popular that a mer- 
chant must keep them on his shelves all the year 
around and show them all the year around. While I 
expect to see at least one of the two and three pairs of 
low shoes bought by many mothers at the beginning of 
school returned, under the influence of cold winds that 
will be later on blowing, yet there will be many, who 
with the extra warmth of woolen stockings and over- 
shoes, will go right through the winter in low shoes. 
Even in wet weather, there is a tendency among the 
bigger boys to wear low shoes. In former days, high 
shoes were used for hiking and general sport wear, 
but this type has now given way to the low walking 
shoe of the moccasin type. The above mentioned styles 
will, I believe, be good right through the winter. There 
will be no further style developments in children’s 
shoes until the spring buying season commences. As to 
what month, will depend upon business. If business 
is brisk through the fall and winter, it will make 

early spring purchases nec- 
essary. 


Build Confidence in Your 
Stock 


As a suggestion, may I 
add, build up confidence in 
your stock on shoes that are 
good fitters, that wear and 
are good looking shoes. Then 
people will look upon your 
line of children’s shoes with 
confidence and they will feel 
that whatever you put out is 
the proper thing. 
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, Style show models at the Brockton Fair. 





New Fall Styles Given Showing at Big 
Brockton Fair 


bigger and better every year. To a vast audience 

of several hundreds of thousands during the 
daily and evening performances, forty representative 
shoe manufacturers of men’s, women’s and children’s 
shoes in Massachusetts’ Old Colony District, with total 
factory capacity of 30,000,000 pairs a year, cleverly 
presented morning, afternoon and evening footwear 
for fall and winter, 1924-1925. 

Not only was it educational “stylewards” to the 
consumer, but it gave to the 18,000 shoe workers of 
the Brockton section a greater pride in the beautiful 
product in which they had a part in making—it gave 
to the shoe manufacturers, exhibiting, renewed in- 
spiration for real craftsmanship. Here, consumer, 
shoemaker, manufacturer, shoe wholesaler, retail shoe 
merchant, met in a great, common cause—New Eng- 
land shoemaking. It was a brilliant spectacle, replete 
with community spirit, interest and ability. It was a 
fascinating show. 

The shoe store, from which the models appeared 
was called “The Brockton District Shoe Store,” and 
was the replica of the Walk-Over Shoe Store, Cleve- 
land, Ohio. The models were first seen inside the 
store “being fitted” to the shoes in which they imme- 
diately afterwards walked out on the runway. 


Boyish Lasts for Men 


In men’s shoes, boyish lasts and low shoes predomi- 
nated. Light tan was prominently featured. Black was 
well displayed for afternoon and evening wear, in calf 


"Loe 1924 Brockton Shoe Style Show is growing 


and patent leather. The broad toe was much in evi- 
dence; vamps were not of the extremely short type. 

There were “nobby” effects in sport shoes for men. 
One in white buck, with white fibre sole, had a side 
saddle of “cranberry” buck. This same style was also 
shown in a woman’s sport model. A white calf golf 
shoe, with tan calf trim, crepe sole, carried a very 
broad toe; black and white effects were also shown 
in golf footwear. 


Black and Brown Combinations 


In women’s dress shoes, black predominated. There 
were suedes, patent, calf, kid and satin. Browns, in 
satins and suedes, and kids in the light shade of fawn 
and airedale were pleasingly combined with silk hosiery 
in which nude, and other similar shades, were strongly 
featured. The combination of black shoes with brown 
shades of hosiery was noted and was in harmony with 
gowns, coats and furs. 


Silver Cloth Slippers 


Silver cloth shoes took precedence over gold cloth. 
One striking model, however, wore gold cloth operas, 
with gold chiffon hosiery. Very beautiful were the 
effects in silver operas, with rhinestone decorations. 
These shoes were worn with silver hosiery, and gowns 
on which silver beads and crystals were the dominant 
note. A silver one strap, with center strap, carried a 
junior Louis heel of 14/8 height. It was worn with 
moonlight chiffon hosiery, and an orchid lace gown. 
Again, with very dainty silver strap pumps was worn 
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chiffon hosiery in shade of atmosphere; the gown was 
of lace, embroidered in opalescent pearls, and at the 
side a feather rosette in apricot shade. 


Blue Silk Velvet Straps 


A rich shade of blue silk velvet shoe, with decorative 
instep strap of black kid had 14/8 Spanish Louis heels. 
This shoe was worn with silver chiffon hosiery. The 
gown was of tangerine silk crepe, embroidered in 
silver, blue and pearl beads. 
~ There were many tan kid oxfords shown for women. 
Snappy. tie types in tan shades and black were very 
effective in contrasting hosiery on the brown shades. 
There were some gun metal chiffons shown, and these 
were particularly effective with black satin or suede 
shoes, and fuschia velvet gowns, but in no case was 
black chiffon hosiery shown. 

A black suede opera carried a 17/8 spike heel. This 
shoe was worn with tortoise chiffon hosiery. The 
gown was of black Kasha in the Empire style, with 
rose and gold trimming. Heels were high on evening 
shoes. On walking shoes they ranged as low as 8/8. 


Simple Elegance in Lines 


Shoemaking lines throughout showed simple ele- 
gance. As to women’s patterns, there were oxfords, 
plain and with cut-outs, ties, goring patterns and 
dainty instep and center straps; operas came in for a 
goodly display. 

Very unique were the effects in women’s sport shoes. 
For instance, a lizard skin oxford, in mottled gray, 
was trimmed with black calf, with dainty fringed 
tongue. A golf shoe in tan pigskin was trimmed with 
a contrasting shade in tan sharkskin; the hosiery was 
in Jacquard effect in which browns and reds predomi- 
nated. 


Children Wear “Snappy” Styles 


Children’s footwear, from the little kindergartner 
of four to the growing girl or boy, was most interest- 
ingly and charmingly presented. A little girl of school 
age wore tan oxfords, striped silk hose, in fawn and 
red, with rolled tops, and a brown velvet frock and 
hat. Another very young child wore a fawn suede kid 
oxford, trimmed with kid in contrasting shade. Another 
wore a patent leather oxford, with white wool stockings 
and a black velvet coat; black patent was also combined 
with a gray squirrel coat. A little girl, dressed entirely 
in white, from her white buck oxfords and long white 
wool hosiery to her white ermine cap, attracted much 
attention, as did a little boy of about five, who wore 
light tan oxfords, with hosiery in a beige shade of 
wool, with attractive border, but not rolled at the top. 
His suit was of light gray mixture—a little brown 
velvet hat completed the costume. 

One of the pretty features of the runway parade 
was a young miss of about sixteen, who with her golden 
hair set off to perfection a costume made entirely of 
blush rose sheepskin, trimmed with roses of sheepskin 
in pink and white. She wore over her head and 
shoulders an elaborate “hood” of pink sheepskin, also 
bordered with roses. Her shoes were gold kid straps. 

Another novel and pleasing feature was introduced, 
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when six army aviators from the Government air fleet, 
who were guests at the Aviators’ ball on Monday night, 
acted as escorts to “The Swinging Styles Models.” 





Young Elected Officer of J. A. Banister 
Company 

Boston, Mass., Oct. 2—Frederick E. Young,’ presi- 
dent of Coes & Young, one of the busiest shoe stores 
here selling men’s high grade shoes, was recently 
elected vice-president of the James A. Banister Co., 
makers of men’s fine shoes. 

For more than 20 years the Coes & Young store on 
School street has sold Banister shoes. Coincident with 


Boston merchant elected vice- 
president of James A. Banis- 
ter Co., of Newark, N. J. 


Mr. Young’s election, a 16- by 10-inch advertisement 
was printed in the daily papers, attributing much of 
the success of the house to the fact that it featured 
Banister shoes for a score of years. 

Mr. Young has been a stockholder in the Banister 
Company for years. He assumed his new office on 
October 1. 





The Outstanding Pattern of the Season 
(Continued from page 48) 

There is no more chance of the welt process 
becoming a dead issue in the woman’s field 
than there is of any other process going by 
the board. Welts have sprung into prominence 
—xnot to the exclusion of turns and McKays— 
nor should they—but with a rightful place in 
the scheme of things. That manufacturers can 
create a demand for them, and merchants as 
well, has been proven. 

This Southern tie pattern, generally acclaimed as 
the best bet of the season, has been copied by women’s 
and children’s manufacturers in all parts of the coun- 
try. It has even appeared in men’s lines—and with it 
has come a stimulus in the oxford business and other 
welt types. 

With this, the vogue of brown has had much to do 
as calf is the most used of the brown leathers. 
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VALUE 


HIS is the idea on which this business 
“has been conducted for over fifty 
years. 





Selling leathers for every shoe purpose 
and grade from highest to lowest — each 
leather the best value for the purpose. 


A great organization of men and factories 
cannot alone carry out this idea. 


There must always be the purpose to see 
that everything we sell in the name of 
BEEBE tenders the highest level of value 
in its grade, not once, but all the time. 


Nothing but a consistent following out 
of this policy could have made so many 
firmly constant friends for BEEBE 
Leathers. 





The BEEBE lines include VICI Kid, CORONA 
Patent, Suede Calfskin, Black and Colored Grain 
Calfskin, Sheepskins, Side Leathers, Calf Linings, 
Splits, Satins and Cotton Goods. 





JUSCITIS 
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VICI kid 


ICI kid isuniversally known 
as the standard of glazed kid 


value. 


It isselected by famous makers of 
the finest shoes for its consistent 
quality and the grace and rich- 
ness it gives to their product. 


CORONA 


ORONA Patent is giving 

a new meaning to the word 
patent leather, both in respect 
to the beauty and brilliance it 
gives to shoes, as well as in its 
freedom from trouble in the 
factory 


IN 1 


\ 


TON] 4 


‘“*There is only 
one VICI Kid. 
There never has 
been any other.”’ 


CORON A--The 
Peerless Patent 


— 
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Reg HEARTILY SUBSCRIBE TO THE WwW) Oa 
x Ys SOUND LOGIC FROM THE PEN OF 
MR. JOHN C. McKEON, PRESIDENT OF b 
THE NATIONAL BOOT AND SHOE MANU- . 
FACTURERS ASSOCIATION, APPEARING t 
ON PAGES 8 AND 9 OF THE “BOOT AND ‘ 
SHOE RECORDER” OF SEPTEMBER 27th. 
OUR OWN SLOGAN : 

“ce . e . t 
Pick a Good Line and Stick to It” : 

f 

IS CLEARLY IN HARMONY WITH THIS } 


PRINCIPLE. 





SMART SHOES POR WOMEN ARP MADE BY 
BANCROFT WALKER COMPANY 
A? (PIR FACTORY IN BOSTON 
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PICK A GOOD LINE AND STICK 


The word Walk-Croft is a Trade Mark Registered in the United States Patent Office 
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For an Education in Selling 
(Continued from page 61) 


“Made from high-grade leather as smooth on the 
inside as velvet. No tacks or nails.” 

From reading such advertising one gathers that the 
shoe merchant has opened a fight to the finish on bow 
legs, knock knees, indigestion, colds, backwardness in 
children, etc. 

Mothers are impressed, undoubtedly. The merchant 
stands with the district nurse, the school doctor and 
the beauty specialist in the training of children’s 
bodily equipment to highest efficiency at maturity. It 
seems a far-fetched thing to say this, but was ever a 
book written on health that did not go extensively into 
the subject of footwear? The height of a heel, the 
width of a toe in a shoe—the fashioning and material 
of a stocking, etc., are all traced in their effect on this 
nerve center or that organ, and no part of the body 
can be found to be free from the foot’s influence. The 
beauty specialist, for example, under the heading 
“Complexion” demands proper functioning of diges- 
tive apparatus for a glowing cheek and failing to find 
perfection there goes to the “bottom” of things, the 
feet, to see if restricted circulation there is acting 
upon the stomach which in turn shows its illness in the 
face. 

The shoe merchant in “anatomical” copy is perform- 
ing a great service, indeed. That is the story of a 
thousand ads. 





Shoe Fabric Consolidation 


An important business change is soon to be effected 
which will be of particular interest in manufacturing 
and textile circles throughout the country. 

It is proposed that under the title of the National 
Fabric and Finishing Company there will be brought 
together, under one ownership and management, the 
Lowell Bleachery (with finishing plants at Lowell, 
Mass., St. Louis, Mo., and Griffin, Ga.), and certain 
prominent concerns specializing in textiles for manu- 
facturers. It is planned to include in this group Farns- 
worth, Hoyt Company, Kallman-Newcomb Company, 
W. H. Holbrook Company, all located in Boston; W. A. 
Lippincott Company in Philadelphia, and Selser-Bal- 
lantyne Company in Cincinnati. 

The object of the consolidation is to co-ordinate and 
broaden the scope of activities of the participating 
companies and to effect those economies in production 
and distribution which will provide the most efficient 
and economical service on reliable standardized mer- 
chandise. ‘ 

It is planned that the consolidation will have a 
capital and surplus of approximately $5,000,000, which 
will provide ample resources for the conduct of the 
enlarged enterprise. 

It is proposed that the personnel of the new com- 
pany shall include those responsible for the success 
of the old concerns and Messrs. Sidney Coolidge, 
Charles C. Hoyt, Julius Kallman, Herbert F. Hatch, 
William A. Lippincott, Jr., William K. Ballantyne, P. 
J. Kiernan and K. H. Holbrook will all be actively con- 
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cerned in the management of the new company’s 
business. 

The principal office of the company will be in Boston 
at the corner of Lincoln and Essex streets, and branch 
offices will be maintained in New York, Philadelphia, 
Cincinnati, Chicago and St. Louis, and such other 
places as may be necessary as the business of the com- 
pany expands. 

Pending the completion of the plans for consolida- 
tion, each one of the participating companies will con- 
tinue its business as heretofore and under its own 
name. 
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BOYS!— 


How Many Teeth in the Shark’s Jaws 
peo moenden Window on Summit St.? 


tee the jaw te REAL SHARK, y= om 
on pi net =. our Boys’ window—a 
like’ thane plctined! 


wn The Piret Boy Seturdeg Morning 


to our correst 
reporting Bot Sep Hed Sten he nurober of 


Will Be Given Absolutely FREE a Pair of These 
Oxfords Made of Genuine Sharkskin! 


‘These sharkskie oxfords are 
sees ecn S You 
‘em Up, bo mat 


Boy's Shop Third Floor 
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tor bow bard you try 
mart 


We're Showing the Finest Array of Big Boys’ 
Shoes in Town—Look at These! 


Q 55 55 


CSRS SSE 


The Boy wearing sise 6 or under no longer 
has to envy Big. Brothet’sor Dad's snappy sHoes. 
The H. rd & R. Boye’ shop has the same snappy 
styles for HLM, right now! 











To boost the business in its boys’ department, 
the H. M. & R. Shoe Company of Toledo, Ohio, 
recently offered a pair of shoes free to any boy 
who would correctly estimate the number of 
teeth that were in a real shark’s jaw. The jaw 
was prominently displayed in the large island 
show case, together with a goodly assortment of 
shoes made of shark leather. 

From a general publicity point of view, good 
results were obtained. Boys crowded the depart- 
ment all day Saturday registering their esti- 
mates and, what was really important, buying 
shoes. Each customer was given a mounted 
shark’s tooth. When “Skinney” went to school 
Monday, proudly showing his real, genuine 
shark’s tooth to the other boys, a lot of parents 
were miserable until their kid had one of these 
self-same teeth. 
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ORMULATING a sound policy and maintaining it 
under all conditions, assures quick and substan- 
tial growth. 


The merchant, or manufacturer, who meets a 
certain demand adequately, is sure of success. 


We started in business four years ago with a de- 
termination to fill a long-felt want, i.e., to produce the 
best possible shoes at the lowest possible price. Not 
‘‘cheap”’ shoes, mind you, but good shoes cheap. 


We point with pride to our growth, which is un- 
precedented. The nation-wide popularity of Lape & 
Adler shoes is evidence of the soundness of our policy. 
We are not boasting—facts can not be disputed. 


We claim that Lape & Adler shoes represent the 
greatest values in popular-priced footwear on the 
market. We are prepared to prove it. Will you see 


proof? 


THE LAPE & ADLER CO., COLUMBUS, OHIO 


Prominent among the 
best selling models this 
season are the two smart 
models here illustrated. 
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Satin Footwear 
Better than Ever 


Satin is firmly entrenched as a 
leading material for women’s shoes. 
It is the smart thing for street shoes 
as well as evening and boudoir slip- ae ee 
pers. 


Skinner's 
Shoe Satin 


has been the biggest single factor in bring- 
ing about the popularity of satin shoes. Its 
use has demonstrated how serviceable 
satin footwear can be made. 

“Look for the Name in the Seloage’”’ 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 


One-strap dress shoe 
of Skinner's Shoe 
Satin. 


Skinner’s Shoe Satins are 36 inches 
wide and supplied in four different 
qualities to meet all the require- 
ments of the trade. 


‘*LOOK FOR THE NAME IN THE 











SELVAGE’’ 
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FALL WEATHER IS HERE 


If your stocks are not complete 
now is the time to size up 


Our STOCK DEPARTMENT is ready to 


give you prompt shipment 
IN STOCK 


FLEXIBLE LITTLE BOOTS 
All Leather, Rubber Heels 
CHILD’S AND MISSES’ SIZES 

4025—Brown Calf 2%-5 548 8-ll 
Blucher, plain broad 





— fo. a. a — 
Ne. 4035 , 4035—Tan Calf Blu- me 
cher, plain broad 


145 (46S 200 


1.45 1.65 2.00 
1.45 1.65 2.00 


ROMEOS 


30—Brown Kid Romeo, double sole. .... .... . $1. 
31—Black Kid Romeo, double sole............ 1. 
40—Golden Brown Romeo, double sole... .. . . . 2. 


McKAYS 
816-11 
80—Patent Polish, Field Mouse top, 
wide toe $2.15 
81—Patent Polish, Grey Top, wide 
Oe eee. ee | 
175—Patent Strap, Bracket Front, 
ES ee ore 
79—Patent Oxford, cutout front... 2.25 
179—Patent Oxford, cutout front, 
English ahdipea tek testedaviccss 


Mail us your order Complete Stock 
TODAY! List on Request 


DELAY MEANS LOST BUSINESS 


Hagerstown Shoe & Legging Co., Inc. 


Hagerstown, Maryland 
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French Colors 


OMEN cannot resist really beautiful 
he y 
Atmosphere colors, and this is one of the reasons 

why you will find it so easy to mer- 


| 

| 
Melon | chandise DUBBELIFE FULL-FASH- 
Nude IONED SILK HOSIERY. 


French Nude 
Venetian Blonde 


| All of the Parisian pastel shades for evening 
wear are present in our Fall line, as well as 
the smart browns and grays for street and 


Rosewood 
| every-day wear. 


Goldenrod 
Bullion Gold 


Noisette 


| Our information on color is derived from the 
highest fashion authorities, both here and 
abroad, and every shade is chosen for its 
Banana beauty, delicacy and style adaptability. 
Silver 
Gray R 


Desert Gray 


Then there is the exclusive feature which can 
be secured only in DUBBELIFE CHIF- 
FONS—a chemical treatment which adds 
from two to four times the wear resistance of 
ordinary stockings. 


Squirrel Gray 
Stone Gray 
Gun Metal 
Racquet 


This is an extraordinary line with really re- 
markable sales possibilities. We suggest that 
you favor us with a sample order, or a re- 
quest for particulars, either of which will 
have our prompt attention. 


Amir 
Crumpet 
Arab Sand 
Bunny 
Dusk 

Rose Shell 


Mauve 








| Lansdale Silk Hosiery Co. 


Inc. 
LANSDALE, PENNA. 


Sole Selling Agents: 


Ghost Gray | A.L.ULLMAN 480 Fifth Ave., New York 
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‘*T’o sell any other 


HAT is a 


quotation 





hundreds of glass-fronted 


from a letter written by than high grade hosiery drawers for the stock, which 


Mr. W. R. Werner, of the 
Frank Werner Co., San 
Francisco, California. 


In the picture above, you 
can see the hosiery depart- 
ment of the new Frank Werner 
Co. store on Geary Street, San 
Francisco. This store is known as 
the “Slipper Salon de Luxe.” When 
it was first opened to the pub- 
lic last spring the San Francisco 
newspapers said that it is the most 
beautiful shoe store in America. 


Mr. Werner is right. To sell 
any other than high grade hosiery 


in this store 


would be a calamity’’ 


in this store would be a calamity. 
Thatiswhy McCallum silk stock- 
ings are featured in the “Slipper 
Salon de Luxe.” 


Read what Mr. Werner says: 
“We feature McCallum hosiery 
almost exclusively. In the second 
section on the left, in this picture, 
is our hosiery department. On 
close scrutiny you will notice the 


afford quick observation for 
color and quantity. 


“McCallum hosiery is fea~ 
tured again in the cases 
and niches, and in every 
window display.” 

You can profit by the ex- 
perience of the Frank Werner 
Co. Concentrate on the fast- 
selling, good-looking McCallum 
styles, and you will see the bene- 
fit in increased sales and better 
profits. 


Send for details of the Mc- 
Callum introductory offer. 


McCALLUM HOSIERY COMPANY, NORTHAMPTON, MASSACHUSETTS, U. S. A. 


Ale Callum 


SILK HOSIERY 


oo 8 oo ek ee 
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Full-fashioned pure 
dyed silk stocking, 
with mercerized top 
and sole. 


I 


ordon 
HOSIERY 


The Keystone of Sure Profits 


73 
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Stands for all that 
is best in a lisle top, 
pure dyed silk stock- | 





ing. The “pioneer” 
or “Original” pure 





=e 
Zz 


Gordon 








7 The H600 quality 
Y for evening wear 
or to suit the! pref- 
Vi erence for a stock- 
¥/ ing of pure dyed 
/ silk from top to toe. 


MINIMUM INVENTORIES 


AN increased business, with reduced over- 
head, and minimum inventories, is part of your 
gain through utilizing our real Merchandising 
Service. 


Gordon Hosiery, from Gordon Mills, provides 
under one brand, merchandise to meet every 
hosiery demand. And it is our fifty-year-old 
policy to stand behind our customers with large 
reserve stocks of Gordon numbers. 


Our customers find it practicable to hold their 
hosiery inventories at comparatively low figures, 
and still maintain unbroken assortments, as we 
have seen to it that our service on fill-in orders 
has been kept always at a high degree of efh- 
ciency. 

The combination of small stocks, representa- 
tive assortments meeting public demand, and 
Gordon quality, results in rapid turnover and 
consequently attractive profits. 


Gordon Hosiery, therefore, stands not only 
for dependable quality, but for a merchandise 
service which the dealer can capitalize and turn 
into additional profits. 


dyed silk stocking. 





Ladies’ full-fash- 
ioned, pure dyed 
silk stocking. Very 
fine quality —48 
gauge. 








\ Men’s full-fashion- 
Yi, ed, pure dyed silk 
WY sock, with mercer- 
ized top and_sole 











BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Nlls Underwear 


New York 


11 West 19th Street 





104 Kingston Street 


‘ 


Boston 








SS 


—— 


SS 








Men’s full-fashion- 
ed, pure dyed silk 
sock, with all silk 
top and mercerized 
sole. Very fine qual- ” 
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To show all profit and no loss this year | 














URN your unsalable 

hosiery into the popu- 
lar stock now in demand. 
Why keep soiled, faded, 
and unseasonable merchan- 
dise on your shelves? We 
will re-dye them for you so 
that you can make full 
profit on them. A trial 
order will convince you. 


The Peerless Hosiery Dyeing Co. 


Pleasantville, N. J. 


| 






















































Again Lé West is One Jump Ahead of them All! 


THINK OF IT! 





No. 1812 
Absolutely full - fashioned, 
guaranteed pure thread silk. 
8 Strand 


$8.97> 


In case lots only 

















ALWAYS THE BEST 


Our Leading Specials 
For OCTOBER 





CHIFFON 
Absolutely full - fashioned, 
guaranteed pure thread silk. 


This is really an ex- 
ceptional offer. An 
October feature only 


$8.97; 


In case lots only 














No. 1917 All Numbers Offered Are No. 426 


Absolutely full - fashioned, 
guaranteed pure thread silk. 


Strictly First Quality 


Absolutely full - fashioned, 
guaranteed pure thread silk. 


stcut| HARRY WEST | 


$11.37, 


In case lots only 














Full-Fashioned Hosiery 


259 Fifth Ave. 
NEW YORK CITY. 


$10.37; 


In case lots only 
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CHRISTMAS SALES 


1 Accordeon Rib Hosiery is scientifically constructed. 


; The Ideal Hose for 


oe 


leg and foot of the seamless hose. 
times stronger than any plain reinforced knitted fabric. 
beautiful blended tone effect, harmonizing with the double 
Made in sizes 9 to 12; packed in %4 doz. in attractively 
illustrated box. A detailed explanation of the features of 
this hose pack with every pair. 

Silk and Lisle 

Lo: No. !—Black and White 


Lot No. 3—Blue and Black 
Lot No. 4—Red and Black 


er | 


Lot 6!—Brown and Whi‘e 
Lot 65—Grey and White 


and many other combinations. 


The HIRNER HOSIERY CO. 
ALLENTOWN, PA. 


Sole Mill Agent: 


ROBISCHON SALES CoO. 
389 Fifth Avenue New York 








~---- 











“ACCORDEON RIB” 


Note how the 
foot is made separately, as distinguished from the straight-up-and-down 


The elastic Accordeon rib is 10 











Made in a 


elastic top. 


Built Like a Shoe 


THE NEW 
JURNE: R 


43 Fut FasmMiOneo 


THE NEW 
HIRNER 





EXACT SHAPE 
MNITTED WITHOUT 
Lé¢6 














BUILT JUST LIKE A SHOE 


£0 Of Tub TmaT 
MAKES THEM TOO 
TCT AROUND 
UWS TEP OP EEL 


Tmt 3fpim PucE ms, } z 
i THAT MANES THEM . Ak 
H TOO LONG a r 
NS 


H AND HANG = ye 
- LiKE . 
“a GACS i* 
ia nt 
oO x 
q Ds 
1? 2 
witnaur 


ALL OTHER 

SEAMED OR SEAMLESS] 
FEET nave WO ARCH 
OMY A rHEEL- Treats 
Woy THE FEET 
MANC ATAN 







ANCLE OF 
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Something New! 


The large illustration 
shows the Hirner Ac- 
cordeon Rib Hose in 
Blue and Black. Silk 
and Lisle. Lot No. 3, 
$11.00. 


























This is a Big Christmas and Holiday Seller 
Order Now to Assure Prompt Delivery! 





HIRNER HOSIERY 
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“SPOTLIGHT” 


ORTICELLI has been making fine silks for 

86 years. We had 82 years’ experience before we 
started to make hosiery Silks were 
known the nation over for their high quality. 


Corticelli 


We felt that this experience gave us an unique 
advantage. There was no guessing, no experiment- 
ing when we started. And we knew what high 
quality we had to produce to uphold the Corticelli 
reputation and play square with our dealers 
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Posed by Miss Kathlene Martyn especially for the Corticelli Silk Company 


We set out to make hosiery we could stand back 
of and that ourdealers would take pleasure in selling 
to their best customers. That's the kind of hosiery 
we are making today. Faultlessly correct, smart, 
fashionable and backed by Corticelli’s reputation 


The Corticelli Silk Company, New York, 136 
Madison Ave. ; Chicago, 373 West Adams St.; St. 
Louis, 1314 Washington Ave. ; Cincinnati, Sixth and 
Sycamore Sts.; Boston, 600 Washington St.; St. 
Paul, Fourth and Jackson Sts. 


Photo by Lucas-Kanarian, N. Y. C.. Copyrighted 
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A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


Light Shades Seem Destined to Continue 
in High Favor 


HERE continues to be Pa/e and Tan Flesh Shades, - There are a large number 
an extraordinary amount 


of confusion regarding 
hosiery styles. Never in our ex- 
perience have we found at this 
time in the season so much difference of opinion in 
the market regarding what is good. This applies 
chiefly to colors, of course. Roughly speaking there 
are two schools of opinion. One discerns an obvious 
trend toward dark colors, mostly to match the 
shoes, and insists that current demand shows this 
trend very clearly. The other is convinced that the 
light tones are still in the ascendant, and will 
continue to be for the current season at least. For 
ourselves, we string along with the latter opinion. 
The Boot and Shoe Recorder has maintained 
all along that the flesh and near-flesh shades are 
not through by a long sight. And we can see no 
reason now to change this opinion. These shades 
are to be found in the new color cards of the best 
manufacturers, and as far as we can discover they 
have been creeping gradually into the lead in 
demand since the vacation season ended. It is not 
without significance that at the recent international 
polo games, where the cream of American society 
foregathered, these flesh tones predominated to a 
marked extent. 


What Is Meant By “Flesh Tones” 


By flesh tones we mean the variety of light 
shades which approximate the color of the human 


Soft Tans and Wood Shades 
Still in Vogue 


of them offered under different 
names. Some are pale, some 
have a pinkish tinge, and some 
are tan. Last season the pinkish 
nude shades were very much favored, but this 
season they do not seem to stand so well. The 
pale and tan flesh shades, however, are decidedly 
in vogue. These and the genuine soft tan and 
wood shades appear to be the best bet among fall 
colors. Black, of course, is always big from a 
volume standpoint, but there is no evidence that 
it is increasing in favor as a strictly style proposi- 
tion. The darker grays and browns do not appear 
to be very important from a style angle. Such 
colors as gun metal, graphite and cannon have 
some importance in sheer hosiery, since they give 
the effect of an extremely sheer black. But gener- 
ally speaking we are still very skeptical about 
the likelihood of any pronounced vogue for the 
darker colors this season. 


Chiffons for Formal Wear 


As mentioned in the market review in this 
issue there is some doubt as to whether chiffons 
will be as big this season as they were last. It may 
be said definitely that they have not lost an iota 
of their favor in fashionable circles. But the 
volume of chiffon sales may be affected adversely 
by the growing consumer interest in the 8- and 9- 
thread weights, as many women. who like chiffons 
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may prefer the latter for ordinary wear on the 
grounds of economy. For more formal wear, how- 
ever, the chiffon stocking continues to be the 
thing. 

A very important thing for buyers to remember 
in connection with silk hosiery is that the autumn 





4 striped novelty which has been going well since the polo 
games at Meadowbrook. Shown by courtesy of P. Centemeri. 


mode prescribes short skirts. This affects silk 
hosiery in two ways. In the first place it means 
that a shorter silk boot than twenty inches will 
not be desirable, and consequently should not be 
stocked, except for sale to the older or more 
conservative women who will not follow the short 
skirt vogue. 


Pronounced Novelties in Silk Don’t Go with 
Short Skirts 

In the second place it means that pronounced 
novelties have little chance of meeting with favor, 
the plain silk stocking being obviously in best 
taste for wear with a short skirt. As a matter of 
fact there is practically no interest being shown 
in clocks or any other decorations on silk hosiery. 
A very fine, slim French clock on sheer hosiery 
has met with favor in Paris and may have some 
acceptance over here. But apart from this, clocks 
are not promising. 

When it comes to silk and wool and silk and 
lisle hosiery, however, a wide range of novelties 
are being offered and are meeting with ready ac- 
ceptance. This is particularly true of men’s and 
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children’s hosiery. Checks, plaids, stripes, jacquard 
effects and embroidered patterns, in soft tans, 
blues and grays are going very well. Children’s 
fancy cuff hose, new tweed effects in heavyweight 
cotton stockings for boys, and men’s half hose of 
artificial silk with novelty circular stripes, are 
among the other lines which are selling quite 
actively at present. 

A process of knitting jacquard effects, perfected 
by a domestic manufacturer, has attracted con- 
siderable attention in the market during the past 
month. The new process, it is believed, will 
eventually enable hosiery of this class to be offered 
at much lower prices than the imported article. 





Hosiery tor Christmas 


Don’t forget that, as early as mid-November of 
last year, the bell-ringing hosiery companies 
started to advertise in an attempt to get people to 
anticipate their Christmas gift wants in hosiery. In- 
variably, they stressed sales by the box, at least 
three pairs to the box. 

The retail merchant can play the same game 
just as successfully. 





Ingrain full-fashioned silk sport hose with drop stitch. 
Comes.in variety of color combitiations. From the line of 
Moore and Fisher. 


Prepare to make your holiday appeal early. 
Feature hosiery by the box, for gift purposes, dur- 
ing November. Work your mailing list and your 
telephone. Don’t let the bell-ringer get the jump 
on you. 
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Smart new designs in men’s golf hose from the Bradford & 
Richter line. 
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Woven design in men’s half hose shown by courtesy of 
J. Hilborn, 


Silk Hosiery Market Stronger, with Prices 
Tending to Stiffen 


S predicted by the Recorder, the hosiery 
A market has shown increasing strength dur- 

ing the last month. This is due partly to a 
gradual improvement in demand, partly to general 
reduction in stocks, and partly to the strength of 
the raw material market. The change that has come 
over the silk hosiery situation during recent months 
is well illustrated by the fact that prompt de- 
liveries on full-fashioned silk lines of standard 
quality are in many cases difficult to obtain. This is 
not a general condition, of course, but the fact 
that it exists at all proves how much the situation 
has improved. 


Improvement Is Steady 


Demand has not improved in any very sensa- 
tional fashion, but it has grown steadily. So far it 
has followed pretty closely the predictions of the 
best-posted people in the market. The opinion of 
market authorities since early summer has been 
that demand would not begin to show any notice- 
able improvement until after Labor Day and 
would not develop on a really large scale before 
October. Taking into consideration the fact that 
from October until the Christmas holidays there 


is normally a steady growth in demand, and taking 
into consideration also the fact that: business con- 
ditions throughout the country generally show a 
marked improvement over last year, there seems 
every prospect of an active and stiffening market 
during the next couple of months. 

Prices Generally Firm 

At present the silk hosiery market. is strong, 
with indications of an upward price tendency. 
Concessions by manufacturers and wholesale dis- 
tributors are still being heard of, but these seem 
to apply invariably to sub-standard goods, On 
standard merchandise prices are firm, and in at 
least two instances prices have already been ad- 
vanced. Further advances in the near future are 
quite probable. Present prices. are not in line 
with current raw material costs. They were made 
when raw silk was on the basis of around $5 a 
pound for double extra cracks. 

The present market on raw silk is considerably 
over $6 a pound. Manufacturers’ stocks of raw 
silk, bought on the lower level, are now pretty 
well exhausted, and they have been buying their 
supplies on a hand-to-mouth basis in the hope of 
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Novelty Garter Reinforcements 





Five-pointed pattern adopted by the Brown-Durrell Co. 


bearing the market. But raw silk dealers, it is said, 
are well aware of the large needs of domestic 
manufacturers and are determined to hold firm. 
Under the circumstances there does not appear to 
be much prospect of substantially lower raw silk 
prices, and silk hosiery prices, in consequence, are 
almost certain to be lifted. 


Demand Centering on Hosiery Under $2 


Reports on the nature of the current demand 
are very conflicting, and it is hard to discover 
which way the bulk of consumer interest is tend- 
ing. Some important retail merchants say that 
consumer demand is tending toward a higher 
quality of merchandise, but as far as can be gath- 
ered from selling channels the bulk of the business 
is being done on numbers that can be retailed 
from $1.25 to $2. Prices like $1.45, $1.65, $1.85, 
and so forth, seem to be especially popular with 
women who want a nice quality of silk stocking, 
but do not want to pay much money for it. Such 
prices are quite obviously a hang-over from the 
bargain sale epidemic which has raged in the 
hosiery field for so long. Retailers have accus- 
tomed the consumer to bargain prices on silk 
hosiery, and it will be hard for them to break the 
public of this habit. At present the average con- 
sumer does not apparently want to pay more than 
$2 a pair for silk hosiery, and some price less than 
$2—even if it-is-as close as $1.95—-seems to have 
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So-called “Garter Clox” pattern in full-fashioned silk from 
the line of H. Hillelson & Son. 


the greatest appeal. Stores catering to an exclusive 
or moneyed clientele, of course, have a different 
experience, but this appears to be the experience 
of the average store. 


Chiffon Vogue May Not Be So Strong 


There is some difference of opinion as to how 
big chiffons are likely to be this season. They 
have been improving steadily in demand since 
summer waned, and undoubtedly they will again 
bulk large in the season’s business. But there has 
been also a noted improvement in the demand for 
8- and 9-thread weights, and it is felt that these 
are encroaching to a considerable extent on the 
chiffon vogue. They have an obvious appeal, of 
course, to women who like sheer stockings, but are 
forced to consider economy and durability, as well 
as to conservative women who would not wear 
sheer stockings in any case. They steer a middle 
course between the sheer and the standard weights, 
and for this reason they will probably compete as 
much with the latter as with the former. From a 
fashion viewpoint chiffons are still the thing, and 
smart women, as well as those who wish to be 
smart, will continue to prefer them. 


Silk and Wool in Good Demand 


Silk and wool combinations have been in very 
good demand recently, and evidently they are 
slated for a big season. 
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Colorado Merchant Finds Many Ways to Make 
Good Business Better 
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Hosiery Uolume Shows Increase of Fifty Per (ent with 
T wenty- -five Per (i ent Decrease in Stock 


T 1s a well-known and oft- 
| quoted bit of wisdom that 

there is always room for im- 
provement. Even a good hosiery 
department may be made better. 
New ideas seasoned with experi- 
ence applied to the merchandising 
of hosiery can yield the gratify- 
ing return of increased volume, 
more rapid turn-over and greater 
profit. 

Frank Wulff has had the very 
pleasing experience in his shoe 
store, The Wulff Shoe Company 
of Colorado Springs, of making 
the hosiery department more 
profitable. The hosiery depart- 
ment in his store is showing a 
fifty per cent increase over the 
business of last year. Another 
interesting thing about this in- 
crease is that the increase has been 
made on a twenty-five per cent 
reduced stock as compared with 
the stock carried last year. 

Associated with Mr. Wulff in the enterprise of 
selling hosiery is a very capable and experienced 
saleswoman, Mrs. Wealthy Lewis, who has been 
with the Wulff Shoe Company for the last four 
years. She is that type of saleswoman whose am- 
bition is not just to make a good sales record, but 
who thinks out ways and means to make the best 
sales record possible. She decided that too many 
lines of hosiery were being carried in stock. Gradu- 
ally she worked out a number of these lines and 
concentrated on a line which she wished to feature. 
She found that there were decided advantages in 
this method. 


Select One Good Line to Feature 


Mr. Wulff, in giving reasons for the increase in 
business gave chief credit and importance to the 
concentration on a few good lines and the featuring 
of one particular brand. As he said there are many 
good lines and it’s futile to attempt to buy some of 
every one. He found that the Wulff Shoe Com- 
pany was attempting to carry too many lines with 





FRANK F. WULFF 


He attributes the success of his hosiery 
department to concentration on few 
lines, buying at frequent intervals, in- 
terested saleswoman, good merchandise 
and attention-drawing displays. 


a result that it was difficult to 
keep stock in the right condition 
with sizes right. 

Second in this program of bet- 
terment of the hosiery depart- 
ment and part of this buying 
problem is the proper time to buy. 
From experience it was found that 
it is much the better plan to buy 
often and for only a short period 
ahead. Each week Mrs. Lewis 
orders hosiery for her department 
instead of buying for the coming 
season. 

It is not difficult to see that 
the amount of stock carried can 
be reduced, that the hosiery sizes 
will be kept right and the stock 
will be up to the minute in style. 

This frequent buying can be 
done more easily if the buyer for 
the department does business with 
one or a few manufacturers in- 
stead of buying in small lots from 
many manufacturers. 

While it is generally accepted among all retail 
shoe merchants that it is best to employ a woman 
to devote her time to the hosiery department, Mr. 
Wulff gave two very interesting reasons for doing 
so. He said, that women would rather buy hosiery 
from a woman, and that a woman would rather 
sell hosiery than a man. It was his opinion that if 
one wanted to make of the hosiery department 
the profit-producing business that it should be, 
that it was imperative to have a woman at the 
head of the department. The matter of going 
through stock before it is offered to the patrons 
can best be done by a woman. Then, too, the ho- 
siery business is so susceptible to style changes, that 
it is a matter that requires close attention, that 
can best be given by a woman who devotes her 
time to the work. 


Findings Can Be Made a Part of the Department 


Selling findings and polishes can be made a 
part of the business of the hosiery saleswoman. 
The Wulff store does a very good business in 
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buckles and ornaments. Mr. Wulff has found that 
a line of the better grade of polishes and cleaners 
find a ready sale. Patrons who buy high-grade 
shoes are desirous of cleaning them in the best 





The jacquard pattern used to make fancy tops on children’s 
all-wool hose. Imported by Moore & Fisher. 


way, and often come to the hosiery saleswoman 
for advice as to the kind of polish to buy. 

Mr. Wulff believes in the pulling power of 
good display. When the writer made a visit to 
the Wulff store about eight-thirty one morning, 
Mr. Wulff was seen carefully scrutinizing the 
windows of his store. Shoes and hosiery were dis- 
played against a glowing background in which 
autumn leaves were featured, a display at once 
harmonious and compelling. 

There are few stores in which hosiery is better 
featured than in the Wulff store. There is a long 
case, the hosiery counter at the right as one enters. 
On the other side of the entrance is an upright 
case in which shoes and hosiery are displayed. 


Show Your Colors 


Mrs. Lewis usually has a rack on the counter 
on which is shown all the colors which are car- 
ried in her stock. It isn’t only a colorful display 
but it is a means of accelerating sales. When there 
are so many colors and often some confusion as 
to names of these colors, it is sometimes difficult 
to find just the shade of hose that a patron de- 
sires. When colors are displayed the choice is 
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easily made, and the size is taken from stock very 
quickly. Women buying hosiery, it has been found, 
are not so likely to want to wait or be shown as 
much merchandise as these same women buying 
shoes or ready-to-wear. Sometimes noon-day 
shoppers, or women who appear to be in a hurry, 
desire to make their purchases quickly, so a dis- 
play of colors facilitates sales. 





Hosiery for All Occasions 


The hosiery department of the Wulff Shoe 
Company must meet the demands of a very un- 
usual patronage. Because of the great number of 
summer visitors, who come to Colorado Springs to 
spend the entire summer season, there must be 
hosiery to meet their needs and demands. Because 
of the students at Colorado College during the 
winter months there is a demand for certain sport 
types suited to their needs. Perhaps there is no 
place where one sees the diversity in matters of 
dress as in this western resort. But while the 
tourist trade is a matter to be considered, the sub- 
stantial bulk of the hosiery business is dependent 
upon the residents of the city. Sport hose for men, 





Novelty men’s half hose is selling well. Here is an all-wool 
made on hand machines and shown by courtesy of J. Hilborn, 


women and children are featured at the Wulff 
hosiery department. 

The patrons of the Wulff Shoe Company have 
come to associate the brand name of the hosiery 
with that shoe store. 
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Cheer Up! Hosiery Colors at Last Are 
to Be Standardized 


If I s “Stone Grey” Everybody Will (all It “Stone Grey” 
and Not “Itchi-Pitchi’ or Worse 


» NE of the most interesting developments 
of the past month in the silk hosiery field 


was a conference of the leading silk hos- 
iery manufacturers, arranged by the Textile Color 
Card Association of the United States, with a 
view to bringing some order out of the chaos that 
exists in the matter of hosiery colors. The Boot 
and Shoe Recorder has had occasion to refer to 
this situation on various occasions. As is well 
known, the color situation on silk hosiery is con- 
fusing to the last degree. Not only is the range of 
colors offered impracticably large, but to make 
matters worse, there is a distracting variety of 
names applied by different manufacturers to iden- 
tical or practically identical shades. 


Color Names Often Misleading 


This constitutes an obvious nuisance for both 
the retail buyer and the consumer. In most cases 
the name does not give any clue to the color, and 
even when a buyer has identified a certain name 
with a certain color, he is likely to find when he 
reorders it that he will get something different. 
Nude may mean any one of a dozen shades of 
flesh, and Bombay may mean any one of a dozen 
shades of tan. A woman friend of the writer 
bought some time ago several pairs of hosiery of 
a shade that she liked very much. The salesperson 
told her that the name of the shade was cinnamon. 
Our friend has never been able to get exactly the 
same shade again. She has gone around to a num- 
ber of stores—including the one where she bought 
the hosiery originally—but what they have offered 
her as cinnamon is not what she first got. 


Several Names—One Color 


And while we have a lot of different shades 
called by the same name, we have also a lot of 
different names applied to the same shade. A 
manufacturer will get out a new color and call 
it almond blossom, for instance. Another will 
duplicate it and call it Tokio, just to be distinctive. 
And so it goes. If ever standardization was needed, 
it is needed in this matter of hosiery colors. Nat- 


urally, manufacturers should always have the 
right to get out new colors and apply such names 
to them as they see fit. But at least it should be 
practicable to standardize existing colors and give 
them names by which they can be definitely iden- 
tified by retail buyers and the consuming public. 


Color Card Committee Named 


This was the purpose of the joint meeting held 
in New York on Sept. 10 by the members of the 
National Association of Hosiery and Underwear 
Manufacturers and the hosiery members of the 
Textile Color Card Association of the United 
States. It was presided over by Joseph Zens of the 
United Hosiery Mills. The following three ques- 
tions were discussed: Are there too many colors 
for the good of the industry? Is standardization 
needed? Will a standard color card aid the indus- 
try? It was resolved that a standard color card be 
adopted, and a committee was appointed to com- 
pile it. The personnel of the committee is as 
follows: 


Prominent Manufacturers at Work 


T. D. Wolfe of the McCallum Hosiery Co., 
R. E. Tillis of the Gotham Silk Hosiery Co., 
Benjamin Van Raalte of the Van Raalte Co., Inc., 
M. Mayer of Julius Kayser & Co., George Healy 
of the Onyx Hosiery Co., R. R. Snyder of the 
Berkshire Knitting Mills, D. C. Waring of Har- 
rington and Waring, W. F. Freschl of the Hole- 
proof Hosiery Co., C. M. McGhee of the Brown- 
Durrell Co., Margaret Haydn Rorke of the Tex- 
tile Color Card Association of the United States, 
and John Nash McCullaugh, secretary of the Na- 
tional Association of Hosiery and Underwear 
Manufacturers. 

The sponsors of the movement have been re- 
quested to send in samples of colors which they 
think should be included. The response, accord- 
ing to Mrs. Rorke, has been gratifying. In some 
cases mills have sent samples, in others their re- 
plies have merely indorsed the plan and expressed 

(Continued on page 93) 
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Little ‘Tips on How to Increase Your 
Hosiery Business 


Having to Do with Where and How Often to Buy— How 
«Much—and How to Sell 


By W. S. CAQUETTE 
Retail Department, Rice &§ Hutchins, Inc. 


S it is estimated that the average woman 
A een more in the course of a year on 
her hosiery than she does for any other 
article of apparel; it is well for the shoe mer- 
chant to give this important merchandising factor 
serious thought. 
The goose that lays the golden egg can be 
easily coaxed into your store if the proper bait is 
used. The retail shoe merchant starting in the 


hosiery business green, as it were, should en- 
deavor to learn all the necessary technicalities and 


which he has faith and confidence in. I have found 
for instance, that our most popular number for 
women is a pure silk, full-fashioned stocking with 
a lisle top and foot; retailing in our store at $1.85. 
From observation I find that this condition is also 
true in other stores and that around the price of 
$1.85 to $1.95 is where the greatest volume is done 
in the average medium-grade store. We also doa 
fair amount of business on a silk and fibre mock- 
seam number, retailing at $1.00 a pair. And for 
our better trade we also carry a heavy weight, pure 
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An initial order, showing a wide range of colors and few pairs. 
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NOW 
$Q.00 


Per Doz. 








A New Free Advertising 
Service 


For buyers of “One Twenty Five.” A 
service of striking illustrations. A serv- 
ice of business-getting copy. A service 
of sales suggestions. Send today for 
your copy. Clip the coupon in the 
lower right-hand corner. 
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The Fastest Selling Popular Priced Quality 
Stocking That Money Can Buy 


"T HERE are as many higher-priced stockings as there are 
cheaper, but no stocking at any price has so decisively 

hit the popular fancy on the basis of value. To the buyer 

it means volume backed up with superb quality with no 

sacrifice of profit. 

It fully satisfies the demand for a low priced, full-fashioned 

stocking and gets and holds the semi-fashioned business. It’s 

the stocking of the hour! 

Made of pure thread silk, double cracked extra, on a fine 

gauge spring needle machine that carries a special attach- 

ment that shapes the stocking in the knitting with the same 

result as full fashioning. 

Tops and feet are reinforced of mercerized lisle and every 

inch of silk is guaranteed against runs. Packed in extremely 

beautiful boxes. 

Available in all fashionable shades, including black and 

white. 


RAY-MOND HOSIERY CO. 
138 Fifth Ave. 


NEW YORK 
CITY 
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nation on your part, boil it all down to certain good 
colors, bearing in mind the fact that it is worth 
while on an initial order particularly, to buy a good 
impressive range of colors. Color groups fall into 
certain fundamental color schemes and the shades 
running from the darkest to the lightest in each 
color group should be given separate thought. 

For our convenience we group them as follows: 

Black and white (considering that white was 
in vogue at the time of buying). 

The Brown Group. 

The Nude Group. 

The Gray Group. 

The delicate shades, 
such as pinks, salmons (all 
delicate shades used most- 
ly for window display). 

The high colors, such 
as brilliant red, shutter 
green, brilliant yellows. 
These are also window 
shades for display pur- 
poses mostly. 


An Actual Initial Order 


Elsewhere in this article 
I have prepared an actual 
order form showing a sug- 
gested initial order which 
was very safe at the time 
it was prepared and yet 
which covered all of the 
colors and sizes which 
were actually needed. The 
two bad spots to look out 
for on hosiery sizes are 
size 8% and 10%; the 
main selling sizes being 9, 
9% and 10. Of course, this size range varies 
somewhat with the merchant who sells a large 
volume on small sizes or on large sizes, but 
generally hit within the size group as stated. 

For our stores we are buying hosiery 
every day and are ordering just the sell- 
ing colors as we need them, carrying a 
minimum stock and making the maxi- 
mum turnover possible and at the same 
time losing no sales. 

If you are so situated that your store is in a 
town which does not contain a good distributing 
house an order can be mailed each night or twice 
a week to the distributing house, thus assuring 
you of a continuous flow of stock into your store. 

The above has all been in reference to women’s 
hosiery, but the treatment for men calls for the 
application of the same general principles. Our 
best selling volume number just now is a very 
high grade, highly mercerized lisle seamless 





Woolen novelty men’s half hose from the line of Bradford 
& Richter. 
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stocking for men which we sell only at three 
pairs for $1.00. We also carry a man’s full- 
fashioned silk stocking which we sell at 95c and a 
conservative amount of sport silk and wool for 
this fall retailing at the same price. We will also 
have similar patterns in silk and wools in our 
women’s department, but all bought on a con- 
servative buying plan as before outlined. 


2. HOSIERY DON’TS 


Do not consider job lots 
and seconds except perhaps 
from very high grade 
lines, for they have no 
place in the stock of the 
retail shoe store hosiery 
department. Let the de- 
partment stores play this 
game for they know how 
to play it and it has a dis- 
tinct place in their mer- 
chandising scheme. Don’t 
switch from one concern 
to another unless it is ab- 
solutely necessary. Try ta 
stick to one stocking as 
long as possible. 

Don’t have too many 
prices; the nearest you 
can stick to one the better 
off you will be. For our 
purposes three at the most 
are quite sufficient. 


3. SALESMAN 
STIMULATION 


Teach your sales peo- 
ple to realize that hosiery 
is a vital business to you quite as much as shoes 
and that it is their job to sell not only shoes but 
hosiery as well. If you understand clearly the 
hosiery business it is not a hard job to capture 
their interest, for hosiery is a fascinating game. 
Your distributor will be glad to send one of his 
salesmen to your store and give your man a talk 
on hosiery in its various stages of manufacture. 

We also give our men a premium varying with 
the prices of stockings which we have found very 
effective in selling hosiery. 


4. DISPLAY 


Hosiery well displayed with the shoes in the 
window brings in many additional sales from the 
street and also brightens up tremendously the 
drab shoe window; we have found that a shelf 
built around the back of the window, eye height 
from the’ street and about one foot wide, has 

(Continued on page 93) 
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The Miller Service Hose 
Number 300 


Guaranteed Against First Runs 


HIS is the hose that carries the guarantee 
that guarantees you satisfied customers 
and rapid repeat orders. Every woman who 
reads the guarantee knows that she cannot 
make a mistake when purchasing this hosiery. 
We re-knit for her, free of charge, the first 
run. Only the wonderful quality of the heavy, 
pure thread silk, the care exercised in manu- 
facture, and the careful final inspection permit 
us to give such a sweeping guarantee. Every- 
thing that can be put into a stocking is there. 
Nothing is taken out. 


Consequently we do not expect first 
runs—but we gladly re-knit them if they 
do appear. Think what this means to the 
women—and to you. 


In appearance, feel, and wearing qualities 


you will find Miller Service Hose a most re- 
markable value, even if the guarantee were not 
given. It is just the type of full-fashioned 
heavyweight stocking that you will want to 
display and feature as your leader. It has an 
extra fine mercerized top with plenty of elas- 
ticity and is reinforced at heel and toe. Of- 
fered in all the leading shades. Retail Price, 
$1.75. Price appears on ticket. A guarantee 
with every pair. In boxes of quarter doz. 
$14.50 a doz. 


We have very beautiful counter cards that 
we will gladly send you upon request. These 
tell in a simple, convinging manner the big 
story of the Miller Service Hose. Be the first 
dealer in your territory to stock this wonderful, 
guaranteed stocking. 


Sales representation open for certain territories. Write today. 


MILLER HOSE 


Miller Hosiery Co., Inc. 
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What Effect Is the Short Skirt Having 
on Hosiery Styles? 


Based on an Interview with 
MISS THERESA MURPHY 
Of the Hosiery Department of the Thayer McNeil Co., Boston 


HE logical reaction to short skirts is light 

weight hosiery, in light shades. And 

this is precisely what is being every day 
demonstrated. 

To go back to the very beginning of the short 
skirt,—we all remember when we heard that Paris 
had adopted the “just-be- 
low-the-knee length.” 
Chis was way back in 
1918. Some of us were a 
bit startled, but along 
about 1920, American 
women, especially of the 
ultra type, imitated their 
French sisters to the same 
extent of abbreviation. As 
this was the very first at- 
tempt in America of short 
skirt effects, and was a 
rather unexpected move 
“upwards,” and_ style- 
wards, hosiery and shoes 
did not immediately re- 
spond. As to hosiery, the 
women had been wearing 
black to a marked degree 
—and did not think very 
strongly of any other 
shade. Some prophesied 
that the short skirt was a 
“war baby” which would 
not have a very long life, 
and that while it would 
undoubtedly be necessary 
to pay more attention to 
lighter shades in hosiery, it was really not safe to 
try very much beyond gray, or dark blue, with 
pink, or light blue, or white for evening. 


The Short Skirt Seems Established 


But by 1922, the American woman of fashion 
had definitely decided that short skirts were not 
only stylish, but comfortable as well; the older, 
or more conservative type of women never did, 
and never will adopt the extremely short skirts. 
The younger and less conservative, with the 
“flapper” type in the great majority, were alert 
to every extreme of fashion. And so, between 





Full-fashioned all-silk chiffon with open-work lace clock 
from the line of the Aristo Hosiery Co. 


the two types by 1922 a compromise in lengths 
had been arranged. 

But still the average was short and now that 
the shock of short skirts has been overcome by 
the whole feminine world, the next question was, 
hosiery shades. 


These had been reacting very 
favorably and forcibly to 
the light shades for street 
wear, until in 1923, we 
had banana yellows for 
street, and sunburn, and 
many blush shades. There 
were American nude and 
French nude, for street 
and evening, too. For win- 
ter, the light colors and 
light weights were worn 
largely over invisible wool 
gaiters. There were many 
silks and wools in jacquard 
patterns for sport. 


What Did Long Skirts 
Bring? 

1924 made its 
appearance, American 
women, on an average, 
were wearing their skirts 
about four or five inches 
from the ground. But the 
lighter shades of hosiery 
had ‘by that time made 
such a splendid impression 
as to contrast with the 
black shoes in straps or 
operas, that the demand forced their continuance 
throughout the spring and into the summer and 
fall season. 

The question had by this time been answered 
quite conclusively that the ladies were becoming 
a bit tired of the blush shades. So, with the advent 
of brown in millinery, garments, furs and shoes, 
and with the knowledge that a contrast in hosiery 
was not only effective, but “something new.” The 
whole gamut of brown shades were introduced, 
and they are now the biggest sellers. We see 
them very strongly in the very light shades, 
almost those of nude. 


When 
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Note the Embroidered Stripe 


Artistically embroidered stripe 
in contrasting color positively 
stops all runs. It is only one of 
the features that make COUN- 
TRY CLUB the fastest selling 
dollar hose. 

















THE STARKIST LINE 
OF DOLLAR NOVELTIES 


All Starkist Numbers are extra fine 
gauge and are attractively boxed. 


No. 2—PUTUNDA (Registered) 
For wearing underneath Chif- 
fon or Sheer Hosiery. Made of 
Wool and Cotton, light in 
weight. Heels and toes made of 
very fine 4-ply lisle yarn $7.75 


No. 1—Same as No. 2, % 
length $5.50 


No. 64—Fancy stucco stitch, 
silk and art, ravel, 20 inch 
boot — * 


No. 69—Plain stitch, light 


weight silk and art, 22 inch 
boot $6.75 


No. 100—Silk and Art Artistic 
panel front and decorative de- 
signs in 3 patterns, 22 inch 
boot $8.00 


No. 100/A—Same as No. 100, 
but unprinted ; $7.75 
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Our salesmen are 
now on the road, 
showing the full line 
of Starkist Hosiery. 







The STARKIST HOSIERY CO. 





of the Season 


COUNTRY CLUB is made 


of a combination of silk and 
new process art which gives 
more elasticity, better fitting 

ualities and a very soft feel to 
the leg. 22” boot and fine 
gassed mercerized top. Another 
appealingfeature isthe NewStar- 
kist marking through foot and 
ankle, similar to full fashioned. 


w A Sensational 
» | Dollar Seller 


ieee 
) 


COUNTRY CLUB com: 


bines features never available 
before in dollar hose. It is a 
wonderful leader for window 
displays and local advertising. 
Beautiful color cards furnished 
to dealers with first shipment. 


Price $7.85 






READING, PA. 
Sole Mill Agent 


ROBISCHON SALES CO., Inc. 


389 FIFTH AVENUE 





NEW YORK CITY 
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Style No. 3927. [Illustrated at left.) The new popular wide ribbed 
worsted stocking. The vertical rib is about one inch wide, alter- 
nating with cross-hatch rib ¥% inch in width. [Ribbed to the toe. } 
Colors: Brown Heather, Black, Gun Metal, Faun, Mandalay. 
Price $12.00. 









Style No. 3940. Full-fashioned, featherweight silk and worsted 
stocking. In plain and two-tone effects. Colors: Black, Airedale, 
Nut Meg, Havana. Trim-fitting, very smart. Price $18.00. 





Featherweight Hose of Wool 
and Silk and Wool 
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7 
—made on imported machines 
. 
e 
a For the tang and zest of Football Weather. 
N This season feature featherweight wools by 
. Allen A. Made on imported machines. A 
‘ new design—giving the trim ankle-clinging fit 
; ous ox of full-fashioned silks— with the solid com- 
ll fort of fine woolens. 
L \ en \ Style combined with practical comfort. 

Oo Hosier y For your better class trade display this 
ci etieaes nicnenbeninaneen hosiery. Another feature product from mills 

| Underwear that have been producing fine hosiery for 

For Men and Boys Only more than two generations. 


en 
eC Ne 


THE ALLEN A COMPANY, KENOSHA, WISCONSIN 
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Again LEWEST is one jump ahead of them all.|_ 
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The model is wearing a STA- No garter is necessary with th® a 
ox dioaey. hove am hear sighs, Note I ° rullod—The specially wovea bend | 
bh ow the STA-STRATE band keeps fits snugly and keeps the stocking 
the seam straight. ntroducing trim, neat and in its place. ! I 
i 
The LéWest STA-STRATE Stocking! | 
TRADE MARK REG. i ( 
Here isa brand new feature incorporated in a full-fashioned, fine gauge 12-strand stocking which is going to ' 
be the fastest selling silk hose on the market this fall. 


A specially woven piece of fabric an inch and a quarter wide is knitted in the stocking below the knee. 

This fabric clings snugly to the calf of the leg and not only ACTS AS A GARTER when the stocking is 
worn rolled but also KEEPS THE SEAM STRAIGHT in back. } 

No longer will it be necessary for your customers to wear an elaborate set of garters to keep their seams | 
straight—this marvelous new feature made on special machines by expert weavers does away with all this. 

It can also be readily seen that this wide, golden colored, woven piece of fabric will prevent runners in the 
body of the stocking. 

Arrangements can now be made for exclusive representation in your own community— 

ACT TO-DAY! This is not a fad but a great forward step in the hosiery industry. Price $15.00 per dozen. 
All Colors. 


HARRY WEST 


Full Fashioned Hosiery 
259 Fifth Avenue New York City 
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A mushroom, which is the lighter brown tone, 
is effective with black slippers, and both may be 
worn in splendid taste with a black coat, trimmed 
with brown fur, or with black coat beaver trimmed. 
Beige is one of the favorite colors. Atmosphere, 
which resembles the sky after twilight, is also 
on the very light brown shade and is effective 
with black as well as brown shoes 


Brown Nudes for Fall 


Very effective is the brown tinted nude in the 
silk net. Equally striking are the mauve, the 
honey, the tortoise and the tea rose shades. The 
last named matches exactly the velvety petals of 
the tea rose, and is an exquisite shade for evening. 
Here, too, the absence of pink is noted, for the 
pink of the flower is here shaded to yellow. 

The chamoise and gold shades, the latter some- 
times called blonde, are excellent for evening. In 
the sport lines, we see jacquards in rich brown and 
gold combinations. For street wear the Russia 
calf shade, almost a reddish brown, is very popu- 
lar. Clockings are good for street wear, and in 
the brown shades they lend themselves admirably 
to color contrast. For evening, there are the 
delicate lace clocks and for sport, the most glori- 
ous array of browns and blacks with glints of red 
and gold intermingling. 


What of the Future? 


No hosiery story would be complete without 
a glimpse into the future. Will these styles re- 
main with us for the winter; will they remain 
with us for the spring? We feel that the short 
skirt is here to stay. We feel that the light colors 
are with us to stay, at least for two or three years. 
As to what colors will be good next spring, de- 
pends to great extent on the way retail shoe stores, 
in which the people look for style authenticity, 
display these colors. For instance, if a leading 
shoe merchant after due consultation with the 
hosiery manufacturer, after a careful study of the 
colors in women’s costume, should decide upon an 
entire range of grays—from the palest shade of 
mist to the deepest of gun metal, there would be 
no reason why gray would not be accepted in its 
entire color range. 





Cheer Up! Hosiery Colors at Last 


Are to Be Standardized 
(Continued from page 83) 
full confidence in the judgment of the committee 


to which the selection of a standard color card has 
been entrusted. 


Expect About Sixty Colors 


The purpose of a color card, Mrs. Rorke states, 
is to secure a standard designation for given colors 
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and is by no means an attempt to curb the initia- 
tive of manufacturers or the seasonal variation in 
color which is so healthy for the industry. It is 
expected that the color card will contain about 60 
shades. Many mills at present list 40 shades, some 
75, others as high as 100 or more. It is not pro- 
posed to throw overboard the existing nomencla- 
ture, but to settle on a certain shade of gray, for 
example, as stone gray and nothing else but stone 
gray if that is the term by which it has already 
become familiar to the public. This ought to prove 
a big step forward in clarifying the existing con- 
fusion, and will be welcomed, we are sure, by 
hosiery retailers and consumers alike. 





Little Tips on How to Increase Your 
Hosiery Business 


(Continued from page 87) 

been a big factor as a business builder. On a shelf 
are displayed “Tee” stands on which have been 
artistically placed, hosiery in the various colors 
with attractive signs to go with it. 

The use of leg forms in the window showing 
the shades contrasting with or matching the shoe 
make a very nice display. 


Hosiery Up Front 


Your hosiery department, consisting of a good 
display case with the stock shelves behind, should 
be placed as near to the front door as is possible, 
so that customers coming in from the street may 
be quickly served. On the show case it is well to 
display on “Tee” stands with an attractive sign, 
in combination, the various shades and quality of 
the stocking. 

A little observation of the method pursued by 
successful hosiery departments and windows of 
department stores will materially aid your win- 
dow display. Be sure and purchase sufficient “Tee” 
stands. They are not unduly expensive, and the 
inexpensive make is just as good and effective as 
the more expensive stands, for most of the stand 
is covered by the hosiery. 

Lastly, do not be afraid to mention hosiery in 
your advertising. If you go after your hosiery 
business as you do your shoe business and with 
the same degree of interest, you will find many 
dollars of profit in the cash drawer that can be 
very readily used to good advantage. 

Also I would say that at least 50 per cent of 
your shoe customers can be sold hosiery. And it 
is quite possible to get this percentage higher. 





Vip Antap AT ONCE—Experienced protestant salesgirl or woman 
to take entire charge of Hosiery Department in shoe store doing 
$100,000 business, either to work on salary or to take department on 
concession basis. Give experience and references in first letter. Box 
B-55, care Boot and Shoe Recorder, 207 South Street, Boston, Mass. 
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Skirts to be Shorter! 


More Need Than Ever 


KIRTS to be from eight to eighteen 
inches above the ground! More 
chance for the wind to nip milady’s 
ankles; more need than ever for her to 
wear Mavis Undahose! 

Last year, thousands of women kept 
their toes, feet and legs protected and 
warm by wearing these sheer wool 
flesh color stockings beneath their silk 
hose. 

This year these thousands have told 


for Invisible Warmth 


thousands more of this wonderful idea. 
Present indications show the demand 
for Undahose has quadrupled. 

Mavis Undahose are the original 
understocking designed and perfected 
by us in 1922. A perfect match to 
nature’s coloring, they are absolutely 
invisible to the most careful scrutiny. 
They make possible a stylish, com- 
fortable way to wear silk stockings on 
every winter occasion. 


Order now from the three popular Mavis numbers—popularly 
priced to meet the demand of every woman 





Mavis Blue Ribbon Undahose 
The original Understocking de- 
signed and perfected by us in 1922. 


A full length, cob-web thin, wool 
hose. Their perfect match to flesh 
in color makes them absolutely in- 
visible. No seams or straps. 

Last season thousands of dozens 
were sold at $15.75 a dozen. This 
year because of greater production 
we are able to offer the first and 
finest of understockings at 

2.00 a dozen 
Packed one-quarter dozen of a size. 


Mavis Red Ribbon Undahose 


The bread and butter under 
stocking, made of the finest sheer 
merino yarn. The same natural 
flesh color as the Blue Ribbon 
Undahose. No seams or straps! They 
offer the woman who wants a popu- 
lar priced Undahose the greatest 
value for her money and the next 
thing to the original. 


$7.50 a dozen 


”acked one quarter dozen of a size. 


Mavis Undasock 

An ingenious understocking for 
fall and early winter days. A merino 
flesh color, three-quarter length 
hose knitted in one piece and left 
open at the heels, toes or instep. No 
straps. Will not wrinkle under silk 
stockings, so perfectly have the 
heels and taes been fashioned to fit 
the foot. 

A profitable seller when winds 
bite the ankles but not the toes. 

6.75 a dozen 
Packed one-half dozen of a size. 


“Tn dahos 


Products of the MAVIS HOSIERY CO., 19 Madison Ave., 
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eA (Contact Point of Profits 
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As the crystal detector of a radio instrument is the vital contact point between 
the great world of sound waves and your ear—so has “‘Hosiery” become the 
valuable contact point between your cash drawer and all that the leading hosiery 
manufacturers can do to fill it. 


“Hosiery” is a distinct department of the Boor and Shoe Recorder and is the only 
medium which concentrates on making itself useful to shoe merchants who are 
selling, or plan to sell, hosiery. 


Pas tae. 


Each month its standing becomes higher and more authoritative. Each month 
for this reason it is more worthy of your careful reading and thought. 
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rai y waeeee® 6 Silk and Wool with Ribbed Top 
a No. I9l5 for Men oa Ladies’ Mock Fashioned silk and wool. The 
4 ribbed top insures comfortable wear and the 
finely woven body makes for service and ap- 


iii . . pearance. Colors: Black, Cordo, Russia Calf, 
Wherever a merchant recognizes ™ Navy, Black/White, Beige/White, Camel, 
his obligation to the consumer, i White, Black/Cordo. Packed 14 dozen. . $14.00 
then quality and not price, becomes 


i No. 1005—Full Length Underhose with a regu- 
paramount. 





~ lar foot. Just the right weight and flesh tint. 
Nn oc vasconsssmennnen $6.00 


Nes. 500-501-502—Ladies’ woo! sport hose with 
i attractive printed patterns. Prints (guaranteed 
\ fast) on Camel, Grey and Sunset backgrounds. 
Il@ = =©Packed 14 dozen...................005: $10.00 


Our Guarantee: 


If these Stockings do No Fuzz 
not wear to your sat- After Washing 


— 


f isfaction, or as well I Terms 1/10 or Net 30; f.o.b. N. 3 
as they should accord- But i Write for Sample Shipments 
5 | 
ing to your opinion, a Permanently i 
sour dealer is or- — Ik 
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Ik HOSIERY 
'@ 212 Sth Avenue New York City 
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A letter will bring you prices and samples 
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888 Memorial Drive and Hingham St. 
CAMBRIDGE, MASS. 
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Millions of people will see this striking 
illustration in our Fall Advertising. 
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Onyx Pointex 


“Onyx”® Hosiery 
“Pointex” Numbers Nationally Advertised 


As $1.95 and $2.75 Sellers 
LISLE TOP ALL SILK 


No. 255 Med. weight, lisle sole . . $15°° No. 350 Med. weight $9] 
No. 355 “Sheresilk” lisle lined sole No. 450. “ Sheresilk” 


“Onyx” Hosiery Inc., 1107 Broadway, New York 
Philadelphia Boston Chicago Buffalo San Francisco Los Angeles 
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Iowa Boys Meet at Des Moines, October 14-16 


Shoe Travelers Hold Joint Convention with the I. R. D. G. and A. A—N.S 


. T. A. Office, 


Boston, Sends Letter to Coast from Brockton Fair, by First 
Air Mail Service East of New York 


Of interest to all apparel trav- 
elers, whether they sell shoes, or 
dry goods, is the convention, at the 
Fort Des Moines Hotel, Des Moines, 
on October 14-16, under the aus- 
pices of the Iowa Retail Dry Goods 
and Apparel Association. The Dry 
Goods and Apparel Travelers’ As- 
sociation was formed as an aux- 
iliary, the main object being to have 
the various lines of apparel, from 
shoes up to millinery, on display at 
the time of the State Convention 
of the last-named group. 

The following was taken from a 
booklet issued by the Iowa Retail 
Dry Goods and Apparel Associa- 
tion: 

“There has been organized and 
affiliated with this organization a 
Traveling Men’s Auxiliary com- 
posed of traveling men selling to 
merchants in the State of Iowa. 
This association will assist the Dry 
Goods and Apparel Association in 
staging a large fall buying conven- 
tion in Des Moines, where it is an- 
ticipated that merchants of the 
state will have at least a hundred 
different lines of merchandise to 
select from, making it possible for 
the merchants of Iowa to inspect 
lines from various buying centers. 
To compare the various lines shown 
by this method the merchant has 
an opportunity for inspection that 
he could in no other way receive.” 

There are to be living models at 
the convention and everything pos- 
sible will be done to be of benefit 
to the merchants of Iowa. 


You may depend upon it that he 
is a good man whose intimate 
friends are all good. 


National Secretary Delany 
Sends Air Mail Letter 


On Tuesday last, as a feature of 
the Government’s big aviation meet, 
the first air mail service east of 
New York City was started. Na- 
tional Secretary Delany decided, as 
usual, that he would be “right on 
the job,” and so he gave to Lieut. 
Charles K. Hickey of Brockton, 
army aviator, and a member of the 
Recorder’s editorial staff, a letter 
addressed to Saul Berner, San 
Francisco, president of the Pacific 
Coast Shoe Travelers’ Association. 
The letter was duly dispatched. 





WM. B. BOLTON 
Who travels the Northwest for 
the Ogden Shoe Co. His home 
is at Portland, Ore. 


Bolton with Ogden 


William B. Bolton travels the 
Northwest with home at Portland, 
Oregon. Mr. Bolton came with the 
Ogden Shoe Co. this season. He 
previously sold shoes in the North- 
west for the Battreall Shoe Com- 
pany, St. Joseph, and represented 
that particular company in the 
same territory for more than 12 
years. 

Mr. Bolton has a big pitta 
and is a typical Northwesterner, a 
gentleman all the way through, a 
man who makes a splendid appear- 
ance and who has the respect of 
every retail shoe merchant through- 
out his territory. Mr. Bolton wrote 
to his house, upon receipt of his 
samples, that “after a thorough in- 
spection of the new samples, the 
Ogden folks have brought together 
a wonderful line of young men’s 
style shoes, and they are most cer- 
tainly priced right to be retailed at 
$6.00, $6.50 and $7.00. These are 
the grades that the volume is on, 
especially through the Northwest,” 
said he. “I personally have confi- 
dence in shoes to be retailed at 
those prices. In a conservative way 
I can promise you more than a sat- 
isfactory business for both you and 
myself for this coming season as 
well as seasons to come.” 


“Bill” Thompson with Stan- 
. ley Duttenhofer 
“Bill” Thompson of Marshall- 
town has changed his line and is 
now carrying the Stanley Dutten- 
hofer line of ladies’ footwear. 
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Shoe Display--- 


in the window is of importance, because it is the 
first place for your buyer to see what you have to 
sell. A well balanced setting of merchandise in 
your window promotes good business. 


Balance in display can be properly arranged by 
using Fixtures that are attractively designed and 
properly proportioned. 


Fixtures with ample surfaces for showing the style 
points of your shoes gain the advantage of attract- 
ing first hand interest for your merchandise and 
bring people into your store. 


Let us send you our Shoe Book. It is full of interesting 
ideas and suggestions for complete window display. 


HUGH LYONS & COMPANY 


Lansing, Michigan 


SALES OFFICES 


NEW YORK, 35 W. 32nd St. CHICAGO, 217 W. Jackson Blvd. 


BALTIMORE, 1 N. Eutaw St. BOSTON, 52 Chauncy St. 
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Chas. R. Doremus with F. E. 
Adams 
Chas. R. Doremus, for many 


years identified with the production 
and merchandising of fine footwear 
has become associated with the 
F..E. Adams Shoe Company of Sea- 
brook, N. H. He brings to this com- 
pany a fund of information ob- 
tained by his wide experience in the 
shoe business, and a clear under- 
standing of the merchant’s require- 
ments from every angle. Mr. Dore- 
mus, a keen judge of values, says, 
“with the product of the F. E. 
Adams Shoe Company I shall be in 
the best possible position to satisfy 
the exacting wants of the trade 
with styleful turn shoes at prices 
to meet present day demands. My 
office will be in the Marbridge 
Building, New York City.” 


L. B. Gould in Bangor 


L. B. Gould, for fifty years a shoe 
traveler, and now head of the L. B. 
Gould Shoe Co. of Bangor, Maine, 
is the subject of an inspirational 
story in the Recorder of September 
20. The name of the town where he 
does business as a “manufacturing 
jobber of men’s welt shoes,” was not 
given. As almost all of the shoe 
world knows, “L. B.” is a native of 
the Pine Tree State, and he wants 
that same shoe world to know that 
the particular spot which he has 
chosen for his headquarters is 50 
Columbia street, Bangor, Maine. 


Whittemore Entertains Ber- 
muda Buyer 


John S. Whittemore, who repre- 
sents the Boyden Shoe Co. of 
Newark and the Krippendorf-Ditt- 
man Co. of Cincinnati, has been 
entertaining Ernest M. Young of 
Young Bros., Hamilton, Bermuda. 
Mr. Young spent a week in the Hub, 
purchasing footwear for his high- 
grade shoe and clothing store, 
which is one much patronized by 
tourists. He has made two trips a 
year to Boston since his first one 
in 1902. 

This time he was accompanied by 
his wife, Mrs. Young, and daugh- 
ter, Marjorie, who were also guests 
of John S. Whittemore and his wife 
at their Newtonville, Massachusetts, 
home. They aiso, as a party of five, 
took a several days’ motor trip to 
Cape Cod. The Bermuda visitors 
sailed for home last week. 


An inspiration is an idea with 
the steam up.—The Minute Man in 
Walk-Over Factory Prints. 





J. C. WOODWORTH 


Who represents Howard & Fos- 

ter Co. in Oklahoma, Missouri, 

Kansas, Illinois, Iowa, North 
and South Dakota. 





Douglas Salesmen in Terri- 
tories 

The recent semiannual conven- 
tion held at the W. L. Douglas Shoe 
Company’s administration building 
in Brockton was followed by the 
departure of all the salesmen for 
their respective territories. Sales 
Manager George B. Hendrick and 
Treasurer Herbert L. Tinkham 
were in charge of the meeting. 
Sales problems for the present and 
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future were discussed, and the new 
styles given careful consideration: 
The Douglas concern is already re- 
ceiving substantial orders from its 
traveling representatives. 


Hock Reports Good Busi- 
ness 


Richard (“Dick”) Hock, who 
travels out of Columbus for the 
Juvenile Shoe Corp., Carthage, Mo., 
reports some very nice new busi- 
ness. He is also very optimistic as 
to future business. 


J. P. Smith Shoe Salesmen 
Hold Convention 


The live-wire shoe salesmen of 
the J. P. Smith Shoe Co. gathered 
together for a sales conference dur- 
ing the week of September 1. The 
great majority of these good fel- 
lows have represented this com- 
pany for a long time, in fact, al- 
most the entire force is made up of 
veteran travelers. 

The J. P. Smith Company sales 
force enjoys the distinction of hav- 
ing as few changes in its make-up 
as any other similar group. The 
story is obvious: The company has 
prospered constantly for many 
years, through the efforts of these 
loyal and efficient workers. The 
company likes their good boosters 
and.wish them to continue to boost. 
The men reciprocate with their real 
affection for the house of J. P. 
Smith Shoe Co. and “Smith’s Smart 
Shoes.” 





Veteran Sales Force, J. P. Smith Shoe Co., Assembled for Their Fall Conference—Left to 

Right: Top Row—D. H. Sundell, L. E. Kelley, J. R. Thompson, Jr., E. J. Smith, C. A. 

Wallin, J. A. Bittel, E. B. Roche, T. D. Smith, J. O. K. Smith, M. B. Cutler, L. D. Rema, 

C. A. Palmer. Middle Row—Bob Hill, A. L. Spencer, C. A. McLean, E. D. Adams, B. N. 

Custer, C. C. Holter, J. E. McLeod, W. M. Smith, E. M. Webster. Bottom Row—G. A. Sand- 

berg, E. B. Steere, M. E. Garrity, C. F. Smith, R. E. Smith, Dwight Smith, H. E. Smith, 
W. R. Neel. 
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Mr. W. Percy Arnold 


M. N. ARNOLD SHOE CO. 
NORTH ABINGTON, MASS. 


“*JUDGE IT BY ITS USERS”’ 
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1 Open Letter 


To W. PERCY ARNOLD 


Dear Mr. Arnold :— 


The “‘Arnold Glove Grip”’ Shoe is our idea of a nicely balanced selling 
proposition. 


The fitting and comfort afforded by the “‘Glove Grip’”’ jdea on the one 
hand is matched on the other by fineness of leather and workmanship. 


When you use New Castle HAVANA BROWN Kid in Arnold ‘“‘Glove 
Grip” Shoes, you are aware, of course, that you are giving your customers a 
leather which many shoemen place at the head of its class, not only for com- 
fort, but for beauty and individuality of color. 


After all, consistent leather value in shoes is one of the surest means of 
fostering the confidence of the customer. Realizing how much dependence is 
placed upon New Castle quality by the many shoe manufacturers and shoe 
merchants whom we serve, we cannot and do not relax in upholding the 
quality and beauty you rightly expect from New Castle HAVANA BROWN 
KID. 


Very truly yours, 
NEW CASTLE LEATHER CO., Inc. 


President 
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GLOVE-GRIP SHOES ing 
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No Matter What Your Customer Wants we 


imp 


in Fine Shoes, Arnold Glove-Grip x 
Shoes Provide It tha 


pos 
If he wants comfort above all things he can get it in Glove-Grip shoes. If style appears to — 
him most essential, it is there, in Glove-Grip shoes. Should his interest be centered in fine dou 
leathers and substantial soles, together with quality workmanship, Glove-Grip shoes will lari 
satisfy his desire. Where foot troubles need relief, Glove-Grip shoes provide it. Any dealer —_ 
can minimize his investment and secure the maximum of trade with the Glove-Grip line psn 
back of him, There is range of styles, variety of leathers and a strong selling argument a 
in the exclusive Glove-Grip feature. the 
The Panama Combination illustrated is representative of the pla 
highest type of specialized shoemaking. This shoe is constantly bei: 
satisfying the wants of an ever widening circle of wearers. 


Send for Fall and Winter Stock Style Catalogue—S 



























































THE PANAMA COMBINATION pu 
IN STOCK all widths and sizes 
In the Following Numbers 


Model 461—Tony Brown Calf.......................-.005- 
Model 467—Genuine Glazed Kangaroo................... 
Model 468—Tobasco Brown Kid 


M. N. Arnold Shoe Company : no 


Factory — North Abington, Mass. mi 


NEW YORK OFFICE — 127 Duane Street BOSTON OFFICE — 10 High Street 


BLis 


~! 
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Chicago Notes Very Much 
Interest in Oxford Styles 


CHICAGO — Retail shoe mer- 
chants enjoyed good business dur- 
ing the week ending September 27 
and there’s optimism prevailing 
that the fall season is about to get 
into its swing. There has been 
greater interest in costume foot- 
wear, although it would be next to 
impossible to pin that interest down 
to any definite type of leather or 
pattern. 

One thing is certain and that is 
that the oxford has a mighty sure 
position in the footwear of the fall 
season and there seems to be little 
doubt but that it will hold its popu- 
larity all through the winter. The 
variety of oxfords is great and the 
variation of pattern is many and 
much of the success of any mer- 
chants’ oxford business depends on 
the style of the shoe. Many of the 
plain five- and six-eyelet type are 
being sold. 


Cut-Out Oxfords Strong 


One of the most popular patterns 
in the oxford seems to be the open 
or cut-out type where the cut-out 
work extends around the upper 
edge of the shoe and in some cases 
extends down to the shank with 
many that have a full cut-out sad- 
dle. Some are fully cut out and 
others have a cut-out overlay with 
varying colors of leather beneath. 
In the pump types, while there is a 
steady demand for the strip pump, 
the real popularity seems to settle 
around the bow type or the one 
eyelet tie with a small tongue and 
gore beneath. 

F. E. Foster and Co. report a 
very brisk sale of their new Bouton 
oxford. 

The appearance of suede in many 
different shades and combinations 
might presage a new vogue for this 
leather which is being called for 
with some regularity in black and 
especially when fashioned in black 
pumps and black oxfords. 


Storm Welting Favored 


The men’s business in Chicago 
has been gradually improving in 
the past few weeks and this trade, 
too, is looking forward now to the 
normal fall business. Grain leathers 
are still slow, due, probably, to the 
mild fall weathers, but they will 
without question show strongly as 
soon as there is weather to warrant 
the heavier footwear. Those with 


the new storm weltings seem to 
have the eye of the men who look 
for real foot comfort in winter 
weather and this type of men’s shoe 
will undoubtedly be one of the best 
fall sellers. 


Tans Very Popular 


The retail trade generally is set- 
tling down to a medium shade of 
brown in the tan colors in both 
men’s and women’s footwear and 
there the demand is likely to stay 
throughout the year. 


Wholesale Conditions 


Wholesalers generally are some- 
what disappointed with the lack of 
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future orders for spring delivery, 
but anticipate an improvement in 
this condition, if early fall selling 
is as good as present indications 
promise. There was a slight falling 
off in collections during September 
over August and over September of 
last year that has caused some un- 
easiness, although this is expected 
to improve with trade conditions. 


P. Oppenheim Visits 


One of Chicago’s recent visitors 
was P. Oppenheim, formerly the 
shoe buyer at the Davis Dry Goods 
Company. He is now with the Bran- 
deis Store in Omaha. Mr. Oppen- 
heim is filled with the spirit of 
optimism regarding business in the 
state of Nebraska this year and 
says that with general crop condi- 
tions and the price of grains his 
organization is looking forward to 
a record breaking year. 





Milwaukee Stores Report 
Good Run on Fall Styles 


MILWAUKEE—Stores are find- 
ing early fall business very good 
and a steady increase since the be- 
ginning of September has been 
noted in the majority of stores. One 
prominent shoe merchant reported 
a lull in business after the middle 
of September but an improvement 
was expected by the first of this 
month. Cool weather has proved the 
needed stimulant for fall business, 
and slow days are marked by higher 
temperatures. The Promenade of 
Styles, the big Milwaukee style 
show, created additional interest. in 
fall footwear and helped to draw 
more shoppers to the stores. 


Tan Calf Big Feature 


Tan calf was the leading item in 
business during the latter half of 
September, and it is proving very 
popular in women’s street shoes. 
This leather in Dixie ties has been 
moving in practically every store. 
One high class shoe merchant, who 
commented on the popularity of 
these ties, also mentioned a demand 
for strip pumps in turn soles, while 
a certain class of young people have 
been asking for sport oxfords. Tans 
have been leading at this store, but 
patents and dull leathers have also 
been active. Another prominent 
store has noticed a strong demand 
for tailored footwear with box 
heels, and is supplying this demand 
with tailored oxfords and pumps, 


either plain or with tailored bows. 
An oxford with a lattice work cut- 
out design has also proved a big 
number. While this store confirms 
the popularity of tan, it is expected 
that patents and black satins will 
return to popular favor as soon as 
the dress season opens. A few eve- 
ning slippers of metal brocade in 
strip pump or similar fancy styles 
have sold. 

Men’s shoes are a little more ac- 
tive than they were a few weeks 
ago, but there is still considerable 
room for improvement. Oxfords, of 
course, predominate in early fall 
sales and tan is also leading in men’s 
shoes. One store reports that about 
70 per cent of present business for 
men is in shades of tan, and a ten- 
dency to lighter shades is reported 
generally. 


Brown Shades in Hosiery 


The general trend in hosiery 
seems to be toward darker shades 
with tans and browns in the lead. 
Russian calf and similar colors 
which match the tan calf shoes, are 
leading in hosiery sales at many 
stores. Lighter shades that are 
moving this fall have a brownish 
caste. The number of blacks selling 
each week seems to be increasing 
slightly and gun metal is also a good 
shade, especially in chiffon hosiery. 
Chiffon weights are holding up very 
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Three thoroughly dependable nip- 
pers for tack cutting are G/C, 
Climax and Bernard. Each is guar- 
anteed to perform satisfactorily its 


specific purpose. 
The GAC Tack Cutting Nipper, 
which is probably the most generally 


used, is strongly built of the best of 
tool steel and is cleverly curved to 


United Shoe Machinery 


Ciutting Nippers 
Climax-UWC-Bernard 






secure the most efficient results. Cli- 
max and Bernard are equally well 
made, Climax offering the desirable 
feature of removable jaws while Ber- 
nard is of compound construction. 


These three nippers are for cutting 
tacks only. There are other nippers 
in the G/€ line suitable for heel 
nails and the like. 


San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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well and promise to be popular with 
the better class of trade throughout 
the winter. Service weights are sell- 
ing more generally for street wear. 


Hear Leather Expert 


John A. Wilson, chief chemist of 
A. F. Gallun & Sons Co., tanners, 
gave the first of two lectures on the 
principals of leather manufacture 
before the Professional Men’s Club 
on the subject of “The Structure of 
the Animal Skin.” This is part of 
a series of lectures which will give 
members of the club a better under- 
standing of Milwaukee’s industries 
and economic position. 


Lau Store Wins Fame 


Racine, Wis., Oct. 3—The Lau 
Shoe store is gaining national fame 
as a result of orthopedic salesman- 
ship methods which have been used 
by this store since 1919. At this 
time, the attention of Max Lau was 
called to the dangers resulting from 
ill-fitted shoes by a book on the 
subject which he purchased on a 
casual visit to Chicago. He imme- 
diately adopted the methods which 
have since made this store famous. 





Wisconsin Convention 
Dates for 1925 Chosen 


Milwaukee, Wis., Oct. 1.— 
Green Bay, the metropolis of 
northeastern Wisconsin, and 
the home of Richard E. Sager, 
president of the Wisconsin 
Shoe Retailers’ Association, 
was selected as the seat of the 
1925 convention of the asso- 
ciation by the directors at a 
special meeting held there on 
Sept. 25. The 1924 convention 
was held in Fond du Lac. 

The convention next year 
will be held at approximately 
the same time, namely on 
Tuesday and Wednesday, Au- 
gust 4 and 5. 











Salesmen at this store are com- 
pelled to complete courses in prac- 
tipedics and X-Ray machines are 
used in fitting. The Lau store offers 
style as well as comfort in the shoes 
which they feature. As foot trou- 
bles often originate from ill-fitting 
shoes in childhood, Lau’s store is 
specializing in children’s shoes. 





More Active Men’s Business 
Apparent in Cincinnati 


CINCINNATI — The shoe busi- 
ness during the week ending Sep- 
tember 27 was termed only fair by 
most of the merchants. There is a 
general feeling that as soon as 
cooler weather sets in, that business 
will improve. September business 
is on a par with business done a 
year ago. Many report a gain over 
September of last year 

The men’s business has shown 
some improvement during the past 





Black Is the Leader 


Black continues to hold full 
sway in the women’s end, 
with patent leather leading. 
There are more calls for pat- 
ent than any other leather. 
The demand for tan calf is 
gradually increasing. Women 
are beginning to buy black 
suedes, and as soon as cooler 
weather sets in they expect a 
greater demand. 

The chief call seems to be 
for strap effects and fancy 
gore patterns. 











week. Tan leathers are having the 
biggest call, and the demand is for 
principally heavy oxfords. Most of 
the merchants believe that they will 
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sell more oxfords this season than 
they have in the past. 


Down Town Merchants Meet 

The group, composed of the retail 
shoe merchants in the down town 
section of this city, held their first 
regular meeting of the season re- 
cently in the sandal room at the 
Hotel Havlin. They will meet there 
every Tuesday at 12:30 for 
luncheon, to discuss the differ- 
ent problems arising in the retail 
shoe stores. They have designated 
this room as the sandal room, be- 
cause the shoe group will meet 
there every week. 

Harry C. McLaughlin, of the 
Potter Shoe Co. was chairman at 
this meeting in the absence of 
H. N. Vollrath, buyer and manager 
of the shoe department of the H. & 
S. Pogue Co. 


Potter Employees Meet 

The September 23 meeting of the 
Potter Shoe Company was presided 
over by Mr. Krause, who is to be 
the major in the suggestion sales 
contest which is to be held in Octo- 
ber. After much discussion pro and 
con regarding the contest, it was 
finally decided that they would re- 
tain the same sides and the same 
team captains as they had in the 
previous contest in June, with the 
exception of such changes as are 
necessary because of the change of 
clerks. Miss Alice Engelhardt, who 
had just returned from a tour of 
the East, told the employees of the 
conditions of the stores in the East 
as she had found them. 





Broad Range of Styles 
Selling Throughout Detroit 


DETROIT—Fall business has 
not developed during September 
as was expected early in the 
month when seasonable weather 
arrived. 

Concerning style conditions one 
large shoe department manager 
said, “Everything is selling. It is 
hard to say what the public will 
demand in quantities when the 
selling gets more lively. We are 
looking for quieter styles, of 
course, but who knows?” and he 
shrugged his shoulders in a man- 
ner to indicate that, he did not. 

At Kline’s the manager of the 
shoe department, F. L. Wood, in 
answer to the question, “What is 
selling best, right now?” replied: 


“Customers want the ‘doggy’ 
type of footwear. Our trade is 
among the younger women who 
want flashy effects in dress. Now, 
here is a gore pattern that is sell- 
ing well in patent and tan calf 
combination, but in all patent it 
does not seem to be wanted at all. 
The short-vamp styles seem to be 
particularly popular this season 
with our trade.” 

At Kline’s this demand for the 
brighter and prettier types of 
style is also emphasized in the 
buckle sales. This fall the activity 
in buckles is remarkable, although 
for the past year few have been 
sold. 


At the Queen Quality Boot 
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Shop, the manager, Thomas Meath, 
reported that there is a trend in 
the buying of their customers to- 
ward the plainer types of foot- 
wear. “Tailored effects are selling 
well. Strip pumps, operas and gore 
effects are going now and in all 
probability a cut-out oxford will 
sell well later. There is a grad- 
ual, but noticeable decrease in 
the demand for strap effects.” 
Blacks are leading in color. 


Manages Three Stores 


J. E. Wilson has assumed the 
managership of the three Chis- 
holm Boot Shops of Detroit. It 
will be remembered by older men 
in the trade that these are the re- 
cently re-organized Bilt-Well stores, 
which were operated in the early 
days by the Wilson Shoe Co., of 
which J. E. Wilson was one of the 
original stock-holders.. Mr. Wilson 
reports satisfaction with the busi- 
ness being done this fall and finds 
that the new policy of a single 
price for all lines is making sales 
easy to consumate. 


Adds Men’s Department 
Luscomb’s, 1224 Library Ave- 
nue, for many years handling 
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Merchants First Meet- 
ing 


The first meeting of the 
season of the Detroit Retail 
Shoe Dealers’ Association 
was held September 11, when 
a few of the shoe merchants 
met at luncheon at the De- 
troit Yacht Club. Nicholas 
Schorn, general manager of 
the Carl E. Schmidt & Co., 
Inc., tanners, was the prin- 
cipal speaker. Robert Roberts 
of the same firm and B. C. 
Bowen, western manager of 
the Recorder, were _ also 
guests of the association at 
this luncheon. 











women’s shoes exclusively have 
added a men’s department, featur- 
ing a shoe at $5. A shoe at this 
price is thought to be the proper 
one for this location, and as the 
line handled is of solid leather 
with considerable style the sales 
are expected to be large. Work 
shoes at various prices will also 
be featured in this new depart- 
ment. 





On West Coast Business 
Shows Decided Up-swing 


SAN FRANCISCO—Business is 
reported to be improving. Crops, 
generally, have been better than 
was expected, and the shoe trade is 
getting its full share of the money 
coming in for fruit, grapes, grain 
and other products, on which so 
much of the prosperity of Califor- 
nia depends. 


Dubs’ Club Meets 


The Dubs’ Club, composed of 
leading retail shoe merchants of 
this city, is an organization that 
meets every Monday, at the St. 
Francis Hotel for luncheon. Guests 
are invited. 


Evening Slippers Sell Freely 


The demand for evening slippers 
has commenced unusually early this 
season. Metallic brocades are gen- 
erally being shown in evening slip- 
pers, both white and colored. The 
shoe department at the White 
House, of which Harry Gibson is 
manager, is featuring in the center 
of a slipper window a white silver 


brocade slipper, with the notice: 
“We dye this slipper to match any 
gown.” 


New Regal Store 


The Regal Shoe Company has 
leased the store at 807 Market 
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street, and extensive alterations are 
being made preparatory to opening 
it as an exclusive men’s store: It . 
will open between November 3 and 
10. E. F. Wuerth, manager of the 
Regal Shoe Company’s store at 772 
Market street, will be manager of 
the new establishment. The present 
store will be continued until the 
close of the year, when the company 
will concentrate its local activities 
on the new establishment. 


Literature for Merchants 


U. S. Chamber of Commerce Cir- 
cular publications are being sent 
out to all the members of the Cali- 
fornia Shoe Retailers’ Association. 
Melville Kaufman, of Sommer & 
Kaufman, secretary-treasurer of 
the organization, secures the pub- 
lications from the government and 
is distributing them to members. 


Has New Windows 


The Philadelphia Shoe Co. store 
on Market street recently installed 
new windows. The new backgrounds 
have handsome shadow boxes, and a 
panelled effect, showing old rose 
behind woodwork traceries. Harold 
Katschinsky, his young son, Ber- 
nard Katschinsky, 2nd, and Frank 
O’Brien are on a buying trip in 
the East. 


Scenes from Opera at Rosen- 
thal’s 


Rosenthal’s, Inc., attracted much 
attention recently when it featured 
miniature cardboard displays show- 
ing opera scenes. The San Francis- 
co Municipal Opera Company re- 
cently commenced its 1924 season 
and the display was timely. Wom- 
en’s evening slippers and hosiery 
were shown in a suggestive way. 





Saturday Trade in St. Louis 
Regarded as a Good Sign 


ST. LOUIS—Business in the re- 
tail shoe trade during the week end- 
ing September 27th was about the 
same as during the past three 
weeks. This statement applies solely 
as to volume. Reports from various 
stores differed and it was apparent 
that the business for the week was 
spotty. Comment in particular has 
been made as to the present Sep- 
tember and the same month of last 
year. There is scarcely a store that 
reports an increase over the same 
period of last year. However, the 


slight loss on the month is not 
large and will not jeopardize the 
possibility of regaining all the lost 
ground in October. 

The women’s business holds up 
well and the slight downward trend, 
which has been apparent during the 
past few weeks, is observed in the 
men’s department. The Saturday 
business was satisfactory and one 
of the largest operators stated that 
they had the biggest Saturday they 
have had so far this season. Most 

(Continued on page 119) 
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The “ACROBAT” Boys 
Are On Their Way 


Watch For Them! 


“Acrobat” Salesmen are “swinging 

around the circle” once more. They 

will soon be showing you the new 
Spring, 1925, line of 


ecBOba; 
SHOES 


for children. The same high quality 
of material and the expert work- 
manship which have always been 
the reason for Acrobat high value, 
have gone into the making of our 
new Spring line. Just one more year 
of shoe manufacturing experience, 
making 32 in all, has benefited this 
year’s Acrobats more than those of 
any previous year. 


ACROBAT ADVERTISING 
HELPS YOUR SALES 


Acrobat advertising has gone out in 
advance, telling millions of mothers 
about the shoes which keep chil- 
dren’s feet as Nature made them. 
Prepare to make 1925 a really prof- 
itable year for your 
children’s shoe de- 
partment. 


Write for our cata- 
log and the Acrobat 
Agency proposition of 
good shoes, good ser- 
vice and good adver- 
tising. 


SHAFT-PIERCE SHOE}CO. 
236 Third St. FARIBAULT, MINNESOTA 


‘Specialists in Children’s Good Shoes 
since 1892 
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SMART 
EASILY ADJUSTED 
PRACTICAL 


are the three best reasons why the 
“Cinderella” buckle is here to stay. 


SMART because it is an adornment 
to the shoe, not a detriment. The 
little cover which fits over the actual 
buckle is attractively decorated. 


EASILY ADJUSTED because all 


that is necessary is to snap the cover 
over the buckle in a jiffy. 


PRACTICAL because it lengthens 
the life and appearance of the shoe 
by hiding from view the frayed strap 
effect which is bound to show after 


short wear. 


Therefore specify “Cinderella” buck- 


les on your next lot of shoes. 
















Samples furnished on request. 


EASTERN TOOL & MFG. CO. 
129-147 Bloomfield Ave., Bloomfield, N.J. 









Octot 


P 


rev! 
tion 
con 
nes: 
stat 
kid 

dem 
nesi 
pre: 
the 

mo! 


por 
for 
sive 
leat 
don 
tint 
ser 
tha 
gor 
str: 
in 
bus 
rat 
ma 
mo: 


Wi 


sist 
par 
die 


for 


nu 


4, 1924 

















October 4, 1924 





BOOT AND SHOE RECORDER 


Philadelphia Retail Trade 
on a Very Steady Plane 


PHILADELPHIA—Dun’s latest 
review of local business condi- 
tions says that favorable weather 
conditions have stimulated busi- 
ness in the shoe industry. It also 
states that makers of fine glazed 
kid report a favorable increase in 
demand. There is plenty of busi- 
ness in the building trades and 
present plans will doubtless carry 
the activity well into the winter 
months. 


Buying for Fall 


John F. McIlvaine Company re- 
ports that merchants are buying 
for fall. Demand is almost exclu- 
sively for blacks with patent 
leather, velvets, and suedes, the 
dominant materials. Patterns con- 
tinue to tend towards more ‘con- 
servative lines. This firm reports 
that the sales of front and side 
gores are greater than those of 
strap effects. Prices are firm and, 
in the opinion of this jobber, if 
business were good there would be 
rather sharp advances as the 
manufacturer is compelled to pay 
more for his materials. 


Well-Known Shoeman Dies 


Charles Muschert, formerly as- 
sistant manager of the ladies’ de- 
partment in the Al Forster store, 
died recently in Pittsburgh. His 
body was shipped to Philadelphia 
for burial. 


Selling High Shoes 


William A. Tompkins, of the 
Turner-Tompkins Shoe Co., re- 
ports the sale of a lot of boys’ 
and men’s high shoes. In men’s 
footwear the high shoes are sell- 
ing better outside of Philadelphia 
where the sale of oxfords still pre- 
dominates. Men’s oxfords are sell- 
ing in the proportion of 65 per 
cent tan and 35 per cent black. 
Men’s high shoes are 70 per cent 
tan and 30 per cent black. Boys’ 
high shoes and oxfords are 90 per 
cent tan and 10 per cent black. 
The shoes now in demand have 
only a minimum of stitching and 
perforations. The soft box toes are 
active in collegiate shoes. 


Gore Pump at $10.50 


The Niederman store on Chest- 
nut street recently showed a pump 


with basket weave straps and hid- 
den gores in black suede, brown 
suede, black satin, and patent 
leather at $10.50. 


Expect Good Run on 
Velvets 


Al Forster, Manayunk retail 
merchant states that he expects 
velvets to continue in demand on 
through to the end of November 
if the weather continues favorable. 
If the next two months bring un- 
favorable weather demand will 
have a tendency to swing towards 
patent leathers which are selling 
very well at present. 


Factory Production Shows 
No Let-Up 


Factory production here is con- 
tinuing without interruption. A 
few factories are being operated 
up to their capacity, but the ma- 
jority of them are being run at 75 
per cent of full time production. 
In women’s footwear the dominant 
demand is for black in strap 
effects, Colonials, and gores. Pat- 
terns are plainer though moder- 
ately fancy effects still sell well. 
In men’s footwear there is a good 
demand for both tan and black in 
both high and low shoes. Chil- 
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dren’s and boys’ and misses’ high 
shoes are in seasonal demand. 
Prices are reported to show no 
changes though manufacturers are 
said to be paying more for their 
upper leathers. 


Upper Leathers in Fair 
Demand 


While there are no big orders 
for upper leathers in the market 
and business is far from brisk, 
there are still a lot of small orders 
floating around which keep the 
trade fairly active. Patent leather 
and light colored calf are the fea- 
tures of the market, with suede in 
only incidental demand. 


Kreider Co. Very Busy 


The A. S. Kreider Company re- 
ports that all of its factories are 
sold up. It reports that high shoes 
are selling for boys, misses, and 
children. In misses’ and children’s 
shoes there is quite an active de- 
mand for combination tops. De- 
mand for perforations is declining. 
The Philadelphia store of this firm 
reports that its business this 
month ran 100 per cent ahead of 
the volume of sales for August. 


Manufacturers Meet 


The first fall meeting of the 
Boot and Shoe Manufacturers’ As- 
sociation of Philadelphia was held 
September 25. Only routine busi- 
ness was transacted. 





Patent, Tan Calf and Arc 
Satin Popular Materials 


ROCHESTER—Shoe merchants 
report a decided improvement in 
business during the week ending 
September 27. Cooler weather com- 
bined with liberal use of advertis- 
ing space featuring the new fall 
displays has done much to stimulate 
the buying of new footwear. Patent 
continues to lead in volume of sales 
with patterns in light tan calf, 
satin and velvets growing in favor. 


Eastwood’s New Patterns 


Wm. Eastwood and Son Co. is 
featuring opera pumps in patent 
leather, black satin and black calf- 
skins without ornamentation at 
$10. Another number featured is a 
patent leather slipper with front 
gore overlaid with patent which is 
carried with various types of heels 


selling for $8.50. A black satin 
slipper with two narrow straps 
across the instep with medium 
height Spanish-Louis heel is also 
featured at $8.50. 


I. Miller Store Opens 


The new I. Miller store, located 
at 41 East avenue, in the heart of 
the women’s shopping district, 
opened for business on September 
24 and Joseph Mittleman, one of 
the proprietors, reports a good re- 
sponse from the women of Roches- 
ter. 

Mr. Mittleman and Henry 
Michaels, who operate I. Miller 
stores in Detroit, Buffalo and Cleve- 
land, came to Rochester for the 
opening. Dave Leon, formerly with 
the I. Miller store in Detroit, is 
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Answers the comfort appeal 
of the tired foot 


= SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 









The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- “ 
ing Shank Shoes on your eT y, 

customers’ feet. It will y F4 S “G@MK SHANK 
prove a profitable ; 3 

experiment. 








SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


Whe Shoe with the Gawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 
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manager, and his assistant is Henry 
Reich who will also have charge of 
advertising and display work. 

The fixtures and windows in the 
new store are of the latest and 
most up-to-date design and the new 
store presents a most attractive 
appearance. A feature of the store 
is the hosiery and buckle depart- 
ments which are located at the right 
of the main entrance. 


Discontinue Men’s Shoes 


The Paris Bootery, 81 Clinton 
avenue South, has discontinued its 
men’s shoe department and will 
hereafter feature women’s foot- 
wear exclusively, featuring three 
prices, $6.95, $5.95 and $4.95. 


Adopts New Slogan 


William Pidgeon, Jr., proprietor 
of the Pidgeon shoe store, has a 
new slogan which he plans to fea- 
ture extensively to call attention to 
the comfort obtainable from Pid- 
geon shoes. The new slogan: “Don’t 


Let Your Feet Hurt—Now or 
Ever,” will first be used on bill- 
board advertising. All advertising 
of the Pidgeon store will carry the 
above slogan. 


Lease Shop Department 


Gold’s Women’s Specialty shop, 
87 East Main street, leased space to 
the Globe Shoe Company which 
will open a shoe department in that 
store as soon as alterations are 
completed. 


McCurdy Adds Future Arch 
Department 
Jim Olmstead, proprietor of Mc- 
Curdy’s shoe department, has added 
a future arch department, attended 
by specialists in shoe fitting. 


Feature Southern Ties 


The Shields Boot Shop finds 
Southern ties big sellers and are 
featuring them in their windows 
and in their newspaper advertising. 





Pump Models Made in Lynn 
Big Item in Current Orders 


LYNN—Manufacturers find that 
business continues in good vol- 
ume. New styles give new in- 
spiration to sales. Evidently, wom- 
en are going to have a lot of 
“Shoes for the Occasion” as they 
settle down to the occasions of the 
fall and winter season. New 
pumps effects, now in brisk de- 
mand, have added much to the 
volume of lLynn’s business in 
October shoemaking. 


Manufacturers are seeking new 
suggestions for January and Feb- 
ruary styles. A common notion is 
that styles will continue “as is,” 
shoes to be trim and pretty, and 
of the “step in” type. They will 
be worn under arctics, when 
stormy weather comes. The bulk 
of the women who buy Lynn shoes 
work in offices, factories or stores, 
and being indoors in summer-like 
atmosphere most of the winter, 
require summer-like footwear. 
There are exceptions, of course, 
such as the college girl, the out- 
of-door girl, and the society girl. 


Brown Suede and Velvet 


Also, in efforts to get something 
new, manufacturers of Lynn are 
turning to new brown shades of 
suede, and of velvet, too. Orders 


for Russia calf shoes showed 
quite an increase about Oct. 1. 
Manufacturers are trying to put 
more color into their lines, fear- 
ing that black may become too 
monotonous. Yet the sales of pa- 
tent leather shoes continue very 
strong. 

Last makers continue to fea- 
ture the short vamp, round toe 
model, with the medium high, or 
12/8 to 14/8 heel. They are giving 
new prominence to the fitting 
qualities, to the comfort of the 
shoe, and, especially to its shapli- 
ness. 

One idea of the designers is to 
get a shoe that fits smooth to the 
foot, like a silk stocking. They 
are trying to get rid of the lines 
of the box toes and the counters, 
which sometimes have a way of 
making themselves as conspicu- 
ous as an Adam’s apple. 

There are now 120 shoe firms 
in Lynn. Most of them are spe- 
cialists in novelty styles. 


A New Enterprise 


Mitchell, Welch Shoe Co. has 
been formed by Rueben H. Mit- 
chell, and Thomas and Edward 
Welch. The new firm is fitting up 
the Battery factory, on Commer- 
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cial street, for making 1,500 pairs 
of McKay shoes daily. It will be- 
gin to manufacture soon. Mr. 
Mitchell was of the former firm 
of R. H. Mitchell Shoe Co. The 
Messrs. Welch were of the Welch 
Shoe Co, which was liquidated a 
while ago. 


A. Fisher & Son to Incor- 
porate 

Frank C. Stuart has bought the 
business of A. Fisher & Co. He 
will incorporate it, as A. Fisher 
& Son, Inc, and the corporation 
will continue the business as usual. 
Mr. Stuart is a Lynn leather 
merchant, carrying on an exten- 
sive domestic and foreign busi- 
ness in upper leather. He will re- 
tain the Fisher organization. 


Some Stock Shoes 


The Burdett Shoe Co. has in 
stock silver brocade slippers, and 
black satin slippers with gores in 
the straps, as well as a long line 
of pumps, oxfords and boots, for 
growing girls, misses and chil- 
dren. 


To Make More Shoes 


Murphy, Gorman & Waterhouse 
have begun to rearrange their fac- 
tory. They have taken aditional 
space, in the Vamp building. They 
are fitting up one of the largest and 
finest stitching rooms in Lynn, and 
are rearranging the rest of their 
factory accordingly. 


Making Velvets 
Merrill, Porter Co. has added to 
their novelty lines, with wood 
heels, shoes of velvet. Most of 
their sales, in this line, are on 

patents, suedes and satins. 


Gores for 1925 


A leading Lynn firm expects to 
make gore styles right through 
the winter, and believes that new 
types of gore shoes will appear for 
spring, and will be among the best 
sellers for Easter. 


New Firm at Lynn 

Lynn, Mass.—Mitchell, Welch 
Shoé Co. has been formed by Reu- 
ben H. Mitchell, formerly of the 
R. H. Mitchell Shoe Co., and 
Thomas and Edward Welch, for- 
merly of the Welch Shoe Co. The 
new firm is fitting up the Battery 
factory, on Commercial street to 
make 1,500 pairs of women’s Mc- 
Kay shoes daily. 
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who will read in this advertise- 
ment greater opportunities than 
his present position affords him. 
He is preferably a man who knows 
leather, a sales executive of the 
first order, the kind of man men 
want to work with. He can help 
his men bring home the business 
—and has a record to prove it. 


An old established leather house 
WANTS THIS MAN to take charge 
of its sales force covering the 


manager. 





Somewhere there’s a 
Sales Manager 


shoe manufacturing trade in the 
New England territory. The house 
and the products deserve his best 
efforts. The salary will start equal 
to his hold on the position and 
will maintain that equality. 


If the requirements of this ad- 
vertisement fit your case, send us 
your age and complete record in 
your first letter. It will be held 
in the strictest confidence. 


Address Box No. B-54, care Boot and Shoe Recorder. 


Note:—This house does not at present have a sales 

















No Foot Protection Like It 


Because it fits more perfectly and supports more scientifically 
than any other “comfort shoe,” the BAKER ’"LTH SHOE 
protects from Summer heat and foot ills of Winter. The 
woman that asks for a shoe which will give her comfort 
has a reason. Do not antagonize her by fitting same kind of 
shoe under a different name or make. 





Write me personally for samples and prices 


A. J. McNulty, Sales Mgr. 
J. H. BAKER CO. 


117 Lincoln Street Boston 
Factory at Beverly, Mass. 
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Busier Times Enjoyed in 
Brockton Shoe Factories 


BROCKTON — The intense sell- 
ing campaigns which are being 
conducted by a majority of the 
Brockton shoe manufacturing con- 
cerns is bringing tangible results. 
Salesmen’s frequent contact with 
customers, backed by intelligent 
and up-to-date publicity, is bring- 
ing business to the factories, both 
for immediate ard future deliv- 
eries. Salesmen, who are calling on 
the trade, report there is less sales 
resistance now than a few weeks 
ago. 

Brockton manufacturers are al- 
ways at the front concerning new 
and practical styles in men’s and 
women’s welts. Any and all samples 
shown represent the most advanced 
ideas in design as well as the most 
skillful workmanship. Brockton’s 
high reputation in this regard is 
recognized by shoe merchants 
everywhere. It is no reflection on 
styles which have been shown in 
the past to say that the latest ef- 
forts of Brockton designers and 
producers set a new mark for 
desirability as profitable merchan- 
dise for retail shoe merchants. 


Factory for Turn Shoes 


George E. Keith Co. will in fu- 
ture devote the Boston factory No. 
9 exclusively to the production of 
women’s turn shoes. 

An increased demand for this 
class of footwear is responsible for 
the plan. Women’s welts are manu- 
factured in the East Weymouth 
branch plant, also at the company’s 
No. 11 factory in Brockton. This 
arrangement will result in a largely 
increased output of women’s foot- 
wear by the George E. Keith Co. 


Shoe Merchant Sued 


Claiming that shoes purchased at 
a Brockton retail shoe store were 
inflammable and that her feet were 
burned badly as a result, a Brock- 
ton woman has brought suit for 
$5,000 damage. The woman said 
she started an open fire on a chilly 
day, and putting her feet close to 
the hearth, found that the soles of 
her shoes began to burn, and that 
her feet were badly burned in con- 
sequence. The claim was that the 
lining was highly combustible. The 
merchant, on his part, says that 
during 50 years of business he has 
never heard anything of the sort. 


His solution of the case is that it is 
probable that the woman put 
dampened shoes near a fire and as 
wet leather will burn more readily 
than dry leather, the soles were 
burned. 


O’Neill’s Trip to Cuba 


Eugene F. O’Neill, treasurer and 
general manager of the Brockton 
Shoe Manufacturing Company, is 
making a trip to Cuba, combining 
business and pleasure. Mr. O’Neill, 
who will be absent about three 
weeks, plans to call on his Cuban 
agent in Havana regarding new 
samples which have been sent to 
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the island. These are made with 
special reference to the require- 
ments of the Cuban trade. Tans are 
largely represented in plain as well 
as fancy patterns. Business at the 
Brockton Shoe Manufacturing Com- 
pany’s plant in Brockton and in the 
nearby town of Holbrook is at ca- 
pacity, with a daily production of 
more than 5,500 pairs of men’s 
welts. 


Shoe Shipments Best of the 
Year 


For the week ending September 
20 the shoe shipments from Brock- 
ton totaled 15,800 cases. This was 
the largest week thus far during 
1924. The total shipments for the 
year to September 13 were 363,091 
cases. 





In Haverhill Production 
Follows an Upward Trend 


HAVERHILL—Continued gains 
in the output of Haverhill-made 
footwear are reflected in increased 
employment at local factories. 
Stitching and packing departments 
are utilizing all available help as a 
means of speeding up production. 
The same is true regarding the 
manufacture of wood heels with 
which Haverhill is prominently 
identified. Local manufacturers re- 
ceive tangible evidence daily re- 
garding the needs of merchants for 
seasonable, stylish footwear. Calls 
by wire, letter and in person are 
being made by men seeking shoes 
from stock. Haverhill is on the 
up-swing, with factories produc- 
ing shoes in larger quantities 
than for months past. Improved 
labor conditions, backed by the 
city’s reputation as a center for the 
production of pretty shoes is bring- 
ing back old customers and adding 
new ones. 

Changed methods of buying have 
brought a revolution in factory 
merchandising. Haverhill manufac- 
turers are alert to these changed 
conditions and plan their work ac- 
cordingly. With business slowly but 
steadily increasing, and with pro- 
duction and sales methods geared 
up to the most advanced ideas, 
Haverhill shoe men are getting 
their share of the business, and 
obtaining it on good values in 
popular-priced merchandise. 


Haverhill Plan in Practical 
Operation 


Interesting and important in con- 
nection with the production and sale 
of Haverhill shoes is the progress 
which this city has made during 
the past few months regarding re- 
lationship between manufacturers 
and employees. That merchants 
have confidence in the manufactur- 
ers is evident from the business 
now being placed in local factories. 
Regarding this Haverhill plan so- 
called, and its workability as dem- 
onstrated under present improved 
conditions, the Haverhill Gazette in 
an editorial on the subject of New 
England Week, says: 

“Two facts of pre-eminent im- 
portance loom up as a result of the 
eight months’ operation of the 
Haverhill plan; first, Haverhill 
shoes are now able to compete favor- 
ably in the country’s markets; and, 
second, peace has been maintained 
during the most difficult part of 
the wage adjustments. The board’s 
rulings have shown a consistent at- 
tempt to stimulate more efficient 
management and methods, to re- 
strain arbitrary or irritating super- 
visory officials, and, particularly, to 
impress upon both manufacturers 
and workers that facts are the basis 
of the board’s findings. The success 
of the Haverhill arbitration plan 
has demonstrated that a rule of rea- 
son is possible in the relations of 
capital and labor. With pride, and 





Trade Mark 
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Every Shoe with an Uskide Sole and 
a “U.S.” Spring-Step Heel will be 





advertised in more than 4,000 
newspapers this Fall! 


ERE is advertising sup- 

port that means more 
sales to those who will take 
advantage of it. 


The superiority of Uskide Soles 
and “U.S.” Spring-Step Heels 
as shoe bottoming equipment 
where superservice, super- 
comfort and good appearance 
are demanded, is being force- 
fully called to the attention of 
the shoe wearers of the country 
this Fall through 


More than 4,000 Different 
Newspapers ! 


TELLING IT TO THE CITIES AND THE SMALL TOWNS 


This advertising is reaching 
every State in the Union. 


Millions of shoe wearers are 
being referred to the nearest 
dealer who can give them ser- 
vice on shoes with Uskide 
Soles and “U.S.” Spring-Step 
Heels. 


They are being told that they 
can get more shoe value and 
more shoe service from shoes 
bottomed with Uskide, the 
Wonder Sole for Wear, and 
“U.S.” Spring-Step, a Better 
Heel to Walk on. 


This forceful, attention-getting advertising 
will appear in— 
I. Fifteen City Newspapers —a leading paper in each of fifteen im- 
portant trade centers —total circulation each issue more than a 
million copies—more than twelve million individual advertisements! 


II. More than FOUR THOUSAND Small Town Newspapers —total circu- 
lation each issue over two and a half million copies — more than 


twelve and a half million individual advertisements! 
Every Shoe that Carries an Uskide Sole or a “U.S” 


Spring-Step Heel will get the benefit of this advertising. 
Are YOU Ready? 


Write us at once for the names of the papers nearest you which are carrying this forceful advertising. 
Let us tell you how you can tie up with this advertising and get the most benefit from it. 


© 


1790 Broadway 


United States Rubber Company 


New York City 
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with a substantial measure of con- 
fidence, Haverhill tenders its ex- 
perience to the country as an 
appropriate contribution for New 
England Week.” 


“Joe” Dalrymple on Deck 
Again 

Joseph A. Dalrymple of Dalrym- 
ple-Dudley Co. is now in daily 
attendance at the Haverhill plant 
following a successful recovery 
from a serious illness and opera- 
tion. “Joe” Dalrymple has been 
associated with the Haverhill slip- 
per bow and ornament trade for 
practically half a century. Dalrym- 
ple-Dudley Company, a consolida- 
tion of J. A. Dalrymple Co. and D. 
T. Dudley Co., operates one of the 
largest plants in the world in its 
line of work, and has customers not 
only in all shoe centers of the 
United States, but also in a large 
number of foreign countries. It is 
good news to friends and customers 
of this house to know that “Joe” 
Dalrymple is his old self again and 
carrying on with his accustomed 
energy. 


Sales Force Reorganized 


Hazen B. Goodrich & Co., long 
established in Haverhill as manu- 
facturers of women’s high grade 
turns and men’s turn slippers, have 
made important changes in their 
selling force. For the coming sea- 


son several new representatives will 
show the Goodrich line to retail 
shoe merchants in the various sec- 
tions of the country. The new sam- 
ples are now .practically in readi- 
ness. These represent the newest 
developments in the line which the 
Goodrich company has made fa- 
mous. 


Again with Harding Shoe 
Company 

Charlie Harding, one of the most 
energetic and popular young shoe 
men in New England, is again as- 
sociated with the Harding Shoe 
Company after a year’s engagement 
with another concern. Charlie is 
welcomed back by a host of friends 
among the shoe manufacturing 
trade of Haverhill, also among shoe 
buyers. His work for the Harding 
Shoe Company in style designing 
and selling is appreciated by his 
associates in business as well as by 
the merchants who buy Harding 
high grade turns. 


Open Branch of Machine 
Company 

The Donnelly Machine Co. of 
Brockton, builders of shoe ma- 
chinery, has opened a branch fac- 
tory in Haverhill. This concern 
makes a specialty of cut-out dies 
for various types of machines. M. J. 
O’Callaghan, formerly with the 
United Shoe Machinery Co., is in 
charge of the Haverhill branch. 





Black and Tan 


Shades 


Go Well in Boston Stores 


BOSTON—During the week end- 
ing September 27, business in the 
shoe stores followed along the same 
channels as the few preceding 
weeks. In women’s lines blacks got 
the preference in colors, while tan 
calf shades, mostly in oxfords, 
showed good strength. There was a 
fairly good volume of trade, but 
many merchants contended that 
some of the reluctance to buy was 
due to the absence of ideal fall 
weather. It was warm all week. 

As the fall season advances it is 
becoming more and more apparent 
that simple, trim-looking styles in 
women’s footwear are the dominant 
style factor. Opera pumps, in both 
black and tan materials, are finding 
a good demand. They fit in nicely 
with the apparel styles. Concealed 
goring types are selling freely, par- 
ticularly in the _ medium-priced 


stores. Small bows, concealing the 
goring, are prominently used. 

Thayer McNeil Company, in its 
advertising, featured a slender one- 
strap model of suede. It was neatly 
perforated about the vamp, quar- 
ters and strap. It was a typical one- 
strap style that has been meeting 
with good favor. The vamp was cut 
very low, almost to the shank. 

One of the styles featured by the 
Queen Quality Shop was a two- 
strap walking shoe. It was shown 
in black suede, kid and patent. 

Men are expressing marked in- 
terest in heavy oxfords. The new- 
est oxford styles are decidedly 
broguish in appearance. Toes are 
extremely wide, soles are heavy; 
the entire length of the shoe is 
broad-looking. Black and tan are 
generally selling about equally well. 
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Grain leathers promise to have a 
good run. 





A Service to Small Merchant 


D. J. O’Leary, for the past 
twenty years, buyer for the shoe 
department of Kohn, Furchgott 
Co. of Jacksonville, Fla., is now a 
resident buyer in this city, with 
temporary headquarters at Room 
622, 620 Atlantic avenue. Mr. 
O’Leary has been in the shoe busi- 
ness practically all of his life. He 
commenced his shoe trade activi- 
ties as a retail shoe salesman in 
the store of J. B. White & Co. of 
Augusta; after five years here he 
went to Savannah, as buyer for 
the shoe department of Foye & 
Eckstein, now out of existence; in 





D. J. OoLEARY 


Resident Buyer at Room 622, 
620 Atlantic avenue, Boston. 


1904, he commenced to buy for the 
women’s and children’s depart- 
ment of the first-mentioned house. 


Seeks Broader Scope of Work 


In the fifth of a century that 
Mr. O’Leary bought for Kohn, 
Furchgott Co., he brought up the 
business from $30,000 to $110,000; 
he bought high grade and medium 
grade footwear. He has left his 
old concern with the friendliest of 
relations. He felt, however, that he 
should give his experience “shoe- 
wise” a larger scope in which to 
work. And so some two weeks ago 
he came to Boston, with the idea of 
giving a shoe service to the small 
merchant—those who find it difficult 
to come into the market very often 
—or perhaps those who may want a 
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During New England week, many attempts were made to “dramatize” the 
movement, which had as its object the education of New England people 
to an appreciation of the really high quality of many products made in 
that section of the country. The photograph above shows one of the most 
successful of these attempts. The three youngsters are the three sons of 
James M. Curley, mayor of Boston, and all three are wearing shoes made 
by the P. Cogan & Son Company of Stoneham, Mass. This company was 
one of the first in the country to specialize in boys’ shoes with the same 
degree of care and attention that had been given by other firms to the 
manufacture of footwear for men and women. 





few pairs of some particular shoe men’s Association, Inc., is one of 
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in a great hufry. 

Mr. O’Leary feels that with. the 
rapidly changing style situation it 
is necessary for every buyer to 
come to the market five or six 
times a year, at least—or else have 
some one in the market to represent 
him. Mr. O’Leary is well acquainted 
with what the little merchant has 
to contend with in the way of de- 
mands for style shoes. His service 
as resident buyer should prove a 
benefit to both merchant and manu- 
facturer. 


Retail Salesmen Meet 


The first fall meeting of the 
1924-1925 season of the Boston Re- 
tail Shoe Salesmen’s Association 
will be held at DuPont’s, 40 West 
street, Monday evening, October 6, 
at 6 P.M. President Fred N. 
Greenwood, Secretary Robert W. 
Daley and the other members of 
the new board of officers, are look- 
ing forward to a record attendance. 
Supper will be served at 6.30 P.M. 
at the usual cost of $1.00 the cover. 

E. Mark Sullivan, corporation 
counsel of the City of Boston, will 
be the speaker of the evening. 

The Boston Retail Shoe Sales- 


the most progressive organizations 
in the shoe trade. It has been in 


existence for nearly ten years, and 
during that time has served as an 
educational channel, through which 
its members have become not only 
better salesmen, but buyers, and 
retail shoe merchants. The member- 
ship of this association is composed 
of the “top notchers” in their line 
whose purpose is the advancement 
of their fellow workers—the an- 
nual cost is nominal. The meetings 
are social, as well as educational. 
An employment bureau is conducted 
as a feature of the work of this 
association. The officers are “all 
set” this year for a most progres- 
sive season and they know that this 
will be possible if all the members 
co-operate by attending the meet- 
ings. 


Showed Process of Making 
Men’s Shoes 


Fletcher’s, Inc., a men’s store on 
School street, selling Edwin Clapp 
& Son, Inc., shoes, had an unusual- 
ly attractive window. Everything 
used in the making of Clapp’s high 
grade men’s shoes was displayed in 
one window. Neatly printed cards 
told the name of the accessory. 
There were several shoes shown at 
various stages of the shoemaking 
process. An excellent cross section 
view was obtained as a shoe was cut 
in halves. Everything, from the 
thread used in the stitching to the 
finished shoe, was shown. 





Opera Pumps Are Leaders 
in Baltimore Shoe Stores 


BALTIMORE — Women are in 
accord with the modern style trend 
—toward the simpler and plainer 
effects. Opera pumps, with or with- 
out buckles, are unanimously ac- 
claimed the best sellers. Next in 
prominence appear the strapped 
pumps, although the gored pump is 
gradually gaining in popularity, 
and will very likely exceed the 
strapped shoe. Among the various 
styles selling are the step-in pumps, 
particularly those cut out over the 
instep. The D’Orsay pump is prov- 
ing very popular here, especially in 
the 12/8 heel. Among the materials 
mostly sought after, patent takes 
the first place—black suede, black 
satin, tan calf in the lighter shades, 
gun metal, also black velvet and 
blond satin following in order. The 
best heels are the Spanish, 17/8 and 
12/8 inclusive. 


An interesting shoe for dress is 
a black or brown suede, ankle strap 
with a saw-tooth vamp underlay of 
black or brown patent leather, se- 
verely plain pump, with 17/8 Span- 
ish heel, medium broad toe. For 
sport wear—a plain toe, gored at 
instep, concealed by a Scotch 
tongue, 12/8 Cuban leather or box 
heel, in tan Russia, black suede or 
gun metal, medium broad toe, which 
sells at $12.50. 


Shoe Club Organizes 


A social club, organized a few 
months ago, discloses among its 
members, men prominent in the 
shoe life in Baltimore, as well as 
professional men. Abe Breslau of 
Julius Gutman & Co., Samuel 
Brown of the Samuel Brown Shoe 
Co., J. A. Elinoff and Milton Gardi- 
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You Get 





Are 
You 


Sure 





Every 
Cent 
—on Every Sale? 


Off hand every shoe dealer would say he got all 
the money coming to him—that very rarely did 
he lose money on a sale—but does he? 

If a sales-slip is lost before the charge gets on 
the books, he loses! 

If the merchandise is sent to the wrong address 
or is in some way lost, he loses! 

If a customer walks out because the dealer does 
not have a complete stock in the store, he loses! 

All these contingencies and more, you can in- 
sure against by the use of Sure-Trip and Sure- 
Quad Sales Books. These books have special fea- 
tures that make them especially valuable for shoe 
dealers. 

1. Three or four copies are joined to- 
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gether when removed from the book. 

2. They produce more copies in one 
writing. 

3. One complete set of numbered copies 
may be kept bound for reference. 


These features make possible the combination 
of two or more sets of forms in one book. 

Learn how some concerns have saved the full 
cost of these books by preventing loss, by pro- 
tecting their business at every point and by 
having better facts which make for more efficient 
management. 

Send the coupon now for the Sure-Trip Booklet. 
It contains many interesting ideas you will want 
to read. 


American Sales Book Company, 14, Elmira, N. Y. 


West of the Rockies 


Pacific Manifolding Book Co. Pacific Coast Sales Book Co. 
Los Angeles, Cal. 


Emeryville, Cal. 





Pioneers in the manufacture of books. machines and 
forms using carben paper. 


In Canada 
F. N. Burt Company, Ld. 
Toronto, Can. 
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Howard us SHOES 


BROCKTON, MASS. 


Address al, communications to the factory. 

















NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 
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“Ask the Man Who Weare Thom” 














ner of the Elgar Shop, Ted Leason 
_and Frank Wein of the Hub, and 
,»Ralph Mendelsohn of Hutzler Bros., 
are some of the members. Other 
shoe men are already asking for 
membership. Joseph Bernstein, ad- 
vertising manager for the Bern- 
heimer-Leader Stores, is president 
of the organization. 


To Open Soon 


Ralph Mendelsohn, buyer and 
manager of the shoe department at 
Hutzler Bros., announces that his 
department will be in its new head- 
quarters by December 1. 


Remodeling Hess Front 


N. Hess’ Sons, 8 E. Baltimore 
street, is remodeling the front of 
its building. While the repairs are 
being made, a temporary window 
is used to display merchandise. This 
method of keeping goods before the 
public was commented upon very 
favorably by the Advertising Club. 


Adding Women’s Depart- 
ment 


A women’s shoe department will 
be opened at the Louis Gold Co., 
28 W. Lexington street, soon. 





Winchell Company Takes 
Over Business 

Natick, Mass., Oct. 3—The Win- 
chell Shoe Manufacturing Company 
of this city is to succeed the Whit- 
comb Shoe Co. and the J. H. Win- 
chell & Co., Inc., of 13-21 Locust 
street, Haverhill, Mass. The new 
concern will make the same grade 
of shoes as formerly made by the 
two companies. 

The officers of the new concern 
are: James H. W. Whitcomb, Myron 
Whitcomb, Jr., president and sales 
manager; James H. W. Whitcomb, 
treasurer; Edward E. Dumont, sec- 
retary. 


New Silk Hose for Men 


After having featured women’s 
hosiery exclusively for many years, 
J. R. Beaton Company, Inc., na- 
tionally known distributors of 
hosiery “as you like it,” have an- 
nounced the addition of a men’s 
full-fashioned silk sock to their 
lines. This half hose will sell at a 
price making it possible for the 
retail merchant to operate on it 
profitably as a $1.00 seller. It will 
be carried in stock in New- York 
and in the branches of J. R. Beaton 
Company, Inc., in Chicago, Boston, 
Atlanta and San Francisco. 















better*than ever in Quality and fit 
- = o > Mak ‘ 
ade only in Genuine 
GLAZED KID — $18.00 
Colorr Black and Brown 
full sizes 3 toll in Stock 


M. GUSTIN CO. 
SOW I9® St New York 
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Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 





























HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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Where to Buy 
Wanted Styles 


An extra Editorial Service te 
“Recorder” readers, free fer the 
asking. Write and tell us what 
yeu would like te knew. 
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Colcord & Walker, Inc. 
TURN FOOTWEAR 
For Women 


New Plant 
PLAISTOW, N. H. 








FASHION FOOTWEAR 
Women’s Fine Turns 
and Novelties 
Qur new models are attracting most favorable 
attention. Hand turn slippers and pumps in the 
latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washingten 














St., Haverhill, Mass. 
ot Many dependable and 
profitable styles constant- 


ly In Stock. Send for latest price list. 
H. K. GARDINER CO., PITTSFIELD, N.H. 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 











No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless you need the 

Boot and Shoe Recorder 
ALL THE TIME 
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of the stores on Saturday were well 
filled. The business was continuous. 


Satins in Better Demand 


Satin was reported in the style 
field as having increased in the call. 
Further questioning brought out 
the fact that this business was 
being diverted from the patent 
realm. The position of materials 
remains unaltered; patent, tan calf, 
and satin. Tan calf showed more 
activity this week and the prestige 
is increasing. Operators are still in 
a doubtful position as to the length 
of its popularity. Some are reor- 
dering while others prefer to with- 
hold their judgment until a more 
definite trend is established as to 
the future policy of this material. 


Swope Develop Bowling 
Teams 


Swope Shoe Company have or- 
ganized among their employees five 
bowling teams which meet every 
week. There are three men’s teams 
and two women’s teams. Paul Allen 
Ebbs, advertising manager of the 
company, is manager of the organi- 
zation and predicts high honors in 
the bowling field for his associates. 


Buy Another Factory 


Arrangements have just been 
completed whereby the Johnson, 
Stephens and Shinkle Shoe Com- 
pany has taken over the former 
Lund-Williams factory at Vandalia, 
Illinois. The building is a four-story 
structure, 50 by 200 feet, and has 
in addition an administration build- 
ing and cafeteria that is recognized 
as one of the best equipped of its 
kind. 


Golf Honors Are Even 


Honors were declared even after 
an exciting and interesting golf 
match between the St. Louis Shoe 
Retailers’ Association and _ the 
Manufacturers’ Association played 
at the Kirkwood Country Club on 
September 26. 

At 7.00 P.M. of the same day a 
banquet was served to the manu- 
facturers who were the guests of 
the retail merchants. This was the 
opening meeting of the retailers’ 
association fall activities. About 80 
members of the wholesale and retail 
shoe trade were present. A cabaret 
of the finest character was staged 
during the dinner. 

Fred Maxted, president of the 
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J. R. BEATON COMPANY, Ine. 


33! FOURTH AVE... NEW YORE 





cmicaco [3S ATLANTA 
BOSTON Ly SAN 
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Flexible Turn Shoes 
For the Jebbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office 16 Columbia Street 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














Bonita: Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send tr Catalog 


AH Mertin@ 


Mekhesw ROCHESTER NY 














deal Diaby Shoe 
fais CGirohucehier 


Bapy shoe. 


SEND FOR CATALOG 


NEW YORE GFFICS ato ft aed, 














In Stock—Soft Soles 


\lzo new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 
“Nu’’Baby Shoe Co. - - East Lynn, Mass. 
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EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E Miller 


Daachable Ses Mita 
* Rubber Heels New York City, N.Y. 














T. W. GODSOE, Pres F. E. JONES, Treas. 
W.G. DONALD, V Vice-Pres. 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 





95 SOUTH STREET BOSTON, MASS. 








COATED GEM DUCK 


ADHESIVE ra, pan CLOTH 
J Babber and Lea 














oring °:: 

GRADES 

Russell ManufacturingCo. 
Middletown, Conn. 





The One 
Waterproet 
Leather That 
Takes and Re- 
tains a Polish. 


& COOK CO 
oe tN, 











Colored 
Chrome 
Sides 

Beggs & Cobb, Inc., Boston, Mass. 











INFORMATION 
for Shoe Merchants 
“WHERE TO BUY” constitutes a 





source of knowledge so that he who 
a. Se oe may read 








Retailers’ Association, presided. 
Those called on to make speeches 
were: John A. Bush, president of 
Brown Shoe Company; Al G. White, 
also of the same company; John H. 
Wilson, McElroy Sloan Shoe Com- 
pany; C. E. Williams, of the C. E. 
Williams Shoe Co., and Mr. Stone, 
a shoe manufacturer of Mexico 
City, Mexico, who described the 
development of the industry by 
Mexico. 

Wylie Creel of Creel, Mauldin 
and Chambers, Inc., acted as toast- 
master in the distribution of prizes. 
His scintilating humor was of the 
refreshing variety. 

The following were awarded 
prizes. Low net, Ned Allen; high 
net, Chas. E. Reader; Julian G. 
Samuels for only hole in two; A. G. 
Brauer, high hole. In the blind 


-bogey, John H. Wilson, John A. 


Bush and Tom Ward were winners. 
The low man in each foursome was 
as follows: Al. Engle, W. D. Melton, 
John A. Hutcheson, S. G. Pedigo, 
Fred Maxted, G. Rogers, H. C. 
Stribling and A. Farrar. 


Shoe Mart Opens Number 3 


The Shoe Mart opened another 
branch store at 2703 Cherokee 
street on Saturday, October 4th. 
This makes the third store to be 
operated by the company. The store 
is located in one of the best neigh- 
borhood business sections in St. 
Louis. There will be a seating ca- 
pacity of 40 seats and the fixtures 
are finished in walnut. Walter 
Young will manage the store. Young 
has had a broad experience in the 
retail shoe field and is the son of 
Jimmy Young, buyer of the men’s 
and children’s shoes at Famous- 
Barr Co. The store is 22%x85 
feet. A merry-go-round and play- 
room for the children will be one 
of the innovations of the new store. 


Another Feltman and 
Curme Store 


W. C. Jones, manager of the Felt- 
man and Curme store at 6th and 
St. Charles streets, announced that 
another store will be opened in St. 
Louis in late November. The new 
location will be the west half of 
the store now vacant on the north- 
east corner of 7th and Olive streets. 


Hold Store Style Show 


Shoes, hosiery, dresses, coats, 
millinery and lingeries were pre- 
sented to crowds of women who 
visited the Lion Store during the 
days of their style show. 
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SLIPPERS for MEN, WOMEN 
and CHILDREN 






Bedreem and heuse 

SLIPPERS in a wide 

variety of styles and 

prices. 

SATIN pemeuss 
ected fer quality 


FRANK H. apes co., 
24 Washingten Square Worcester, Mass. 















Special in Medium and+ \ 
IGH GRADE Lies 
OR Suppers Ae/ 
dil styles made 2) Dometic and 


Sper, Satin Brocadesand Metal Cloth. 
$2.20 per pairandup 





ee. MGUSTIN © sewyorn,, 














BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 

















Felt and Leather 
-Sele SLIPPERS 
for the Entire Family 
No. 7300 Satin im these 
colors Beauty 


Lavender, B. Blue, 
and 


<< Send for Prise Liat 
NEW ana SLIPPER — 














140 Green 


PARISTYLE FOOTWEAR MFG. 60., | ING 


1-45 PR gy Ra 
‘ ity Bidg., 188 W. 


HIGH GRADE wuaae AND D’ORSAYS 


Satin, E 
ee pS 
Prices from $23.00 per dez. up 
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FLEXIBLE McKAYS 
with the comfort of Turns 


WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 











nay 








Do Fon _— 


That you can buy or sell it through 
the “Where to Buy” columns. This 
featare in its quick service is a time 
saver in meeting immediate needs. 
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SS 
BALLET SLIPPERS in Stock 
Black and Pink Satin, Black Kid poy A adopted 
as the best made professional toe and ballet slipper 
in America by International —— Masters of 





T large all 

widths 

654 Eighth Ave., 
New York, 


N. Y. 
Onty ene exelusive agency In a town 








IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.30 
Sizes 7 to 11 







} 





es. SHOE FINDING CO., INC. 
‘7 Duane St., New York, N. ¥. 








BALLET SLIPPERS IN STOCKE® 27% 





FERGUSON BROS. Co. 








2121 Washington St., Beston, Mass. 





QUALITY BALLETS—s7vtx 


vee 


Samples on request 
METROPOLITAN SLIPPER CO. 
(34 W. B’way, near Duane St. 
Established 1915 


New York 





Hard Tee 
a1 1.48 6/ x 
Bais 
. Oxfords 
B+ - —* 12/8.......... $1.08 





acer * SLIPPERS — IN STCSs 
Made by Ballet Specialists 
~~ Biol ‘on. Glazed 
id, Soft T 











he 114-2 2%-8 
$1.25 $1.30 $i.“ 
cee case 
Mfrs. of High hletc Shoes 
241 Ne. (ith Street "a ; Philadelphia, Pa. 
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326 W MONROE ST 
CHICAGO 


W2 SUMNER SMITH 
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Woonsocket, R. I—Joseph A. 
Veroneau, for the past nine years 
a partner with the late Alfred 
Daigneault, in Veroneau’s Boot 
Shop, 281 Main street, sold out his 
interest on September 20 in this 
store to the estate of Alfred Daig- 
neault. 

It is not Mr. Veroneau’s inten- 
tion to be away from the shoe busi- 
ness for long. Just as soon as he 
can find a favorable location, he 
will again re-open a high-grade 
family shoe store, selling men’s, 
women’s and children’s fine shoes, 
and men’s and women’s hosiery. 

“Joe” recently made a visit to 
the Recorder’s office and stated 
that after a thirty-year association 
with the shoe business, as a retail 
shoe salesman, and proprietor for 
the past nine years of Veroneau’s 
Boot Shop, he could not think of 
going into any other business but 
that of shoes. He is a_ public 
spirited man and is well known in 
this city, in which he was born 
and brought up. For the past three 
years, he has been treasurer of the 
Rhode Island Shoe Retailers’ As- 
sociation; a member of the mer- 
cantile committee of Woonsocket, 
the Kiwanis Club, and other civic 
organizations. 





Are Flappers Fading? 


Boston, Mass.—Fewer of the so- 
called flapper styles in footwear are 
seen. Types of shoes for young 
ladies to wear have been refined. 
Extreme styles are no longer popu- 
lar in the young people’s trade. 
The movement to make shoes trim 
and pretty, and not too ornate 
for mothers, has spread to shoes 
for daughters. 





Cohen & Franks Buy 
Propper Bros. Store 


Propper Bros., retail shoe mer- 
chants at 120 W. 125th street, was 
recently purchased by Cohen & 
Franks. It was opened under the 
new management recently. The con- 
cern deals exclusively in women’s 
high grade shoes. 





Samuel D. Brown Sole 
Owner 


Albany, N. Y., Oct. 3—Samuel 
D. Brown recently purchased the 
interest of Rae Brown Golden 
and is now the sole owner of the 
Original David Brown Shoe Co., 
130 South Pearl street. 


Veroneau Sells Out Interest 
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MANHATTAN FINDING CO. 


107 Duane St., sae York City 


“KOM-FOT" ARCH SUPPORTS 


ce See Buapiien _ every description 
ite today for information 
We carry s full line of Gym and Balist 
Slippers in stock 

















Demand Dunbar Desigas 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 





























EMIL RUBLACK 


Maker of Artistic 


PRICE TICKETS 
Shoe trade my specialty 
Samples mailed free on request 

Established 1903 
le. . 140- 142 WEST BROADWAY 
Pond ty pel NEW YORK, N. Y. 

















Where to Buy 
Wanted Styles 
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Superior Shoes for Little Folks 
Lh peu Net... f Rochester Made 
Flexible Welts 


We are now manufacturing a complete line of 
Flexible Welts; sizes 3 to 5, 5% to 8, 814 to 12; in 
Patent, Calf and Elk Leathers. Three sole process 
of re-tanned and Oak Leather soles. Insoles free 
of all nails. All-leather counters. Write today for 
ey New Catalog showing twenty numbers of Flexi- 
-.+* BS ~=—s ble Welts carried in stock. Also complete line of 
es Flexible Turns. 


























Style B 762 
Patent Leather Blucher, Smoked Elk Stay, and Saddle. 
Smoked Eyelet, Patent Leather Welting. 


Sizes3 to 5 — Pair os ; $1 
5% to 8 — Pair ‘ : 2. 
2 2 


Smperial Chilorens Shoe Corporation 


aaa 














MANUFACTURERS 


ROCHESTER, N.Y. 
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TOP LIFT LEATHER 


There is a growing demand for leather heels. 


The well dressed man, the college man, the 
man who appreciates walking comfort, pre- 
fers a solid leather heel. 


Shoe manufacturers are increasing their lines 
of leather heeled shoes and we are in a 
position to supply bends particularly suitable 
for top lifts. 





The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 


SELLING AGENTS 


McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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For the Basketball Season ra 
men’ 
port 
LS peer pe of aS gy | basketball teams wear a sm 
and recommend . a in schools and entr 
colleges also praise Keds highly. These expert players ear 
end coaches know whet inakes a good chor They pick pons 
Keds for their rugged wear, their comfort, and their re- rubl 
markable floor-gripping ability. cust 
Here are the “Comet” and the “Meteor”, two shoe 
leading Keds styles for basketball. Both have similar A 
construction features, except that the “Meteor” is in t 
lighter. rubl 
COMET —Made with upper of unbleached white duck dest 
loose lined with strong Laminated sole ¥%” thick for 
from toe to heel. Gives splendid cushion to the foot rem 
and also the best possible clinging service. Extra, black for 
ebony extended e toe and reaching to eal 
the shank on the inside of the foot, offsets the wear y 
and tear of dragging the toe. Brown athletic roo! 
and ankle patch, double foxing. Nickel eyelets. Back A 
stay. Brown toe cap ly reinforced. Made with that 
ventilating eyelets so ordered. “Feltex” insole. pore 
METEOR —Lower-priced than the “Comet”, but with hole 
same floor grip. Unbleached white duck, black athletic 
trimming. Extra, black ebony toe strip, double foxing, the 
nickel eyelets. Toe cap. Loose lining e non-slippi rub 
features as the “Comet” but carries lighter gauge sole Will the! 
appeal to trade desiring feath t shoe. Made with but 
ventilating eyelets when so “Feltex” a li 
Naturally leading teams select Keds! For the same free 
reasons Keds are the choice of players in your terri- tor 
tory. Be prepared for the opening of the season of tha 
basketball and indoor sports by stocking a line of is 
athletic Keds. trac 
“The Meteor” 
United States Rubber Company rr F 
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How a Shoe Store Handles Rubber 
Stocking Question 


EFORE the gaiter season 
B makes its advent throughout 

the country, retail shoe mer- 
chants expect to do some business 
on rubbers. Just what extent this 
business amounts to is always a 
matter of conjecture, depending 
almost entirely on amount of rain- 
fall. 

As far as applying merchandis- 
ing ideas are concerned, the shoe 
merchant finds himself limited. 
Here’s the simple way one store 
handles its rubber business; and 
has followed the practice with fa- 
vorable results for years. Until the 
season for rubbers approaches the 
rubber stock is kept in the base- 
ment according to sizes. When op- 
portune the rubbers are moved into 
a small section, preferably near the 
entrance. The stock is arranged as 
near the door as possible as a 
measure to expedite the sales of 
rubbers and have more room for 
customers interested in buying 
shoes. 

As soon as an impression is made 
in the stock section set aside for 
rubbers, the holes are plugged with 
desired sizes. As soon as the season 
for rubbers passes the stock, if any 
remains, is removed to make room 
for other merchandise. Most of the 
year finds rubbers stocked in store 
rooms. 

A survey of a large city indicated 
that the merchants are more inter- 
ested in what the winter season 
holds in store for them concerning 
the demand for gaiters, rather than 
rubbers. “Rubbers take care of 
themselves. They sell every season, 
but unless weather conditions help 
a little the gaiters do not find so 
free a demand,” one store proprie- 
tor said. He dwelled on the fact 
that snowfall and slushy weather 
is an ideal stimulus for gaiter 
trade. : 





Features Flexible Shanks 


Cleveland, Ohio—The women’s 
shoe department of Halle Bros., of 


Form shoes occupy one section of 
the big department of style shoes 
and are carried in all of the lead- 
ing staple patterns. 

The women’s shoe department is 
spacious and contains 150 chairs. 
The men’s shoe department is on 
the first floor and the children’s 
department, containing everything 
from infants’ to big boys’ and big 
girls’ shoes, as well as all other 
articles of clothing for the young 
folks, is on the fifth floor. 

Mr. Aymer is one of the most 
popular buyers in the shoe trade. 
He is a New York man and came 
to Cleveland eighteen years ago, 
when it was a long way from being 
“The Fifth City” of the country. 
He installed the shoe departments 
of Halle Bros. and has watched 
this business grow to large propor- 
tions. While at first he found it 
difficult to live away from the Big 
Metropolis, he now says that there 
is no place on the map like Cleve- 
land. 


Gun Metal Shade Hosiery 
_with Black Heel 


The Northampton Hosiery Co. of 
Northampton, Mass., is now intro- 
ducing to the New York market a 
dark gun metal stocking, made on 
the finest gauge full-fashioned ma- 
chines of four thread silk. The par- 
ticular feature of this stocking is 
that it has a black heel, sole and 
toe. The object of a gun metal 
stocking has been to emulate the 
sheerest black stockings, and to 
further enhance this __ illusion 
French hosiery manufacturers made 
this stocking with a black heel and 
black seam. 





Ullman In Larger Quarters 


New York, N. Y.—A. L. Ullman 
has moved to larger quarters at 389 
Fifth avenue. Mr. Ullman is now 
representing the Lansdale Silk 
Hosiery Co., the Northampton Silk 
Hosiery Co., the Doris Hosiery Co., 
and the Hartford Silk Hosiery Co. 








The above is the interior of the Daniels Shoe Store at 719 Prospect ave- 
nue, Cleveland, Ohio. Walter Synenbert, for several years manager of the 
Bailey Co.’s shoe department, is manager. The arrangement is novel. 
After walking through Prospect avenue entrance, the interior widens out, 
giving quite ar .xpanse of floor space, with the natural sunlight providing 
illumination for each day’s business. The floor is of marble tile, the finish- 
ings and furniture of mahogany and an ample stock room in the rear 
completes the establishment. 


which E. H. Aymer is buyer, fea- 
tures Flexo-Form shoes. It does not 
have an orthopedic department, but 
| carries a flexible shank shoe, made 

after an idea furnished by Mr. 
Aymer. Mr. Aymer also selected the 
name for this shoe. These Flexo- 
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For “Pairs Per Person” the baby exceeds them all— 
often receiving 20 pairs where one would do. If you do 
not now carry Infants’ Shoes, do not overlook this im- 
portant avenue of profit. 


Because babies are born with feet, there are shoes made 
to cover them. Does your Children’s Department start 
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with the Infant and Toddler? | 
ADD “IDEALS”—AND A PROFIT | 
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Being the largest producers of Soft Soles 
and First-Steps, our Stock Department is 
well equipped to serve you. 


Shoe Company 
, Mrs. A.L. Day, President Danvers, NM ass. 
320 FIFTH AVE., 


NEW YORK OFFICES: 397 FOURTH AVE. Trade Mark Reg. BOSTON OFFICE: 12 WEST ST., Room 616. 
Phone Beach 8060 
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REG. U.S. PAT. OFF. 


OCTOBER DELIVERIES 
on 
AT ONCE ORDERS 





“Smooth Inside as a Miller’s Wing” 


———-— s 


MILLER’S are stitch fastened only 


— and cannot rot out. 


MILLER’S have a leather slip-sole 


— and are flexible, and smooth inside. 


———-— = =: 


Ribbon and Plush 
' Trimmed Juliette 
Style 1070 


MILLER’S contain the best in soles, uppers, count- 
ers 
— and are exceedingly sturdy. 


MILLER’S are business-builders for a host of live 
ones 
— and can make profits for you. 


_—— =< = - os 





Samples of these GOOD shoes for Boys and Girls will be 
gladly sent. 


QUALITY FELTS 
C. A. GROSVENOR SHOE CO. 


Worcester Oxford 


Massachusetts 
Boston Office, 139 Lincoln St. 


MILLER SHOE COMPANY 


J. E. DAY, Mgr. 


SALEM - - - MASS. 
Sample Room, 110 Summer St., Boston, Room 22 
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Why Shoe Manufacturers and Retailers 
Brag about Leather! 


Trying to give your feet a square deal is more than 
sentiment with the shoe trade—it is good business. 
Stamping shoes “guaranteed solid leather” is evidence 
of a pride in the genuinely best article that could never 
g0 with a compromise one. 
Leather is a natural, instead of a manufactured, product. 
Generally speaking, shoe manufacturers and retailers don't 
tan leather They have no interest in selling it over any- 
thing else, except that they know the facts. And those 
facts affect you. 
Leather soles not only give good wear—they also give 
safe wear. 
They lessen any tendency to sweaty feet and blisters. 
They are impervious to nails and possible infection. 
They keep pebbles and stones from pressing through 
to torture your feet. They don't curl on the sides to 
distort your feet. 
They are lighter. They can be stitched closer. They 
have style. They give comfort. 
In repair work, leather soles can be sewed or nailed. 
There is nothing about leather to corrode the nails or rot 
the thread. 
Leather’ is the special product in the shoe business that 
the entire industry brags about 
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Millions are Learning why 
| Leather-Soled Shoes are Best 


Advertising is doing it. The “Nothing takes the And this intensive campaign—going regularly into 
place of LEATHER” campaign, now running in almost 6,000,000 family circles, is just as much 
The Saturday Evening Post and a long list of your campaign as though it appeared over your 
America’s great newspapers, is going to every nook own signature. 

and corner of the shoe-wearing market. 


——— -— = = _ 
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<3 Many retailers have been quick to respond to the 
It is increasing public respect for LEATHER—it opportunity such a campaign presents. Why not 


is putting a higher value on LEATHER-soled , 
shoes—it is making LEATHER standard—estab- make gree, Sore LEATHER headquarters " 
lishing its superiority beyond dispute. It has your city? Your local newspaper will tell you 


raised a question and set millions to thinking. how. 


| Nothing takes the place of [oather 


17 Battery Place, New York City 











American Sole and Belting Leather Tanners, Inc., 
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Alisteel Safes 


Highest Underwriters’ 
Protection— aes assure maximum 
safety to vital business records. 

Records protected at the 
Portability— cin of use. Removes 
the uncertainty of distant vault protection. 

Structural steel framework 
Strength— bedded in mineral insula- 
tion—a proven super-protection in countless 
fires. 

Rich, baked-on enamel 
Appearance— —olive greenor grained 
finish—nickle trim. 


Shelving, Files, Desks, Transfer Cases 
Counter-heights, Sectional Cases, 7 vane — pom 


THE GENERAL FIREPROOFING CO. 
Dealers Everywhere 


Youngstown, O. 


















































October 4, 1924 


If you stood in the center of a vast 
expanse of territory, and surrounding 
you were the buildings wherein 
there were a thousand or more shoe 
and leather firms, you could picture 
how convenient it would be for you 
to do business in Boston by stopping 
at the Essex. The Essex is in the 
heart of the shoe and leather district 
of this eastern market. 


The Essex Hote! : 


J.J. McCarthy, Pres. 
T. A. McCarthy, Treas. 
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Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 


Tuscan Calf— 


Russia Caf¥— 











Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER Co. 
106 Beach St., Boston, Mass., U. S. A. 














APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of! 
children and es a fully venti- 
ited fy Ag 
Developer is Well known 
enrgeons recommend its use. 
Sitares sets 
TIONS © ren'‘sshoe 
VENTILA 
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Fur Trimmed Quilted Auto Boots, flannel 
lined. 
403—All White Lamb 
405—Pink Quilted and White Lamb 
406—Blue Quilted and White Lamb 
409—White Quilted and Patent 
Sizes 0-4..........$13.75 per doz. 


We manufacture a complete line 
of Infants’ footwear that you 
will want in your Children’s 
Department. 


Our Tootsie Hiker—A Scientific 
First Walking Shoe is Endorsed 
by the Better Babies Bureau. 


No. 39—Tootsie Hiker 

Black and White Collar Shoe 
SE A oh os hevokc des cc csecls ose 
Sizes 3-6, Wedge Heel................ 1.15 


Write for Catalog. 


THE MATER-MACK CO., Inc. 


Manufacturers of Tootsies Better Baby Shoes and Moccasins 


ROCHESTER, N. Y. 
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Novelties In Stock 


For Immediate Delivery 


No. 312— Patent 

“Sunburst” Welt 

Pump, 8/8 Heel. 
Price $3.50 


No. 1100—Same in 
Black Satin, Suede 
Trisnmed. Flexible 
McKay. Price $3.25 


No. 600—Patent 
Wide Ankle Pump. 
Price $3.60 


No. 610—Same in 
Black Kid. 
Price $3.60 


No. 1032—Regular 
D width. 
Price $3.50 





Lots of 12 Pairs or More, 2% Ten Days—Net 30 


Stern Bros. Shoe Co. 


42 Lincoln Street BOSTON, MASS. 
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SHOE ORNAMENTS 


are always up-to-the-minute in 
design and are unexcelled in work- 
manship. They help sell shoes. 


LEATHER 


and 
RIBBON BOWS 


are in favor and we are busy as 


‘ bees producing the latest effects 


for the trade everywhere. Indica- 
tions point to big business on 


shoes with ‘‘DALCO’”’ Ornaments 


‘and we advise buyers to heed signs 


and buy now. 


DALRYMPLE-DUDLEY CO. 


MANUFACTURERS AND DISTRIBUTORS 
HAVERHILL 
MASS. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT S 
——— 
Recorder rates for space less than one-eighth page r OSITIONS WANTED—Four cents word for each insertion. ALES 
issue: “ a ” P Minis 1um amount accepted, coventy-ive cents. For other “Want” S — 
; 7 ti times times times mum amoun -25. under recei ° 
yee ee —_ = ~ = up to noon on Tuesday of week of publication date. ad corder, 2 
1 in $5.00 $4.00 $3.50 $3.00 $2.50 answers to come in care of this twelve words must be —— 
2 in ..10.00 8.00 7.00 6.00 5.00 allowed in each advertisement for iri 
3 in 15.00 12.00 10.50 9.00 7.50 ae eee an, 2 ee sien, se sae & S° ee 
4 in . 20.00 16.00 14.00 12.00 10.00 to ads must be sent under letter postage. ; } 
° . e “4 — —_—_—_ 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts XPER 
E quain 
suburbs 
terest in 
Address 
189 W. 1 
SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED QHOEM 
~ ing, | 
L1VE-WIRE, experienced selling retail shoe sition. I 
trade. Line consisting of Goodyear Glove Boot an 
y+ —_ = Seaeewe,, Sao Se _South- Mi hi I di Illin: e Boston, 
ern io, one for No rn jo; drawing ac- ig 
— — basis. One ad each 1c an n ana O1S — 
city leveland, Toledo, Cincinnati, and one salesmen 
for Western Pa.; no objection to side line, STAMP "WO SHOES, oe Be “Welt ia "Nalled. in o , S,-,*- -y 
commission basis only. Give age, references, Write for particulars, giving references. . ‘ 
experience, first letter. Applications treated ee 
confidential. Allow ten days for reply. Address NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 
B-66, care Boot and Shoe Recorder, 207 South | L@ 
St., Boston, Mass. A. - 
well kno 
G ALESMEN WANTED to sell Georges’ Bun- G ALESMEN—A real opportunity for a few WANTED-~Salesmen to represent us in vania a 
ion Shields and Arch Supports to shoe \ live wires is offered by concern owning Ohio, Indiana, Michigan, Montana, Oregon, traveled 
stores. Local or traveling. Liberal commission. and operating their own tannery and factories, Washington and the Southern states. We stock good sta 
Georges, 614 Twelfth St., Washington, D. C. making the most talked of line of work shoes a full line of children’s turns in sizes 1/5 in this 
and work gloves made in America. Territories mock heels, 4/8 spring heels; also a full run business 
GTITCHDOWN MANUFACTURER desires open in following states: Illinois, Ohio, Penn- of flexible welts in sizes 2/5 and 5/8. This is 38 years 
salesman for each following state: Vir- sylvania, North Carolina, Virginia and West a medium-priced children’s line paying a high very bes 
ginia; North Carolina; South Carolina; Geor- Virginia. When writing, state experience and rate of commission. Can carried along with lars adc 
gia; Florida; Louisiana; Ohio; Pennsylvania ; section best acquainted in. Wolverine Shoe some other line. We want to hear from men Recorde! 
New York. Very strong repeating line; only & Tanning Corp., Rockford, Mich. calling on well-established trade. R. C. Milow 
salesman with following considered. Can be Shoe Co., Inc., Rochester, N. Y. OUN' 
carried with acp-contetns line. Getes a4 Mfg = a = ae = Ray > od ae 
to medium staples and novelties. All styles in : is n ‘ollowing terri- ollowin: 
stock. Address B-57, care Boot and Shoe tories: No. 1: Illinois, Iowa, Wisconsin and ke gna Eg BY ad 7 5. carry th 
corder, 207 South Street, Boston, Mass. Minnesota. No. 2: Kansas, Nebraska, North Turn Slippers isting of R Everetts preferre 
Dakota, South Dakota and Missouri, to carry and Operas, and a ladies’ line of one-straps Recorde: 
*TITCHDOWN MANUFACTURER desires the combined lines of the Johnson-Baillie Shoe boudoirs and comfort oxfords, to case lot buy- 
) salesmen for following cities: Philadelphia ; Co. McKays and the Bedford Shoe Co. Turns ers only, for different sections of the United CONNIE! 
Chicago; Pittsburgh; Detroit; Cleveland. Very and Pre-Welts. Strictly on a commission basis. States. Salesmen that travel their territories = 
strong repeating line. Will consider only men Established trade in both territories that will closely preferred. Commission basis only. Give = 
that = show enatty » am ~ ay ote 4 y se, —— — —— 1st. references in first letter. National Shoe Mfg = 
to medium staples and novelties. styles in ress, giving experience and references, to Com ~ 4 = I 
stock. Address B-58, care Boot and Shoe Re- the Bedford Shoe Co., Carlisle, Pa. Pa. pany, 22nd and Lehigh Ave., Philadelphia, Oo 
corder, 207 South Street, Boston, Mass. LIVE.WIRE ee i tod f = 
, experien man is wan or = 
GALESMEN for a real snappy condensed A New York City, Brooklyn and New Jersay, Cx 2 See, pepties orved Foe = | 
specialty line, branded ladies’ silk hosiery. by a Brockton manufacturer of men’s stylish eatina: also ballet ali both * ~ = w 
Sold with a guarantee to the dry goods, shoes quality shoes to retail at $5.00, $6.00 and oath 4 Lit 1 ~ od ‘Ad ay = 
and specialty shops throughout the country; $7.00. Supply facts in first letter, which will poner oo. d Sh ~~ on. 20 , ~—* 6, a sa 
easily carried. State territory covering and be kept in strict confidence. Address B-60, Boston, M as joe order, 207 St., ss = 
line now handling. Address B-59, care Boot care Boot and Shoe Recorder, 207 South St., . = fo 
and Shoe Recorder, 207 South Street, Boston, Boston, Mass. = T 
Mase. WANTED— Experienced salesman to show, as ss & 
- ALESMAN WANTED for Minnesota, Iowa a side line or otherwise, some thirty sam- = _ 
SALESMAN WANTED to sell advertising or Illinois to carry manufacturer's line of ples of popular-priced women’s arch support re] 5 
service to shoe stores—side line; liberal medium and high-grade Children’s and Misses’ shoes to retail at $5.00 and $6.00, also novelty = in 
commission. Room 4238, 200 Fifth Ave., New Turns. Address with references B-56, care shoes. Quick selling. All shoes in stock. Eight = = 
York, N. Y. Boot and Shoe Recorder, 207 South Street, per cent commission paid weekly. References = 
Boston, Mass. 5 sooueee ry. Westcott Whitmore Co., Syracuse, = se 
SALESMEN ATTENTION! —— ez. 
If you have an established trade in Ballets GHOE Factory, established for 20 de- = A 
and Gyms, you are the man we want to sires for = R 
carry our exclusive line for New York E. J. Ramsey Company have an open- { Missouri, to carry medium line a. 
City, Pennsylvania, Ohio and South. Com. ing for salesmen who work their ter- of Infants’, Chidren’s and Misses’ an = 
7%; all styles in stock. References neces- slippers. Only men able to = 
omy a Gu — can wen oa “= ritory close and have established trade Best Biggest Retail Shoe Dealers, ou 
will offer a drawing account. wartz Department Stc bt i 
Herder, Inc., 241 No. 11th Street, Phila- te represent them in Fleride, Kentucky, be cursed Gs 6 cll Ene Onumiaion’ best = 
delphia, Pa. Tennessee, West Virginia, Virginia, only. Give experience and references in first 
letter. 8, care Boot and Shoe Re- 
Oklahoma, Kansas, Nebraska, Iowa, corder, 207 South St., Boston, Mass. 
Southwest. Fifst letter, territory cov- 
Shoe Factory carrying: In-Stock a line of ie i ,-———— 
Women’s staple and novelty welts has ot & OU s m chip- Sideline men wanted calling on shoe 
opening in following territories: Chicago, ments in the past three years, etc. — 
Pittsburgh, Philadelphia and Pacific coast. trade, to sell our imported Bohemian 
Only live wire men with established fol- E. J. RAMSEY CO. cut glass heel rests; 20% commission. 
lowing will be given consideration. Address 
B-61, care Boot and Shoe Recorder, 207 347 Rider Ave., Bronx, N. Y. Menepele Products Co. 61 Baldo On 
South Street, Boston, Mass. Avenue, Chicago, Il. 2 
in 
=>) la 
Milwaukee Work Shoes SALESMEN WANTED Practical salesman wanted by large Sy 
Sesh ditt: bid For New York, Brooklyn and New Jer- rubber manufacturer to handle com- 
ee pe for fait ‘i sey. Rare opportunity for the right plete shoe cement line. Excellent op- ak 
salesman. No side lines ailowed. any fa Bh nn Rpene | —_ > portunity for aggressive man. Give ex- 
ildren’s shoes Ag 
WEISFELDT SHOE CO need apply. perience and references. Address B-62, 
. CRESCENT SHOE CO. care Boot and Shoe Recorder, 207 South ri 
Milwaukee, Wis. 159 Duane St., New York City, N. Y. Street, Boston, Mass. 
— 
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SALESMEN WANTED 


FOR SALE 





ALESMAN WANTED—To represent manu- 
facturer of Men’s Shoes with In-Stock De- 
eS Write, giving full details and terri- 
Address B10, care Boot and Shoe Re 
oan 207 South Street, Boston, Mass. 





POSITION WANTED 


XPERIENCED wholesale shoe buyer, ac- 

quainted with retail trade Chicago and 
suburbs wishes to make change. Prefers in- 
terest in business and will invest up to. $10,000. 
Address B-63, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 





) Sy gy mae juvenile shoe store in New 


Jersey for sale. Branded stock. Retiring 


5 — business. Address K-702, care Boot and 


hoe Recorder, 127 Duane St., New York. 





FOR SALE 


Shoe Store—Stock and fixtures must be 
sold at once on account of the death of 
the owner. This is a HIGH-GRADE 
SHOE STORE, handling only the finest 
men’s and women’s shoes. 
VERANEAU BOOT SHOPPE 
Federal Building, Woonsocket, R. I 


MISCELLANEOUS 

















QHOEMAN with wide experience in manag- 
~ ing, buying and merchandising desires po- 
sition. Best references. Address B-64, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





LINE WANTED 


] INE WANTED for eastern territory. For 
4 the past 16 years I have been selling a 
well known line of women’s shoes in Pennsyl- 
vania and New York state and have 
traveled in the New England states. I am in 
good standing with the most important buyers 
in this territory and am able to do'a good 
business on a meritorious line of shoes. I am 
88 years of age and married. Can furnish the 
very best of references. For further particu- 
lars address Box B-65, care Boot and Shoe 
Recorder, 207 South Street, Boston, 


y OUNG MAN seeking women’s snappy line 
of cheap McKay novelty pumps. Has large 
following in New York City and vicinity. Will 
carry that line exclusively. New England line 
preferred. Address K-703, care Boot and Shoe 
Recorder, 127 Duane St., New York. 








ForaWomen’s 
Shoe Factory 


Without disturbing your present 
sales organization, writer can 
work out a new and complete plan 
for enlarging the sale of your shoes. 
Twelve solid years as vice-president 
and directing head of a “nationally 
known shoe,” embracing complete 
knowledge of manufacturing, sell- 
ing and retailing, is back of this 
announcement. 


The writer would appreciate per- 
sonal interviews with meritorious 
firms. 

Address K-704, care Boot and Shoe 


Recorder, 127 Duane Street, New 
York. 


OTe entry 


MUTT eT 





FOR SALE 


FOR SALE 


Only exclusive shoe store 
in Amarillo, Texas, popu- 
lation eighteen thousand. 
Splendid location. Reason- 
able lease. 

Address T, Box 1457, Ama- 
rillo, Texas. 














WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 eee, NEW om N.Y. 


BUY | SUR sLow Sz STOCKS t CASH FOR 
ENTIRE STOCKS . 
Bargains in shoes mong siune on hand ae 








HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Alse Purchase Gent's Furnishings, Clothing, ete. 
YOUNG & CO. 
316-317 Church St.—New York, N. Y. 
Telephone Canal 0356 








HIGHEST CASH PRICES PAID 


for entire shoe stocks. e also buy 
surplus or slow sellers. ntities no ob- 

Retail or wholesale. term leases 
taken off your hands. Wire or us. 
Correspondence confidential. ished 
1890. MAX CLAUBERG 


313 Church Street, N = Oy 
We also | - cara clothing, h That, fara ing 
goods, etc. hone Canal 6940 


98 Years of Seat-building 
sid 3 econ This H-W Chsie 


F Ssjvocd a Sf Zihefie ld * | 


SA — 














We quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 
‘or $0 years our specialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, 


610 Broadway, 
Phone Stagg 1757 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attentien given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 


Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


Ccte, THE CHICAGO 
ane Press WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 














CASH PAID 


for shoe stores or surplus stecks ef shoes 
- for other merchandise. Leases taken 

We will send a representative to 
investigate and make offer upon request. 


Kalter Cerf. Mereantiie Co., Ine. 


591 Broadway, New York 
Phone Spring 5160-5161-5162 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 





saver in meeting immediate needs. 





Milbradt Rolling 
Step Ladders 


are made in a great many 
atyles to suit all kinds of 
at«rea and shelving. They 
vill enable you to get 
slong with less help, save 
tne wear and ,tear on 
your shelving, and help 
the appearance of your 
store. Shipped subj to 
approval and satisfaction 
guaranteed. 


Write for our latest cata- 
log showing 18 styles of 
ladders as well as 

store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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BUSINESS REVERSES 


Huntington Park Cal.—J. Serota. Huntington 
Park Style Shop, 325 So. Pacific Boulevard, 
shoes, etc., reported assigned. 

Derby, Conn.—Salvin Bros., shoes, reported 
petitioned or petitioner in bankruptcy. 
Havana, Fla.—O. B. Harrison, Harrison’s Em- 
porium, shoes, reported petitioned or peti- 

tioner in bankruptcy. 

Savannah, Ga.—Shapiro Shoe Co., wholesale 
shoes, reported petitioned or petitioner in 
bankruptcy and offering to compromise at 
25 per cent. 

Waycross, Ga.—Huron M. Jones, shoes_ re- 

ported assigned. 

Cileame, Ill.—Joseph L. Beck (2417 W. 63rd 
Street), shoes, reported assigned. 

East Moline, Ill—James N. Kotsovolos, At- 
las Clothiers and Shoe Co., shoes, etc., re- 
ported offering to compromise at 15 per 
cent. 

Jeffersonville, Ind.—B. A. Coll, shoes, reported 
petitioned or petitioner in bankruptcy. 

Wichita, Kan.—J. Steinberg, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

New Orleans, La.—Fashion Shoe Shop, Inc., 
shoes, reported asking for general extension. 

Westbrook, Me.—A. G. Turgeon, shoes, re- 
ported assigned. 

Fall River, Mass.—Aaron M. Katz, shoes, etc., 
reported meeting of creditors called. 

Waltham, Mass.—Solomon Molk, shoes and 
repairing, reported petitioned or petitioner 
in bankruptcy. 

Haverhill, Mass.—Leslie C. Ham Shoe Co., 
shoe manufacturers, reported petitioned or 
petitioner in bankruptcy. 

Newburyport, Mass.—Fern Shoe Co., shoe 
manufacturers, reported meeting of creditors 
called. 

Ware, Mass.—Mitchell Glass, Mitchell’s Shoe 
Store, shoes, a petitioned or peti- 
tioner in bankru 

Detroit, Mich. ny , shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Aubrey Shapiro (9166 Gratiot avenue), 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Pontiac, Mich.—Orman Bros., shoes, etc., re- 
por petitioned or petitioner in bank- 


ruptey. 
Port Huron, Mich.—Fenner Shoe Co., shoes, 
— petitioned or petitioner in bank- 


Duluth, "Minn. —Mork & Wieberg, shoes, etc., 
ae petitioned or petitioner in bank- 

itey 

Pert y a N. J.—Alexander Kriss, Alex- 
ander’s Shoe Shop, shoes, reported meeting 
of creditors called. 

Brooklyn, N. Y¥.—Mrs. Molly Klein (125 Sut- 
ter — shoes, reported meeting of 
creditors ied. 

New York, N. Y.—Harry Hillman (95 Gold 
Street). manufacturers and jobbers of shoes, 
laces, etc., reported meeting of creditors 
called. 

Washington, N. C.—Gardner Bros., shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Philadelphia, Penn.—Isadore Lewin (104 So. 


138th Street), shoes, repo extension 
granted. 
Scranton, Penn.—Peter J. Killgallen, shoes, 


reported offering to compromise at 15 per 
cent. 
Mahon Shoe Co., shoes, reported petitioned 
or petitioner in bankruptcy. 
Memphis, Tenn.—Bach Shoe Co., reported pe- 
titioned or petitioner in bankruptcy. 
Beaumont, Texas—Levine & Feinberg (The 
Columbia) department store, reported offer- 
ing to compromise at 8331/3 per cent. 
Beckley, W. Va.—Solomon Goldberg, Globe 
Department Store, 25 per cent position 





South Bend, Ind.—Kapolowicz & Boorda, 
shoes, etc., reported partnership dissolved 
and succeeded by M. Kapalowicz. 

Des Moines, Ia.—Utica Clothing Co., shoes, 
ete., Isaac Friedlich, president, died. 

Haverhill, Mass.—F. E. Leavitt Co., shoe 
manufacturers, incorporated $10,000. 

East Bridgewater, a Inc., shoe 
manufacturers, incorporated $10,000. 

Natick, Mass.—Winchell Shoe Manufacturing 


Co., shoe manufacturers, incorpora 
$25,000. 
Bemidji, Minn.—Barthol Di 





shoes, reported succeeded by Nathan Harvey. 
Duluth, Minn.—Johnson & Thygesen, shoes, 
etc., George Johnson, died. 

Bayonne, N. J.—Leopold Mantler, shoes, etc.. 
reported succeeded by Pauline Sawonski. 
Camden, N. J.—F. Auerbach & Son, shoes, re- 

ported being discontinued. 
Paterson, N. J.—I. Skibin & Son, shoes, 
ported succeeded by Benjamin Skibin. 
Brooklyn, N. Y.—Isaac Mayer (188 Myrtle 
Avenue), shoes, reported sold branch store 
at 957 Southern Boulevard, New York. 
Frank M. Wolf & Son (577 Woodward 
Avenue), shoes, reported succeeded by 
Adolph Engel. 
New York City—Dura-Wear Shoe Co., Inc., 
shoe manufacturers, Soserpcontes $15,000. 
Herman N. Landau (43 E. 170th Street), 
om | reported succeeded by Finkler & 


eases. Lantern Bootery, shoes, incorporated 
Murray M. poiea. shoe manufacturers, 
incorporated $250 
Washington Losther Goods Co., manufac- 
turers leather goods, incorporated $75, 000. 
Asheville, N. —Lowenbein-Rutenberg Co., 
shoes, etc., Charles Rutenberg died. 
Cleveland, 0.—Charles O. Shapiro (4505 Sco- 
vill Avenue), shoes, reported succeeded by 
Faren Joseph. 
Columbus, O.—The Atlas Shoe Co., shoes, in- 
corporated $20,000. 
Warren, O.—Kistler Shoe Store, shoes, etc., 
Mr — died, business reported being 


closed ow 
Philadelphia, Penn.—Samuel Horwitz (900 > 
7th Street), shoes, reported suc 
Segan & Sopenoff. 
Woonsocket, R. I.—M. & S. Shoe Co. Marcoux 
Sevigny, shoes, reported assigned and 
offering to compromise at 25 per cent. 
New London, Wis.—Rumenoff e Meiklejohn, 
shoes, etc., ee partnership dissolved 
and succeeded Andrew Rumenoff. 





Larger Sale of Slippers 


Lynn, Mass.—Business in slip- 
pers for house wear began to show 
quite an improvement as the cooler 
days came on. It was slow, during 
the summer, indeed, quite back- 
ward. But it now looks as, if some 
of the lost business would be made 
up. Buyers are placing orders for 
slippers to be featured as holiday 
gifts. A regular, time honored gift 
for father or mother is a pair of 
Christmas slippers. 





MISCELLANEOUS 





offer accepted. 

Racine, Wis.—Robert W. Petrole, shoes, re- 
ported petitioned or petitioner in bank- 
ruptcy. 


BUSINESS CHANGES. 


Se oe —Joseph Masteika, shoes, 
re b a Joseph. 
Chicago, vith tedsohen & Sclinitees Co., shoes, 
etc., incorporated $15,000 
Idelman & Goldberg "(2981 Milwaukee 
Avenue) shoes, ete., reported succeeded by 
Daniel J. Goldberg. 











Ideal Line—Rolli: 
Step Ladders, Fif- 
teen Styles. Satis- 
faction Guaran 
Last a lifetime. 
Write for Catalogue 


Success Furniture 
Corp.. St. Louis, 
Kirk wood, Mo. 











Boot and Shoe Recorder 


PUBLISHED WEEELY I 
OF THE RETAIL SHOE MERCBANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING a ~ of Advertising 
Rates fu application. For rates for 
Wants, For ee au see Want 

ion is taken the BOOT AND 


Eve: 
SHOE’ ECO ORDER to @ 


ishers reserve the right to to reject any 
advertising or ns matter which is not in 
line with this 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
~~ i: ioe — 224 Moraine St. Geo. 


Telephone 5@7. 
CHICAGO 0} ‘OFFIC Ei 189 We West Madisos St. Tele 
st LOUIS OFFICE: Lecther Trade, Bide. H. 


Bowen (B.C. ae Manager). Telephone 
Central 3739. 
NEW YORK May tg = Room 101, Graham 
127 Dreme St. pe alter Scott, Manager. T 


PHILADELPHIA "OFFICE: Room 524 Perry 
, 1530 Chestnut St. H.Walter Scott, Man- 


atVinwus, oprace. Chqmber of Commeres 
R Ly Ek. National Bank Bidg. Geo. 


WR H 
cINCINNAT MOFHce: Second National Bank 
Bldg. H. M. Bowen (B. C. Bowen, Manager). 
oA ‘anal 
ROCHESTER OFFICE: 626 Powers Bldg. Ro- 
a»... 7 4- Re 

LYNN OFFICE” Fred 4: ‘| E.M 

rea _ <4. 


. Bowen, | emeend Broadway. T: 
Broadw 
WASHINGTON ¢ OFFICE: William L. Daley, 26 
— OFFICE: 2 Rue des Italiens. L. Hubbard, 
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CONTINENTAL OFFICE: Wiliam ‘Salsman, 
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P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 33 Rue General 
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Tea Gerente. 
CUBA: Mr. H. Gomez, Corrales 2A, Havana, 


Cuba. 
ay OFFICE: Yokohama. J. F. Wager, 


anager. 
SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 
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MISCELLANEOUS 








Neatest, strongest, lightest and most 
convenient fitting stool on the market. 





Finished Golden Oak or 
Mahogany 
ee 2. $4.00 each 
Carried in stock. Available for shipment 
anywhere by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 
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rder 
TEREST : 
\NT 
vi TWO BEAUTIFUL FALL STYLES 
F 
“a IN STOCK 
=r Tan Russia Calf or Patent Colt 
1T AND 
-s. The 
ya 4 SIZES AND WIDTHS 
iach in cusakty ok mall 4-8 
RE ae 34-8 Terms: 
i cibtibadts »keolinte <a 214-8 Net 30 Days 
Geo i007. 6223.05.28 24-8 
t. Tele ee ia ok oe Sica 24-8 
ug. No. B-373—Price $4.70 
os Tan Russia Calf, Silk Elastic Gore, Imitation Tip, Cut-Outs 
my on Front, Perforation around Vamp and Quarter, 10/8 Leather 
wheal Heel, Wingfoot Rubber Top Lift, Welt. 
Ces. No. B-372—Price $4.70 
Ly Same in All Patent Colt. 
Bo 
za JOY, CLARK & NIER, Inc. 
7, 26 Rochester, New York 
ard, 
ager 
&., 
wn, | 2X DEVELOP BOUDOIR XK 
2721 by selling 
eral Greeley Boudoirs exclusively. Get Ready 
_ The quality wil ae frend For School Opening 
boudoirs, made so by 
ae long experience in man- IN STOCK 
_ ufacturing this type of 
= IN eoener. F smc Ra 
olors. Leather or ° 
we STOCK centre 36-pair lots B allet Slip per s 
_ only. 
If your jobber cannot supply you, write us. 
A. W. GREELEY 





12 Duncan St. - - - Haverhill, Mass. 








No. 601 


WHERE THE BUYER oe ae 
SEEKS THE SELLER Gymnasium Shoes 


In the CLASSIFIED ADVERTISING SEC- - 
TION of the Boot and Shoe Recorder. Bey : Black Kid 
a ole ‘ 
The “want ad” does not attempt to create 703—Chrome Sole. . 
701-Rubber Sole .. 1.70 


desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out the want ad. It isa 
case of the buyer seeking the seller. 

Boot and Shoe Recorder Classified Advertising Brooks Shoe Manufacturing Co. 
can do for you what it is doing for others. Keep 1731-41 North Sixth Street 
it in mind—and in action. PHILADELPHIA 
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Best Wearing 


CHILD’S STITCHDOWN! 


Bal lace shoe with the following 
excellent features: 


FIRST: Uskide Soles—made by U.S. Rubber Co. 
SECOND: Four rows of stitching fastening outside leather back stays Four 
rows of stitching around vamp eliminating any weakness in uppers. 


DOUBLE ROW OF GOODYEAR STITCHING FASTENING THE OUT- 
SOLE. This is the famous Ramsey Patented Process and permits us to guar- 
antee that the outsole will not break away from the insole. We will replace 
FREE, any that do. 


Sizes With Rubber Heels 

5-8 84-11 114-2 

i A ao ivi iv oe nbc d cic csepecdaccsenccuseun $1.45 $1.75 $1.95 
SE _ rer 1.45 1.75 1.95 
Bain oa wn wud obese des vedbcccmneeeesees 1.60 1.95 2.15 
1.60 195 2.15 


No. 5474—Oxblood P. & V. Lotus...... CE OO ERT Te Ce ETT ee 
These numbers are also made with Best Bend Oak Soles 


347 Rider Ave. BRONX, N. Y. 


RAMSEY’S 




















Maximum of Service 
Minimum of Cost 


That is what the Boston Directory gives you, 
if you take the trouble to study it. A little time 
spent now may save you time and money in the 

.future when needed in a hurry. 


Many people think the directory a book to 
look up the address of an individual or business. 
A glance at the Index to Contents will surprise 
you. It answers where, when and how. It is a 
book of knowledge from the first to the last page. 
Consult the Boston Directory just issued by the 
publishers. Price $10.00. 











SAMPSON & MURDOCK COMPANY 


Publishers of Directories since 1845 


377 Broadway 
BOSTON - - - - MASS. 
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Diamond Brand The genuine Dia- 


+ 
7 x , 8-5 . a 4 
SIO *) ( Visible) Fast Color Eye- 1a mond Brand (Visible) ae TD 7 aR 
( >) lets have genuine celluloid — Fast Color Eyelets can be s i, ie al 
. 74 . .oA 0 ~ 3 
we 1s ©, 
~ LOOK FOR THE DIAMOND , 


(>) 


ee 


tops that never lose their color, identified by the two tiny dia- 
and actually outwear the shoe. monds on their celluloid surface. 


TRADE @ MARK 


oY, SIBLE eyelets are one of those niceties of footwear construction 
that are always evident on the shoe of beauty, fashion and good 
taste. Without visible eyelets to adorn and protect it, no lace shoe 
can be absolutely stylish, correct and finished in appearance. The 
much favored mode for Fall is the light, dainty, Goodyear Welt 
oxford, finished with visible eyelets. 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


& DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
y) ‘G 
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Two More New Models Join 


the Grover In-Stock Family 
No. 8086R in Black Kid. No. 8098R in Patent 


Both are made on the best of our combination lasts that fit wonder- 
fully at throat and ankle. Both have the modern toe and short vamp 


and both are made with gray kid linings. 





8086R —“Combination Shoe” 
Kid 2-Strap Pump. On No. 279 last. Medium toe. Imitation 


shield tip with perforated center. French corded top, throat 
and straps, Flexible Welt; 15-inch heel with rubber top. 


In Stock: AA 5 to 9, A 4 to 9, B-C-D 3 to 9. 
Price ' $5.50 


8098R —“Combination Shoe” 
Patent 2-Strap Pump. On No. 279 last. Medium toe. Plain 


box toe. French corded top, throat and straps. Flexible Welt 
with imitation turn edge; 154-inch heel with rubber top. 


Rat tree head vgn MENGES ves KS SUN ear e 
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In Stock: AA 5 to 9, A 4 to 9, B-C-D 38 to 9. 
Price 15 arene : shes $5.50 
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J. J. GROVER’S SONS CO. ___ Lynn, Mass. 
‘*Soft Shoes for Tender Feet’’ 


Established 1865 
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CHICAGO OFFICE 
Kesner Building 
5 North Wabash Avenue 
Corner Madison 


BOSTON OFFICE 
Little Building 
80 Boylston Street 


NEW YORK OFFICE 
Marbridge Bidg., 47 W. 34th St. 


ees Ne, oe ¢ 
ee Se. 
a 








Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second-class mat- 


Vol. 86, No. 4. Published every week hy the Boot and 
nder the act of Congress of March 23, 1879. Subscription price, $5.00 per year. Printed in U.S.A. 


ter April 15, 1922, at the Post Office at Boston, Mass,, u 
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The Whitest Whites 


When writing to G. Levor & Co., Inc., please mention Boot and Shoe Recorder 
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mi ND ALL of us, right down 
Nite oN 

May to the final purchaser, 
will be benefited by early con- 
struction of necessary samples 
by the manufacturer and sound 
encouragement to him by Job- 
bers and Retailers. 


For, after all, white leather 
footwear is staple. 


Sliven Ge. 


‘**‘THE WHITE HOUSE OF AMERICA”’ 














TANNERS 
Gloversville, New York 
New York, Boston, Chicago, St. Louis, Cincinnati 


WHITE LEVOR 
GRAN AID 





When writing to G. Levor & Co., Inc., please mention Boot and Shoe Recorder 
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“THE ARCHWAY” 


made of Kaffor Kid by Edward 
Clapp and Sons Ine East Wey 
mouth, Mass. 











Society's Shopping Center, F Street, 
between 10th and 15th Sts., Wash- 
ington, D. C. 


















Why Kaffor Kid? 


It is always gratifying to the producers of a good product to observe 
its popularity; its acceptance by the best merchants and the leaders 
among the shoe manufacturers. 


Many shoe merchants are asking about Kaffor Kid; others are answer- 
ing their own questions by selling Kaffor Kid to their own customers, ; 
7 Bg certain that it will support their confidence. be ge 

TH Kaffor Kid is, (1), of a selected stock; (2), of a special tanning proce- es 

eee |) 4 | ee ess; (3), of a special sturdiness for light weight leather with many acuull wee 
Hy" ie of the characteristics of kangaroo; (4), of a fineness of grain found pen she 

only as a rule in kid, and it is mellow enough to supply the comfort a 

desired in a shoe which holds its shape. 

Kaffor Kid gives a refinement to shoe craftsmanship as well as to the 

amt style or pattern. 

eae BES Leading lines of men’s, women’s and children’s footwear offer shoe 

e merchants many of the season’s styles from which to make selections % 

TH in several of the popular shades, 
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Write for booklet 
“The Story of Leather.” 


information desired. ° 
Sent gratis. 


This Is A Calf Year! 


Write us for any 


































































ara Oni 








I IK 











, 1924 

















October 11, 1924 


BOOT AND SHOE RECORDER 





Taebe 
pao Fe Memments 


ere officiel dor 


snis ageocistios: 


pie snc 5 


& 

. 
e 
e 
4 
3 






IN STOCK 
Black kid--box toe *3.35 
Pink Satin---box toe 3.60 
Black kid--soft toe 2.25 
Pink satin--soft toe 2.50 


Sizes: 7 Children to 7 Women 
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Sponsored by the International Association of Dancing Masters 


and other organizations, dancing teachers are instructing their 
pupils to get this Ballet. 


A big demand is being created! Who will supply it? You? 
Here’s how we help you: 


We notify the dancing schools where the I. Miller Ballet 
Slipper may be obtained in your town. 


We carry in stock complete sizes in the styles listed, and make 
to order your other requirements! 


We help you to advertise thru newspapers and by mail! 


Publicly endorsed by Pavlowa, by Kosloff, by Chalif, the 
I. Miller Ballet, with flexible arch and unbreakable toe, is a 
slipper every student will be asking for. 


The demand is made! Why not be first to supply it! 


Wire now for sample runs out of stock and complete information. 


I. MILLER & SONS 


One Carlton Avenue, Brooklyn, N. Y. 








When writing 


to I..Mirrer & Sons, INc., please mention Boot and Shoe Recorder 
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“‘ Blonde Kid to harmonize with 
light colored hosiery is one of the 
style surprises of the season”’ 


New York fashion note 


Ch CYors 


Goe 
any 
We 
salet 
Will Naturally Be Your (Choice ale 
ing 1 
Every shoeman knows that Scherer colors hy 
are always the criterion -- always the height 
of fashion authority. serv 
So in ordering shoes to meet the rapidly | 
spreading vogue for BLONDE, be sure to call | W 
for SCHERER’S. | 





Know this new color by a SCHERER sample. 


Oscar Scherer & Bro., Inc. 
Originators of and leaders in Fancy Colored Kid ] 
29 Spruce St., New York 
Factory at Newark, N. F. 








Colors of Absolute 











When writing to Oscar Scuerer & Bro., Inc., please mention Boot and Shoe Recorder 
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Good-Will 


Good-Will is the basis of 
any permanent business. 


We try to help our whole- 





salers increase the measure 








of their good-will by giv- 
ing them the best of values 





in both merchandise and 


service. 
‘< y > 
We Sell toWholesalers Sally 
Black Satin Two Eyelet 
Only Pump; Black Suede Saddle 
and Tongue. 














DINGLEY-FOSS SHOE: COMPANY 
fabric Shoe Tlanutackurers 


ALIBURN, MAINE 


BOSTON OFFICES, 54 LINCOLN STREET 


When writing to Dinciey-Foss SHoz Company please mention Boot and Shoe Recorder 
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A Crewtand Shoe window, Ware Pratt Co, Worcester, Mame 


Shoes | 


FOR MEN 


The Crawford Dealer in your town 
hae been selected with the «ame 


And io Crawford stores you are 
wcured of shoes smart in line and 
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A sty fick shoe of 
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exacting’ care used im making = genuine im quality. and a type of proof You 
Crawford Shoes. service that will please you, i ies | . ing 
Te bay « pair of shees from him ix The Crawford Hunting Man im a t “lord 

; . " ? the sty 
to get maximum value—for his store windew i* a twhen of high ” Ini, 
merchandising principles foriad grade merchandise and assurance Ooms, "Utes 
anything short of the bet. in sere of intelligent. courteous attention age ay 
view a in merchandixe—that is why to sour needs — it marks a store Per doliy:, 


we have selected him. where it is a real pleasure to by. 
Most Stvies 38.00 — a fere 39 and 810 
THE CHARLES A. EATON COMPANY 
BROCATON, MASS. 
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Small size reproductions of 
some of the Crawford Saturday 
Evening Post Advertisements. 








Reduction of a typical Crawford 
Newspaper Advertisement for ( 
dealers’ use. 


Gunford Shoes 


YOUNG MEN like Crawford Shoes. 
Crawford styles are smart and up to the 
minute. Crawford shoes are comfortable 
and give utrmost mileage perdollar invested. 


Most Styles 88.00 
A Few Nine and Ten 


NAME AND ADDRESS 
OF CRAWFORD DEALER 


When writing to Cuartes A. Eaton Comevany please mention Boot and Shoe Recorder 
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ie | ads are telling the Crawford 
story to the entire country 


OUNG men of the country—and men who 

feel young—are reading the Crawford Story 
in full, half and quarter page advertisements in 
The Saturday Evening Post; two column news- 
paper advertisements are run over the dealer’s 
own name; and selling circulars are furnished for 
mailing lists. 


Our In-Process production plan takes care of 
all orders—large or small—without any delay; and 
at case lot prices always. It will pay you to in- 
vestigate this—full details for the asking. 











We are selling the country on Crawford Shoes 
—there are big profits for the progressive shoe 
merchant who ties in with us. 


(rawford Shoes 


FOR MEN 
Most Styles $8.00 


A few nine and ten 








CHARLES A. EATON COMPANY 


BROCKTON, MASS. 


MAKERS O F MEN’S FINE SHOES SINCE 18 83 











When writing to Cuartes A. Eaton Company please mention Boot and Shoe Recorder 
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One of the Pulp Mills 


of the West Virginia Pulp and Paper Company 
Covington, Virginia 


In this plant the pulp used for West Virginia Fibre Board is manu- 
factured from new, clean, natural stock. 


That the raw material must be right is of first importance in main- 
taining the uniform high Quality of West Virginia Fibre Board. 


Every succeeding step in the process of manufacture is under the 
strictest scientific supervision and control. 


This plant has been pronounced by experts to be one of the finest 
in the world. 


Palp Products Department 


West Virginia Pulp & Paper Company 


200 Fifth Avenue 505 Dime Bank Bldg. 732 Sherman Street 
New York, N. Y. Detroit, Mich. Chicago, IIl. 





; "4 Sill erreereer | 


=F 
t hat vd 


& 


. / 


oongana>“pegac” 
fo 
4r"yar 


, 


+ 








* 


When writing to West Vincinta Puce & Paper Company please mention Boot and Shoe Recorder 
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SHOES—For All the Girls 


Selling quality and style together makes money from your shoe investment. 
STICKLES-KO-REC-TOE shoes have quality. It is builded into them with both material 
and workmanship. 


They have an appealing style that can only be the result of lasts and patterns 
ideally designed for the young girls’ and misses’ approval. 


STICKLES-KO-REC-TOE shoes are sturdy as well as attractive and sell readily. 


oS, EA RIOR, Sis 





“FLO” “CELESTINE” 
64—Big Girl’ It st ith cut- 
No. 9216—Growing Girl’s Patent Colt, wide strap, ~ } ma a — . 4. ‘heel, No. 499 
bar cut-out, double bar overlay, strap tip. 8/8 II gos sarcrectcnntignyecsioentboeanins 
rubber heel, No. 433 last. Sizes 244-8 $4.25 a 

















No. 9483—Growing Girl’s Gun Metal Calf space No. 9202—Growing Girl’s Gun Metal Calf per- 
stitch. 8/8 rubber heel, No. 444 last. Sizes 2%- forated lace oxford, blind eyelets. 8/8 rubber 
8 $4.00 heel, No. 433 last. Sizes 24-8 o.........-..0cccse--- $8.85 


Delivery in four weeks—Not carried in stock 


[HE |_.).STICKLES SHOE (0. 


MANUFACTURERS 


RED WING, MINN. 
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[LITTLE JOURNEYS TO AND FROM FAMOUS PLACES | 








Faneuil Hall 























Ze Ml teh 





F aneuil H all—tis famous landmark was built by Peter Faneuil, the French 
Huguenot, as a public market and meeting place. In the exciting days before and during 
the American Revolution, Faneuil Hall earned its famous designation as “The Cradle of 
Liberty.” The fame of our rubber heels has been earned through forty years of most faithful 
and careful manufacturing. The result is a line of rubber heels—Bull Dog, Vim and 
Ever Grip—that is unexcelled. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass.} | || 











When writing to Boston Woven Hose & Rupper Co. please mention Boot and Shoe Recorder 
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| FASCINATING FLOSSIE 


These charming models in Satin, Kid, 
| Suede, Calf and Patent, once in your 
store will receive immediate favor 
with the feminine buyer. 

























No. 361 Price $4.10 No. 363 Price $4.10 No. 359 Price $4.10 
Black Satin Flossie with Beaded Kaffor Kid Flossie with Beaded Patent Flossie with Beaded Gore 
Gore Front Strap—Military Wood Gore Front Strap—Military Wood Front Strap—Military Wood 
Covered Heel. Boston Last, AAtoC. Covered Heel. Boston Last, AA to C. Covered Heel. Boston Last, AA to C. 


No. 362—Same style in Black Suede 
Price $4.50 












In Stock 
for 
Immediate 
Delivery 





No. 321 Price $4.65 


: Black Suede Flossie with Beaded 
No. 318 Price $4.25 Gore Front Strap—Full Spanish 





Louis Heel. Beacon Last, AA to C. 








Patent Flossie with Beaded Gore 





Front Strap—Full Spanish Louis No. 322—Same Style in Kaffor Kid 
Price $4.25 





Heel. Beacon Last, AA to C. 


THOMSON-CROOKER SHOE COMPANY 


18-26 STATION STREET 


BOSTON - - - MASS. 











































When writing to Tuomson-Crooker Sor Company please mention Boot and Shoe Recorder 








14 BOOT AND SHOE RECORDER October 11, 1924 Octod 
c 








Answer: 


= 
What Animal Is Most Forgiving? E 





The giraffe — he overlooks everything ! 





Most people, however, are unlike the giraffe. 


They do not overlook poor value. 


On the other hand, they remember gratefully | 
the store that serves them unusual value. | 


COFFEE WILO 


is the best value leather you can select for your 
children’s shoes, because it is made especially 
for that purpose. 








It combines those three essentials to a perfect 
leather for such shoes --- rugged wear, extra 
softness and perfect foot ventilation. 


Be sure you get 
what you order 


Our Sport Elk Colors ° aig : 
a ae Finally, it is the only high Y sem ahactly 
Chocolate, Light Smoke, grade leather that can be 


Log Cabin, Beige, Silver . ° A 
Gray, Dark Gray, Dark sold in medium priced shoes. 


Smoke, Cocoa, Pearl, 
Tangerine, Black, Olive. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of ° a { j Oo Leathers 
i} 


—BRANCHES— 
10 Spruce Street, New York 308 Leather Trades Bidg., St. Louis, Mo. 























When writing to C. D. Kepner Leatuer Co. please mention Boot and Shoe Recorder — be 
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Just the Right Styles 


for Your “Popular-Priced” Trade 





Made up in all the desired leathers 
on tested lasts. Good honest 
merchandise you’re proud to sell. 

















No. 335—Three-strap front lattice 














model, made in all leathers on 130 
last. 12-8 Wingfoot rubber heel. Made 
in both welts and McKays. 


No. 322—Patent gore pump. 12-8 
Wingfoot rubber heel. 130 last. 
Made in both welts and McKays. 


No. 343—Southern Tie made in gun 
metal, patent leather or Russia calf. 
12-8 Wingfoot rubber heel. 130 last. 
Made in both welts and McKays. 


No. 360—Patent one strap, fancy front 
cut-out. 13-8 Wingfoot rubber heel. 
129 last. Made in Goodyear welts. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 








When writing to Jounson Bros. Suox Mro. Co. please mention Boot and Shoe Recorder 
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EPTEMBER will be a big month for 

all COMFLEX dealers. This double 
page spread in the Country Gentleman on 
September 13th and a full page advertise- 
ment in the different state farm papers will 
further strengthen the popularity and in- 
crease the sales of COMFLEX work and 
dress shoes. Stock COMFLEX Shoes today 





for COMFLEX Sales are growing daily. 


EYENBERG 











from City Square 


fo Country Corner 





en 


THE COUNTRY 





GENTLEMAN 





Se ume Aver tome 


pence 


No matter where you are Comflex National Shoe 
Advertising is building up bigger business for you. 


Day after day, week after week, never ceasing, 
these powerful Comflex Shoe ads bring custom- 
ers into your store. 


Thousands of merchants are cashing in on this 
big advertising campaign. Comflex Shoes today 
are the outstanding sellers in America. 


WEYENBERG SHOE MFG. CO. 


MILWAUKEE WISCONSIN 


Southwest Branch: North-Pacific Branch: 
Weyenberg Shoe Company Weyenberg Shoe Mfg. Co. 
Dallas, Texas Portland, gon 
South-Pacific Distributors: New England Distributors: 


Gunnerson Shoe Company Dunham Bros. Company 
Los Angeles, California Brattleboro, Vermont 


my & a nt Fn bP innia Ronde 
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EATHER is the first factor in determining the value 
to you and to your customers of a pair of shoes. 


The impression that the leather makes has a bearing on 
your’ volume of sales—and the service it gives, on the 
trade you hold. 
This being the case, it behooves you to insist upon Ruep- 
ing’s. WINNEBAGO CALF rather than just writing 
“boarded calf” on the order. 
Rueping’s WINNEBAGO CALF has a remarkable depth 
of color and a delightful mellowness of feel that can leave 
no doubt as to its being a leather of superlative quality— 
and that favorable first impression is always fully con- 
firmed by the service it gives. Its close, tight, even break 
prolongs the newness of the shoes. The surface takes and 
holds a high gloss. 

Black and the popular browns and tans 

Color card on Request 


FRED RUEPING LEATHER CO. 


Fond du Lac - - - Wisconsin 


Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Nerthampton, England 
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A Land slide of 
Orders on This One 








DELIVERY 


STORMWELT 
No. 782 Brown Calf $ .25 
No. 781 Golden Tan Calf 4 “ 
No. 783 Black Calf =e 


WITHOUT STORMWELT 
No. 774x Brown Calf a 95 
No. 769x Golden Tan Calf - 
No. 778x Black Calf net 


STORMWELT 


Timed Right 
Priced Right 


A husky style with the 
details that make sales. 


100 Other Good Styles 
Ask for Circulars 
ORDER NOW 





IMMEDIATE 


Three Shades 
Shiny Leather 


Broadcast (143) Last; 
Rubber Heels, B, C, D; 
5% to 10 


When writing to Diamonp Suor Co. please mention Boot and Shoe Recorder 
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S112 
No. S120—“The Winner” Last. Winebago Calf, No. 5112—“University” Last. Winebago Calf, No. S114—“University” Last. Winebago, Calf, 


- Color No. 15 (color medium), Brass eyelets, Color No. 1 
Color No. 17 (a light tan color), Flat eye- olor No. 15, (color medium), Leather lined 
lets. Leather trimmings to match. High-grade erate tall pate match. High-grade lin- quarters to match. Leather heel pads. 101, 
lining. Leather heel pads. Price $3.50, net 30 Price $3.50, ~~. 30 days. Iron Sole. Price $3.50, net 30 days. 
days. Ne. 8110—“The Winner” Last. Winebago Calf, No. 8113—Same Last, Black Calf, 18 Iron Edge. 
No. $109—Same Last, Black Calf, Nickel eye- Color No. 15, Blind eyelets Price $3.50, net 30 days. 
lets. Price $3.50, net 30 days. Price $3.50, net 30 days. Widths and Sizes: A, 7 to 11; B, 6% to I; 
Widths and Sizes: A, 7 to 11; B, 6% to 11; C, Widths and Sizes: A, 7 to 11; B, 6% to 11; C, 6 to 11; D, 7 to 11. 
6 to 11; D, 6 to 11. C, 6 to 11; D, 6 to 11. 


‘THEY'RE OFF 
FOR SERVICE 






scarey SHOE Co. 


The retailers have certainly “taken hold’on a is 
new combine ~specialty liné, uniti 


moking sections of the Counir rg tine Sho you! 








SUPERIOR DELIVERIES 
LEATHER ~ 
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When writing to Service Suor Co. please mention Boot and Shoe Recorder 
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Chicago and Washville 


UNITED for SERVICE ! 


C=. knows how to make quality footwear for men to retail 
A at $6 and $7; Nashville has established a reputation for men’s 
shoes to retail at $5; we have united the shoemaking traditions of 
these two manufacturing centers into our line of STYLISH, STAND- 
ARDIZED STYLES to retail at $5, $6, and $7. It is in every respect 
a complete line, with each factory making its own particular grade 
and combining with the other factory to adequately cover the medium- 
range of men’s prices. 

“ONWARD” is the Chicago brand; “FORWARD” is the Nashville 
brand,——-both easy to remember because this idea of uniting two 
shoemaking sections of the country is an ONWARD step FOR- 
WARD, for the better and safer merchandising of men’s footwear. 
A short, strong line of thirty-five styles, made over fourteen stylish 
lasts. You cannot go wrong on it, because every style is tried-and- 
true, and STANDARDIZED! 

The — line is carried in stock at Nashville, where the overhead 
is small. 


READY FOR DELIVERY NOW! 





Bal. in Winter Oxford, French Style, Brass 
eyelets. Vamp stitched 2 and 3. Heavy sole. 
Leather lined quarter, Flange heel. 

No. S12—Same Last, Black Calf, Flat Eye- 
lets. Price $4.85, net 30 days. 

Widths and Sizes: B, 6 to 11; C, 6 to 11; D, 
6 to 11. C, 6 to 11; D, 6 to 


mings. Price $5.00, net 30 days. 


Price $4.85, net 30 days. 


2S 3S 


No. S$—“Big Boy” Last. Glazed Tan Calf No. S8—“Rounder” Last. Tan Russian Calf. 
Storm Welt. High-grade linings and trim- 


No. S7—Same Last, Black Calf. Flat Eyelets. 


Widths and Sizes: A, 7% to 11; B, 6% to 11; 
11. 





No. S6—“Prince of Wales” Last. Glazed Tan 
Calf Bal. High-grade linings and trimmings 
Price $4.85, net 30 days. 


No. S7—“Prince of Wales” Last. Same pat- 
tern, Black Calf. Price $4.85, net 30 days. 
Widths and Sizes: A, 7 to 11; B, 6% to 11; 
C, 6 to 11; D, 6 to 11. 


SERVICE SHOE Co. 


MANUFACTURERS OF 


Men’s Stylish Standardized Styles 





a 


NASHVILLE, TENN. "ee ain aa 








When writing to Service Suoe Co. please mention Boot and Shoe Recorder 
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sell make the customer remember 
your store when the time for a new 
pair comes around, you've missed at 
least half your opportunity. 


Weber style and value make 100 per 
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| ! The Fcimows : 

| “Ueber | Cipengid sale you make should be a 
Ml 100 per cent sale. | 
i Shoe = Mere 
B® anise Meaning that,—unless the shoes you 

| | 


RE 
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cent sales. 


To Retail at $s-$7.50 


Wr 


Weser Bros. SHOE Co. 
North Adams, Mass. 


New York Office: 1328 Broapway, Marsrince Bipc. 
H. Harris, Rep. 





No. 828 
Tan Dundee Calf 
113 Foxed 
Lace Oxford 
Raglan Last 
Overweight Sole 
Rubber Heel 
Price, $5.00 


POOTOMBASS AMOMMM 


RANGELY MOCCASINS — SHOES FOR HARD SERVICE — WOC-0-MOCS 


Behind the Shoe 


Behind every pair is the skill, experience and 
reputation of G. H. Bass & Co., who for nearly 
fifty years have specialized in the manufacture of 
the higher grades of shoes and moccasins for out- 
door wear. 


During. this entire span of years it has been, and 
still is, their constant aim to offer you and your 
customers a product that is thorough in work- 
manship, reliable in service, and as low in price as 
good shoemaking will permit. 


BASS SHOES WILL INCREASE YOUR LIST 
OF SATISFIED CUSTOMERS 
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A BIG SELLER 
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— Men’s Choc. Chrome Veal Woc-O- = 
= Moc. 16-inch bellows to ‘ =f 


Our latest Catalog B of Styles In Stock will be sent to any 








=| reputable merchant on request. Write for it. Klom ble sole with 
extra | . Patented 
aeoelp construction. In Stock 6-11, 4 








G. H. BASS & CO. Shoemakers Wilton, Me. 


OKooc oS 


When writing to the above advertisers please mention Boot and Shoe Recorder 
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When writing to E. PR. Reev & Co. please mention Boot and Shoe Recorder 
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SMART SALABLE STYLES 


Selected from Our Fall Line Two Weeks Delivery 


EVANGELINE 


GOODYEAR WELT 


Stock No. 6012 


7 
| 
, 
| 
| 
| 
| 
| 
| 
Stock No. 6014 
| 
| 
| 
| 
| 
| 
| 
| 
, 
, 





Brown Calf Oxford, Ss Nera 


100 Last, Real Ti i 
/ 4 , 100 Last, Real Tip, 
9/8. — Hee 9/8 Rubber Hee 


$3.75 $3.75 


yaa sd 


Stock No. 6114 


Patent 2-Eye Tie, Patent Oxford, 
Black Calf Saddle and Tongue, Black Calf Cut-Out Quarter, 


201 Last, No Tip, 200 Last, No Tip, 
9/8 Rubber Heel 13/8 Rubber Heel 


$3.60 $3.75 





Stock No. 6127 


Made by 


A. H. Berry Shoe Co. 


186 Lincoln Street, Boston Portland, Maine 


Fe 
When coriting to A. H. Berry Suoe Co. please mention Boot and Shoe Recorder 


ea ek EF 


——--— ———— >. . 6 © ee © ee 














l, 1924 


7 


: 
| 
N 
! 
l 
! 
N 
N 
Nl 








October 11, 1924 


BOOT AND SHOE RECORDER 











> — 2 —s a > OS <a 














| 
| 





























This Soft Box Smooths Itself Between Steps 


as it is of cork, will crease comfortably in 
walking, but once the shoe straightens, the 
box toe springs back to its original shape, 
and does not permit the leather to show 
permanent creases. 


OUR customers buy soft toe shoes be- 
cause they want comfort and ease. 


One reason—and it is an important one 
—why they don’t buy more soft toe shoes 
is because the soft toe, deprived of a stiff, 
supporting box, wrinkles in walking. And 
these wrinkles stay. 


An Armstrong flexible box absolutely 
removes this objection because the Arm- 
strong flexible box toe smooths : itself 
between steps. The Armstrong Box, made 


ARMSTRONG CORK COMPANY, 


Shoe Products Division, 


The Armstrong Box will not become 
hard and brittle. It will not show an un- 
sightly ridge across the toe of the shoe. 


Ask your manufacturer to put Arm- 
strong Boxes in your next order of soft toe 
shoes. 


Lancaster, Pa. 


Armstrong 


Circle 





Cork Box Toe 


ee 
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When writing to Armstronc Cork Company please mention Boot and Shoe Recorder 
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= 1,043.40 
1,136.54 
1,230.74 
1,120.98 
1,638.31 


14 - 1,077.45 


15 -- 1,753.13 
16 -- 3,626.47 
17 —- 934,38 
18 -- 1,019.66 
19 


33 -- 1,098.73 
24 -- 1,569.52 
25 — 718.89 
a6 -- 1,158.66 
37 — 1,153.06 


34 -- 1,670.67 


36 — 1,123.14 


37 -= 874.84 
38 — 1,148.10 
39 -- 1,614.89 
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2,898.88 


GRAND 


40 -- 3,034.12 


TOTAL" 











The Last Day |40% day | was 
the Third Laniest Day of the Sale. 
FROM-FIRST-TO-LAST- KELLY SALES KEEP UP RESULTS 


< 7 THE T.K.KELLY SALES s SYSTEM 





MINNEAPOLIS, U.S.A 














When writing to Tue T. K. Kiusy SALEs Seaman chee mention Boot and ‘ake eeondie 
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F you can point to Goodyear Wingfoot Heels when 

you are selling a good pair of shoes, you have clinched 
the guality argument right there. More of your custom- 
ers know Goodyear Wingfoot Heels than any other 
kind. More of them walk on Goodyear Wingfoot Heels 
than on any other kind. They recognize instantly that 
the manufacturer has equipped these shoes with the 
quality heels that wear longer, fit better and look better. 


























GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 


ENGEFOOT 


When writing to Tur Goopyear Tire & Rusper Co., Inc., please mention Boot and Shoe Recorder 
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Bedell's Shoe Dept. -- State and Monroe Sts., Chicago. 
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Appearance plus durability, plus 
comfort, plus adaptability — 
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AMERICAN INTERLOCKING 
SHOE STORE CHAIRS are particu- 
larly pleasing to the eye because they 
are architecturally correct in every de- 
tail of design. They excel in durability 
and comfort because of special features 
and careful workmanship in their con- 
struction. There is a design and finish 
adaptable to any interior decorative 
scheme. 


DYAUAUOAAUAOONUAYTAUUAOTONUOOAUATSNAGECANONOGAAOOURAUEOAAUEOEEAUHHORYY 


Write for Catalog 


AMERICAN SEATING (OMPANY 
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When writing to American Seatinc Company please mention the Boot and Shoe Recorder 
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The new and 
better gaiter— 


—the =HOOD> 
“BOBBER” 








Will 


reduce 











inventory— 


The automatic self-fitting front retains the adjustability of 
the old ladder clasp without the risk of catching skirts, and, 
in combination with the simple, convenient (invisible) fastener, offers 
newer trimness of appearance without gapping or bulging about the 
ankles and without risk of rusting or getting out of order. 


Ete TT TTR AAUFEREODSOODAULOEFEIEGSIOHIEDAYT ©, @ (~ 








Lasts are made on the well-known Hood ‘‘Snug”’ principle so that —and v 
any Bobber will fit perfectly at least three widths, and the next larger oa sore 
and smaller size shoe equally well. This means no delay or extra help customers 
needed to handle increased rainy day demands. ‘ 

Be sure you are well supplied with this most up-to-the-minute more quickly! 


gaiter before the cold and wet season sets in. Your nearest Hood dis- 
tributor can render better service NOW. 








BETTER RUBBER PRODUCTS SINCE [896 











50) RRR ASRS ORR 
RUBBER BOOTS AND SHOES—ARCTICS—CANVAS SHOES—ATHLETIC SHOES—HEELS AND SOLES—RUBBER SPECIALTIES—TIRES AND TUBES 


When writing to Hoon Rusper Co. please mention Boot and Shoe Recorder 
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“Ask The Man 


Who Wears Them’ 


The man who is on his feet all day once he tries Gro, 
Cord Soles would never wear any other kind. Comfort- 
flexibility and Ssiak tone ano Sal in—what more could 
one ask. 

Skid-proof and moisture-proof—Gro-Cord Soles are 
worn by men in every walk of life—Women and children 
too can have Gro-Cord comfort and rugged, lasting wear. 


Gro-Cord Soled shoes for work, dress or sport are avail- 
able in the lines of many shoe manufacturers. Write for 
the names of these manufacturers and sample showing 
cord construction. 


Cord Tire Wear 
In Every Pair 





Distributors 
A. R. Mueller Co. S01 Advenionr Bip: 
258 Fourth St. 1627 Locust St. 
Milwaukee, Wisconsin St. Louis, Mo. 
A. C. Morand Co. Northwestern LeatherCo. 
304-6 Sacramento St. 14 South Street 
San Francisco, Cal. Boston, Mass. 





Lima Cord Sole and Heel Co. 
Lima, Ohio 





When writing to Tux Lima Corp Sorz anp Hest Co. please mention Boot and Shoe Recorder 
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Trade Marked Goods 
of Known Value 









































ZA 
When the Sales Curve 
Begins to Dip— 


AVE you ever analyzed the buying habits of your customers 
when “trade is off’? 


Those who have made a study of the subject say that in periods 
of buying uncertainty it is invariably the unbranded article that 
suffers. 


To the great substantial millions whose buying habits are fixed, 
and whose means are steady, ‘“value’’ means more than “price.”’ 
That is why the demand for Daniel Green Comfys is holding as 
solid as a rock. 


The millions of people, who have learned through years of unvary- 


Gro, ing satisfaction, a true appreciation of Daniel Green value, cannot 
fort. be turned away by the seduction of a sensational price cut on an 
ould article of unknown character. 
Year after year, these loyal millions insist on Daniel Green Com- 
are fys. If their dealer does not carry Daniel Green Comfy Slippers, 
jren they go where they can be obtained. ‘ 
_ Don’t disappoint these loyal Daniel Green customers, by letting 
vail- your stock become uneven. Have you checked up recently to find 
for how many sales you are losing because you are out of sizes? 
ms Those Daniel Green dealers who are profiting most through the 
Daniel Green line are filling in boldly. They know that Daniel 





Green prices will not change, nor will the demand drop off, even 
though unbranded goods may suffer. 





7. 


Check up your stock now, and let us hear from you. 
Have you received your copy 


iy issued? Fall of valuable mer. DANIEL GREEN FELT SHOE CO. 


chandising suggestions for the =§ General Offices: DOLGEVILLE, NEW YORK 
dealer who wants to sell more 
Daniel Green Comfy Sli s Sales Offices 
eames 116 East 13th Street 10 High Street 189 West Madison Street 
Co. New York City Boston, Mass. Chicago, IIl. 





Daniel Green je 


P Comfy slippers (G stippers ) 


When writing to Danie, Green Fett Suor Co. please mention Boot and Shoe Recorder 
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New findings profits 


Jrom new Repco Brushes and Daubers 


HE new line of Repco Brushes Repco Daubers are made only in the 
and Daubers offers a fine op- stapled type. Like the brushes they are 


a dditi | findi of the finest stock and finish. 
Se Repco Brushes are made in six differ- 


profits. ent types. The Daubers are made in four 
No shoe store is complete without different types. 

a stock of Repco Brushes and 

Daubers. Customers recognize a 

their valueinstantly andlittleeffort windows 

is necessary to promote their sale. | 


Repco Brushes are made in both the 
stapled and wire drawn types. The wood 
and bristle stock are the best that can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. 


For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 


riting to Unirep Suor Macuinery Corporation please mention Boot and Shoe Recorder 
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Further Proof that We 
Save Our Customers 
from 15% to 307 


$2.00 


Made with Cashmerette Tops of Special Construc- 
tion under the “Devonshire Brand.” Sold in case 
lots of 12 pairs each in the folldwing sizes: 

3-7, 3-8, 4-7, 4-8 and 4-6 


READY FOR DELIVERY — Oct. Ist 


Same Arctic in Misses’ Sizes, 11-2, 12-2, 13-2. 
| TETRA TS rE $1.75 
Seme Arctic in Children’s Siass, 6-1014, 7-1014, 
8-104, 9-1014. Price.............0....505. $1.60 


































“MILTON” 


“CUSTOM” 
Women’s 4-Buckle Arctics Women’s 4-Buckle Arctics 
Made for Low Heel Shoes Made for Cuban Heel Shoes 


90c. 


Women’s Fur Trimmed Turn Felt Juliets. Made 
of good grade felts with Leather Soles and Rubber 
Heels. In the following colors: Wine, purple, old 
rose and silver, sapphire and silver, brown and ecru, 
navy and ecru, dark oxford and black. 
Sizes: 4-7, 4-8, 5-8 


36 Pair Case Lots, One Color Only 


S. ROSENBERG & SON 
144 Essex Street - - - - - BOSTON, MASS. 

















When writing to S. Ros SENBERG & “Sow pleaie i mention Boot and Shoe Rec ether 
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Men who want exclusive styles, 
quality, comlert and sorviceabili 


tioned quality, comfort and serv ility 
consider th purchase of Edwin Clapp 


shoes an investment. 
She St.Francis’ is one more example of 
Edwin Clapp thoughtfully huilt shoes. 





EDWIN CLAPP & SON, INC. 


EAST WEYMOUTH, MASS. 





When writing to Eowin Ciivp & Son, INnc., please mention Boot and Shoe Recorder q 
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The N.S.R.A. Convention Is Your Teakettle 



































SEATON ALEXANDER It’s boiling for you. Boiling 
ae ae with the newest in style, store 
eS eee methods and merchandising. al 
Last year six thousand five 
f hundred and fifty-one of the 
cesren cvenenoen Ix oxenes sm sraneuee . best and most progressive 
shoe merchants in the country 
NATIONAL SHOE RETAILERS ASSOCIATION wrote their names on the con- 
$26 SOUTE MICHIGAN AVENUE vention register in Chicago. 
ies ae They came for boiled down 
feet nes yn information and advice on 
WHEELING. W.VA STYLE, LEATHERS, STORE 
METHODS, MERCHANDIS- 
cetee st ING and ADVERTISING. 
This year YOUR teakettle is 
\ Shoe Merchants Everywhere: boiling with even more IDEAS 












and ADVANTAGES. 
1f now to our slogan of "On to Boston" for the 


Pledge yourse 1 
a ee It IS your teakettle. It will 


» 


Yi dati A he eatest four f solid } ; 

testuess ausstens ties hme over ween a pert of as totem. furnish you with the steam 

Trying conditions demand concrete and scientific merchandising for another year 8 intensive 

‘4 methods ana at this great business session we will bring merchandising. 

you,all of the best that the country affords. - 

"On to Boston”,Jamary 12,15,14 and 15,1925. Let the spirit of this year’s 
convention sink home and 

very sineerely youre then plan to attend. 








Grecia leppemntr 



















BOSTON 


January 12-13-14-15 
1925 








No. 851 
A regula- 
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HERMAN’S SHOES 


“Police” and “Navy” Styles 
Sizes (Police) 5 to 13, AA to EE 


E VERY DAY there pass your store dozens of men 
14 who want the HERMAN POLICE SHOE. 

Policemer, Mailmen, Chauffeurs, Street Car and 
Railroad men, Porters, Firemen—and every other 
man who spends most of his day on his feet. They 


need the shoes NOW—genuine Herman’s Munson- ‘ 


last “Police” and regulation “navy” patterns. 
Sturdy, comfortable, good-looking shoes—known 
the world over for wonderful wear. 


Immediate delivery is the difference between profit 
and loss on a quick turn-over and small stock basis. 
We are able to make immediate shipments because 
we maintain complete stocks for the retailer—in all 
sizes and all widths. 


And we have the shoes NOW—tchen you 
want them. For quick service send your 
order today. No extra charge for large sizes. 


JOS. M. HERMAN SHOE COMPANY 


Boston and Millis, Mass. 


No. 19 
The famous Herman Police 
Shoe—the best known shoe of 
its kind. Made of high-grade 
gun metal calf, on regulation 
U. S. Army Munson Last; 
Full box toe; built-in 
arch support; storm 
proof rubber welt; 
Goodvear Wingfoot 
rubber heel. Won- 


October 11, 1924 


Use This Coupon 


tion Navy eS. yet 
Pattern whole R. C D. E. EE— 
quarter Blucher, ‘—_ ". 

made of good quality . 

Gun Metal Calf on the 

fine fitting Cadet last. Half double sole, rubber 

heel. A moderate priced, stylish and comfortable 

all-purpose shoe 

Sizes: D, E, EE—5 to 11. 


derful value at Jos. M. Herman Shoe Company, 
75 


lis, Mass. : 


Gentlemen—Please ship AT ONCE pairs of 
Herman’s Police Shoe, No. 19, at $4.75 per pair; and 
pairs of No. 851, at $3.50 per pair. Following sizes: 
No. 19 
No. 8651 


Name 
Address 





When writing to Jos. 'M. Herman Suoz Company 


please mention Boot and Shoe Recorder 
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138-149 DUANE ST. NEW YORK CITY 


»> 
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rs 
; 
© 
© “MISS BALTIMORE” 
: $ 
@ @ 
@ ® 
. ® 
@ > 
@ ® 
@ @ 
“|| @ > 
2] R @ No. 5081 ® 
—~ @ “MISS WASHINGTON” & 
— ¢ “MISS NEW york” @& 
+ ® 
5081—Women’s Patent Colt Three-Eye- a, 
® mE ES aes. High Grade Light- @ 
© A to D, Sizes 2% to 8. $438 ® 
> & 
SS © © 
~ > Four Bleecker mS 
® és ° ” ® 
= 4 Pennant Winners 6 
Zz © a @ 
AX 4 in the Y 
Sige » No. 4028 < 
€ Y Style Game @ 
NW ® @ 
_, © 4028—Women’s Patent Colt @ 
> One-Eyelet Center Tie, 13/8 & 
: Covered Cuban Heel. High 4 
© eat me gy | —_ a= > ~~ wr AA to & 
& 16/8 Full Breasted Spanish “MISS FORT WORTH” Same ind nore eo Heel Satin ©} 
~ Heel, Silk French Corded High and Cuban, Velvet High and 
@ Bleecker Process. Widths, A Cuban, Blonde ‘Satin Hgh, Tan » 
2 to C. Sizes 2% to 8. Calf High and Cuban. Price $3.75 IN 
& Same in: Satin, 13/8 Osan; @ 
© Reise” Sranuh ‘and Cuban; Tan ® 
® Calf, Cuban. Price oe: @ 
© - © 
> , © 
© ~ er a You can’t go wrong on these @® 
es - : No. 5074 pennant winners. They are 
© your trade in.their selection of leaving streng, 60 wire your ®@ 
y fall footwear. Show these “Four sy at an for shi hee © 
® Winners” and be on top in the fsem stock P 
® style league. P 3 
x 5074—Women’s Patent Colt, Gun Metal 
© Trimmed, Two-Eylet Southern Tie, 10/8 
’ Covered Heel. High Grade Welt. Widths A to a> 
© D. Sizes 2%4-8. Same in: Black Suede Dull @ 
Kid Trim, Tan Calf Mahogany Trim, Gun D 
© Metal Calf Patent Trim. Price...................$4.00 ©@ 
® °°? ‘ce >> bd e © 
© In addition to these ‘‘Style League Leaders’’ you will find ® 
be e 
$ many other ‘‘Hot Off the Bat’’ Numbers Displayed at our $ 
K * . (4 
» New York, Boston and Philadelphia Show Rooms ® 
4 b 
, © NOOELAEARERR RETA RRA ARR ARR AR AAA, teted betel bedel ¢ > 
> Boston T " _ _ R_S —_ 7 = ~~ ‘3 : oo é 
, Offi a’ AIT - ce 
© Stylists riginators Creators _:* ® 


OOSOSOOOHHOOHGOOOOGOOOGHOOODOOOOOOS ee 


When writing to Breexer Suor Co., Inc., please mention Boot and Shoe Recorder 
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NNN otro i 
@| __ |] “TWO PENNANT WINNERS” |] | 
a from the Saks line of ee 
<i SMART NOVELTIES ay 
&:3 At values that will attract Sicx 
ag ay 


IN STOCK 


Rw, D 


519 
See No. 1704 , for ; : oe 
oe Immediate Shipment No. 1721 AY 
“4 = 





No. 17@4—Patent Leather Concealed Front No. 1721—Russia Calf Mule Opera, Medium 


Gore, Imitation Button Oxford, Medium —_ Ecru Lined, on New Spixe Heel, High- 
Round Toe, 12/8 Covered Block Feel, Field OSE TAD: Hh OOL. « 0 +200 2000 seen e oes 06.50 
No. 1722—As illustrated, in Tan Calf, ls 


Mouse Kid Lined, High-grade Flexible McKay. nage ison Bidel,. A te ©... «so ccncad 

















AoC... wi te $4.75 1640—As illustrated, in Patent Leather. 
No. X1704—As illustrated, in Black Velvet. 127 Covered Block Fest. A'to C. .66.£0 c 
Gun Metal Trim. A to C $4.75 >. 641—As illustrated, in Black Velvet, 
12/8 ecnnl Block Heel. AtoC........ $4.50 
No. X1705—As illustrated, in Black Suede, No. X1641—As illustrated, in Black Velvet. 
Patent Leather Trim. A to C $4.75 15/8 New Spike Heel. 2 9 sete $4.50 





Write or Wire Orders 


M. J. SAKS SHOE CORP. 


157 Duane Street, New York 




















tanieys NEWEST! 


Flexible Stitchdowns for Kiddies! 
All made in our new KID’S-FOOT Lasts 


All with Re-Tanned Flexible Soles 


Sizes 814-11 are made by Ramsey’s double stitch pro- 
cess and carry an outside spring rubber heel. 





BLUCHER, UNLINED 2-5 548 &-Il 
4505—Brown Lotus................ $1.00 $1.15 $1.50 
BLUCHER, LINED 

4804—Oxblood Lotus Upper........ $1.15 $1.30 $1.65 
4805—Brown Lotus Upper........ .. 1.15 1.30 1.65 
4808—Black Lotus Upper........... 1.15 1.30 1.65 
A813—Smoked Elk ...:............. 1.15 1.30 1.65 


4809—Patent Leather (illustrated)... 1.25 1.40 1.75 











RAMSEY’S, 347 Rider Avenue, Bronx, N.Y. 








When writing to the above advertisers please mention Boot and Shoe Recorder 
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THE WORLD-FAMOUS LOTUS SHOES 
Made in England 
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IN STOCK 
A chance to sell shoes that men 


like to wear, like to talk about 
and like to recommend to 


hy snl es 
we a Fes Ss 
S25 Ges ego 





ual 
5190. 


their friends. 
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Style 774—Tan Scotch Grain Blucher 
Oxford, Double Upper. Guaranteed 


Waterproof. 
IN STOCK 


Lotus Shoes have it in 

them to grow old and 
will be the means of 

satisfying the distinc- 

tive careless dresser 

who likes the 
best. 












- Style 579 





Exclusive 

% | Agencies 
« Available. 
an Nine _ In-Stock 





Style 579—Tan Scotchmoor Calf Ox- 
ford on Sulgrave, Last. Same in Black, 


Style 580. 








































styles carried at IN STOCK 
our Boston Head- Style 479 , 

. Seah Write for 
os 2 Booklet of 
Street. Sizes 5 to 12 — In-Stock 
Widths AA to E. Also Styles 

on the Haig Last. Some tn Blach, Sil 
I 5° samples of made to 2 Haig Last. § , 34 
order styles on display. IN STOCK 
Style 775 
Send for.samples of our Eng- 
lish Cable Laces. Nothing like 
them in the United States. Style 775—Light Color Tan Scotch 
Grain Blucher Oxford, on the famous 
English Rocker Bottom Deal Last. 
The Toomay Company 
145 South Street, Boston 
! Sole Selling Agents for Lotus, Ltd., in the United States 
When writing to Tut Toomay Company please mention Boot and Shoe Recorder 














40 BOOT AND SHOE RECORDER October 11, 1924 











DARBROOK 


REPRESENTED BY: 





W. A. Gallup —Cincinnati, Ohio 
T. F. Leary —Boston, Mass. 
Henley & McGaghey—St. Louis, Mo. 

G. Fitzgerald —New York, N. Y. 
D. J. Finn —Philadelphia, Pa. 


DOODOOODGDOPOOS OOO 


When writing to Scuwarzensacn Huser & Co. please mention Boot and Shoe Recorder 
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Y LUSTRE 
VY STRENGTH | DARBROOK 
VY UNIFORMITY >= SHOE 
Y WEAR SATINS 


Y STYLE 








This trade mark and this name 
give assurance of your satisfac- 
tion and that of your customer. 












HOE SATINS 


Schwarzenbach Huber & Co. 
470-478 Fourth Avenue 
New York City 


D DODOOHOOOPBBOHLDDDOOOO 


& Co. please mention Boot and Shoe Recorder 
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Sailor Ties 
and Pumps 





No. 1007—Patent Sailor tie, 14/8 Spanish Louis 
Heel, A to D $4.60 


No. 1008—Black Satin, Sailor tie, 14/8 Spanish 
Louis Heel, B to D 4.6 


No. 1009—Black Suede Calf, Sailor tie, 14/8 
Spanish Louis Heel, A to D 4.85 





No. 1020—Patent Mule Pump, !0/8 Block Heel, 
AtoD $4.25 
No. 1021—Black Velvet Mule Pump, 10/8 Block 
Hee!, A to D 4.25 





IN STOCK 


Wire Your Order 


NOW 


To Insure Delivery 








These shoes are made 
with Grey Vici Kid 
linings, special extra 
wide grain leather 
shank pieces and 914 
iron fine quality soles. 


Terms: 


2% 10 days, Net 30 












No. 1001 
TURN 


No. 100i—Black Suede Calf, Sailor tie, 10/8 


Block Heel, A to C $4.85 
No. 1000—Patent Leather, Sailor tie, 10/8 Block 
Heel, A to D .. 4.60 


No. 6464 
TURN 


No. 6464—Black Suede Calf Regent Pump, 14/8 
Spanish Louis Heel, A to D $4.50 


No. 6465—Black Velvet Regent Pump, 14/8, 
Spanish Louis Heel, A to D 4.25 


No. 6462—Patent Regent Pump, 14/8 Spanish 
Louis Heel, A to D 4.00 


No. 6463—Black Satin Regent Pump, 14/8 
Spanish Louis Heel, B to D 4.00 


POWELL & CAMPBELL 


122-124 Duane Street 


- New York City 


a a a a ae 
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When writing to Powerit, & Camppett please mention Boot and Shoe Recorder 
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GLOVE-GRIP SHOES 
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Model Wearing 
Arnold Glove-Grip Shoes 


Takes First Prize 


at 


Brockton Fair 


Shoe Style Show 





Dae eee gogo 55 e52525252525252525252 Seager aoe Se SRS e525 25252525062 
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The popularity of Arnold Glove-Grip Shoes is constantly increasing. Due 
to the Glove-Grip feature, they do more than any other shoe can do in pleas- 
ing wearers. The shoe fits the foot, and supports the arch of the foot, making 
the shoe wearable with comfort and satisfaction from the first day put on. 
Every retailer selling Arnold Glove Grip Shoes is in a most favorable posi- 
tion as regards turnover and profits. Many seasonable styles for men and 
women carried in stock. Send for Stock Style Catalogue—S— 


= = a a a a a 
x OOOO oe bee oeoeSs 


M. N. Arnold Shoe Company 


Factory—North Abington, Mass. 


BOSTON OFFICE—10 High Street 


NEW YORK OFFICE—127 Duane Street 
When writing to M. N. Arnotv Suor Company please mention Boot and Shoe Recorder 
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For TEN TI OF Women 
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“READY TO SHIP 


The coming Line of 


Children’s Shoes! 
Made with — 


‘“eé 9? 
Luxor’”’ Calf 
° pe. 2530—Sizes 4 to 8, Tan Luxor Calf Blucher, 
‘sé 9? 
WV fk SOO CHING <p cltcatie chips de ansehons $1.96 
ilo Lk No 31 —Sizes 84% to 11, Tan Luxor Calf me 














No. 2112—Little Gents’ Bal, Black Boarded 
Sree oe : . ‘ ‘6 9? ° S pe Ph SOU ccnd an eiks ib ao on gm hese 1 
Willow” side, Goodyear Rubber Heel. Price. $2.40 Barb Our W elting ul = Sizes 4 to 8, Boarded Tan Calf Blucher, 
No. 2111—Little Gents’ Blucher, Brown Boarded . pring Heel, Price. eee acne ae 
“Willow” side, Goodyear Rubber Heel. Price, 2.40 ‘ ‘Goodyear W ingfoot 3 eo Sore Hel Pic oe . ~— _ Sie 
No. 2540—Sizes 4 to 8, All Patent Blucher, Sprin 
Rub 5 er Heel ti npeithedetak bigaceree ees cps 1, 90 
Se d f ] . f No. 2541—Sizes 8% to 11, All Patent Blucher, 
n or samp © pairs from ° Spring Hi i th n+ nechine uel dh ods went ok 2.10 
stock. They will please you. Best flexible ee ee ne roe 
No. 2554—Sizes 8} = ‘Til, ¢ " “Wilo” Smoked on 
bend outer soles Blucher, Spring Heel. Price. 2.10 





SANFORD MFG. CO. Sanford, Maine 
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4 
The Jonquil 8 


Steadily growing in Favor as a 3 
Fall Style. Made over special pump 
Available in Satin, Velvet, 


Suede, Colored Calf and Pat. Lasts, by shoemakers who know I 
ents, in 12, 14 and 17/8 heels. » 
27/8 and 31/4 in. vamps. how to make smart, perfect-fitting 


French Lasts or Medium 
round toes pump S. ¥ 


SHERWOOD SHOE. CO. : : Rochester, N. Y. 


ORIGINATORS OF QUALITY McKAYS 
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Gor -Attractive Geature Shoes 
q.°P. Smith Instock Service 





= —————————— oo eo = 
Commer ap 


A ‘Ready-to-Ship’ Style 
of Nationwide Popularity 
No. B354 (as illustrated} 








THE BROADMORE 


IN STOCK %6*» 


Tan Exmoor Calf, Soft Toe, Broadmore Last 
A, 7 to 11 B, 6 to 11 C and D, 5 to 11 


Che Broadmore is exclusively a ].°P. Smith development. 
@he volume of business being done on this distinctive Gall oxford 
proves how rapidly dealers sell it. 


J. P. SMITH SHOE Co. 
CHICAGO NEW YORK 
fa me BS. DrABees| — vi Whitehall 7540 


You should have our Fall, 1924 
Instock Catalogues 
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If copies haven’t reached you 
please advise us 
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Pett eth att af ante es 


When writing to J. P. Smitu Suox Co. please mention Boot and Shoe Recorder 
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“lwo Marks~ 











Style 7841 

Men's Educator Boot, Black 

Kid, Goodyear Welt, Blucher, 

Rubber Heel, A-EE, 54-11. 
$5.85 

Also Styie 7851 in Brown Kid 
$6.75 - 


Also Style 7865 in Black Calf 
$5.85 











Style 2503 


Black Kid, 








214-10 
Style 2504 





Style 4404 

Misses’ Russia Calf Lace Boot, 
Educator Play Shoe, Rubber 
Heel. 114-2, C-E $2.60 
4404X—Child’s, 814-11, C-E, 


4404Y—Infents’, 6-8, 








Women's Modifiei 


G. W. Rubber Heel 


FD 


SHOE @ 


Trer\ xe): 





Jor the whole family 





the Value of the two— 







Educator, 


8-inch bal boot, 


AAA-EE, 
85.60 
Brown Kid 5.85 


Smith & Co. or you as dealer in footwear, may be 
the most prominent of all shoe merchants in your 
locality. Your name stands for reliability, honesty, 
and service. There is value in your name. At the 
same time you are known only in a limited ter- 
ritory. Nevertheless, if your merchandise is 
known as well as you are, you have a two-fold 
advantage in selling. 


The Educator Shoe for the Entire Family is nation- 
ally known because of its wide sale, national ad- 
vertising, fine quality and genuine comfort. Con- 
sider carefully the advantage of the tie-up of your 
name and the name Educator. The reputation of 
the two names and all that they stand for is the 
strongest assurance of increased sales, a satisfied 
group of customers, and increased prestige. 


Remember everyone knows the Educator shoe. Tie- 
up with it today. There is real value in two well- 
known names—yours and the Educator. 


RIcE & HUTCHINS 


INCORPORATED 
13 HIGH ST. BOSTON, U. S. A. 


DISTRIBUTING BRANCHES: 
Rice & Hutchins Atlanta Co. Rice & Hutchins New York Co. 
Rice & Hutchins Baltimore Co. Rice & Hutchins St. Louis Shoe Co. 
Rice & Hutchins Chicago Co. Atlas Shoe Co., Boston, Mass. 
Rice & Hutchins Cleveland (Co 1. Meany & Co., Inc., Phila., Pa. 


When writing to Rice & Hutcuins, Incorporaten, please mention Boot and Shoe Recorder 


October 11, 1924 



























Vo 


ti 























BOOT and SHOE 


N 
N 
N 
N 
N 
N 





THE GREAT 


ECORDER 


NATIONAL 


SHOE WEEKLY 


ESTABLISHED APRIL |! 
1882 





Vol. LXXXVI 


Boston, October 11, 1924 


No. 4 








LEGAL ACTION 








ARBITRATION 


Which Hand Takes the Pot? 


LOT of straight thinking 
Aw right acting is getting 
to be the habit in industry. 
The relation of one man with 
another in business, as well as in 
social life, is improving. The idea of arbitrating diffi- 
culties is in no sense experimental. The Chamber of 
Commerce of the State of New York has been instru- 
mental in arbitrating business problems for 150 years. 
The idea of a special court for the arbitration of social 
and domestic problems, has also been proven successful. 
Every man in business, as a member of some particular 
industry, owes to his craft a real responsibility, so that 
standards of business practice are improved by him in 
every possible way. 


“Let the Buyer Beware” 


This is the real basis for a consideration of arbitra- 
tion. Judge Edwin B. Parker, umpire in the Mixed 
Claim Commission, and a member of the Chamber of 
Commerce of the United States, says: 

“The rule of caveat emptor (let the buyer beware) 
was the law of business of the Romans. While such a 
rule may suffice in a primitive civilization, certain it is 
that no great business enterprise dependent for suc- 
cess on the continued patronage of a vast number of 
individuals, frequently located in remote quarters of 
the earth, can be permanently maintained on any such 
basis. ‘Good will’ has become an indispensable asset 
in permanent business. Implicit confidence between 


The Path of Business Can Be 
Made Smoother by Settling Dis- 
putes Amicably by Arbitration, 
Rather than by Recourse to Law 


producers, distributors and con- 
sumers is the bulwark of modern 
commerce. This requires honest 
effort and scrupulous accuracy 
in the representation of the 
product. The greater the business, the greater its need 
for confidence in order to endure. Hence the first prin- 
ciple: 
“<The foundation of business is confidence, 
which springs from integrity, fair dealing, 
efficient service and mutual benefit.’ 


“War is in its nature essentially destructive. Peace 
is constructive. The weapon of war is force. The in- 
strument of peace is agreement. The issue of discord 
and strife in business is economic waste. Therefore, 
sound business policy requires the speedy and amicable 
settlement of all controversies between employer and 
employee, between buyer and seller, between producer 
and consumer, and among all persons whomsoever. 
Hence the next big principle: 


“ ‘Controversies will, where possible, be ad- 
justed by voluntary agreement or impartial 
arbitration.’ 


“Because of the old policy, ‘Let the buyer beware,’ 
many industries are setting up quality standards be- 
cause the buyer today finds it a physical impossibility 
to inspect all his purchases. He must accept most of 
them on faith in the seller, or on faith in the standards 
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set up by the industry deal- 
ing in the commodities he 
requires.” 


Flexible Standards of 
Quality 


Shoes are such flexible ar- 
ticles in standards of qual- 
ity that they are subject to 
all sorts of interpretations. 
A change in selection of 
upper stock or lining stock, 
in soles or heels, may make 
a wide difference between 
the sample and the ultimate 
product delivered to the mer- 
chant. The shoe trade is of 
such a highly technical char- 
acter, that fitting values 
form a basis of difference, 
and the changes made by the 
buyer in specifications may 
mean an entirely different 
fitting shoe than the original 
one submitted. 


The Trade’s Own Tribunal 


All these are factors of 
great importance in estab- 
lishing a business principle 
that before problems are 
thrown into civil court, they 
shall first be tried out in the 
arbitration court of the in- 
dustry itself. There is such 
an institution and it is work- 
ing with remarkable effi- 
ciency. It was formed in 
1920 by the National Shoe 
Retailers’ Association, Na- 
tional Boot and Shoe Manu- 
facturers’ Association, Na- 
tional Shoe Wholesalers’ 
Association, all combining in 
a council of arbitration. In 
1922 the Tanner’s Council of 
America was included. Thus 
the four branches of the in- 
dustry have a voluntary and 
efficient council of arbitra- 
tion, functioning effectively 
on any problem between tan- 
ner and the manufacturer, 
manufacturer and _  whole- 
saler and between the retail 
merchant. and either the 
manufacturer or wholesaler. 


How the Tribunal Works 


When a controversy is 
submitted to the council of 
arbitration, the secretary of 
that council appoints men 
from the different branches 
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A Typical Case of 
Arbitration 


By GEORGE M. SPANGLER 
Manager N.S. R. A. 


Recently Shapiro Brothers of Detroit, 
Michigan, sent in three cases of shoes. 
These were purchased from a manufac- 
turer. Shapiro wrote: 


“We know that you will give us all a 
square deal in this matter as you are impar- 
tial both to the manufacturer and the 
retailer—that is the reason we ask for set- 
tlement by a board of arbitration.” 


The manufacturer agreed to settle 
through arbitration and Mr. Harry Silver 
of O’Connor and Goldberg represented the 
retailer, and Mr. C. W. Schaaf of Flor- 
sheim Shoe Company, represented the 
manufacturer. These arbitrators met here 
at headquarters and tried on eighteen pairs 
of shoes on six different girls, and were 
unanimous in their finding which was: 


“We find these shoes do not fit—the 
counters are too low, and the straps are too 
short and we therefore sign in favor of the 
retailer and authorize the return of this 
shipment to the manufacturer for credit to 
the retailer’s account.” 


This was indeed a very interesting ses- 
sion. The arbitrators tried four or five dif- 
ferent shoes on each of these girls, endeav- 
oring to see whether the shoes were too 
broad or too narrow, and the findings were 
made as the result of a most exhaustive 
examination of all of the shoes sent in. This 
was indeed a typical arbitration settlement, 
and certainly served the retailer a good 
turn and at the same time, while it was 
against the manufacturer, the settlement 
was of that character which will still leave 
a kindly feeling in the mind of the retailer 
when that particular manufacturer’s repre- 
sentative again calls on him soliciting busi- 


ness. 
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of the industry, located at 
the place or reasonably near 
the point of dispute to act as 
arbitrators, to consider all 
the facts in the case, to pass 
upon the controversy and 
render a decision with jus- 
tice to all. Care is exercised 
to see that the arbitrators 
are not related or interested 
in any way to either side, 
and if found that they are 
biased or prejudiced against 
either side, they are dis- 
qualified fromserving. Where 
the interested parties select 
arbitrators by agreement, 
the two selected usually 
agree upon a third member 
who acts as an umpire in the 
controversy. 


A Better Industrial Feeling 


It has been abundantly 
demonstrated in these past 
four years that the plan of 
arbitration is of great ser- 
vice to the industry and to 
the individuals using it. It 
has eliminated many law 
suits and great expense. It 
has made possible a healthier 
fraternal spirit between the 
different branches of the in- 
dustry. It is one of the great 
achievements of the trade. 
But it isn’t being used to its 
fullest degree. It should be 
made a speedier instrument 
for the settlement of busi- 
ness difficulties. As things 
are today, letter after letter, 
passes between the two par- 
ties of a dispute, and each 
side gets hotter and hotter 
in its resentment. Then when 
all else fails, the courts or 
council of arbitration is 
called into action. In case of 
the courts the delay is meas- 
ured by months and possibly 
years, while the council of 
arbitration comes to a deci- 
sion in as many days. 


Shoe Trade Has Its Own 
Referees 


The imperative need of 
the day is a more national 
understanding of the ma- 
chinery already available for 
the settlement of difficulties 
within the trade. 

J. Dudley Smith, secretary 
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of the National. Boot and Shoe Manufacturers’ con- 
vention, says: 

“In cases where the two contending parties appeared 
to be unable to mutually adjust their differences, when 
one suggested to the other that it be referred to the 
Council of Arbitration, in some instances it had a 
salutary effect and caused the other party to be more 
willing to adjust it without such action being taken. 


Four Ways of Establishing Arbitration 


“There is no question but that a trade association 
maintaining a method of arbitrating disputes is far 
ahead of those organizations not maintaining such 
means, and therefore, I strongly recommend that every 
trade, commercial and civic association striving for 
the betterment of relations and understanding among 
business men and for the promotion of the general 
welfare, consider the adoption of this means of ad- 
justing disputes, which can be accomplished in one 
of the following four ways: 

“First—By organizing a committee whose duty it 
shall be to guide their members to seek advice and 
assistance regarding arbitration. 

“Second—By educating their own members on the 
subject of arbitration—what it is and how it can be 
used effectively. 

“Third—By arranging the necessary machinery for 
the conducting of arbitration in proper orderly form, 
or by affiliating for that purpose with some organiza- 
tion which has such machinery already available. 

“Fourth—By carrying to all with whom their mem- 
bers deal and trade the full sphere of their influence, 
this worth-while message—‘Learn to Arbitrate.’ 


A Short Cut to Real Justice 


“Arbitration is a short cut to substantial justice. 
It provides for a speedy, final and inexpensive deter- 
mination of commercial controversies without legal 
technicalities, and before men well versed in the cus- 
toms of the trade. Because of their character, stand- 
ing, reliability and special fitness they are eminently 
better qualified to pass upon the controversies and 
render a more equitable decision than is usually obtain- 
able in a court trial, where the inevitable result is a 
jury, unfamiliar with the customs of the trade, hope- 
lessly confused by the conflicting testimony of the 
witnesses. 

“The advantages of arbitration are not merely ap- 
parent to the mercantile community. The bench and 
bar in many countries, notably in the United States, 
have been greatly impressed with the effectiveness of 
arbitration. It has been recognized by jurists, as well 
as by merchants, that commercial arbitration is one 
of the best constructive movements in the promotion 
of commerce by stabilizing the troublesome problem 
of trade adjustment. All conscientious lawyers advo- 
cate the trial of this method of adjustment, at least, 
as a first resort, and the American Bar Association 
has definitely recorded itself as in favor of arbitration. 
Arbitration is preventative law, and there is no more 
reason for surprise when enlightened lawyers support 
its use than when physicians advocate hygiene as a 
means of preventing disease. 
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“Organizations which have within their member- 
ship business men engaged in many different kinds of 
industry and commerce have advanced arbitration as a 
means of settling business disputes with the speed and 
conclusiveness that the transaction of business de- 


mands.” 
How It Works Out 


A representative member of the trade says: 

“The question of arbitration has to deal with such 
matters as cancellations, returns, disputes regarding 
quality, whether the stuff is up to sample, whether 
the shoes fit, and whether they are shipped unrea- 
sonably late, etc. 

“In the majority of cases the result is floor goods 
to be resold at a ridiculous price, not only at whole- 
sale, but at retail, and the compensation at retail from 
stuff working itself out in this manner is just as much 
of a sore spot to the rank and file of retailers as the 
original loss is to the manufacturer. It is a cancer in 
the industry which, in my opinion, can best be fought 
through general arbitration agreement. Some day that 
agreement will get far enough so that everybody will 
be forced into it. 

“Such an agreement would protect the retailer from 
blackmailing on the part of the manufacturer just as 
much as it would protect manufacturers against the 
unfairness of certain types of retailers. 

“There have been many cases where manufacturers 
shipped shoes which were not right, or which were 
unreasonably late, and the honest retailer had to stand 
the loss because he feared the reputation he might 
get, justly or unjustly, if he tried to stand on the facts 
of the case, which, without provision for arbitration, 
it has always been hard to establish.” 

Arbitration has been so thoroughly acknowledged as 
an instrument for better business relations that the 
National Shoe Travelers’ Association endeavors to 
direct every bitter controversy to the shoe industry’s 
Council of Arbitration. In fact, problems between the 
traveling man and the factory have been settled 
through the national headquarters of the traveling 
men’s organization, and 100 per cent of the cases 
presented have been settled without legal redress. This 
is all the more unusual when you consider that travel- 
ing men’s difficulties are usually one of contract, actual 
or implied, and relating to commissions and salaries. 

In next week’s issue we will show the actual forms 
to be used in arbitration and will follow it up with 
an article on what constitutes late delivery, standards 
of quality and how arbitration can be accomplished. 





Boot and Shoe Club Meeting 


Boston—The Boston Boot and Shoe Club will inau- 
gurate its thirty-seventh annual series of monthly 


‘dinner-meetings on Wednesday, October 15, at the 


Hotel Vendome, one of the early homes of the organi- 
zation. There will be the usual reception at 5:30 
o’clock, and difner will be served at six. Speakers of 
the evening include John S. Lawrence, head of Law- 
rence & Co., dry goods wholesalers of this city, and 
Louis A. Coolidge, who will speak on the child labor 
amendment. 
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T he Boot and Shoe ‘Recorder Presents 
[ts (olor Forecast for 1925 


By EUGENE PEIRCE 


ITH a view to maintaining the high level of accuracy 

reached by the Boot and Shoe Recorder in forecasting 

colors for a given season, observations have been taken in 
every fashion center, seaside and mountain resort in Europe and in 
this country for the purpose of selecting colors for the spring and 
summer seasons of next year with the following results: 
@ White is to make a gain, both as a solid and in area, when combined with 
colors. Outstanding examples will be white grounds with decorations in 
black, blue, yellow reds, canary yellows and bishop’s purple. 


Black will remain a top liner. Combinations of black and 
white will share honors with the reverse combination. 





@ Black grounds will be decorated with big roses, bouquets and field 
flowers. This insures a vogue of pinks, American beauty reds, and yellows, 
as decoratives. Multicolored embroideries will be chosen as a leading 
decoration for grounds of white, blue, black, beige or gray. 


Ombres to Continue a Favorite 


~ HAWLS embroidered in colors will again be highly regarded. Ombres 
are certain to gain more general recognition than at any time in the 
history of this extreme assembling of shades. In extreme cases as many as_ - 
sixty graded tints, tones and shades will be assembled in ombres. 
@ If rolled into one, all of the previous vogues of stripes in the history of 
style would not equal the indicated vogue for next year, since stripes will 
appear in silks, flannels, silk and cotton constructions, in cottons and linen. 
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@ The outstanding colors for sport will be king’s blue, gold, sulphur 
yellow, reddish purple and yellow reds. 

@ In novelty colors for dressy wear, soft shades expressed in sheer and in 
semi-sheer weaves will prevail. Excellent examples are mauve, orchid, 
lilac, salmon pink, pervench or lavender blue, brick, maise and tilleue with 
lavender, with blues the aristocratic leader. 


For street wear, beige, fawn, cocoa browns and assorted 
tans, together with black, are to comprise the larger portion 
of wool and worsted fabrics. 


@ Fringes and feathers are to be the decorative features for dressy 
i occasions. 

@ Of equal importance to shoe stylists is the clearly indicated renaissance 
of sheer and semi-sheer weaves of which voiles, mousselins, marquisettes, 
silk and wool crepes and organdies are excellent examples. Pumps and 
adaptations thereof are imperative for footwear to be worn with sheer 
woven fabrics. 


Delicate Color Tones to Prevail 


OLD and silver laces in 9-, 18- and 36-inch widths will be high style 
for flounced costumes. The style period of Louis Sixteenth will con- 

tribute adaptations from Aubusson tapestries for novelty mantles. It will 
be recalled that Aubusson is a little town near Paris where the weaving of 
tapestries is said to have been established in 732 A.D. Attention is here 
directed to the equally important fact that the colors are in the delicate 
tones prevailing during the reign of Louis XV or XVI before cubists, jazz 
and sport came on the scene to overshadow color refinement. 
@ The sum and substance of the whole matter of styles for Spring 1925 is 
this— 
@ Printed silks will go over; striped patterns are to battle for supremacy; 
black and white will stay; white will make a gain; multicolored embroideries 
will be a big feature, beige a favored background, combinations of silver 
gray and white very exclusive, and finally Louis XV and XVI delicate 
colors will be drawn upon freely for flannels and for outer garments. Old 
King Sport, however, is satisfied only with yellows, yellow reds, purples, 
sulphur yellows and king’s blue. 





eA Place for the Tailor-made 


6 Bini present interest in ribbed weaves which appear to advantage in 
tailored dresses and in suits, insures a place for tailor-mades with young 
women, especially for town and for street wear. 

@ Careful consideration should be given to the element of proportion in 
producing or buying footwear for spring and summer selling. From present 
indications the exclusives will increase their purchases of sheer and semi- 
sheer dresses and costumes. This will influence the masses to buy more 
freely of voiles and allied weaves for summer wear. Tailor-mades will do 
well if they hold their present position. Sport styles are fixtures; white foot- 
wear an assured staple for summer wear. Except for sport, pastel colors will 
make a big gain. 
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A Better Spring Index 


NE of the most significant indications of a 

better period in the future is the condition 
revealed in the leather markets of the world. No 
one commodity the world over has been so down 
in the dumps. 

Yet on the acceptance of the Dawes’ plan, the 
world-wide activity in raw materials of all sorts 
of leather has been of great significance. In this 
issue we give the highlights in the leather situa- 
tion from actual, authentic information. 

Steel may be the barometer in the building 
trades as wheat is in the agricultural field and 
cotton in the south, but the best measuring stick 
of world-wide economics is that universally-used 
article, leather. The United States must fight for 
it in the world’s markets when other countries 
are absorbing it in leather making. The hand-to- 
mouth policy isn’t possible when leather is nine 
months from the take-off to the final tannage. 


Indications are that with the election period 
over, business, particularly in shoes and leather, 
will take an upward movement so the spring of 
1925 will be a memorable period in its possibilities 
for production, distribution and profit all along 
the line. 

The immediate situation may be difficult to in- 
terpret, but no right thinking economist doubts a 
better spring in 1925, because of the problems 
solved in 1924. We are on the upward path. 





. Tans—No Flurry 


HEN a runaway demand for tan is expe- 
rienced by communities in all parts of the 
country, it needs explanation. There should also 
be contemplation of the future status of that color. 
As we have emphatically pointed out since last 
May, the call for tan is logical and in line with the 
trend of garments to the browns and blues, and 
away from the blacks. It is never a good thing for 
an industry to go too far in any one direction. We 
saw it in light colored suedes and in the vivid 
reds and blues—“sheik” and “shriek’—colors of 
a year ago. Balance in footwear colors is as much 
to be desired as balance in stock and balance in 
business. When all shoes are black, less pairs per 
person result. 

It is one of the healthiest things experienced 
by the shoe trade that tan has come in with such 
strength, because it means a national interest, not 
only of those who first plunge into style, but those 
who wait until it is thoroughly tested. 

From present indications, tans will be the 
strong opening number of early spring, because 
advance selections for southern resort business in 
the mid-winter are strongly pointed towards still 
lighter tans. 

The tan movement, as we see it, is no flurry, 
but a real constructive and consecutive movement 
in footwear style pointing a way to a profit and a 
way to extra pairs per person. It should be encour- 
aged and not killed by the pessimism that says: 
“It’s too good to be long with us.” 





Plan to Eliminate December 
Slump 


HE final three months of the year offer some 

opportunity to the shoe man to balance his 
books at a profit. We need say but little as to the 
profit actualities of the nine months already 
gone by. 

The time to plan for holiday merchandising is 
now. The December slump which has been charac- 
teristic in the shoe business for a quarter of a 
century, should be lifted up into a period of real 
activity. There are more articles salable in shoe 
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stores today than ever before. There are more 
opportunities for selling useful gifts than ever 
before. 

Some one in the middle west has year after 
year used the slogan “Useful gifts make the hap- 
piest Christmas.” He plans to use it again this 
year with still greater efficiency, for he realizes 
that the public is in a spending mood. He bases all 
of his publicity and selling appeal on the homely 
phrase, “Wouldn’t you like” or “Wouldn’t Bill 
like,” or “Wouldn’t Mary like” and then says some 
nice. things about high-cut boots, dancing pumps 
or comfort slippers. He puts in the vublic mind 
the idea that the shoe store is a great ally in the 
selection of suitable gifts. But, the planning must 
come now. 

The Recorder has been somewhat fortunate in 
engineering National Sandal Week and National 
Tan Week, so how about a National Useful Gifts’ 
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pay for the lot including freight, etc., we must 
first sell 22 pairs of our 36 at $7.00. Our selling 
expense is 28 per cent, and that percentage of 
$252.00 is $70.50, and to pay for this we must sell 
10 pairs at $7.00. There we stand with 22 pairs to 
pay for the goods and 10 pairs to cover the serv- 
ice. The net profit lies in the last four pairs. Know- 
ing that they are the least desirable sizes, it is up 
to us to make our profit out of their speedy sale. 

With a messy lot of unrelated lines of shoes, the 
final four pairs usually wind up on the bargain 
table in the first store—but in the second organi- 
zation, size selection is spread over a greater num- 
ber of pairs of shoes and there are fewer odd sizes 
to the 36-pair lot and a greater salability because 
the family type of shoe carried is still a leading 
number. It was bought for a longer run than a 
six-day flurry and is therefore of greater profit. 

When a man picks a good pattern and then 
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period of six weeks, 
with shoes having the 
first call. 


Related Lines 
of Shoes 


WO stores, side by 
side, one buying 
from seventy-two 
houses and the other 
from a dozen, present 
an interesting example 
of management. In the 
first store, any thirty- 
six pairs that look good, 
find a resting place on 
the shelf. In the second 
store, a decision once 
made on a good num- 
ber means an emphasis 
on that family type, a 
purchase across the 
boards in leather, heels 
and materials, all on 
the same pattern, so 
that there is no dupli- 
cation of lines of shoes. 
In the second shop 
the shoe was analyzed 
as follows: 

Suppose we buy 
thirty-six pairs and pay 
$4.20 a pair. The gross 
margin being 40 per 
cent, makes the selling 
price $7.00. We now 
owe the manufacturer 
$151.20. Therefore, to 




















Do You Think or Just Think That 
You Think? 


By Edward F. Roberts 


r your brain only hitting on one cylinder? 

An automobile engine that hits only on one 
cylinder will not move its car very far or very 
fast. Your brain is your engine and it will not move 
you very far or very fast unless it is hitting on all 
cylinders. If all cylinders are working you are 
really thinking. If only one is working you only 
think that you are thinking. 

The world is full of brains operating on only 
one cylinder. They are equipped with four or six 
or eight or even twelve, but their owners never 
seem to be able to get more than one to work. 

How about you? Do you think or think that you 
think? Here is one way to test your spark plugs 
and find out for yourself: 

Whatever your job, whether you are boss of 
your own business, department manager or private 
in the ranks, there are certain things that are 
routine with you, tasks which you do every day or 
every week or every month. Do you know why you 
do those things in the way you do them? Do you 
do them that way because the man who held the 
job before you did them that way, because when 
you took over your job you were told to do them 
that way? 

If you do your mind is only working on one 
cylinder. You only think that you think. 

The man whose mind works on all cylinders wants 
to know the “why” of everything he does. He wants 
to know what results he is accomplishing and if 
there is not a better way of accomplishing it. 

Here is a little true story of a man whose mind 
works on all cylinders. 

In the great Schenectady plant of the General 
Electric Company there is a man who had a job 
turning screws. When he took that job he was 
shown how the man before him had made these 
screws. For years, hundreds, yes thousands of one- 
cylinder men had been making screws that way. 
Our man wanted to know the “why” of it. Because 
his brain really worked he found out that there 
was a very simple way by which screws could be 
made much faster and therefore cheaper. 

That man is a foreman today and is going higher. 
Brains that hit on all cylinders are the brains that 
win the race. 














diversifies its material, 
he is bound to have 
more sizes and widths 
and greater stock serv- 
iceability than by any 
method of sharpshoot- 
ing. We are coming out 
of the period of inde- 
cision on style, and into 
a real period of profits. 
The second plan super- 
sedes the first just as 
soon as knowledge of 
how to handle style 
steps out of the kinder- 
garten into the grade 
school. 





Price of Wheat 


VIDENTLY the 
stars in their 
courses fight for the 
American wheat farmer. 
The September estimate 
of the Government 
places the spring wheat 
crop of the United 
States 22,000,000 bush- 
els over the August 
forecast, raising the 
total crop of all wheat 
in this country to 847,- 
000,000 bushels, com- 
pared with 785,000,000 
bushels in 1923 —and 
wheat now brings about 
40 cents a bushel more 
than a year ago! 
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Seen in a Shop Window 


A Rubber Footwear Display That Suggests ‘‘ Mixed” 
Advertising 


heard repeated at least twice a year since you 
first started wasting your time listening to 
yarns—the sausage maker, who, in expounding the 
worth of his product, maintained it was composed of 
equal parts rabbit and horse meat, and who, when 
pressed for a further statement as 
to the exactness of his contention, 
stoutly held to original claims and 
offered in substantiation the uncon- 
trovertible fact that for every horse 
used one rabbit also was used. It’s 
the original of 50-50 propositions. 
Nothing, though, is without some 
good in it. The merchant will draw 
from this story the correct’ “mix- 
ture” of shoe and rubber in adver- 
tising display and other selling. The 
shoes, the horse—the rubbers, the 
rabbit, and the two associated as 
closely and proclaimed as loudly as 
the sausage maker’s stock. 


[KE the old sausage maker—the story you’ve 


What One Store Does 


The window display noted, sticks out from the usual 
shoe store showing because rubbers are handled as the 
complement of shoes. The very simplicity of the thing 
holds the secret of its force. Nothing to it but the 
shoes and the rubbers that go with the shoes. The 
passerby looks at the two and the reasonableness of 
buying the two together moves him to a purchase of 
rubbers when his need at the time is only for the shoes 
—rubbers are popularly a rainy day article, so why 
should they be included in a straight purchase of shoes. 

They were balloon shoes, so a balloon tire was used 
to put a little “zip” into the 





How to use the “Don’t Forget 
Your Rubbers” idea in a window. 


localities, that only a few days will pass without a 
rainstorm. 

And it is remembered that there are a great num- 
ber of men who never think of putting on rubbers for 
one rainy day; that it takes most men one or two days 
in a storm to come to the wearing of their rubbers. 

It might be said that men wear 
rubbers or rubber footwear only 
about 331-3 per cent of the time 
they actually need them, but a nat- 
ural aversion to figures prevents us 
from resorting to percentages. 

There is an opportunity in making 
folks wear their rubbers every time 
they actually need them. It ought to 
be easy. Proper display is important. 
The right thoughts associated with 
this article of footwear, too. 

Here are some thoughts as they 
come on the subject. : 

Adopt the principle in your selling 
policy that for service a pair of rub- 
bers should be sold to each customer 
buying shoes. To keep the thought 
before salesmen and before the one who is trying on 
the shoes, tag every pair of shoes in the store with a 
tag cut out in the shape of a rubber, printed black all 
over like a rubber, and with the wording like this in 
white on each tag, “We have the rubbers to fit these 
shoes—why not purchase them now and save your- 
self the discomfort and danger of wet feet later.” 

That is a simple thought, but it’s the simple 
thoughts that do the business. 

And initial rubbers—put the initials of purchasers 
into each rubber sold, for, like umbrellas, rubbers are 

often lost, and more time is 





idea of balloon toes. Smart- ‘ 
ness, luxuriousness and ease 


bers from among two or 





are spoken of more eloquent- 
ly in the automobile balloon 
tire than words could pic- 
ture. A short wording on 
a sign on shoes, “Balloon 
Toes”’—a card at the rub- 
bers reading “Rubbers to 
Fit Them.” The similarity 











The“ BALLOON | 


The Rubber t wear wit them 


three pair that happen to 
be thrown together than on 
any other article of wear. 
Rubbers all look alike unless 
they are initialed. 

Set up a “Chamber of 
Horrors” in your window. It 
can be a regular feature, 


| lost trying to pick one’s rub- 
| 


























of the last in shoe and rub- 


} whatever the general win- 





ber is seen. When a man sees 





dow display happens to be. 





an opportunity of getting 

rubbers that fit his shoes it 

means something to him. 
Does this supply an idea? It ought to. 


As the Mind Wanders 


Everyone knows that rubbers aren’t important until 
it rains. Yet nothing is so certain, except in a few 


The balloon tire window as sketched from actual 
shop window. 


The display under heading 
“Wear Rubbers” will consist 
of shoes that have had to 
battle too many rainstorms. They will tell their own 
story. 

Find out from the local weather bureau the average 
precipitation for one’s district, which will provide an 
effective slogan something like this, “Reports Show 
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That You Need Rubbers Every (Third) Day in 
(Town).” This is to be used in window, interior and 
newspaper advertising with some item about the stock 
or bargains for the day on which this appears. 

Weather forecasting is another interesting method 
of keeping rubbers in the limelight. Without taking 
any space from regular lines, weather reports may be 
posted in a window daily until folk come to look for 
them there and nowhere else. This in itself will attract 
considerable attention, and if one person or two stop 
to look in at a window you may rest assured others 
will do so. The ones who are interested alone in the 
weather report will draw other prospective purchasers 
out of the passers-by to your window. 

As a feature, not costly but decidedly interesting, 
offer to give a pair of any type of rubber footwear 
in the store away to the first customer on the day 
that it rains when one’s forecast predicted “fair.” 


Use a Symbol for Window, Etc. 


“Don’t forget your rubbers.” That’s come to be one 
of our family sayings. It means more than any phrase 
a shoe man could think up if he were to take sufficient 
time. Time is the last thing a shoe merchant has, so 
it would be better to adopt this for economy’s sake. 

The old familiar umbrella stand and its solitary pair 
of rubbers beside it betokening one member of the 
family who thinks of buying rubbers. 

Just say to one’s guest the very next time he is leav- 
ing, “Don’t forget your rubbers,” and though it may 
be a pleasant evening those words will register in- 
stantly, and the immediate result will be seen in the 
guest’s starting back for the rubbers. 

So put the umbrella stand and a pair of rubbers 
with this wording on a card at the door of the store 
and watch customers’ reactions to this time-honored 
admonition. See if it doesn’t sell rubbers. Put this 
same thing in a window as a secondary display with a 
rug like in a front hall. See if it doesn’t sell. 


In Newspaper Advertising 


Take the advertisement, rough sketch of which ap- 
pears on these pages. 


























] 


A symbol for interior display, for windows, for 
newspaper advertisements. Use for a month or 
two, then change. 











Protection Both Ways—rain or shine, is the head- 
ing. 

Write copy like this: 

You know the rain will make a dish rag of the 
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frillery in a latest Parisian hat. You hesitate to trust 
a delicate waist’s smartness in water. 

Fine things deserve care. That is the way you will 
feel about the smartness, the freshness and the satiny 
texture of the leather in these pumps, You will hate 
to have their beauty threatened. 












chon Both Ways 


(tain er Shine) 




















Smart shoes demand care 
























































Your Shoe Co. 


Street ~~ ~ Town 
\ f 




















The shoes haven't lost a thing to rubbers in this 
advertisement—both ought to benefit through the 
association. 


You will wear rubbers—the kind that just fit them, 
and you'll. be just as smartly shod on a rainy day as 
any other—and your shoes—you’ll get dollars more 
out of them. 

Well the sausage maker started something—so did 
that balloon tire display—and it’s possible some good 
will come out of it. The tendency in shoe stores ought 
to be more toward display, and if that thought has 
received a start in these two pages that’s all anyone 
can expect of two pages. 





Brockton Fair Prizes Awarded 


Brockton, Mass., Oct. 8—Prizes of $50 were awarded 
to Miss Grace Anderson and Jerome Tighe of this 
city, models in the recent Brockton Fair Shoe Style 
Show. Miss Anderson, showing shoes manufactured 
by the M. N. Arnold Shoe Co. of North Abington, and 
Mr. Tighe, model for the Geo. E. Keith Company of 
this city, were selected by three judges as the best of 
35 models. The judges included Everit B. Terhune, 
treasurer and general manager of the Boot and Shoe 
Recorder; James H. Stone, president and editor of The 
Shoe Retailer; and Thomas F. Anderson, secretary of 
the New England Shoe and Leather Association. 
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Leather Stocks Are Low and Prices 
Are Advancing 


Higher Prices for Shoes is the Possibility 
Faced by Industry 


OVEMENTS of prices of hides, leather and 
M shoes are of importance just now, as manu- 

facturers and merchants are planning for 
business for 1925. Some facts and opinions concerning 
them have been gathered by the Boot and Shoe Re- 
corder and are presented herewith. 

Fraser Moffatt, president of the Tanners’ Council, 
said in a recent statement: 

“The decrease in stocks within the year has been 
equivalent to 7,160,000 sides of all forms of the sole 
leather supply. The normal monthly consumption of 
sole leather is equivalent to the overcoats of 750,000 


this no criterion of the markets. He takes the position 
that the mission of the tanner is to keep prices down, 
and to maintain the volume demand for leather. 
Another calf leather merchant of Boston took the same 
position, arguing that it is better to maintain a large 
volume of business and to bring about a steady use of 
all grades of leather, than it is to encourage advances 
in prices. 


More Grades of Leather Than Ever 


For a summary of the market it may be said that 
there are more grades of leather than ever, and more 


cattle, or 1,500,000 sides,” 


Higher Prices for Sole 
Leather 


A manufacturer of cut 
soles, being asked about the 
markets, made the terse re- 
ply: “Three cents more a 
pound are we paying for our 
sole leather because we have 
to, the supply being short 
since tanners have curtailed 
their production.” 

The First National Bank 
of Boston, in a recent market 
letter says: “Exports of hides 
and skins have been abnor- 
mal, gaining from 11,000,000 
pounds in the first seven 
months of 1923 to 72,000,000 
pounds in the same period of 
1924.” 

In other words, the de- 
mands of European tanners 
have lessened the supply 


When Hide Prices Advance 


What a paradox exists in the leather trades. 
In the Buenos Aires market, England, Italy and 
Germany have each separately and individually, 
purchased as many hides in the last month as 
the United States. 

At home here, the hand to mouth buying of 
the merchant and manufacturer has necessitated 
a similar policy on the part of the tanner. The 
tanner who goes into the market for raw hides 
today, pays five cents a pound more, and is selling 
finished stock at a price far below what the new 
level should be. 

One of the reasons why the world is buying 
finished leather in the United States today is 
that we are now the lowest finished leather mar- 
ket in the world. Even Germany has a price 
higher than ours. 

That this means eventually a higher cost in 
shoes is apparent. The tanner cannot continue to 
take big annual losses for he has eaten up all his 
reserves. A real national spurt in consumer buy- 
ing would exhaust desirable finished leather be- 
fore new stock could be made. 


a a ne le 


specialties. Consequently, 
there are more selections, or 
grades, styles and prices, 
from which the shoe man 
may chose his leathers. 
There are prospects that 
some shoe manufacturers 
will grade up their shoes, 
using better leather for 
which they pay more; that 
others will grade down and 
use cheaper leather, and that 
still others will maintain 
the quality, be the cost what 
it may. This is as it always 
has been. 

Chicago hide market re- 
ports for early October show 
prices of hides up from one 
to three cents over prices for 
October of a year ago; 
prices of green salted Chi- 
cago city calfskins are up 
three and four cents above 
those of a year ago. 





of hides and skins for domestic tanners. 

The Pratt Bros., Inc., report said, for early October: 
“Big tanners announce increases of one to two cents 
in schedules of backs and bends and have been able 
to effect moderate sales at this advance. . . . Most lines 
of upper leather are selling in a larger way, and in- 
creases in prices are generally asked.” 

A tanner of patent leather said that his prices show 
an average advance of three cents a foot. He notes 
that his customers are paying the advances, and are 
not shifting to lower grades, a circumstance which 
he considers encouraging. 

A calf leather merchant of Boston reported firmer 
markets and said that he was getting 50 cents a foot 
and better for his top grades. But, singularly, he held 


Amazing Prices for Sheep 

Fourteen cents a foot has been offered for colored 
sheep for lining shoes, with tanners asking 17 and 18. 
It seems that tanners can get from 20 to 25 cents a 
foot for sheep from the coat trade, which is seasonably 
brisk just now, and from the belt trade, which is mak- 
ing millions of suede leather belts, now in fashion. 
Seven cents was once a common price for sheep for 
linings. 

The rise in sheep is an amazing feature of the 
leather market. It is regarded as significant by those 
shoe and leather men who believe in the tradition 
that sheep leather is the bottom of the market and 
that when sheep leather went up, all above it had to go 
up, too. 
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This is the original Douglas Condition Map, in use over thirty years for business purposes. It reflects variations 
in buying power arising from variations in local condition of industries and of agriculture in each section of 
the country. Changes since last month have been for the better, notably in Kansas and parts of Missouri, due to 
higher prices of farm products and increased activity in the lead and zine mines. 


The Road Ahead Is Cleared for Progress 


Ascendency of Demand Over Supply, Improved Conditions in Agricultural 
Sections, and the Consequently Optimistic Sentiment of Business Men 
Clear the Road for Rising Activity 


RITING in the Business Bulletin of the La 

\ \ Salle Extension University, Archer Wall Doug- 

las, chairman of the Committee on Statistics 
of the Chamber of Commerce of the United States, has 
some optimistic things to say. “The most significant 
happening in the industrial world,” he says, “is the 
larger output of steel and iron products because of 
heavier buying by consuming interests. Pig-iron pro- 
duction in August was 1,891,145 tons, against 1,784,- 
899 tons in July, and the output of steel ingots was 
2,541,501 tons in August, against 1,869,416 tons in 
July. Unfilled orders on the books of the United States 
Steel Corporation on August 31 were 3,289,577 tons, 
being 102,505 tons more than at the end of July. The 
steel and iron industry is now operating at about 56 
per cent of its capacity, compared with 41 per cent in 
July. Notwithstanding this increase in production, 
there has been no change in prices. 

“The improvement in the steel and iron industry has 
an importance far beyond its own confines, for i is 
widely regarded as one of the most reliable barom- 
eters of general business activity, and is looked upon 
as the forerunner of like activity in many other lines 
of production. 


“The better business in metals is shared by other 
lines, among them being automobiles, which show an 
output in August of 268,477 cars, as compared with 
262,876 in July. This production seems to be largely 
based on orders from the field, and is taken as an 
index of generally improved conditions. The rubber- 
tire industry seems to have turned the corner after 
an extended period of dullness. Plants are operating 
at about 60 per cent of capacity. 

“Likewise does the long-suffering textile industry 
seem to be ‘coming back,’ especially in cotton goods. 

“The story of woolen goods is of higher prices for 
raw material, but with a somewhat lower level of 
prices on finished fabrics. The mills have been running 
at about 50 per cent of their capacity, but are slowly 
increasing this rate. The silk industry is the most 
active of any of the textiles, with rising prices of 
raw material. 

“The production of shoes reached its low point in 
July, and since then there has been a noticeable in- 
crease in orders. There has also been an increase in 
the price of hides. This is the natural result of a gain 
of about 400 per cent in exports of hides and skins for 

(Continued on page 64) 
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Fashion Decrees More Shoes Per Person 


This Because Costumes Are Varied and the Rule for Harmony 
Between Dress and Shoes Prevails 


S in dress, so in footwear the 
A ensemble reigns. This sea- 

son’s fashions command a 
larger assortment of shoes in the 
wardrobe than formerly, for every 
costume is accompanied by harmo- 
nizing shoes to complete the en- 
semble from top to toe. Compliance 
with this rule to match hat and 
costume is particularly smart and 
was done to a marked degree at the 
International Polo Matches, where 
fashion’s smartest assembled. 

A predilection for unusual con- 
trasts is found in smart shoes. 
Lizard and alligator are cleverly 
combined with- all leathers, suede 
finds a distinguishing foil in kid- 
skin, gold or silver kidskin adorn 
gold or silver brocade. Blending 
two tones of the same leather is an- 
other means of achieving effect. 
Color in footwear asserts itself to 
a marked degree. This is easily ex- 
plained. Shoes merely reproduce 
the trend of dress. Brown and 
green having been pronounced 
smart by fashion, these colors call 
for brown toned leather as a pleas- 
ing accompaniment in footwear. 
Brown shoes, therefore, in calf, kid- 
skin and suede attain prominence. 
No longer does all the world wear 
black shoes though black still leads 
in patent leather and suede. 


Pumps for Both Day and Night 


Eyelet designs over harmonizing 
leathers are widely used and over- 





Above—Perugia gray kid shoe 
trimmed in gray lizard. Shoe 
much copied already. Imported 
by I. Miller. Below—Russia 
tan calfskin and tan suede 
instep fitting shoe. From 
Alexander. 


By MARGUERITE CAROE 





The ensemble costume 

which constitutes the 

smart winter silhou- 

ette. Note the square- 

crowned hat now in 
vogue. 


whipped leather bindings are new. 
Excessive simplicity in dress is 
followed by simplicity in shoes. The 
pump rules by day or night for 
smart dressing. In the morning we 
find it in tan calf wearing a tail- 
ored leather bow; in the afternoon 
a steel buckle may adorn a patent 
leather or suede pump. It is smart- 
est, however, when it is plain. For 
evening it contrives charming orna- 
ments of rhinestones as shown by 
Hennings in the form of a bird, an 
elephant or a butterfly applied to a 
velvet background. The conven- 
tional rhinestone buckle or no 
buckle at all may be preferred. 


One or two straps of different 
widths are permissible in their 
simplest form but intricate straps 
that deformed the foot in the multi- 
plicity of their ways are a thing of 
the past. 


Types of Oxfords Being Sold 


Now we come to the oxford or 
imitation oxford which, far from 
being a popular number, remains in 
the hands of exclusive houses, all of 
which feature it in some shape or 
form. More often than not it be- 
comes an inatep-fittint shoe with 
gorings at the sides as shown by 
such houses as Cammeyer, Cousins, 
Alexander, Hanan or Brown & 


Clark. In these shoes, two leathers 
harmoniously contrast, usually sand 
suede and tan calf, the former fab- 
ricates the quarters and the latter 
the vamp. They find solace in perfo- 
rations and stitching or tiny ap- 
pliqued leather scallops now that 
cut-outs are rapidly vanishing from 
the scene. Hennings and Brown & 
Clark show oxfords with sham lac- 
ing of leather appearing in front, 
while side gorings insure perfect 
fit. An interesting example of sham 
oxfords from Hennings is here 
illustrated in black suede with a 
scalloped black kid cuff (showing 
the present use of two kinds of 
leathers), traveling around the 
opening of the shoe. Delman in his 
smartest shoes develops the oxford 
in brown or black alligator tying 
with a ribbon bow. The oxford is 
slowly but surely pushing its way 
to the fore. With tailored dresses 
or suits the smartest women on 
Fifth Avenue and in the leading 
hotels endorse it. 


What Styles Led at Polo Games 


A word of timely interest should 
be added on shoes seen at the Polo 
games. Though black suede led, 
with brown and green costumes, 
which appeared in marked number, 
tan calf or kid shoes were pre- 
ferred. The plain or trimmed pump 
with buckle and one- or two- 
strap shoes took the lead. Alli- 
gator or snakeskin pumps and ox- 
fords appeared as novelties on the 
smartest women. Blond and brown 
satin pumps were sometimes worn 
with costumes in this range of 
color. 

In stockings, the nude shades 
prevailed on all sides, while occa- 





Two forms of leather tailored 
bows on tan Russia calf pumps. 
From Frank Brothers. 
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Top—Dark 
brown kid fancy 
pump with pat- 
ent leather trim. 


Middle — Tan 
calf oxford with 
sham — leather 
lacing, elastic 


gorings and per- 
forations. Below 
— Fancy pump 
of patent leath- 
er. All three 
shoes from 
Brown & Clark. 








sional brown stockings matched the 
costume. 


The Ensemble Costume for 
All Occasions 

Though the Grands Couturiers 
at the recent openings far from 
agreed on all points of dress, a com- 
mon understanding was reached in 
regard to the ensemble costume, 
which they pronounced the correct 
street costume for the coming sea- 
son. 

Usually of soft nap suede woolens, 
kasha cloth, or in heavy ribbed 
silks this costume follows the 
straight, tube line, the coat more 
often than not reaching the hem of 
the skirt which may belong to a 
one-piece dress or tunic compose 
gown, the skirt then matching the 
coat and the tunic using a silk crepe 
of a blending or lighter tone. In 
many instances the lining of the 
coat matches the tunic. Many of the 
heavy ribbed silks have a kasha or 
cashmere lining. So great is the 
acclaim given the ensemble cos- 
tume that leading furriers and 
specialty houses are making dresses 
to go with three-quarter fur coats 
or capes, such combinations being 
noticeable at several Paris open- 
ings. The lower part of the dress is 
banded with a wide fur border 
matching the coat or cape, and cuffs 
on the dress also reproduce the fur. 


Plaids, the Aristocrat of 
Sportswear 

Plaids are with us now rightly 
introduced by the leading houses of 
Paris and New York. No one can 
deny the persistence of plaids to 
achieve their aim. They boldly 
made their mark this summer in 
charming chiffon patterns and were 
adopted by the ultra smart. 

A conservative house such as 
Hollander revels in plaids not only 
in bright red and black effects for 
smart coats but also in ensemble 
suits where the plaid, in more sub- 
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Rhinestone orna- 
ments. First — Wild 
duck flying across 
orange velvet sun. 
Second — Elephant 
tramping against 
black velvet palm 
trees. Third—Butter- 
fly fluttering on col- 
ored velvet flowers. 
Four—Fancy black 
suede oxford with 
scalloped black kid 
cuff. All four shoes 
from Hennings. 





Snakeskin hat, envelope bag 


and pump trimmed in brown 
kid. Worn by smart woman on 
Fifth Avenue. 
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Left—Patent 


leather slipper 

with strips of stitched blue kid- 

skin. Middle—Fancy cut-out 

on black suede shoes. Right— 

Strapped tailored shoe of ‘tan 

Russia calfskin. All three shoes 
from Delman. 


dued tones is mainly used as trim- 
ming. 

Again Bonwit Teller showed a 
complete window of plaid sport 
dresses for which use it is particu- 
larly smart. One in a brown plaid 
on a tan background asserted the 
importance of buttons in its open- 
ing all the way up the front while 
another in Scottish tartans of blue, 
green and red adopted a wide kid 
belt and swung a hip length cape 
to command a foremost position. 


Pearls Follow Their Course 
to Shoes 


Pearls ascertained a place of 
importance when Chanel launched 
her famous pear! and emerald neck- 
laces of varied lengths and shapes. 
Shoes insist on their share of 
honors, so does a novelty shoe at 
Delman combine seed pearl straps 
with Beauvais embroidery and gold 
inlay at sides. 


Ombre Colorings the New 
Color Note 


Ombre colorings manifest them- 
selves much about town. From 
street to evening attire they wend 
their way. Many of the tailored 
gowns for instance blend a low 
waisted bodice of a light shade such 
as tan into the more sombre color- 
ing of the skirt such as brown. 


‘Greens and blues are similarly used. 


Materials can be procured shaded 
so that no unsightly seam breaks 
the line. 

In chiffon for evening we find 
imported gowns running a whole 
gamut of color from the lightest to 
the deepest tones. It almost takes 
French material, however, to attain 
these effects as domestic dyes prove 
a somewhat blotchy process. Even 
fur coats in Paris are not immune 
to the manipulations of the dye pot 
as witnessed a cape of shaded goat 
fur, collared in light gray fox. 
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Ben Bolt Sells Shoes by the Trunkload 
Out in Kansas City 


The Wardrobe Idea, Adapted to Shoe Selling, Proves 
Successful in Big Furnishings Store 


LMOST a quarter of 
A a century ago, when 
Ben Bolt was placed 
in charge of the shoe depart- 
ment of the Palace Clothing 
Co. of Kansas City, he was 
recognized as the most ex- 
pert shoe fitter in the city, 
and he still bears that en- 
viable reputation, although 
time has brought him much 
greater responsibilities than 
the mere fitting of shoes 
upon customers. 

At that time the shoe de- 
partment was a very modest 
“one-man” institution, but 
today it is one of the great 
drawing cards in this mod- 
ern furnishing house, occu- 
pying two rooms, each 125 
by 33 feet in dimension, stocked to capacity with thou- 
sands of pairs of high-grade shoes, and requiring the 
services of almost a score of employees, besides Mr. 
Bolt, who directs the energies of these highly trained 
subordinates. 


The Secret of Extra Pair Sales 


The difficult task of selecting the tens of thousands 
of pairs of shoes which pass from manufacturer or 
wholesaler, through this store to the “ultimate con- 
sumer,” devolves upon Mr. Bolt, and is one of the 
“odd jobs” which he does in connection with his task 
of store management. Then there is the “little detail” 
of sales management, of training the entire force to 
the highest point of efficiency and of building prestige 
and business for the firm which employs him. 

“Even during good times,” declares Mr. Bolt with 
emphasis, “the business man who pushes his lines 
vigorously is the only one who can reach the goal called 
success. I use a little slogan here in the store, the 
essence of which I impress continuously upon the em- 
ployees of the store. It’s short and snappy—two words: 


“PROMOTE BUSINESS!” 


What does Mr. Bolt mean by this brief slogan— 
Promote Business? He means just the same as the 
agricultural experts mean when they use the expres- 
sion, “Make two blades of grass grow where one grew 
before.” 


“Here’s how we make a practical use of this slogan 
in speeding up turnover in our shoe business,” ex- 





Typical shoe wardrobe as chosen by Mr. Bolt. A 
small trunk may be used or a specially designed 
compartment box can be built. 


plains Mr. Bolt. “For in- 
stance, when we have sold a 
lady a ten- or twelve-dollar 
pair of shoes, we consider 
that as a mere beginning. 


The Origin of the “Shoe 
Box” 


“We encourage such pa- 
trons, that is, those who can 
readily afford the best, and 
plenty of it, to establish a 
shoe box (see photos) con- 
taining from half a dozen up 
to a dozen or more pairs of 
shoes, appropriate for dif- 
ferent occasions, or for vari- 
ous types or shades of cos- 
tumes. 

“And right here is where 
our shoe salesmen must pos- 
sess a keen knowledge of what is appropriate for wear 
with the various types of dress, and for social occasions 
of every kind. ; 

“The ‘shoe box idea’ promotes business for us in the 
most satisfactory manner, as well as opening up ave- 
nues for new business. Ladies of ample means, par- 
ticularly, take kindly to this idea. 


Every Type of Shoe Sold in a Bunch 


“Our idea is this: If a wardrobe containing every 
type and variety of dress, for those who can afford it, 
why not a shoe box, devoted exclusively to milady’s 
taste and variety in footwear? 


“The salesmen in our store use two general leads in 
promoting this idea, and in selling several pairs of 
shoes to a single patron. The first consists of shoes 
for various types of usage. Thus, an alert salesman 
may land an order for hiking shoes, golf or tennis 
slippers, shoes for ordinary street wear, house slip- 
pers, low-cuts for exclusive summer wear, etc., etc. 
Then there is the matter of selecting shoes to go with 
certain gowns, of which the owner may be particu- 
larly proud. In these days of various and delicate 
shades in footwear, milady can, as a rule, match or 
contrast any or all of her most expensive gowns. In 
many cases, all that is required is the introduction of 
the subject in an interesting manner by the salesman. 
Perhaps the idea is absolutely new and novel to the 
lady patron, yet its reception may be all the more 
spontaneous for that reason. Perhaps the shoe-box 
idea, as a whole, is one of the most potent business 
builders ever introduced in this business, and its chief 
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value lies in the fact that it promotes the sale of sev- 
eral pairs of shoes, rather than of a single pair. 


How to Make a Shoe Box 


“Now as to the shoe box itself. A small trunk may 
be used with perfect satisfaction, as illustrated in the 
photographs of ideal assortments, both of which were 
chosen ‘by myself, as typical of the average woman’s 
or man’s needs. But, in many instances, ladies prefer 
to have their shoe box made to order, of finest mate- 
rials, and with separate compartments for each pair 
of shoes. That is a good idea, too, and the size, shape 
and materials for construction may be chosen by the 
patron, and a cabinetmaker or clever carpenter chosen 
to make a box which shall conform exactly to the 
owner’s ideas. Thus a carefully planned shoe box may 
be ‘a thing of beauty and a joy forever,’ in which the 
owner takes a just and lasting pride.” 


Hosiery Also Featured 


“Promoting business is made possible in many ways 
through the power of suggestion. When we have fitted 
out a lady customer with a well-filled shoe box, we find 
still further possibilities in the case in the matter of 
hosiery. Shoes suggest hosiery, and shoes of beautiful 
and delicate shades suggest hosiery of the finest qual- 
ity, to match the shoes. Suppose a patron buys a half- 
dozen pairs of shoes, of several shades of color as well 
as of various styles. Well, the clever salesman sees an 
opening right there to sell her perhaps twice that 
number of pairs of hose. It is our policy to keep in 
stock hose of the exact shade to match any pair of 
shoes for sale in the store. Hence, it isn’t necessary for 
the patron to accept a pair which fails within two or 
three shades of color to match her new shoes. In our 
store, she can obtain a perfect match, which enhances 
the harmony of her costume to a marked degree. 


Polishes and Cleaners Included 


“Again, following the power of suggestion in its 
connection with related lines, we make a specialty of 
featuring the preparations to be used upon shoes for 
their beautification, as well as for their preservation. 

“At one end of the store we maintain a large stand, 
for the display of all the various types of these prepa- 
rations essential for use upon every type of shoes we 
sell. One would be surprised 
at the variety and number 
of these, and each is exactly 
adapted for useupon a certain 
type of leather or other shoe 
material, and for none other. 
The salesman calls the at- 
tention of the patron to this 
department of the store, 
after completing the sale of 
shoes, and usually makes a 
sale of several of these. Pa- 
trons are encouraged to keep 
these preparations in one 
compartment of their shoe 
box, to facilitate convenience 
and regularity in their use. 
The correct use of these 





How a man’s shoe wardrobe looks. 
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preparations lengthens the life of the shoes consid- 


erably.” 
Successful Card Index System 


Another method of promoting business, as well as 
of maintaining accurate records of sales and custom- 
ers, is the simple and practical card-index system de- 
vised by Mr. Bolt, and used throughout the store. Lit- 
tle cards, about two inches square, are slipped into 
the groove at the front of each shoe container. On 
one side of each of these cards is an exact description 
of the shoes, including stock number, size, style, lot 
number and price. On the reverse side of the card is 
filled out when the shoes are sold, and contains the 
name and address of the purchaser, date of purchase 
and name or number of the clerk making the sale. 

Mr. Bolt regards the juvenile department, estab- 
lished some years ago, as one of the genuine accom- 
plishments of his career. This department is entirely 
separate from the main shoe store, occupying the en- 
tire basement, and here the youngsters reign supreme, 
and are served by salesmen who are specialists in their 
work of choosing wisely for the benefit of the youth- 
ful customers of the store. The youngsters go through 
a pair of shoes much more rapidly than their elders, 
says Mr. Bolt, and therefore the regular patronage of 
several hundred children of varying ages is a valuable 
asset to any retail store. 


Rhode Island Merchants Meet 


Holding an association meeting in the neigh- 
borly quarters of one of the shoe stores of Provi- 
dence, the Rhode Island Shoe Retailers’ Association 
met last Tuesday in the opening session of the 
fall campaign. The store selected for the first meet- 
ing has a history of service dating back to 1812, 
and the host was Fred S. Fenner, proprietor of the 
Sullivan Shoe Store. Owing to the death of President 
Thomas since the last meeting, the first order of busi- 
ness was the election of a new president and vice- 
president. The ballots were unanimous in favor of 
E. S. LaFayette of Woonsocket and William P. Butler 
of Pawtucket. 

The speakers of the evening were the editor of the 
Boot and Shoe Recorder and Charles Nisley of Spring- 
field, Ohio. Methods of merchandising in Ohio and 
Rhode Island were compared 
and the most significant 
thought of the evening was 
expressed by Mr. Nisley, 
that merchants collectively 
can do wonders where in- 
dividually they are helpless. 
He called for collective mer- 
chandising schemes, collec- 
tive publicity and collective 
window displays and urged 
an early Christmas activity 
on the part of stores under 
the slogan “Useful gifts 
make the happiest Christ- 
mas.” 

The next meeting will be 
on Nov. 5 at Providence. 
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The new Stone store in Cleveland is finished throughout in American walnut. Windows are finished in 
antique gold, striped with black. 


He Operates Four Stores—All on 
One Street 


Four stores are operated all on one street, Euclid 

avenue, right in Cleveland. The parent store at 
No. 318 is an immense family store, advertised as 
“Ohio’s largest store” with a price range from $6.00 to 
$15.50. A window card saying, “Over 1000 styles 
inside” gives an idea of the stock carried. The fact 
that there are 100 people employed tells you of the 
approximate volume. 

Further up the avenue, at No. 10508, right in the 
center of Cleveland’s busiest suburban section, is a 
smaller edition of the main store. At No. 1603, in the 
heart of the theatre district, is a woman’s style shop 
and now, a short block west at No. 1264, the newest 
store has been recently opened. This new store carries 
only high grade, high style, short vamp varieties, 
together with style Arch Preservers. 

This new store is fitted throughout in American 
walnut, the windows being finished in antique gold, 
striped with black. A window display of all tan shoes, 
against a background of tan leather hides, attracted 
considerable attention last 
week. 

Just one grade of hosiery, 
retailing at $1.95 is carried. 
The one price idea is meet- 
ing with unexpectedly good 
response. 


"Lr Stone Shoe Company is unique in this way. 





81,900 Not 18,900 


In our issue of October 4, 
in commenting on the in- 
creased demand for women’s 
welts, we reported the wom- 
en’s welt production of the 
Stetson Shoe Co. as 18,900, 





figures having been transposed. The context, in 
which we said that 71 per cent of this total amounted 
to 58,000 pairs made it obvious that the first statement 
was erroneous. 





Color Conference Held in New York 


New York, Oct. 9—The Textile Color Card Associa- 
tion held a color conference at 2 P.M. today at the 
Hotel Astor, at which there were present leading rep- 
resentatives of the shoe, leather and hosiery indus- 
tries. The meeting was held for the purpose of taking 
co-operative action on the question of colors and in 
the interest of aiding the shoe, -leather and hosiery 
industry in planning its color forecast for the spring 
and summer of 1925. 

Representative committees had been appointed by 
the National Boot and Shoe Manufacturers’ Associa- 
tion, National Shoe Retailers’ Association and the offi- 
cial Hosiery Committee of the Textile Color Card 
Association, and the National Association of Hosiery 
and Underwear Manufac- 
turers. There also were 
present some leading style 
creators, and the Tanners’ 
Council was represented. 

This meeting was an out- 
growth of the one recently 
held by the joint Shoe and 
Leather Committee in co- 
operation with the Textile 
Color Card Association, when 
action on the spring colors 
was deferred in the belief 
that better results could be 
obtained by co-operation 
with the hosiery factors. It 


whereas it should have The Stone Shoe Co.’s one-price hosiery depart- Was felt that the colors of 


read 81,900, the first two 


ment. All women’s hosiery sells at $1.95. 


(Continued on page 64) 
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Dr. Herman W. Marshall Dead 


Boston—Dr. Herman Weston Marshall of Boston, 
who was found unconscious in the Back Bay section of 
this city, apparently having been struck by an auto- 
mobile, died after five days at the Boston City Hospi- 
tal, Friday, October 3rd. Nobody has been found who 
witnessed the accident. 

Dr. Marshall was born in Brockton and was the 
son of the late Howard T. Marshall, shoe manufac- 
turer. He was educated at the Massachusetts Institute 
of Technology and the Johns Hopkins Medical school 
in Baltimore. He had studied abroad and had done 
research on orthopedics. For two years he was on the 
staff of the Massachusetts General Hospital, later 
establishing his own office in Boston where he spe- 
cialized on orthopedic surgery. He was a Fellow of the 
American Medical Association, a distinction conferred 
on physicians who saw war service, and was also a 
member of the Boston Orthopedic Club. As an author- 
ity on orthopedic subjects, he had an international 
reputation through his writings in medical journals. 
In 1922 the Boot and Shoe Recorder published a series 
of articles on the foot, its construction and its prob- 
lems, which later were published in book form under 
the title “Foot Knowledge.” His last contribution to 
the Recorder was in the issue of September 27 and, on 
the day of his accident, he had been in long conference 
over a plan of developing a foot clinic, similar to the 
free dental clinics. 

He was known to many shoe men, both personally 
and through his writings. 

His mother before her marriage was Sarah A. Dun- 
bar, of West Bridgewater; and his uncle, Everett H. 
Dunbar, the famous footologist, of Lynn. He is sur- 





DR. HERMAN W. MARSHALL 


vived also by his widow and stepdaughter. The funeral 
was from Brockton. 

We of the Recorder feel that we have lost a member 
of our official family. Others of the trade who knew 
him pay high tribute to his ability and feel his loss 
keenly. 
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New Superintendent Named for 
M. N. Arnold Co. 


North Abington, Mass., October 9—Malcolm P. 
Arnold, eldest son of W. Percy Arnold, president and 
general manager of the M. N. Arnold Shoe Company, 





MALCOLM P. ARNOLD 


Newly appointed manufacturing 
superintendent of the M. N. 
Arnold Shoe Co. 





has been promoted to the position of manufacturing 
superintendent of the Arnold plant. 

Although he has just passed his twenty-first birth- 
day, Mr. Arnold, the younger, has had a training which 
especially qualifies him to assume this responsibility. 
During his school life and college career, he spent his 
vacations working at the bench, acquiring a practical 
knowledge of shoe manufacturing operations. Three 
years ago, with this background, he started in earnest 
and mastered practically all the operations, even serv- 
ing as foreman in some departments. 

The new superintendent represents the third genera- 
tion of the Arnold family in this business, which ob- 
serves its golden anniversary in 1925, as next year 
will be the fiftieth since the establishment of the com- 
pany as a manufacturer of high grade footwear. 





Glazed Kid Stocks Low 


A kid leather merchant said he believes that stocks, 
of glazed kid leather are lower this year than at any 
time since the war. He had at hand no figures in the 
matter. He said that tanners have curtailed their 
output of kid, operating their tanneries to as low as 
30 per cent of their capacity. This curtailment, in 
conjunction with the decrease in surplus stocks of kid 
leather, has made a firm market. Sales of kid, he added, 
are chiefly on cheap grades, at 25 cents a foot down, 
and high grades at 50 cents a foot up. High grades 
are quoted up to 80 cents. Raw stock is firm. 
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Color Conference Held in New York 
(Continued from page 62) 
shoes are now being so greatly influenced by hosiery 
that if these two important industrial groups can work 
together it will make for a closer color co-operation 
in the future. 

The committees are as follows: 

National Boot and Shoe Manufacturers’ Association 
—J. H. Rogers, I. Grossman, Inc., Chicago, Ill.; John 
A. Bush, Brown Shoe Co., St. Louis, Mo.; Mark W. 
Selby, The Selby Shoe Co., Portsmouth, Ohio; Milton 
Adler, Julian & Kokenge Co., Cincinnati, Ohio; Oliver 
E. DeRidder, E. P. Reed Co., Rochester, N. Y.; John 
R. Garside, A. Garside & Sons, L. I. City, N. Y.; Her- 
man Meyer, Croxton Wood & Co., Philia., Pa.; M. C. 
Tobias, Pincus & Tobias, Brooklyn, N. Y.; A. F. Ban- 
croft, Bancroft Walker Co., Boston, Mass.; A. N. 
Blake, Watson Shoe Co., Lynn, Mass.; Everett Brad- 
ley, Hazen B. Goodrich Co., Haverhill; Milton S. Flors- 
heim, The Florsheim Shoe Co., Chicago; Geo. Gleason, 
Johnston & Murphy, Newark, N. J.; Henry W. Cook, 
A. E. Nettleton Co., Syracuse, N. Y.; Franklin Mc- 
Elwain, John McElwain Co., Nashua, N. H.; Frank S. 
Farnum, Churchill & Alden, Brockton, Mass.; E. H. 
Stetson Shoe Co., So. Weymouth, Mass.; Harold E. 
Keith, George E. Keith & Co., Campello, Mass.; H. E. 
Slayton, F. M. Hoyt Shoe Co., Manchester, N. H.; 
George Kabel, J. & T. Cousins Co., Brooklyn, N. Y.; 
Geo. Miller, I. Miller & Sons, Brooklyn, N. Y.; J. D. 
Smith, secretary. 

National Shoe Retailers’ Association—Percy Hart, 
Cammeyers, New York City; Harry McLaughlin, Pot- 
ter Shoe Co., Cincinnati, Ohio; Jesse Adler, Adler 
Shoe Co., New York City; Fred Foster, F. E. Foster 
Shoe Co., Chicago, Ill.; Mr. O’Connor, O’Connor & 
Goldberg, Chicago, Ill.; George M. Spangler, secretary, 
and several leading retail shoe merchants from the 
Pacific Coast. 

Tanners’ Council—F. E. Jarbeau, A. C. Lawrence 
Co., New York City; Louis Halle, Amalgamated 
Leather Co., Wilmington, Del.; F. A. Chilton, Richard 
Young Co., Boston, Mass.; R. E. Binger, New Castle 
Leather Co., New York City; F. A. Wholley, Barnet 
Leather Co., New York City; B. W. Rankin, Hunt- 
Rankin Leather Co., Boston, Mass.; W. H. Heller, 
Pfister & Vogel Leather Co., New York City; T. R. 
Elcock, Central Leather Co., New York City; W. A. 
Platz, Standard Kid Co.; E. B. Earhart, Robert H. 
Foederer, Philadelphia, Pa.; Edward A. Brand, sec- 
retary. 

National Association Hosiery and Underwear Manu- 
facturers—Benj. Van Raalte, Van Raalte Co., New 
York City; Lawrence Mayer, Julius Kayser & Co., New 
York City; R. R. Snyder, Berkshire Knitting Mills, 
New York City; D. C. Waring, Harrington & Waring, 
New York City; T. D. Wolfe, McCallum Hosiery Co., 
New York City; W. L. Freschl, Holeproof Hosiery Co., 
New York City; George Healy, “Onyx” Hosiery Co., 
New York City; R. E. Tillis, Gotham Silk Hosiery, 
New York City; C. M. McGee, Brown-Durrell, New 
York City; John Nash McCullaugh, secretary; Mar- 
garet Hayden Rorke, managing director, the Textile 
Color Card Association. 
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The Road Ahead Is Clear for Business 
(Continued from page 57) 
the seven months ending July 1, 1924, compared with 
the similar preceding period, and a decrease in imports 
of 50 per cent during the same time. 

“Naturally, the growing output in many important 
industries is reflected in a decrease in unemployment. 
Employment reached its low point in July, but at no 
time was unemployment as widespread, nor as severe 
in its effects, as would seem to be the case from a 
casual survey of statistics for June and July. There 
were many mitigating circumstances, such as con- 
tinued building operations in many sections, unprece- 
dented road building throughout the country, and 
scarcity of labor on the farms. There was practically 
no appreciable surplus of skilled labor at any time, 
although the decrease in employment in the manu- 
facture of textiles and metals ran as high as 5 per 
cent in June and July, and the railroads laid off many 
employees during these months. There were relatively 
few cuts in wages; there was a noticeable absence of 
the usual general reduction in wages and salaries 


F. C. von Derheide Dead 


Boston—Frederick C. von Derheide, vice-president 
of the Armour Leather Company, and one of the most 
prominent and successful men in the leather trade, 
passed away at his late residence, 457 Washington 
street, Newton, Mass., on October 3, at 7:30 P.M., 
after a ten days’ illness, from pneumonia. 

Mr. von Derheide was born in Washington, D. C., 
February 3, 1869. He entered the accounting depart- 
ment of Armour & Co., in 1903. In 1906, he became 
sales manager for the Armour Packing Co.’s canned 
meat department for New England; in 1907, he was 
appointed assistant auditor for New England, and 
later assistant credit manager for New England; in 
1908, he assumed charge of the accounting office of the 
Armour Leather Co. at the time the Armour Leather 
Co. was started in this city. Two years afterwards, 
he succeeded H. W. Boyd as general manager of the 
Boston store, Mr. Boyd leaving for Chicago to take 
charge of that store. At the time, the Armour Leather 
Co. was incorporated in 1920, he was elected vice- 
president and director and held that office at the time 
of his death. He was also a director of the Eastern 
Leather Co. 


Sam Davis Night in New York 


The Retail Shoe Dealers’ Association of New 
York will hold its Quarterly Dinner and Sam Davis 
Night on October 19 at Cafe Boulevard, 4ist Street 
and Broadway. President Jesse Adler expects a 
complete attendance of the merchants of New York, 
and because of the national character of its speak- 
ing program, extends an invitation to every visiting 
shoe man to attend the meeting. This promises to 
be one of the biggest meetings of the fall season. 
If you are in New York, remember the date, October 
19—the place, Cafe Boulevard—and the special 
feature, Sam Davis, who has made every state in 
the Union. 
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Style No. S-392—Boys’ and Big Boys’ New Light 
Shade Tan Kip Circle Vamp Bal. Good weight, 
oak sole, fancy stitching, rubber heel. Very popu- 
lar new 8 


Sizes: 






sia Blucher. 
HAIG last. Plain 
toe trouser 
crease Vamp. 
Wingfoot rubber 
heel. This is our 
big selling trou- 
ser crease style 
blucher sh oe. 
Same style in 
Black S-381. 

IN STOCK 
B-C-D WIDTHS 
Sizes: Boys’, 1 
to 6; Big Boys’, 
6% to 8. 





HAIG last with 
heavy ten iron 
oak bend out- 
sole. Wingfoot 
— heel. A 


Ne 


IN STOCK B-C-D WIDTHS 


Boys’, 


r 





1 to 6; Big Boys’, 6'4 to &. 


Obligating the boys and 
their parents to buy 
rom you 


That is what we are doing this 
fall in our nation-wide Excel-. 
sior advertising campaign— 
reaching millions of prospects 
in the big national boys’ maga- 
zines. 


In this advertising we are show- 
ing the finest values we have 
ever built into Excelsior Medal 
Shoes—leaders in quality and 
pace-makers in style for 35 
progressive years. They com- 
bine the ever-popular Excelsior 
mannish trend in style with a 
new high standard of work- 
manship, finish and materials. 


Backed by a full line of busi- 
ness builders for your store— 
free newspaper ads, free movie 
slides, free display cards, free 
window signs, pencils, tablets 
and balloons—this Excelsior 
campaign will make your boys’ 
department your biggest profit- 
winner. 


Of course, Excelsior carries the stock 
over 60,000 pairs, ready to meet 
your needs on a day’s notice. You'll 
turn them over monthly, doing a big 
business on a small investment. We've 
made it easy for you to order from 
our Combination Stock Catalog and 
Dealer Help Advertising Booklet. 
Write for it at once! Price lists will 
be enclosed. 


Here’s your key to 
a regular monthly 
turnover and ever- 
growing repeat 
demand. Send for 
it-——now ! 





Seo 
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EXCELSIO 


MEDAL SHOES 


he EXCELSIOR SHOE Co. 
PORTSMOUTH: OHIO 








October 11, 192; 








Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institu- 
tion—needs capable salesmen; young men between 
the ages of 25 and 35 years who have had thorough 


experience in one or more of our lines, and can give 
us the highest references. 


Our company, which started in 1902 with one store, 
now operates 571 retail stores in 41 states. We sell 
dry goods, shoes, notions, clothing and f i 
for men, women and children. We do a strictly cash 
business. Our sales in 1923 were $62,188,978. We 
opened 115 stores in 1920, 59 stores in 1922, 104 
stores in 1923 and 96 stores this year. 


i 


By industry, study and determination your prog- 
ress will be rapid our organization. Under our 
experienced managers you are trained to become a 
manager. When you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Write today for our booklet, “Working Plan of . 
Com) .” Give and number of years’ ex- 
veriense im our lines of merchandise in your first letter. We may 
arrange for a personal interview later. All correspondence 
strictly confidential. 


Address your letter to our nearest employment office : 


J. C. PENNEY CO., Inc. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 











When coriting to the above advertisers please mention Boot and Shoe Recorder 
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Making more and better shoes 






than ever before. 
If New York Says, 

“It's the Latest Style” 
We ve Got It! 
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Allen, Goller Shoe Co. 


_ Boston Of Office, 207 Essex St~Factory 60 K Street South Boston 
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When writing to Atten, Gorter Snore Co. please mention Boot and Shoe Recorder 
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“T" HE needs of modern merchandising have created a demand for 

publications that shall carry advertising messages quickly, di- 
rectly and effectively to those who are in a position to respond to the 
advertising appeal. 


The test of any publication is Circulation. Who reads it? How many 
read it? 


In judging value the question to ask is, How and why is circulation? 


The evidence of worth is in the editorial pages of the publication 
itself. These reflect a true picture of the character and circumstances of 
the people to whom it goes just as exactly as a mirror reflects the image 
of the object before it. The real HOW of circulation is in the appeal 
made by these editorial pages. 


The Editorial pages of tie Boot anp SHor Recorper have been the 
means of gathering a list of subscribers whose acquaintance is of in- 
estimable value to the better class of manufacturers whose goods must 
find their ultimate market in retail shoe stores. No publication in the 
Shoe and Leather Industry devotes so much time, money and knowl- 
edge to the preparation of its editorial pages. The natural and auto- 
matic result is that the Boor anv SHor Recorper has by far the largest 
circulation of paid subscribers of all the publications in its field. Of 
added significance is the fact that the subscription rate of the Boor 
AND SHOE Recogrper is higher than that of any other shoe publication. 


It cannot be claimed, of course, that the mere fact of being a sub- 
scriber to the Boot anp SHoe Recorper proves that a merchant is a 
logical and desirable prospect for any and every advertiser of shoes or 
shoe products. It is a fact, however, and one which cannot be argued 
away, that there is no single audience or group which is of such 
primary importance and value to those who have advertising messages 
to deliver to the retail shoe trade of this country.* 


The HOW & WHY of CIRCULATION. ; 
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The quality of the Boot anv Sok Recorper circulation can be judged 
by the quality of the Recorper Editorial pages. In the same degree that 
these pages are progressive and advanced in their treatment of current 
problems, the readers of these pages must needs be progressive and 
advanced in their attitude toward their business. 


Our problem in the Boot anp SHok Recorper is to supply these 
keen-visioned, energetic and resourceful readers with a magazine that 
will inspire them and help them toward the most profitable conduct 
of their business. The present circulation leadership is clear proof of 
the accomplishment of this aim. More than any other agency, the 
Boot AND SHor Recorper has given the merchant the help he has 
needed. 


So, here is a rather fine distinction but a clear one nevertheless: 


THE BOOT AND SHOE RECORDER IS A GREAT 
PUBLICATION NOT BECAUSE IT HAS A GREAT 
CIRCULATION; IT HAS A GREAT CIRCULATION 
BECAUSE—AND ONLY BECAUSE—IT IS A GREAT 
PUBLICATION. 


Among the readers of the’ Boot anp SHor Recorper are more than 
eleven thousand of the largest and most important shoe merchants of 
America. These not only constitute the circulation of the Boot aNp 
SHoE Recorper; they attest the greatness of the Boot anv SHor Re- 
CORDER. 


To influence this group in favor of any product means to insure the 
successful sale of that product in the retail shoe field. 


Sell the Boot AND SuHok RecorperR market first. 


*An official of one of the largest firms in the Middle West had our subscription list checked with 
his customer list in fifteen states. All of his good customers as well as every desirable account 
that he sought was represented, and among the more than four thousand names on our sub- 
scription list for these states there were scarcely any that he would not be glad to sell 


CHICAGO ; CINCINNATI 

189 W. Madison Street Second National Bank Bldg. 
ST. LOUIS ROCHESTER 

Leather Trades Building 626 Powers Building 
NEW YORK PHILADELPHIA 


127 Duane Street Perry Building 
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The Lane Technical High School 
Basket-Ball Team of Chicago, win- 
ners of the city championship. All 
wear Keds. 


In a letter signed by every mem- 
ber of the team, these champions 
say, The floor-gripping ability of 
Keds was largely responsible for 
the successful season we have just 
completed.” 


“The floor-gripping ability of 
Keds’’—that’s why every basket- 
ball year wins new friends for Keds. 
Here are shoes that meet every 
basketball need. The thick, rugged 
soles grip on any playing surface. 
The strong canvas uppers are long- 








This crack basketball team wins a 
championship on Keds 


Keds 





wearing and cool. A double foxing, 
extending from toe to shank on the 
inside of the foot, protects the shoe 
from the strain of dragging the toe. 
No wonder Keds are the choice of 
players who know good shoes! 


Thousands of basketball teams 
will soon be buying equipment— 
and Keds. This year more Keds 
will be sold for basketball and in- 
door sports than ever before. A 
line of athletic Keds will bring you 
big winter profits. 


United States Rubber Company 


October 11, 1924 

















Trade Mark Reg. U. S. Pat. Of. 


When writing to Untrep Starrs Rupper Company please mention Boot and Shoe Recorder 
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Basketball and Indoor Athletic Season at Hand 
—Good Source for Sales of Canvas Styles 


the Brockton Fair, one of 

the greatest outdoor shows of 
the East, during the week ending 
October 4. It was. the first time 
since the 1923-1924 season that the 
indoor sport was played in the 
Massachusetts city, famous as a 
center for the manufacture of men’s 
shoes. The significance of the game 
being played outdoors is that the 
indoor athletic season is at hand, 
particularly the basketball season. 
It means it will play a part in ex- 
panding the market for rubber can- 
vas footwear. 

Of course, there is no doubt that 
the spring and summer seasons are 
most opportune for pushing canvas 
styles, but fall and winter as a sea- 
sonal period for selling canvas 
shoes is restricted according to the 
interest manifested in various dis- 
tricts over basketball and indoor 
sports. 

The retail shoe merchant must 
acquaint the public with the fact 
that he sells the ideal canvas foot- 
wear for gymnasium wear. He must 
put impetus behind this phase of 
his business if he is going to move 
canvas merchandise. An advertise- 
ment in daily papers stressing the 
fact that the indoor athletic seascn 
is here, illustrations of models for 
gymnasium wear, window displays 
linked up with something sugges- 
tive of indoor athletics will impress 
the public that your store carries 
the right line of rubber shoes. 


B tee Beet was played at 


Rubber Shoe Production 
Figures for 1923 


The India Rubber World in its 
October issue says: “The Depart- 
ment of Commerce announces that, 
according to data collected at the 
biennial census of manufactures, 
1923, the establishments engaged 
primarily in the manufacture of 
rubber products reported a total 
output valued at $953,643,355, of 
which $567,217,141 represents rub- 
ber tires and inner tubes; $134,- 
986,897 rubber boots and shoes; 
$58,115,453 rubber belting and 
hose; and $193,323,864 other pro- 
ducts, consisting of rubberized 
fabrics, clothing, heels, druggists’ 
and stationers’ sundries, hard rub- 
ber goods, etc. The total value of 
products shows an increase of 35.3 


per cent as compared with 1921, the 
last preceding census year. 

Under the classification of rub- 
ber overshoes, 22,977,714 pairs were 
made, valued at $43,285,928. Under 
the heading of rubber shoes, 37,- 
125,061 pairs, valued at $39,745,614 
were made. Shoes, canvas, with rub- 
ber soles, totaling 26,114,073 pairs, 
valued at $28,382,258, were made. 


Selling Overshoes Now 


Milwaukee, Oct. 6—The Walk- 
Over shoe store has been able to 
give its customers good service in 
gaiters and rubbers by advocating 
the purchase of this merchandise at 
the present time, according to A. C. 
Helmbacher, manager of the local 
store. 

“We are selling rubbers and over- 
shoes now,” stated Mr. Helmbacher. 
“There is scarcely a day goes by 
that we don’t fit a few pair. We al- 
ways push them early in the season 
and suggest that people have them 
fitted to their street shoes at the 


The “Lightnin Gaiter,” one of 
the new gaiter styles made by 
the La Crosse Rubber Mills Co. 
of La Crosse, Wis. It carries an 
automatic fastener and the 
front tobacco-pouch effect is of 
spiral construction. 





time the shoes are purchased. In 
this way, by selling a few at a time 
we are able to keep all sizes in 
stock. 

“There is a good argument for 
this plan,” continued Mr. Helm- 
bacher. “We try to impress upon 
our customers the fact that it is 
much better for them to buy their 
gaiters now than to wait until 
the first snow storm when the 
stores will be crowded and mer- 
chants are out of sizes. Another 
point is the fact that manufacturers 
do not have any floor stocks of 
gaiters and rubbers. They are mak- 
ing them for delivery only, and mer- 
chants who are out of sizes when 
the first storm brings in an imme- 
diate demand are going to have 
some difficulty in getting what they 
need.” 


Cressinger in Charge 


A. H. Finley has resigned the 
managership of the Boston branch 
of the Firestone-Apsley Rubber Co., 
which position he has occupied for 
the past six years. Pending the se- 
lection of a satisfactory successor 
to Mr. Finley, branch activities will 
be supervised by Manager of sales 
H. G. Cressinger. 





Install Shoe Department 


Madison, Wis., Oct. 8—A shoe 
department has been opened in the 
Andelson Bros. women’s ready-to- 
wear store at 17-19 W. Main street, 
Madison, Wis., carrying almost ex- 
clusively $6.50 shoes. The south- 
west corner of the store has been 
re-arranged for the department, 
and new fixtures, chairs and dis- 
play space have been installed. A. 
J. Lawrence, who has formerly 
been connected with Caspari & 
Virmond and Walk-Over shoe 
stores of Milwaukee, is manager 
of the department. 





This Store Sells Leather 
Bags 

Detroit. Mich., Oct. 7—The La 
Londe Boot Shop, 41-42 Joy road, 
recently opened here. M. G. Mc- 
Leod is manager. Besides hosiery 
this store carries leather bag- 
gage. The store opened aus- 
piciously. 
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CONG 
SHOE POLISHES ARE SUPERIOR 


When you sell tan shoes advise the 
purchase of any one of the following 


Tan Leather Polishes. , 


Bostonian Cream for tan kid and calf 
leathers. 





Dandy Russet combination. 
Oil Paste for tan kid and calf. 
Oily Cream in tubes. 
BonTon Cream in jars. 
:-: They all sell well and pay well :-: 


If Unable to Obtain Them through Jobbers, Notify Us 
WHITTEMORE BROS. (superior Shoe Polish Since 188) CAMBRIDGE, MASS. 























Russell Moccasin Footwear 
will help your business— 


In the Russell line every desire of the sportsman and outer 
is anticipated—it contains boots for hunting, fishing and 
hiking—shoes for camping, canoeing, scouting, skiing and 
golfing—comfortable slippers for house wear. Every pair is 
built from quality materials for wonderful comfort and 


~ Dussells 


‘The Walton’ 


A double vamp boot, made of the finest waterproofed 
French veal leather. Sturdy, yet flexible; light in weight 
without sacrifice of durability. 


‘Never Rip” seams on vamp and around the toe piece. 
Soles of flexible, wear-beating Maple Pac leather. Four 
layers of leather between foot and ground. Heights 6 to 18 
inches, all sizes, modified army last. 


Write for catalog and dealers’ prices. 


THE W. C. RUSSELL MOCCASIN CO. 
927 Capron Street 33 $3 Berlin, Wis. 















When writing to the above advertisers please mention Boot and Shoe Recorder 
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FOR STYLE ~ QUALITY~ SATISFACTION 
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THE nk RIPPENDORF-DI'ITMANN CO. 
CINCINNATI, O. 


There is a place in every shoe | 
store in the United States 
for a Cincinnati-made line. 
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Correct 
That’s All 


NOTE THE 
SIGNIFICANCE 
OF THIS 


Our organization at their 
last meeting passed this 
resolution. 


—That during the past 
year our relations have 
been of closer harmony 
and of* greater benefit 
than ever before in our 
entire shoemaking ex- 
perience. 


Just one Happy Family. 
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THE BOUTON 


A careful check-up on our style predictions 
and models will prove astonishing in accuracy. 


Now—during the Tailored Vogue—we are 
making such beautiful, snappy models that 
most discriminating buyers are finding in our 
product the Mecca of their imagination. 


The Bouton, fashioned in Tan Calf, Patent, 
Black Calf and Satin in ‘Dull Calf trim de- 
livered in 4 weeks is the answer to your style 
question now—order and meet it. 


GoW loimn 





Walk and Be Healthy 


Te, Von bar, Layyrenes: Co, 


STATION A 


Cee 


COMFORT 








When writing Tue Vortman, Lawence Co. please mention Boot and Shoe Recorder 


Octo! 











11, 1924 | October 11, 1924 BOOT AND SHOE RECORDER a e 75 


A te oh AT be 


Fe Te ee NS eS ee ee ee 
Knowing how to make good shoes — 
Learning how to make them better 





“she, 









SNS CINCINNATI shoe-worker had just 
VAN completed his twenty-fifth year with a 
Vis DY Cincinnati shoe manufacturer. He was 
asked if he felt that he knew all there was to be 


known about shoes. 








“If I thought that,” he said, “I'd never be doing 
any better work than I'm doing today. And when 
1s a man gets to where he can’t get any better—well, 
y. he'd better get out. But I know enough to make 
good shoes, and | can learn enough more to make 


them better.” 


Cincinnati shoe manufacturers, like this Cincinnati 
shoe-worker, have been trained in the school of 
experience. They know how to make good shoes— 
2 have been making good shoes for many years. But 
they're not too old to learn and to grow. They 
are old enough to reach a high standard and young 
enough to keep putting that standard higher 


every year. 


Eighty years experience is back of Cincinnati- 
made footwear, which is one important reason 
why Cincinnati shoes are good shoes. But eighty 
years from now, these shoes will be twice as good. 
For the Cincinnati manufacturer ‘knows enough 
to make good shoes,’ and every year he’s “learning 
how to make them better.” 


Watch for our next Cincinnati Section in the Nov. 8th Boot and Shoe Recorder 
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THE QUALITY SHOE ee ge MARKET OF AMERICA 
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IN STOCK... 


Two Quick-selling One-Straps 


Here are two attractive one-straps, selected for “in 
stock’ numbers because there is sure to be a steady 


demand for both. 


td 


The “Lorain” in either Black Kid or Patent Colt, and 
the “Marie,” in a variety of fashionable leathers, are 
both smart, graceful models that will not stay long on 


your shelves. 


And—they re in stock—ready to ship on a moment's 


notice. 


me sf 


The MARIE 


No. 28—(Illustrated)—Patent Colt Marie 
One Strap, grey lining, imitation turn, 
13/8 wood covered Cuban heel. Sizes as 
below. 

Price, $4.60. Net 30 days 


No. 29—Black Satin, Black Suede trim- 
med Marie One Strap, grey lining, imita- 
tion turn, 13/8 wood covered Cuban heel. 
Sizes as below. 

Price, $4.60. Net 30 days 


No. 30—Genuine Black Suede Marie One 

Strap, grey lining, imitation turn, 13/8 

wood covered Cuban heel. Sizes as below. 
Price, $5.25. Net 30 days 


The LORAIN 


No. 31—Black Kid Lorain One Strap, 

grey lining, imitation turn, 13/8 leather 

heel with rubber toplift. Sizes as below 
Price, $4.00. Net 30 days 


No. 32—(Illustrated)—Patent Colt Lo- 
rain One Strap, grey lining, imitation turn, 
13/8 leather heel with rubber top lift 


Sizes as below. 


Price, $4.00. Net 30 days 


Sizes on both No. 31 and No. 32 follow 


Sizes on Nos. 28, 29 and 30 follow: A—5 to 8 
AA—5 to 8 B—3\% to 8 B—4 to 8 
A 4to8 C—3\% to 8 C—3 to 8 
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The Holters Shoe Company 


Branch of the United States Shoe Company 


MINNEAPOLIS OFFICE 
723 Boston Block 


CHICAGO OFFICE 
210 Security Building 





THE QUALITY SHOE 


NEW YORK OFFICE 


1404 Bush Terminal Building 


MARKET OF AMERICA 
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A Shoe that’s an Optical Illusion... 


The “Poppy” is a shoe that shows how little you can trust 
your eye. Look at its graceful lines, its smart, simple one- 
strap, and its freedom from over-ornamentation of any 
kind. Your eye will surely place it in a higher price- 
class than the $6.00 to $8.50 range of the “Poppy and 
other Holters Style McKays. 


And when you have a shoe that “‘looks more than it costs’ —that’s an 
optical illusion that means quick turnover and more profits for you. 


N. B. We make a line of lower priced Holters McKays, too. 
These are manufactured in our Plant No. 2, Louisville, Ky. 


THE HOLTERS SHOE COMPANY, Cincinnati 
Branch of the United States Shoe Company 


Chicago Office Minneapolis Office New York Office 
210 Security Building 723 Boston Block 1404 Bush Terminal Building 








MARKET OF AMERICA 


When writing to Tut Hovrers SHor Company please mention Boot and Shoe Recorder 
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An arch will last 2000 years... 


but An arch-bridge over the Tiber river, built in 62 B.C. is 
eeo°e still intact. But it carries no traffic today—for under 
modern loads it would quickly collapse. 





Nature fashioned the arch of the foot to be as strong as 
the arch of the bridge—for in both it is the arch which 
carries the weight. But nature never dreamed of wood 
floors and brick pavements. And just as engineers have 
reinforced or replaced old arches, so foot-engineers help 
nature meet new conditions by making shoes with an 
arch-support. 


The Duttenhofer Arch Protector shoe has quickly be- 
come a favorite because the light and invisible Arch 
Protector Steel Shank keeps the foot graceful and 
young. Accurately balanced to give the foot perfect sup- 
port, the Arch Protector provides ease and comfort both 
in walking and repose. 


If there is no Arch Protector merchant in your town, 

The Gardena you can profit from the wide-spread demand for a shoe 
Gussie: Made over No 33 last, with 13/8 in which fashion and comfort are united. The prices are 
yy lL, Dg ft reasonable ; the margin generous. Take a minute now to 


Tog Ly 9) heehee write for full information. 


The Val Duttenhofer Sons Co., 


Branch of the United States Shoe Co., Cincinnati, O. 
New York Office, 1404 BUSH. TERMINAL BUILDING 























When writing to Tue Vat Dutrennorer Sons Co. please mention Boot and Shoe Recorder 
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I. Blyn & Son, Inc., New York, N.Y. 
Litt. Bros., Philadelphia, Pa. 
Kaufman & Baer, Pittsburgh, Pa. 
The May Company, Cleveland, O. 
The Boston Store, Chicago, III. 


The Potter Shoe Co., Cincinnati, O. 
The Maison Blanche, New Orleans, 


La. 


Stix Baer & Fuller Co., St. Louis, 


Mo. 


The Robinson Shoe Co., Kansas ton, D. C. 





City and St. Joseph, Mo. 


You Know these stores 


The Bon Marche, Seattle, Wash. 

The Emporium, San Francisco, Cal. 

Geo. J. Marrott, Indianapolis, Ind. 

Lipman, Wolfe & Co., Portland, 
Oregon 

Denver Dry Goods Co., Denver, 
Colo. 

J. H. Brandiers & Son, Omaha, 
Nebr. 

Robert Berberich’s Sons, Washing- 


Mannheimer Bros., St. Paul, Minn. 











they know The Red Cross Shoe 


Here are 17 representative stores in 14 states—stores 


that you know. 
And they know The Red 


Cross Shoe. They know that 


it is backed with 25 years’ experience: that it is built 
with a distinctive combination of style and comfort; 
that there is behind it a national advertising campaign 
—selling The Red Cross Shoe to the women of America. 
And they know it, too, as a shoe which means quick 
turnover, steady patronage from ‘come again’ patrons, 
as well as increased prestige. 


If there is no representative of The Red Cross Shoe in 
your town, you have the opportunity of introducing a 
nationally known shoe which will quickly make a home 


for itself in your town. 


The Krohn-Fechheimer Company 


Branch of The United States Shoe Company, Cincinnati, Ohio. 
Pacific Coast Representative: SAUL BERNER 


418 Pacific Building 


- - San Francisco, Cal. 
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The Movies and the 


Shoe Business 


Ever stop to think that your patrons —es- 
pecially women and girls—go several times 
a week to one of the best *‘style shows’ in 
the world—the motion picture theatre? 


E dropped into a ‘movie’ the other day, 
m and during the course of the picture a 
wife, wishing to give her husband a gentle 
hint to change the topic of conversation, extended 
a well-shod foot under the table and, to put it 
some what boldly, kicked him in the shin. The 
audience laughed and the picture moved on. But 
the close-up of Friend Wife's ‘footwork"’ showed 
a very detailed, and magnified, picture of an ex- 
tremely fashionable one-strap. And every woman 
and girl in the audience, consciously or uncon- 
sciously, received an impression that simple, grace- 
ful one-straps are good shoes to buy. 





The movies are one important reason why even 
women in small towns know “what's what” in 
matters of dress. Why not, when they spend sev- 
eral hours a week looking at women whose pro- 
fession it is to appear at their best and to wear the 
most fashionable clothing—shoes included? 
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And Cincinnati shoe manufacturers, whose shoes 
are made for the discriminating and informed 
purchaser, say “Thank you” to the silver screen. 


* * * + 


Said Our Senior Senator: 
ioe OTS of my mail goes out with a rubber 





rH) 
Le, stamp signature. Some of my mail I sign 


ike 

es myself. And if my secretary makes a mis- 
take and sends out a rubber stamp signature to a 
man who is entitled to a personal pen-and-ink sig- 
nature, I've made an enemy for life. 





Lots of shoe-advertising is a “rubber stamp” sig- 
nature. Expressions like “keep in step with the 
fashions by wearing Blank shoes,” or “Blank shoes 
will be worn by Milady this season,” or the Septem- 
ber school shoe illustration showing a slate and a 
schoolhouse —these and countless others 
are “rubber stamps” that make little im- 
pression on the reader. 


But “rubber stamps” aren't invariable. 
One shoe retailer runs a series of “style 
notes” that are both new and reliable, 
under the title “Fall Foot-Falls.’ That's 
more like the “pen and ink” signature — 
and pen-and-ink signatures pay. 





Ask our Senator ! 
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In Stock..... 


Quick Turnover Staples 


These smart staples were chosen for In-Stock num- 
bers because they are just the shoes which ‘ex- 
perience has shown will be constantly in demand. 











New, graceful, fashionable—they are shoes which 

don't hesitate in moving from your shelves to your 

customers. 

And they re In Stock—ready for instant shipment The Anna Lee 

i iv ! No. 636—All P: Leather Two-S id 

in all SIZES: pen A heel. C pay yr cm pty oy~y en 

ce $3.00; Net 30 days 

No. 536 (Illustrated) —All Pateit Leather Two- 
Strap, wide toe, rubber heel, C to E widths, sizes 
11% to 2. Price $3.25; Net 30 days 








The Jane 
No. 540 (Illustrated)—All Tan Calf Blucher Ox- 
ave. = toe, rubber heel, B to D widths, sizes 
11 '4 to 
Price $3.00; Net 30 days The Nan 
a SISO CHE SAEs See Sa, Ab No. 548 (Illustrated) —Tan Calf Blucher Oxford 
; Price $3.00; Net 30 days 8/8 leather heel. Myre r ag Ly® lift, ~ 3 - below 


No, 542—Black Calf Blucher Onford, 8/8 leather 
heel, rubber top lift, sizes as below 
ice $4.35; Net 30 Days 

No. 544—All Patent Blucher Oxford, 8/8 leather 
heel, rubber top lift, sizes as below 

Price $4.35; Net 30 days 
Sizes on Nos. 542, 543. 
and 544 follow: AA, 5 
to 8; & Sees B, 3% 
to 8; C, 2% to 8; D, 5 
to 8. 












The Martha 


No. 54 (Illustrated)—All Black Kid Four Strap 
PROTEX ARCH, 13/8 leather heel, rubber top 





The Ruth 


lift, sizes as low 


Price $4. 90; Net 30 days 


No. 55—All Patent Leather Four Strap PROTEX 
ARCH, 13/8 leather heel, rubber top lift, sizes as 


ow 
Price $4.65; Net 30 days 


Sizes on both No. 54 and No. 55 follow: AA, 5 to 9; 
A, 4% to 8; B, 3% to 8; C, 3 to 9; D3 to 9. 


No. 52 A pyre Kid six-eyelet PRO- 
TEX ARCH Lace Oxford, 13/8 leather heel, rub- 
ber top lift, sizes as below 

Price $4. 60; Net 30 days 
No. 53—Brown Kid six-eyelet PR TEX ARCH 
lace Oxford, 13/8 leather heel, rubber top lift, sizes 
as below. Price $4.85; Net 30 days 
Sizes on both No. 52 and No. 53 follow: AA, 5 to 9 
Aj4\% to 9; B, 3 to 9; C, 2% to 9; D3 to 9. 


THE SCHEIFFELE SHOE COMPANY 


(Branch of The United States Shoe Company, Cincinnati, Ohio) 
New York Office, 1404 Bush Terminal Building 





THE QUALITY SHOE 
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When writing to Tue Scueirrete Suor Company please mention Boot and Shoe Recorder 
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RIPPEN DORF 
Styles 


A STEP OR TWO AHEAD 


les 
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TYLES by Krippendorf not only re- 
flect the latest tendencies in fashion 
but they also represent a standard of 
value by which you can be guided in all of 
your buying. 
J They are fine shoes, beautifully made and 
wonderfully styled. 





a” sh aha le oe The most cultured women of your com- 
leather hecl. Tudor last. munity insist on something more than 
winged tip, imitation saddle. . ** 
Made of Eric grain calf just a pretty pattern—they want ‘'fin- 


ished shoes” with long-wearing qualities. 
That is why Krippendorf Styles are a step 
or two ahead. 





The Krippendorf Dittmann Co. 


Cincinnati, Ohio 


STYLE QUALITY SERVICE 
































“Urban” 
Colonial light Russia turn, ‘‘Marchioness Tie’’ 
14-8 covered wood heel. 
French last. Makes up Patent leather turn, 12-8 
beautifully in patent, satins block wood covered heel 
and suedes. Ranier last. Makes up well 
Russia and suedes. 
i ple — on 
_g ~~ — A f~ ue | 
G ————————__— 
a THE QUALITY SHOE ee a) MARKET OF AMERICA 





When writing to Tue Krirpenvorr Dirrmann Co. pleasg mention Boot and Shoe Recorder 
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Where Are Your 
Profits? 


Not on your shelves. Not in your stockroom. 
Your profits have been made on the shoes you 
have sold profitably. Your future profits will be 
made on the shoes that you will sell profitably. 














You made no money on the shoes you disposed of 
in that clearance sale. You will make no money on 









future clearance sales. 






Why not handle shoes that will sell profitably, 
that clean up quick, that need no clearance sales? 
Hundreds of merchants write to us saying that 
“Julian @& Kokenge are Non-Inventory shoes.” 
One merchant says, “They are the nearest to 100 
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per cent of any line I know.” ‘ 
We can tell you of some interesting experiences 
that live merchants have had since they decided f 
to put in Julian @ Kokenge shoes. 






sii 






Will you talk it over with us? 


Qhe Julian So Kokenge Co- 
Makers of the famous JioK Gich Fitting Shoes for Women 
405 E. 4th St., Cincinnati, Ohio 















The Ferncliffe 














‘White’ 


When writing to Tue Jutian & Koxence Co. please mention Boot and Shoe Recorder 
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Attractive? 


UST as a picture or illustration can be 
spoiled by poor or inexperienced artists, 
so can a stylish shoe pattern be made un- 
attractive by cheap or poor shoemaking. 





Cahill’s Catchy Creations are carefully and 
artistically designed to appeal quickly to 
the dainty fancies so wonderfully displayed 
in charming costumes for street or dress as No. 5088 ““MARION”’ 


worn by gentle women today. 
bbe: ; Quality Colt-side, tie sandal, with wood or 


< leather heel, height 8-8. Also made in Black 
The Cahill Shoe Co. Satin or Velvet. AAA to D width, all sizes 
MANUFACTURERS 
Cincinnati ~ - U.S. A. 








When writing to Tux Canitt Suor Co. please mention Boot and Shoe Recorder 
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This trade mark is our 
symbol of success; to you 
it means ‘‘salable to the 
last pair. 
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7 “The Rookwood”—Made in patent, satin, brown 
and black suede. 16-8 Louis heel. A new 
addition to the “salable to the last pair’ line. 


October 11, 1924 
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When you buy a line of shoes, ask yourself the question: “Can I 
sell out clean at the full retail price?” 

For example, take that last 12 pair lot of shoes you bought. Let 
us say they cost you $6.00 per pair, or a total of $72. A 33 1-3 per 
cent retail mark-up makes the retail price $9.00. You must sell 
8 pairs (8 x 9=$72)-to pay the manufacturer. These 8 pairs 
naturally will be your best sizes. The next 3 pairs and part of the 
4th will pay your overhead. Thus your actual net profit is found 
in the sale of the last pair. 

Can you sell that last pair? You can if you study carefully every 
feature of the “Salable to the last pair” line. It means net 
profit to you. 


oe een rr ree . $108.00 
8 pairs sold at $9.00 ‘stim shea acta 
30% cost of selling nit ban donee aes 

104.40 
Net Profit - s'sl-— 9 rah com cs it lea ne lan, sks 


See how essential it is to sell the last pair. 


Tee, 
STANLEY DUMENEORER 
SHOE Co, 


1401 PLUM ST. CINCINNATI, O. 
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Alive with Style! 


Popularity alone gives “life to styles. Shoes un- 
wanted are styleless even though their undesir- 





ability is due to imperfect quality and not to design. 
The slippers we present here throb with style-life in 
the fullest sense. They are sought for and we have 
them—in stock now! 


Gold and Silver Brocade 
(As Shown Above) 


No. 3348—Of non-tarnishable imported metal- 
lic brocaded cloth with Gold Kid cut-out front, 
Rhinestone set in button, 15/8-inch full Spanish 
covered heel, best imit. turn. A to C, 3 to 8 


$5.50 
SAME PATTERN AND QUALITY_ in 
Silver Brocade with Silver Kid front, No. Oo 


D’'Orsay--Velvet andPatent 


(Left and Center Above) 


No. 3286—Black Velvet D’Orsay pump, black 
silk braid edging, best imit. turn, 13/8-inch 
ore Cuban heel. Uskide top lift. B to C, 
3to8 . $3.85 


SAME PATTERN AND QUALITY in Black 
Patent Colt, perforated edging, No. 3296. $3.85 


MEIS SHOE 





Opera--Satin and Patent 
(As Pair on Right) 


No. 3897—Black Skinner's Satin Opera pump. 
hand turn sole, 16/8-inch full Swiss oo 
heel, Wingfoot top lift.A to C.3 to8..... $4. 


SAME PATTERN AND QUALITY in Black 
Patent Colt with dainty eee meee ws 
throat edge, No. 3857... 


COMPANY 
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When writing to Tue Cuartes Mets Snort Company please mention Boot and Shoe Recorder 
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Consider well the B. W. shoe. It’s set 
worth 100 cents on the dollar all the ‘ 
os time. It decorates your customers” feet 
us ” —not your bargain table. It’s a safe buy 

The “PAULA because a sure sale. pu 
Cut-Out th 
A smart new cut-out style IN STOCK a 
of aristocratic beauty. , ar 
me y ready to ship—net 30 days a 
| Write for sample S—400 S—401 m 
Ih Black Kid Oxford Brown Kid Oxford m 
/ AAA, 5-10 B, 3-10 AAA, 5-9 B. 3-9 yé 
AA. 5-10 C; 3-10 AA, "5-9 C. 3-9 st 

A. 4-10 D. ey A. 40 D. 3-9 
$4. 40 $5.00 - 
S—403 S—404 st 
Black Kid Oxford Brown Kid Oxford ‘ 

(Arch Corrective) (Arch Corrective) 

AAA, 5-10 B, 4-10 AAA, 5-9 B, 3-9 

AA, 5-10 C, 3-10 AA, 59 Cc, 3-9 

A. 410 2. 7 A, 4-9 D, 3-9 
t 
$4. 60 $5.20 f 
f 
i 
WMB.@. | : 
é 
She Tt g : 
- CINCIN 
] 
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iversity of Style Noted 
in Chicago Store Offerings 


CHICAGO—Had Dame Nature 
chosen to dispense the same weath- 
er in September that has been the 
lot of Chicago during the week end- 
ing Oct. 4 then there’d be a differ- 
ent story told of early fall footwear 
buying. The week was a busy one 
for most of the Chicago merchants, 
although in the aggregate the vol- 
ume was not up to either hopes or 
expectations. Surely the combina- 
tion of weather and the uncertainty 
of style works a hardship on the 
merchant who must anticipate his 
requirements if he is to meet foot- 
wear demands. 

The windows of State street pre- 
sent a diversity of style that would 
challenge the judgment of any one 
who felt a certain sense of knowl- 
edge of what is what in footwear. 
Even the merchants themselves 
have little to offer in their justifica- 
tion of any one style or any group 
of styles and even this is not un- 
usual, since the choice runs a gamut 
of leather, last and pattern that 
seems to have no end. 


Strip Pump and Button Oxford 
Strong 

At the present time the strip 
pump and button oxford are vying 
with each other for popularity in 
the windows on State street, and 
the strip pump so far holds a com- 
fortable lead, both in the windows 
and on the street. Whether general 
opinion among merchants and 
manufacturers favors the pump or 
not, it has taken hold with the 
younger buyers and bids fair to run 
steadily through the entire season. 

This has its advantages as well 
as disadvantages. It promotes the 
sale of one more pair of shoes and 
surely is an incentive for the sale 
of more of the varigated colors in 
silk and chiffon hose. 


Velvets Develop Rapidly 


It has been interesting to watch 
the development of velvet as a shoe 
fabric. Velvet pumps and strap ox- 
fords first made their appearance 
in’ the fashionable or more exclu- 
sive stores about a month ago, and 
at that time were more of a window 
style than anything else. At that 
time the heels were covered with 
velvet and presented a heavy ap- 
pearance, but since then— and 
their vogue has brought them out 
in almost all of the costume boot- 
eries—they have changed the velvet 


to a satin heel and added satin trim- 
mings. 

The new browns in satin, too, are 
having considerable attention from 
buyers, and these, with the new 
shades in black ooze, are indicating 
some popularity in costume dress- 
ing. 

Black still holds a comfortable 
margin in the choice of colors, and 
the early prediction that calf leath- 
ers would have a heavy run seems 
to be justified. 


Men’s Stocks Are Low 


The men’s shoe stores report lit- 
tle more than ordinary interest in 
men’s styles. Heavy grain leathers 
are very slow this far, but, due no 
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doubt, to the mild weather. The 
new welt styles will find plenty of 
takers, undoubtedly, when fall set- 
tles down to its usual round of in- 
clement weather. 

All merchants report low stocks. 
Little advance buying is being done 
and most merchants prefer the new 
order of things since it means a 
smaller investment and more fre- 
quent turnover of stocks. The un- 
certainty of style, leather and lasts 
is keeping the advance buying at a 
minimum except where staple mer- 
chandise is being ordered. 


Holden Front Altered 


The Holden Company has com- 
pleted alteration of its store and 
another very attractive front \has 
been added to State street. The hew 
store offers a study in complete-and 
attractive store arrangement and 
should. be a model for stores cater- 
ing to the medium-class trade. 





Cincinnati Fall Business 
Gets Away to Good Start 


CINCINNATI—The retail shoe 
business during the week ending 
Oct. 4 was reported fair by most of 
the shoe merchants. However, the 
fall business is starting out better 
than the spring. business. Ideal fall 
weather has prevailed in Cincinnati 
for the past few days, with a few 
warm days intervening. 

Retail shoe merchants are show- 
ing about the same ‘styles as a 
month ago, when they opened up 
their fall season. Some new styles 
and patterns have been added to 
their lines. There is no outstanding 
style favored. The demand is spread 
over a variety of patterns, strap 
effects. having the chief call. Ox- 
fords have shown improvement, 
and more oxfords are in evidence 
on the streets than they have been 
for some time. 


Ties Going Across Big 


The new fall shoes that mer- 
chants have are plainer effects, and 
any style seems to be a ready seller. 
There are calls for pumps, small- 
tongued pumps, gore effects, fancy 
cut-out oxfords, and a big demand 
for sailor ties. A number of the 
merchants report calls for plain 
pumps, and these are being sold 
chiefly in the higher grades of 
shoes, but there are some calls for 
them in the cheaper grades, but 
most of the cheaper stores are not 


pushing pumps, as they feel that °. 


strap effects and other styles are 
far more satisfactory fitters. ’ 


Potter Co. Holding Sales 
Suggestion Contest 


The Potter Shoe Co. is holding a 
suggestion sales campaign during 
this month. It is conducted on the 
same basis as its campaign in June, 
which was very successful. Every 
employee of the company has an ac- 
tive part in the contest. “Potter 
Pep,” the weekly paper, described 
in great detail the aims and rules 
of the contest. 

The employees are divided into 
two armies—Red and Blue. The 
losing side will have to furnish the 
music, and look after the arrange- 
ments for a masquerade dance and 
card party which will be given to 
the winners of the contest. In addi- 
tion to this, the winner will receive 
a leg of the cup which is to be the 
permanent possession of the side 
winning two such contests first. The 
blue army has one leg already from 
the contest held in June. In addi- 
tion to the suggestion sales count- 
ing for the individual atmies, the 
clerk making the suggestion sale is 
credited with 2% cents for every 
suggestion sale he makes, no mat- 
ter what it is. 

It is believed this contest is the 
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A “Go Getter” Message 
for Your Trade— 


Sinw ah you could say to your trade: “I have a shoe that can Fre you advantages to be found 


in no other shoe made—foot health and style.” Then you would have the best selling shoe ever 
offered in your community, and you'd understand why those dealers who handle 


THE 


ARCH PiESERVER 


are showing such remarkable progress. You'll understand why they are building business and 
holding it, even during the hard period of the last few months. There is no other shoe like the Arch 
Preserver Shoe fo build a permanent business. None other is so good—from the standpoint of the 
wearer. And we are backing it with an extensive campaign in the Saturday Evening Post. If we 
have no dealer in your community, then you should write us. 


E. T. Wright & Company, Inc. 


Taoe Mam MeTERED Rockland, Mass. 


a ee Makers of the “‘Just-Wright”’ 
Men’s Fine Shoes Since 1876 





This Trade Mark is found on the 
sole and lining of every genuine 
Arch Preserver Shoe. re are 
seven patents embodied in Arch 
Preserver Shoe construction. These 
are vested solely with E. T. Wright 
& Company, Inc., Rockland, 
Massachusetts, for the making of 
men's and boys’ shoes, and with 
The Selby Shoe Company, Ports- 
mouth, Ohio, for the making of 
women's and misses’ shoes 


We carry 20 good styles in 
stock. You need not make a 
heavy investment. 


Stock No. 180—Yale last, Tony Brown Calf Oxford, 10 iron outsole, rubber heel. Sizes AAA, 744-12. 
AA, 7-12. A, 644-12. B, 6-12. C, D, 5-12. Code —Cambridge. 











When writing to E. T. Wricut & Company, Inc., please mention Boot and Shoe Recorder 
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biggest, and involves the most en- 
thusiasm, of any contest that was 
ever held within one company in 
Cincinnati. Weekly meetings are 
held every Tuesday and reports are 
then given out of the progress of 
each army. 


Talk About Rubbers 


The weekly meeting and luncheon 
of the shoe group was held in the 
Sandal room at the Hotel Havlin 
on Tuesday, Sept. 30. G. B. Bur- 
bage of Petot’s Walk-Over Boot 
Shop was chairman of the meeting. 
The meeting was well attended. An 
informal discussion was held as to 
the outlook for the rubbers for men, 
and spats. 


Farewell to Taylor 


The Shoe and Leather Club of 
Cincinnati held its monthly meet- 
ing at their clubrooms on Saturday, 
Oct. 4. George Springmeier, vice- 
president, presided. 

On September 25 members of the 
club gave a farewell dinner to Wm. 
H. Taylor, one of the governors of 
the club. Mr. Taylor was the super- 





Patents and Satins 
Strong 


Women are still buying pat- 
ents freely, but many of the 
stores report that satins are 
gaining in strength. Suedes, 
both black and brown so far, 
have not shown very much ac- 
tivity, and merchants attri- 
bute this to the weather, and 
state that as soon as we have 
cooler weather, that the de- 
mand for these will increase. 
The popularity of tan is mani- 
festing itself, and they are 
conspicuous in practically 
every display window, and 
also are to be seen in increas- 
ing numbers on the streets. 
Many merchants are sending 
in duplicate orders on tans. 











intendent of the Krohn Fechheimer 
branch of the United States Shoe 
Co. He left Cincinnati Sept. 27 for 
Baltimore, Md., where he will re- 
side in the future, this being his 
former home. 


Heavy Run on Tan Calf 
Reported in St. Louis 


ST. LOUIS—Business in the re- 
tail shoe district for the week end- 
ing Oct. 4 showed little change in 
the volume done during the previ- 
ous six days. If the trend pointed 
in a particular direction it was 
slightly upward. Some stores re- 
ported increases, but for the major- 
ity the answer was about the same 
as the week before in volume. One 
store, and a large one, announced 
that the week had been one of the 
best experienced in a long while. 
There is apparent everywhere 
a highly optimistic business spirit 
which is being developed into brisk 
trade and active sales. Everything 
is looking up, and while business 
has been of an excellent character, 
retail shoe merchants predict for 
the immediate future further ex- 
pansion in the trade. 


Tan Calf Being Reordered 


This same attitude is being pro- 
claimed throughout the wholesale 
district. The most interesting style 
note discovered after interviews 
with from ten to fifteen buyers was 
the shortage of tan calf shoes. The 
smartest buyers did not attempt to 


clothe their mistake of not buying 
sufficiently of tan calf. The short- 
age exists in almost every store. 
The strength which this material 
is displaying has forced practically 
all buyers to re-order, particularly 
on the ties and plain oxfords, either 
in welts or McKays. The demand 
for tan calf during the week was 
big. It was reported in some stores 
that the slump in satin was ab- 
sorbed in the tan calf field. Patent, 
of course, has lost none of its popu- 
larity. Two-tone effects worked up 
with patent leather are expected to 
be shown here within a fortnight. 
This new style note, which is being 
bought in patent and gray and pat- 
ent and apricot, is being viewed 
with caution. Certainly there will 
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be no plunging on this latest of 
footwear fashions. 


Increase for Brown Shoe Co. 
Brown Shoe Company, for the 
second successive month, has shown 
a big increase in their shipments 
over the same period of a year ago. 
Frank James, sales manager, just 
announced that a $513,226 increase 
for September over the same period 
in 1923 was accomplished. Busi- 
ness continues to be upward, and 
throughout the entire wholesale 
district gains are reported. 


Williams Elected to Office 


Charles E. Williams, president of 
the C. E. Williams Shoe Company, 
was elected to the office of first vice- 
president of the Advertising Club 
of St. Louis, at the annual meeting. 
This organization is one of the most 
active of all city organizations. 


Business Is Better 

The report on general business 
conditionsin the Eighth Federal Re- 
serve District indicates general im- 
provement throughout the terri- 
tory, both in industry and particu- 
larly in the agriculture field. The 
report follows, in part: 

“The trend of general business 
in this district during the past 
thirty days was in the direction of 
further improvement. Save in a 
relatively small number of lines, 
however, the betterment has been 
slow, and in many quarters less 
than expected from the promise 
held forth by developments of the 
similar period immediately preced- 
ing. While fundamentally the situ- 
ation gained further strength, and 
there has been no appreciable 
diminution in the recent optimism 
ordering of merchandise is pro- 
ceeding cautiously and along con- 
servative lines. 

“As a whole, industrial activities 
showed no marked change during 
the period under reviewal, though 
the tendency was upward, and in 
some classifications fair gains were 
recorded. Production in the boot 
and shoe industry showed a sub- 
stantial increase.” 





Tan Calf Styles Make a 
Big Hit in Milwaukee 


MILWAUKEE—A drop in tem- 
perature which occurred at the close 
of September, and cooler weather 
continuing into October have great- 


ly stimulated the shoe business, and 
local merchants are expecting to 
show some very good figures at the 
end of this month. This weather, 
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_ Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 
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The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 
prove a profitable 
experiment. 
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i BOSTON, MASSACHUSETTS 


@ATENTED 








When writing to Unitep Suoz Macutnery Corporation please mention Boot and Shoe Recorder 





\ 


=e 
—* 





ee a oe 














al 





ber 11 
» 19218 oetober 11, 1924 





with a touch of frost in the air, has 
turned people’s attention to fall and 
winter clothing, and shoe mer- 
chants are feeling the results of in- 
creased interest. 

Tan calf continues in importance 
for women’s street shoes, and the 
Dixie tie is still holding a promi- 
nent position in this field. Sport 
and“eut-out oxfords are also-active 
for street wear. One store, catering 
to a conservative trade, has been 
very successful with a pump on the 
order of the sailor tie, on which the 
customary bow has been replaced 
by a leather buckle in matching tan 
calf. Goring, beneath the buckle, 
adds to the fitting qualities. In 
semi-dress shoes, plain pumps are 
very good, as well as those having 
small bows or buckles. Both black 
satin and patent are moving in 
semi-dress styles, and one store has 
been successful with a satin pump 
having a buckle of brilliants. 

Men’s shoes were moving rather 
slowly during September, but con- 
siderable improvement is expected 
between now and the first of No- 
vember in local stores. 


Children’s Shoes Active 


Business in the children’s shoe 
department of Caspari & Virmond 
is going very well, according to 
G. R. Virmond. Tan oxfords are 
showing up especially well for 
school and every-day wear. They 
are being worn with wool stockings 
for fail and will probably continue 
well into the winter. In dress shoes, 
this store has been introducing 
satin slippers for children. 


Shoe Merchants in Style 
Shows 

Shoe merchants throughout Wis- 
consin are taking active parts in 
style shows and fall openings which 
have been held during the past few 
weeks. The annual fall opening at 
Madison, Wis., was a _ three-day 
affair, the plans for which included 
elaborate window displays, parades, 
dancing and the award of prizes. 
W. G. Schumacher, well-known shoe 
merehant of that city, took an ac- 
tive part in arranging for the event 
and headed the committee in charge 
of a large employees’ parade. Shoe 
stores donating prizes for the open- 
ing included Blind & Sander, Brown 
Boot Shop, Excelsior Shoe Store, 
Family Shoe Store, Huegel & Hy- 
land, and the Schumacher Shoe Co. 

Culver’s Corner Shoe Store had 
one of the very attractive window 
displays at the fall opening in Eau 
Claire, Wis. 
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There was a good attendance of Milwaukee, Wis., retail shoe merchants at 


the first fall meeting held recently. 


First Meeting of Milwaukee 
Merchants 


Mitwaukee, Wis., Oct. 7—More 
than fifty of the leading shoe mer- 
chants of Milwaukee were on hand 
at the first fall meeting of the Mil- 
waukee Shoe Retailers’ Association, 
which took the form of a banquet 
at the Milwaukee Athletic Club’s 
Elizabethan room. The meeting was 
confined strictly to shoe merchants 
proper and invited speakers and was 
one of the most interesting and en- 
tertaining staged by the association 
in some time. 

Three speakers were present to 
present short, pithy addresses on 
pertinent topics. Gordon Anderson 
of the Chicago office of the Boot 
and Shoe Recorder treated upon a 
subject very close to the shoe mer- 
chant when he discussed shoe styles, 
and later in his talk dwelling at 
some length upon the necessity for 
a better credit system in the aver- 
age retail shoe store. 

John M. Callahan, secretary of 
one of Wisconsin’s biggest frater- 
nal organizations, spoke on “Or- 
ganization,” and F. Giese, a C. P. A., 
told the merchants how to systema- 
tize their bookkeeping and their 
general store business system. 
There was entertainment. Clarence 
Bertler was chairman of committee 
on arrangements and Max Dia- 
mond, president, was chairman and 
toastmaster. 


New Florsheim Manager 


Arthur M. Titus has arrived in 
Milwaukee to take over the manage- 
ment of the local Florsheim store 
on Grand avenue. Mr. Titus has 
been with the Florshiem Shoe Store 
Co. for the past four years and has 
had additional experience in the 
shoe business prior to his connec- 
tion with this company. He came to 
Milwaukee from New York City 


4S ee a 
where he was manager of the Flor- 
sheim store on 42nd street near 
Broadway. 


1925 Convention to Be at 
Green Bay 


Members of the Wisconsin Shoe 
Retailers’ association will gather in 
Green Bay, Wis., for their 1925 con- 
vention, according to the decision 
of twelve officers and directors whe 
met in Green Bay to discuss plans 
for the coming year. The next con- 
vention will again be held Tuesday, 
Wednesday and Thursday of the 
second week in August, according 
to announcement of Richard Sager, 
president of the state association. 

“The 1925 convention will follow 
the plan of that at Fond du Lac 
this year, in that salesmen will not 
be required to show samples or pay 
exorbitant booth rental,” said 
President Sager. “There will be no 
‘canned speeches.’ The meeting will 
be solely for the benefit of the retail 
shoe merchants who will be urged 
to present their problems on the 
floor, and have them answered from 
the floor by men of experience in 
the shoe business. The aim of the 
convention will be to improve the 
retail shoe business in Wisconsin, 
and to give a foot-fitting service 
instead of merely selling shoes.” 

The decision as to the convention 
city was made at a luncheon meet- 
ing at which reports were read and 
approved and business for the fiscal 
year was closed. Short talks were 
given by R. F. Malia, secretary of 
the Green Bay Association of Com- 
merce, and Judge Henry Graas, the 
former speaking on business prin- 
ciples and unity of effort, while the 
latter advocated higher ideals of 
service and recognition of true 
merit. 

Officers who attended the meet- 
ing included R. E. Sager, presi- 
dent; A. C. Egelhoff, vice-president, 
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No. B 720—Men's 6-inch Chocolate Waterproof 
Chippewa Chrome, Goodyear Welt. Machine 
Sewed Leather Lined Vamps. Pac Style. 
Single Sole. Last 36. Widths 1 to 5. In 
Stock, 5 wide $3.75 
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Fond du Lac; J. S.- Arenz, second 
vice-president, La Crosse; and 
Harry Lucas, secretary-treasurer, 
Milwaukee. Directors present were 
Max Lau, Racine; Eugene Meyer, 
Watertown; A. B. Caspari, Milwau- 
kee; W. C. Schlaefer, Wausau; W. 
F. Strauss, La Crosse; M. Fitzsim- 
mons, Fond du Lac; William Gleue, 
Wisconsin Rapids; and Joseph Lan- 
genberg, Appleton. 


Leather Expert Talks 


The process by which skins are 
tanned was described in detail be- 
fore the Professional Men’s Club in 
the second talk given before that 
organization by John A. Wilson, 
chief chemist for A. Gallun & Sons 
Co., Milwaukee tanners. Mr. Wilson 
pointed out that corns which fore- 
tell changes in the weather by 
aching are merely registering 
shrinkage of leather in the shoes 
worn, due to a drop in the' relative 
humidity of the air. 

“Chrome leather shrinks more 
than three times as much as vege- 
table tanned leather, which explains 
the fact that shoes made from vege- 
table tanned leather are much more 
comfortable than shoes made from 
chrome leather,” stated Mr. Wilson. 
“When the people learn the facts 
they will probably demand the gen- 
eral return of vegetable tanned 
leathers.” 


Wisconsin Becoming Shoe 
Center 


Wisconsin is taking its place with 
the shoe manufacturing states of 
the country, according to the de- 
partment of commerce, announce- 
ment, which shows that this state 
stood fourth in the number of es- 
tablishments manufacturing shoes 
during 1923. Out of 1,542 establish- 
ments in that year, 587 were located 
in Massachusetts, 314 in New York, 
131 in Pennsylvania and 68 in Wis- 
consin, with Missouri, New Hamp- 
shire, Ohio and Illinois following in 
order. 


Wobst Co. Chooses Dis- 
tributor 


Milwaukee, Wis., Oct. 10—The 
Wobst Shoe Company recently an- 
nounced a connection with the 
Crowder-Cooper Company of Indi- 
anapolis, Indiana, as its distributor 
in that territory for the Merry 
Walker line of children’s stitch- 
downs. The Crowder-Cooper Com- 
pany has a host of friends among 
the shoe merchants of Indiana, 
Illinois and Ohio. 
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In Cleveland Industrial 
Conditions Are Healthy 


CLEVELAND — Retail shoe 
stores enjoyed an increase in sales 
in the last half of September and 
first few days of October. This 
quickening of business has ex- 
tended into other lines. Industries 
have taken on more employees in the 
last month, and every bank in the 
city that surveys commercial con- 
ditions has issued a report announc- 
ing a general improvement. 

Automobile factories here make 
up one of the largest and most im- 
portant of the industries, and they 
have increased employees in the last 
half of September to take care of 
increased marufacturing schedules. 
The credit association of manufac- 
turers and merchants report that 
there seems to be more money than 
there was a few months ago. Collec- 
tions are reported to be easier 
made. 

From Northern Ohio cities, shoe 
salesmen bring the report that with 
the farmers marketing their grain 
crops, and with factories gradu- 
ally increasing their employees, 
business conditions also are im- 
proving. Shoe stores in the towns 
and cities of northern Ohio are 
increasing sales and are buying 
more goods from the traveling men. 

Shoe merchants in Cleveland ex- 
pect a gradual increase in sales 
through October and the immediate 
months ahead. Stocks of local con- 
cerns are still increasing in price 
and this is accepted as another evi- 
dence of the gradual improvement. 


Tan Calf Very Strong 


Retail stores in this city that 
were canvassed report a great in- 
crease in the demand for tan shoes 
for women’s wear. Patent leather is 


still a great favorite, but tans have 
been gaining steadily in favor. Gun 
metals make up the third portion 
of the popular demand for street 
and house wear. Plain toe oxfords, 
with creased vamp, also are selling 
very well. 

In the men’s trade, the tendency 
is for wider toes. Light tans here 
again are proving popular as are 
the soft boxes. There has been a 
good increase in trade in the men’s 
departments and among the stores 
that cater solely to the masculine 
sex. This came about during Sep- 
tember and has continued through 
the first week of October. 


New Store Opens 


The Father & Son, Inc., opened 
a new store at 220 Prospect avenue. 
E. H. Costello, who has been with 
the company in Massachusetts, is 
manager of the new store, which is 
located one block south of Euclid 
avenue. 


An Aid to Business 


The convention board of the 
Chamber of Commerce has been 
a great help to the shoe merchants 
and retail merchants of other lines 
of merchandise by lining up a 
larger number of gatherings of 
business and trade organizations 
for the city. With business letting 
down during the summer months, 
the staff of the convention board 
put in some extra work among offi- 
cers and directors of organizations, 
with the result that conventions 
during the last half of September 
and October had quite an effect on 
retail sales. More of them are com- 
ing during October and November. 





Better Buying Conditions _ 
in Minneapolis District 


the business men have been waiting 
for. In the opinion of many shoe 
merchants September was one of 
the best months they have had for 
years. 


MINNEAPOLIS — The buying 
power of the farmer in the terri- 
tory tributary to Minneapolis and 
St. Paul has been revived. This is 
the authoritative declaration of 
John R. Mitchell, federal reserve 
agent of the Minneapolis (Ninth 
district) Federal Reserve bank, in 
his monthly report to the national 
board at Washington. And that re- 
vival of farm buying power is what 


Crops Aid in Prosperity 


Crop conditions have been favor- 
able throughout the summer. The 
story of the big wheat crop and the 

(Continued on page 105) 
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No. B 332—$5.00 
Black Ooze Calf One-Eyelet Tie 
(Wilson Process) 
262 Last 14/8 Spanish 
LXV Heel 
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Net 30 Days 
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Two New Patterns In Stock 
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Black Satin Pump 
(Wilson Process) 
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New York Retail Trade 
Shows Steady Progress 


NEW YORK—tThe retail shoe 
trade here continues to make 
steady progress in the fall season, 
and although the volume is not 
extraordinarily large it is quite sat- 
isfactory to most merchants. The 
more seasonable weather and an 
upturn in general business has 
stimulated the demand, not only for 
shoes but also for apparel and 
other seasonable merchandise. 

Some of the department stores 
and specialty shops are running 
early season sales, but they are 
along the usual lines, with a few 
models offered at special prices to 
draw trade into the stores. There 
has been no general price cutting. 
In fact, so far as prices are con- 
cerned, the shoe situation appears 
to be more stabilized at present 
than it has been for some time past. 
Prices ranging from $8 to $14 ap- 
parently appeal to the general run 
of shoppers who deal with the mid- 
town stores. In men’s shoes the 
popular prices range from $7 to 
$12, most of the well known men’s 
stores offering shoes at $8 and $10, 
for the bulk of their merchandise. 


Straps Are Style Leaders 


The style trend shows little 
change. Strapped models continue 
to lead in styles, with gorings and 
plain pumps supplying most of the 
remainder of the demand. The plain 
pumps are going better in the high- 
class-stores than in the medium and 
lower-priced establishments. Pat- 
ent leather continues as the most 
popular material, with satin and 
tan calf disputing the honors for 
second place. The growth in de- 
mand for tan calf has been great 
and many merchants, who did not 
think much of it a month or so ago, 
have now changed their views. 


Another Chain Store 
Organization 


New York has been invaded by 
another shoe chain store organiza- 
tion which expects to have six 
units in operation in the city by the 
end of next month. The new chain 
is known under the name of Tom, 
Dick & Harry, and carries shoes 
retailing at $3 a pair. The organi- 
zation maintains a factory at Gar- 
diner, Me. 

The first link in the chain was 
opened at 132 Third avenue about 
a month ago, the second in Pater- 


son, N. J., a little later and the 
third was opened last week at 84 
Third avenue. The new store is lo- 
cated next to a Thom McAn store 
and two doors away is a Check-R 
shoe store. The Tom, Dick and 
Harry stores have adopted a dis- 
tinctive color scheme and style of 
store architecture, as have the 
Thom McAn and Check-R chains. 

The latest venture decorates its 
stores in red and green. The show 
windows are rather small and are 
set high from the sidewalk. A 
rustic gable effect runs across the 
front of the store, one side shorter 
than the other, while over the gable 
the front wall is painted in the 
simulation of the sky with clouds. 

Two sites have been selected 
where new stores will be opened 
immediately. One is on 318 Eighth 
avenue and the other is on 41st 
street. The company, it is said, 
plans to open a chain of 175 stores 
within the next year. 


Weiss Joins Stern Bros. 


Maurice Weiss, who for some 
time has been a prominent member 
of the National Shoe Retailers’ 
Association and has become well 


known to the trade through having. 


served as a joint chairman of the 
style committee of that association, 
has left the Cammeyer organiza- 
tion, with which he was connected 
for 19 years, and is now the buyer 
and manager for all shoe depart- 
ments at Stern Brothers, depart- 
ment store, Sixth avenue and 42nd 
street. Mr. Weiss entered on his 
new duties on Oct. 1. 

He left the Cammeyer organiza- 
tion for reasons mutually agreeable 
to both parties, and the most cor- 
dial relationship still exists be- 
tween them. Mr. Weiss is loud in 
his praise of his former employers 
and, in fact, declares that Louis 
Hart, president of Cammeyer, has 
ever served as his guide and in- 
spiration. “I’d like to make public 
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my appreciation of Mr. Hart and of 
his sons,” said Mr. Weiss, “so that 
there may be no misunderstanding 
our relations, now that I have left 
the organization.” On the other 
hand, Louis Hart and Percy and 
Harold Hart were just as lavish in 
their praise of Mr. Weiss as he was 
of them. 

Mr. Weiss entered the Cammeyer 
service 19 years ago as a salesman 
and has held every position in the 
store since then, rising to buyer 
and general manager for all the 
stores, a position he has held for 
the last several years. 

At Stern Brothers, he declared 
his intention of building the shoe 
departments into among the finest 
in the city. His long experience in 
the shoe trade, with his extended 
knowledge of beth buying and sell- 
ing footwear, will stand him in 
good stead in his new position. His 
change will not interfere with his 
work on the association’s style 
committee. 


Manchell-Grasso in Larger 
Quarters 


Manchell-Grasso, Inc., manufac- 
turers of high-grade, hand-sewed 
turns, recently moved to larger 
quarters on the eighth floor at 570- 
576 Broadway. In the new quarters, 
which occupy the entire eighth 
floor, the company is able to turn 
out 1,200 to 1,500 pairs weekly. H. 
A. Manchell, secretary and treas- 
urer, is also sales manager, and Mr, 
Grasso is in charge of production. 


B. Friedman Opens Again 


The wholesale shoe house of B. 
Friedman, which has been closed 
for the past several weeks due to a 
reorganization, will open again for 
business on Oct. 13. The new com- 
pany will be known as B. Friedman 
Shoe Co., Inc. Leonard Friedman, 
who was associated with the former 
organization, will remain active 
head. In addition there are several 
new members interested. The firm 
will specialize in a line of high- 
grade women’s and children’s nov- 
elties. 





Look for Busier Times 
in Boston Shoe Stores 


BOSTON—Buying in the retail 
shoe stores lacks the impetus that 
shoemen looked for several weeks 
ago. There was not a steady trend 


to either the women’s or men’s 
business during the week ending 
Oct. 4. As a whole, the week was 
very mild, more like summer 
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COUNTER, SOLE LEATHER. 
f a EMPERED STEEL SHANK. 
OUTER SOLE. 
ILLER, SPECIAL TREATED FELT. 
INNERSOLE , RRMSTRONG CORK: 
TREATEO FELT CUSHION, 


ee 
A shoe with a New Talking Point—A Real 
Proof of Comfort—for you and your 


customers. 
Write me personally for samples and prices 


A. J. McNulty, Sales Mgr. 
J. H. BAKER CO. 


117 Lincoln Street 
Factory at Beverly, Mass. 


LASTED TOGETHER 


Boston 


FROM THE FIRST DAY 
YOU USE IT YOU’LL NEVER 
REFUSE IT 


Used with our wet process it produces a per- 
fect innersole, as it is easily formed in and hugs 
the lip providing strength where strength is 
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“CLIFTON”? COVERING CLOTHS 


“Clifton” backing and plumping cloths are 
recommended for satisfactory results. 


In profitable shoemaking all “Clifton” special- 
ties register high. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 


BOSTON, MASS. 
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NOVEMBER DELIVERIES 
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Leather Sole Rubber Heel Felts 
for Orders Detailed Immediately 
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RIBBON TRIMMED 
JULLIET, 
STYLE 1025 


QUALITY FOOTWEAR 


C. A. GROSVENOR SHOE CO. 


Worcester ‘ Oxford 
Massachusetts 
Boston Office, 139 Lincoln St. 








No More Breaking or Refinishing of 
Window Fixtures. 


METAL SHOE DISPLAY 


FIXTURES 


Attract Light and Brighten Windows. 
Always the Same. 








HIGHLY POLISHED, NICKEL FINISHED. 
Three Sizes—High, Medium, Low. 
Reasonably Priced. 

Write your Jobber, or Direct for Prices. 
Manufacturers. 


F.W. WHITCHER CO., 332 Albany Bldg., BOSTON 
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weather than fall. This fact may 
have something to do with reluc- 
tance of the public to buy as freely 
as merchants would like. 

Tan calf oxfords, particularly the 
tie styles, are enjoying an excellent 
demand, and in some cases reports 
were made that merchants under- 
estimated the volume of trade for 
this type and as a result reorders 
have been placed. 

There is an optimistic feeling 
that a good season is ahead. Pat- 
terns are more stable. Merchants 
have less confusion with which to 
contend than heretofore. Variations 
in styles is generally obtained 
through the application of different 
materials, rather than alteration 
of the body lines of the shoe. This 
single fact has an obvious effect 
toward style stabilization. 

Black patent is very strong. 
Black satin is also very good. There 
is more activity on brown suede. 
Tan calf as a material is expected 
to gain consistently. 


Teddy’s in Business a Year 


Teddy’s, one of the largest shoe 
stores selling men’s and women’s 
shoes at $5, held its first anniver- 
sary sale during the week. It con- 
tinued for three days. It placed on 
sale at low prices a huge stock pur- 
chased from the Cutter Shoe Store, 
which recently closed out business. 


In Brocaded Satin 


One of the new and popular num- 
bers reported by Thayer McNeil 
Co. for formal afternoon or eve- 
ning wear is a brocaded black satin 
in dainty operas or straps. The 
fringe-tongued pump, which is al- 
most an oxford, is shown in many 
of the high-class shoe stores of the 
city. 


Men’s Shoes Well Adver- 
tised 


Several concerns selling men’s 
shoes have attracted a good deal 
of attention by their advertising. 
The Edwin Clapp store, operated 
by Fletcher & Co., Ltd., at 2 School 
street, featured the Fairlee model. 
An extract from the advertisement 
follows: “The broad flat toe with 
just the right swing and the un- 
usual width of ball, all tend to give 
it sturdiness, comfort, and a 


marked degree of individuality.” 
The Fairlee style was shown in the 
ad. 

The R. H. White Co, advertised 
men’s shoes at $6. A full grain 
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calfskin, broad toe in either tan or 
black was featured at $6. For $7 
the company advertised an extra 
grade of brown calfskin in a bal 
pattern, vamp and quarter neatly 
trimmed with several rows of close 
stitching and stitchings and perfo- 
rations on the tip. 

Coes & Young, one of the lead- 
ing men’s stores, in a generous ad 
stressed the fact that for more 
than 20 years it sold Bannister 
shoes and attributed much of its 
success to this fact. 


Suede in Pastelle Shades 


A very attractive interior shoe 
case is a feature of the women’s 
shoe department, second floor, of 
Thayer McNeil Co.’s store. During 
the past few weeks, a collection of 
dainty patterns in pastelle shades 
of suede have been shown. Shoes 








to match any evening costume—in 
colors of rose, light green, lemon 
and Paisley. Some of these were 
trimmed with delicate pipings of 
gold or silver kid and black patent 
leather. 


Recorder Radio Talks 

On Tuesday evening, last, Oct. 7, 
Helen M. Haney of the Recorder’s 
editorial staff, gave the first of a 
series of radio talks on “Fashions 
in Footwear,” from Medford Hill- 
side, WGI. 

Miss Haney’s next talk will be 
given at 8 o’clock on Thursday eve- 
ning, Oct. 16, on the same subject, 
and will be followed on subsequent 
Thursday evenings at the same hour 
by talks on shoe and hosiery styles 
and their relation to the vogue in 
other articles of apparel for men, 
women and children. 





Business Expansion Noted 
in Philadelphia District 


PHILADELPHIA—According to 
its latest review of business condi- 
tions in the Third Federal Reserve 
district, the Federal Reserve Bank 
of Philadelphia reports that busi- 
ness continued to expand during 
the past month, though not all in- 
dustries shared equally in the im- 
provement. The report states that 
the distribution of goods, as meas- 
ured by freight car loadings, 
showed the usual seasonal increase, 
and the price level again advanced. 
The rise in production of basic com- 
modities noted in August was main- 
tained during September. Coinci- 
dent with the heavier production 
came an increase in employment at 
industrial establishments. 


Wholesalers Meet 


The Philadelphia Shoe Whole- 
salers’ Association met recently in 
the Wiemer, Wright and Watkins 
office. Credits and styles were dis- 
cussed. Only routine business was 
transacted. 


State Officers to Attend 
Meeting 


The officers of the Pennsylvania 
Shoe Retailers’ Association will be 
the guests of the local retail asso- 
ciation at its next meeting, which 
will be held on October 15 in the 
I. Miller store. -Plans are being 
made, also, for “Miss America,” 
the winner of the Atlantic City 





Beauty Contest, to be present at 
the meeting. A number of men 
prominent in the trade will speak. 
After the business meeting a sup- 
per will be served on the second 
floor of the I. Miller building. 


Stresses Advantage of 
Organization 


A letter sent out by the Penn- 
sylvania Shoe Retailers’ Associa- 
tion lists the advantages which will 
result from the formation of the 
proposed five-state retail organiza- 
tion at the convention in Atlantic 
City in February, 1925. Among 
these advantages are greater power 
in the legislature, the fact that it 
will enable retail shoe merchants 
to insure their stores and stocks 
at 25 per cent less than the usual 
rate, that it will keep members 
posted on the latest events in state 
and national legislation, on styles, 
on new methods of bookkeeping, 
stock taking and mark-up. 


September Business In-- 
creases 

Bell, Walt & Co., Inc., reports 
that its business showed a very 
satisfactory increase over August. 
The leading factor in women’s foot- 
wear continues to be straps. There 
is still plenty of demand for fancy 
shoes in spite of the trend towards 
plainer patterns. Women’s oxfords 
are much more in demand now than 
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Look for trade mar 


Feeture Arch Shoes 
WITH THE FEETURE-FIT HEEL 


One-half the investment means double the profit on the monzy 
invested—every business man knows that. Stock a line of Johansen 
Feeture Arch shoes. You meet the demand for flexible shoes and 
rigid arch shoes at one stroke because Feeture arch shoes are both 
flexible and rigid. Besides satisfying both demands you can offer 
other inducements that make sales—the smartest styles known to 
corrective shoes, the Feeture-Fit heel, which makes the heel fit the 
shoe like fingers fit a glove. There’s more to be told than this page 
can hold about the money to be made on an exclusive Feeture Arch 
franchise. Let us give you all the facts—not a lot of literature, 
but a personal letter to you about Feeture Arch shoes in relation 

PLEXIBLE to your own business, along with a big complete broadside of all 
__ for foot freedom Feeture Arch stock styles. 











The Durban is carried in stock 


F 238 F 236 F 237 
Comes in patent colt Black satin with a cov- Black kid with leather 
with leather heel. .$6.25 ered Louis heel. ..$6.75 heel..... . .$6.50 
Carried in sizes up to 10. 
AAA-C. 
Sizes 914 and 10 are 25 cents extra 
RIGID 


- 5 — JOHANSEN BROS. SHOE CO., ST. LOUIS, MO. 





They Have Made Fashion Comfortable 


When writing to Jouansen Bros. Suox Co. please mention Boot and Shoe Recorder 
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they were at this time last year. 
Demand for them is about equally 
divided between blacks and dark 
browns. There is no call for high 
shoes outside of the usual demand 
for a limited number of staples. 


Men Buying Heavy Oxfords 


In men’s footwear the trend is 
towards heavy calf and heavy grain 
shoes. They have only a minimum 
of perforation and stitching. Tans 
are more active than blacks. There 
is good demand for men’s high 
shoes and for high shoes with arch 
supports. Prices show no changes. 


Strap Effects Predominate 


Morris Cohen, manager of the 
Mt. Vernon Boot Shop, reports that 
straps predominate in his sales. 
There is some demand for both 
front and side gores and some for 
tan calf oxfords. The call for ox- 
fords is expected to become more 
pronounced as the season advances. 
There is also a growing demand 
for operds. Tan calf oxfords fea- 
ture the sales of men’s footwear. 
Scotch grain is very popular for 
men, as velvets, suedes and patents 
are for women. 


Southern Ties in Demand 


Among the factories considerable 
call for Southern ties is reported. 
One manufacturer, especially, re- 
ports brisk demand for them in 
Russia calf. He also reports good 
call for pumps of the strip and 
Blucher types. Oxfords are coming 
to the front in plainer effects for 
winter wear. Patents, suedes, vel- 
vets and tan calf are the leading 
materials. 


Seattergood Resigns from 
Geo. H. West Company 
Edgar M. Scattergood recently 


resigned as president and general 
manager of the Geo. H. West Shoe 





Tans Coming into 
Favor 


Horace Gentel of the Walk- 
Over store on Chestnut street, 
says that tans for women are 
becoming increasingly active 
in a variety of styles. Patents, 
suedes and velvets are still the 
leading materials. Satins are 
declining. There has been no 
recent change in prices. 
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Company of this city. Mr. Scatter- 
good has not yet announced his 
plans for the future, except that he 
intends to remain active in the 
shoe industry. 

Through his activities in connec- 
tion with the National Shoe Whole- 
salers’ Association, of which he was 
president up to two years ago, Mr. 
Scattergood has an acquaintance in 
the wholesale field that is national 
in scope and one that will unques- 
tionably be interested in the knowl- 
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edge of his resignation. His future 
connections will, in all probability, 
be in the wholesale branch of the 
shoe business. 


To Open New Store 


Samuel Badder, Germantown re- 
tailer, will open another store in 
the middle of October. It will be 
located at 3105 Frankford avenue 
and will be under the direction of 
Al. Pearl. 





Velvets in Great Demand 
in Haverhill Shoe Plants 


HAVERHILL—Practically every 
factory making women’s turn or 
McKay footwear is specializing on 
velvet shoes. The call for these 
goods comes from customers in 
all parts of the country, and ranges 
from the cheaper lines to the very 
highest grades produced in the city. 
In the latter, imported velvet is 
used almost exclusively although 
the native product is prominent in 
the popular-priced lines. The better 
grades of velvet closely resembles 
ooze in general appearance, and 
cleans readily. Black is the favorite 


_ eolor, although some brown velvet 


is being used. 

The vogue of velvet is just now 
an outstanding feature of the 
product of Haverhill shoe com- 
panies, followed in the order 
named by satin, patent, ooze, and 
dull leathers. Stitching and fitting 
rooms are congested with uppers 
which are being put through in 
response to a universal demand for 
velvet shoes. In this connection it 
is of interest to note that many of 
the stitching room employees who 
went away from here during laboi 
disturbances have returned and 
are doing skillful work in the pro- 
duction of Haverhill-made foot- 
wear. 


Buys Business Block 


Louis Gorevitz of the firm of 
Wright, Gorevitz & McNamara Co. 
Inc., also head of the New England 
Wood Heel Co., recently purchased 
two blocks on Essex street used 
for manufacturing purposes. Mr. 
Gorevitz is also the owner of a 
factory building on River street. 
Wright, Gorevitz & McNamara Co. 
and New England Wood Heel Co. 
occupy two floors of the block 91 
and 93 Essex street, while the Heel 
company occupies three floors and 


basement. The block at 89 Essex 
street will be occupied by the shoe 
concern after changes and altera- 
tions have been made. Mr. Gorevitz 
who has been for many years as- 
sociated with wood heel manufact- 
ure and shoemaking in Haverhill, 
is optimistic regarding the city’s 
future. 


Harding Shoe Company’s 
Organization 


Charles S. Harding, one of the 
founders of the Harding Shoe Co., 
after an absence of a year, is 
again general manager of that con- 
cern. Lee W. Noyes will continue 
as general superintendent of the 
Haverhill factory. David W. Herr- 
mann will attend to the selling of 
the line in New York City, Chicago 
and other territory. Herbert. B. 
Emley will cover the state of Penn- 
sylvania. Later in the season the 
South and the Pacific coast will be 
covered by the company’s represen- 
tatives. Mr. Harding will pay par- 
ticular attention to factory produc- 
tion, at the same time keeping in 
contact with all buyers of the 
Harding line of turn footwear. 


Webber Shoe Co. to Liqui- 
date 

A plant on Essex street, occupied 
for several years by the Webber 
Shoe Co., is offered for sale by that 
concern as a part of a plan of liqui- 
dation. Machinery and materials 
will be disposed of either as a whole 
or in part, according to the re- 
sponse from prospective buyers. 


Manufacturers’ Association 
in Larger Quarters 
Need of additional office room 
has brought about the removal of 
the Haverhill Shoe Manufacturer's’ 
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Association from its former head- 
quarters at 60 Washington street 
to 89 Washington street. The asso- 
ciation recently made a substantial 
growth which necessitated enlarge- 
ment of facilities for the work of 
the organization. 


Shoe Merchant a Mayoralty 
Candidate 


Fred D. McGregor, who has con- 
ducted two retail shoe stores in 
Haverhill for many years, has an- 
nounced himself as a candidate for 


mayor. Mr. McGregor, who is one 
of Haverhill’s representative busi- 
ness men, has been frequently 
urged to run for office. During the 
war he was appointed city fuel ad- 
ministrator and served in a sim- 
ilar capacity during the fuel short- 
age two years ago. If nominated 
and elected, Mr. McGregor will be 
the first retail shoe merchant to 
occupy the honorable office of 
mayor of Haverhill. Having made 
a success of his own business, he 
should be equally successful in the 
conduct of municipal business. 





Pump Effects and Ties 
Have the Lead in Lynn 


LYN N—Volume of business con- 
tinues good with Lynn manufac- 
turers. Styles are moving rapidly 
from one thing to another with 
pump effects and ties as leaders, 
and new interest in colors like 
Russia calf, and new combinations 
of colors or materials appearing. 
Sketches for new sandals for next 
spring are in sight, with a pos- 
sibility that a run on them will be 
precipitated in January. Business 
is being done chiefly on medium 
and fine grades of shoes that retail 
at $10 a pair, or higher, and on 
popular price novelties retailing at 
$5 a pair. The thought is common 
that women are spending more 
money for their footwear, and are 
so doing with better taste. 


A Survey of Styles 


It looks as if trim and pretty 
shoes “as is” would be developed 
for January and February. The 
hitch in the program is the develop- 
ment of new types of welts, such 
as the “Wales Welts,” an English 
heavy type, which, if it gains, will 
lessen the wearing of light shoes 
and arctics. A gain of welts is re- 
ported as a matter of record. But 
many of them are of the light and 
dressy types. 

Lasts continue to run on round 
toe, short vamp models with me- 
dium low heels. One firm is making 
70 per cent of its shoes with heels 
12/8 to 14/8 high. It calls them low. 
Another firm is making practically 
all its shoes with heels 10/8 high. 
Patterns show pump effects chiefly 
and more ties than for some time. 
Pumps of the strapless sort fit bet- 
ter. 

On two-eyelet ties, one firm has 
filled seven reorders and got its 


eighth reorder last week. This in- 
stance may be extreme. But it illus- 
trates the popularity of this type of 
shoe. 


A Survey of Materials 


Patent leather is still the fore- 
most material for the Lynn trade 
generally. Velvets have gained, 
more suedes are being used and the 
same is true of black calf and black 
kid. Combinations of velvet and 
patent, suede and dull calf, and so 
on, have appeared. 

Russia calf has made another 
gain. One factory was last week 
cutting nothing but Russia calf. It 
was an exceptional case. Tan or 
gold, or blonde shades of velvet, 
satin and kid are among the new 
goods. So are new shades of brown 
suede. Two tones of tan are shown, 
as, for instance, a Russia calf tie 
having a vamp collar and tongue of 
a darker shade of tan calf. 


Pretty Shoes 


“Never saw such pretty shoes, 
nor as many of them,” says T. 
Frank Lynch, after returning from 
a recent trip to New York. “Pat- 
ents, velvets, satins and suedes, and 
colored calf and kid, too, all in the 
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prettiest patterns imaginable. The 
lighter and the prettier they are 
the more they seem to like them. 
Our business continues good.” 


A Buttonless Factory 


The Travers Shoe Co. was not 
using a button last week, a singular 
circumstance after the long run on 
straps. It was making chiefly two 
eyelet oxfords, which fasten with 
laces, and pump styles without 
straps, excepting for anklette straps 
which fastened with laces. 


New Die Shop 


Joseph E. Knox & Co. is building 
a new die making shop on Broad 
street near the new Creighton shop 
factory. It will be electrically 
equipped, which is something new. 
One reason for making it is to in- 
crease the production of the dies 
which are used for cutting novelty 
straps, punchings and slashings in 
shoes. 


Weiss Joins Cruise Sullivan 
Company 

Nat Weiss, formerly of the 
Rialto Shoe Co., of Lynn, and later 
of South Boston, has now become 
associated with Cruise-Sullivan 
Shoe Company of Lynn as president 
and sales director with a 50 per 
cent interest in this business. 

Mr. Weiss is well pleased with 
the organization of which he is now 
a part. The firm enjoys a definite 
understanding with labor, which 
precludes the possibility of strikes 
or other difficulties. 

R. J. Cruise, the remaining mem- 
ber of the firm, is a thorough shoe- 
maker and his abilities, combined 
with the well-known sales and style 
ability of Mr. Weiss, will make an 
ideal combination. 

This company intends to increase 
production to not over 1,000 pairs 
of style McKays of a grade to retail 
at $7.50, believing that such capac- 
ity is the limit that can be properly 
handled in this high style type of 
shoe. 





Brockton Fair Shoe Show 
Features Latest in Styles 


BROCKTON—Beneath the run- 
way in the Educational Building at 
the Brockton Fair were a series of 
booths in which were displayed 
samples of up-to-date styles in 
men’s and women’s footwear pro- 


duced by concerns in Brockton and 
the district. In these exhibits much 
ingenuity was displayed in the ar- 
ranging and decorative effects as a 
background for attractive foot- 
wear. Shoes in new and effective 
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patterns brought admiring com- 
ment. All agreed that the Brockton 
Shoe Style Show is established 
firmly not only as a feature of the 
Brockton Fair, but also as an im- 
portant trade factor. While not pri- 
marily intended as a selling show, 
nevertheless numerous orders were 
received directly and _ indirectly 
through these exhibits. In the 
opinion of the trade here, the time 
is not far distant when this show 
will be attended by a large number 
of retail shoe merchants, the same 
as the shoe style shows which are 
held in larger cities. 
Many Shoes on Dunbar Patterns 
One of the outstanding features 
of the show was the exhibit of the 
Dunbar Pattern Co., in which ad- 
vanced types of women’s shoes were 
especially prominent. This concern, 
with headquarters in Brockton, 
has branch factories in New York, 
Boston, St. Louis and Montreal, also 
a clientele which includes leading 
shoe manufacturers of both men’s 
and women’s footwear in all parts 
of the United States as well as in 
Canada and other foreign coun- 
tries. John F. Teehan of this con- 
cern, who has been in Europe dur- 
ing the summer with particular 
reference to consideration of the 
newest ideas in Parisian footwear, 
returned from his trip the present 
month. 


Stock Lines Increasing 


Developments in the stock depart- 
ments of Brockton factories are in 
the direction of increased facilities 
through added ready-to-ship num- 
bers. Salesmen, representing Brock- 
ton stock-carrying houses, have 
samples of the in-stock lines as well 
as the made-to-order goods, thus 
being in a position to secure im- 
mediate and future business. Mer- 
chants now are more promptly and 
better served by these stock de- 
partments than at any previous 
time. The growth of this feature is 
one which is attracting country- 
wide attention from the trade. In- 
stock catalogs being issued by 
Brockton concerns maintaining 
these departments are in almost 
every instance showing increased 
additions to the list of six months 
ago. One of the recent additions to 
concerns carrying men’s high grade 
welts in stock is Howard & Foster 
Co., a concern which has been es- 
tablished for many years in Brock- 
ton. This house, which began its 
stock department last season with 
five numbers is listing ten numbers 
for the present season. A new cata- 
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log illustrates and describes the 
styles ready for immediate delivery. 
These include eight oxfords in 
Scotch grain, black and tan calf, 
black kid and patent leather, also 
two high shoes, respectively of 
brown and black kid. 


Lovell with U. S. M. C. 


Stanley P. Lovell, for ten years 
chemist for George E. Keith Co., 
recently resigned from that concern 
to associate himseif with the United 
Shoe Machinery Corporation. He 
will continue as advisory chemist 
for the Keith concern. Mr. Lovell 
will be located in Boston and will 
reside in Brockton as heretofore. 


Douglas Estate Goes to 
Family 

With the exception of a bequest 
of $10,000 to the First Universalist 
Church of Brockton, the will of the 
late William L. Douglas, former 
head of the W. L. Douglas Shoe Co., 
leaves the entire estate to the im- 
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mediate members of the family. The 
Douglas residence in Brookline, 
Mass., and the summer home at 
Marion, Mass., are left to the wi- 
dow for use during her lifetime, 
and afterward to be passed to the 
next of kin. The Home National 
Bank of Brockton will hold the 
residue of the estate in trust, the 
interest to be paid to the widow, 
two daughters and six grandchil- 
dren. There are several bequests to 
near relatives and servants. Judge 
Warren A. Reed is executor. He is 
authorized to dispose of the com- 
mon stock of the W. L. Douglas 
Shoe Co. and to convert it to such 
uses as the will further directs. 


Shoe Shipments for Septem- 
ber 


From Brockton shoe factories 
there were sent out during the 
month of September 54,820 cases of 
shoes. This is the largest amount 
shipped during any month of 1924. 
Total shipments for the year to 
October 1 were 376,976 cases. 





Black Materials Hold Lead 
in Rochester Shoe Demand 


ROCHESTER — Business was 
rather unsatisfactory, due to the 
warm weather the last three days 
of the week ending Oct. 4. Rain and 
cold weather the first of the week 
stimulated trade and greatly en- 
couraged local shoemen, but the 
extremely warm weather on the 
last three days of the week put a 
damper on the buying. 

Blacks are still the big selling 
patterns, with plain, strap or 
tongue effects in Russia calf com- 
ing into great popularity. Strip 
pumps in patent and satins are in 
demand and local shoemen are find- 
ing a good sale for buckles to go 
with these slippers. 


Good Business Outlook 


Fred Myers, proprietor of the 
LaSalle Boot Shop, is enthusiastic 
regarding the propects for fall 
business and looks for the next 
three months to produce a good 
volume of business. Shoppers, ac- 
cording to Mr. Myers, are no longer 
just looking, but are purchasing 
footwear and instead of insisting 
on any particular style or pattern 
are willing to take the shoes that 
are being shown, 

Business, according to Mr. My- 


ers, has shown a marked increase 
since the first of October, and the 
public is in a good buying mood. 


McCurdy’s to Open New 
Store 


The formal open of the greatly 
enlarged McCurdy Store will be 
held during the week of October 13. 
As usual, the shoe department will 
hold a fall style show during open- 
ing week and Jim Olmstead, mana- 
ger, has arranged for two profes- 
sional shoe models to display the 
newest footwear. 


Feature Hunting Boots 


Wm. Eastwood & Son featured 
hunting boots in an attractive win- 
dow display. Several types of men’s 
hunting boots were attractively 
displayed on a field of grass, with 
pheasants, ducks and other game 
birds. 


Good Children’s Business 


Harry Phelan, proprietor of Phe- 
lan’s shoe store, located at 11 An- 
drews street, reports a good busi- 
ness in children’s footwear. The 
Phelan store, which is located out 
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of the so-called shopping district, 
has built up a growing and success- 
ful family shoe business through 


service in its children’s department. . 


Forman’s New Patterns 


Frank Guinivan, manager of the 
new B. Forman shoe shop, is fea- 
turing opera pumps in black satin, 
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black or brown calfskin at $10, 
opera pumps with short tongue and 
bow in silver, gold, kid, patent 
leather, tan calfskin and brown 
suede at $14 and $15. Buckles are 
also featured extensively and the 
new assortment includes rhinestone 
buckles at $3 to $50; cut-steel buc- 
kles at $5 to $35, and jet beaded 
buckles at $1 to $3. 





In Atlanta Straps Hold 
First Place in Style Field 


ATLANTA—The volume of re- 
tail business enjoyed by shoe mer- 
chants in the larger southern cities 
during recent weeks has experi- 
enced something of a set-back be- 
cause of very bad weather, general 
throughout the South. For instance, 
it rained at some time or other 
every day from Sept. 13 to Sept. 30 
inclusive, and during the last three 
days of the month almost inces- 
santly. The weather, however, ex- 
perienced a decided turn for the 
better on Oct. 1, and merchants in 
Atlanta stated that they at once 
noticed the result in a quickening 
of buying. 

Straps and novelty footwear con- 
tinue to prove the most popular 
with the female trade; anything 
that is really pretty in this type 
generally finding a quite ready sale. 
There has also been a continued 
good demand for tan slippers with 
hosiery to match. 


Good Cotton Crop Is Significant 


In smaller towns retail trade is 
just beginning to pick up, with the 
outlook here very good also because 
of high cotton prices prevailing and 
an unusually good crop to be gath- 
ered. In fact, all present indications 
are that, from the financial stand- 
point, this will prove one of the 
best cotton years in the history of 
the industry. The crop is near 12,- 
000,000 bales, the price 25 cents. 


Wise Shoe Co. Formed 


The Wise Shoe Co. is the name 
of a new concern in the retail shoe 
field at Monroe, La. Charles D. 
Wise of Monroe will be in charge. 


Jobbing Trade Improves 


There has been some improve- 
ment lately in the jobbing trade. 
An interesting feature of the job- 
bing reports is the fact that quite 
a few new accounts are being 
opened at this time, due to the un- 


usually large number of new stores 
that are being opened in various 
parts of the South, principally of 
general mercantile establishments 
with shoe departments, in the 
smaller and rural communities. 


Gains New Members 


The Southern Shoe Retailers’ 
Association continues to gain in 
membership, according to a recent 
report from the secretary’s office. 
Membership is now the strongest 
it has ever been and fairly well dis- 
tributed over the four southern 
states which comprise the scope 
of the associations activities — 
Georgia, Florida, Alabama and 
South Carolina. 





J. F. Davis Co. is Underway 
Portsmouth, O., Oct. .8—An- 


nouncement was made recently of 
the incorporation of the J. F. Davis 


J. F. DAVIS 
Shoe Co. The concern will manufac- 
ture a standardized line of boys’ 
shoes. J. F. Davis, president, has 
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been connected with the shoe in- 
dustry for 27 years. When only a 
boy in high school, he began work- 
ing under the late Grant Williams, 
in the Excelsior Shoe Co. During 
the past 18 years he has been on 
the road, and has covered princi- 
pally the territory from Kansas 
City and St. Joseph, Mo., west to 
the Coast. Mr. Davis has cultivated 
a host of friends throughout the 
country. 

In production he has adopted the 
Ford idea of standardization. His 
line will consist of only two lasts, 
one to be known as the “High 
Gear” last, which is a medium full 
toe, semi-brogue, and the other to 
be known as the “Jack Frost” last, 
which is a full square toe, brogue 
type. There will be but two pat- 
terns, one for high shoes, and one 
for low shoes. 

The factory started work recent- 
ly on a daily production basis of 
250 pairs. It is equipped to eventu- 
ally handle 800 pairs per day. Each 
machine in the Davis factory is 
operated by a system of individual 
motors. All shoes will be sold under 
the “Atta-Boy” trade-mark. 

Associated with Mr. Davis in the 
manufacturing end of the business 
are Paul Dupuy and Frank Revare. 
The incorporators of the company 
are: J. F. Davis, W. C. Ferguson, 
C. E. Nodler, George M. Taylor and 
Mrs. Ruth F. Davis. 





Worcester Concern in New 
Quarters 


Worcester, Mass., Oct. 7—After 
30 years in a factory location at 40 
Thomas street the Peck Shoe Co., 
Inc., has removed to new quarters 
at 126 Chandler street. There the 
concern occupies three floors and 
basement in a modern, well-lighted 
building fitted with the newest ma- 
chinery and other facilities for the 
production of men’s high-grade 
welts. The upper floor is utilized for 
cutting and stitching rooms. The 
making room is on the second floor, 
while the finishing and packing are 
on the first floor and the sole leather 
department in the basement. On the 
first floor also are the offices, sam- 
ple room and stock department. In 
the latter will be carried eight to 
ten styles of Peck shoes ready for 
immediate delivery. The line of cor- 
rective shoes with which this con- 
cern has long been identified will 
also be carried in stock as hereto- 
fore. 

He who believes in nobody knows 
that he himself is not to be trusted. 
—Walk-over Factory Prints. 
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oe in- wey. . . Minneapolis 
eo Pry / (Continued from page 95) 
liams, satisfactory prices in prospect has 
uring been told before. That brought the 
en on first spurt of prosperity. 
rinci- i 
‘ansas Poppe Booterie Is the New 
od to Name fr oat LILLY Co. 
ye Reorganization has been effected pomsuee Hi se 
and the exclusive retail shoe store — SALES 
>E which had been operated as the 

¥ a Nicollect Booterie in Minneapolis SHOES AND RUBBERS 
adit has been reopened. Walter H. Poppe, Every Wednesday and Friday 
Hi gh formerly one of the proprietors os 
2 full ange of the store, and Roy H. Bjorkman, f¥/ ®©\ PULLMAN TRAVELING SLI 

er sto . proprietor of an exclusive women’s | _\} _better“than ever in Quality and fit 
last wear and importing shop next door, : Madcon in Genuine $18,00 
ogue Been : } figured in the reorganization and i ZED —_ $18; dos. 
pat- or Mr. Poppe is in charge. The store is Calor Black and Brawn 


now known as the Poppe Booterie. 

Max Stern, who was Mr. Poppe’s pwiseite Se. 

cent- partner in operating the Nicollet 
Booterie, has retired from the or- 
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Each z 
y is To Stage “Utility Shoe Is At Your Service 
at Week” THE STETSON SHOE CO. (Inc.) 
Twin City shoe merchants are South Weymouth, Mass. 
the planning another “week.” Spurred 
ness -4 on by the remarkable success in St. 
are. Paul, particularly of “White Shoe 
any Week” early in the summer and of 
“New Tan and Brown Shoe Week” 


son, 


and in August, the shoe men are going 


to have a “Utility Footwear Week,” 
opening on October 20. During the 
week emphasis will be placed on the 
ward ¥Solee rs of tan pos Mock Dron uted 
Howad or women and of high shoes for 
a men. The underlying idea, of 
course, is “more pairs of shoes to a 
customer.” Sales people will point 
out to prospective women buyers 
the utility of welted oxfords for 
street wear in damp and chilly 
weather. In the men’s stores, in ad- 
dition to sales talks on the utility 
of high shoes for certain periods, 
the fact that the tan shoe is not 
appropriate for wear after 6 P.M. 
will be emphasized. 




















BROCKTON, MASS. 


Address all communications te the factory. 














Tribute to American Stores 


American shoe stores are the only 
ones that show the real styles and 
are conducted in a real business- 
like way in Paris, according to C. 

- M. Stendal, Minneapolis shoe mer- THE SHOE FOR A MEN 
M. A.PACKARD CO... Makers chant and first president of the ELLIOT SHOE CO. 
anenniad Northwestern Retail Shoe Re- 




















N TON tailers’ Association, who with Mrs. Where to Buy 


Stendal recently returned from a 
Shoes of Worth trip abroad. “The women wore Wanted Styles 

shoes with long vamps and short An extra Editorial Service te 
A. E. NETTLETON ©O. vamps and ‘compromise vamps,’” | “Reeorder” readers, free fer the 


Syracuse, N.Y¥., U. 8. A. : Write and tell us what 
he said. For the most part, he de- | ssking. sa te 
EPS OS CRSae Ee eee clared, the shops except those oper- we. the wok i 
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+! Po an and 
rofnita bie styles constant- 
ly In Stock. Send for tarot price live. 


H. K. GARDINER CO., PITTSFIELD, N. H. 








Celeord & Walker, Inc. 
TURN FOOTWEAR 
For Women 


New Plant 
PLAISTOW, 











FASHION FOOTWEAR 
Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn slippers and pumps in the 
latest designs and finest leathers. 


TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 














ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 
201 Seuth Street Boston, Mass. 
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No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless you need the 

Boot and Shoe Recorder 
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ated by Americans did not make 
a good appearance. 


Sorenson’s in New Home 


Sorenson’s shoe store is now es- 
tablished in its new home in the six- 
story Medical block at Sixth street 
and Nicollect avenue, Minneapolis. 
The building was recently pur- 
chased by S. T. Sorenson. He owns 
shoe stores in both Twin Cities and 
in Duluth. This new store is one of 
the most beautiful in Minneapoiis. 
It is furnished in mahogany. A fea- 
ture of the store is the rubber floor, 
the first in Minneapolis, which was 
put in by the U. S. Rubber Com- 
pany. 

Another feature is the children’s 
department. This is painted in gray 
with thin blue borders. The walls 
are decorated with paintings of 
“Little Red Riding Hood” and 
“The Three Bears.” C. A. Kress is 
the manager of the store. 


Blonde and Silver Popular 


The blonde pump and the silver 
kid opera pump are the new things 
in footwear attracting most atten- 
tion in the Twin Cities just now. 

The sport oxford in sunset tan 
calf with square-cut brass-bound 
eyelets are popular. Merchants re- 
port an unusual run in rhinestone 
and cut steel buckles. 





Receiving Congratulations 


Boston, Mass., Oct. 8—Mr. and 
Mrs. William Ball Rice are the 
parents of a daughter, born recent- 
ly. Mrs. Rice, before her marriage 
on Feb. 21, 1923, was Miss Eliza- 
beth Drinkwater, daughter of Mr. 
and Mrs. Horace R. Drinkwater of 
Braintree. Mr. Rice, who is the son 
of Mr. and Mrs. Harry L. Rice of 
Dover, Mass., is a graduate of Mil- 
ton Academy and Harvard Univer- 
sity, 1922 class. 

Harry L. Rice is of the Rice & 
Hutchins firm and Mr. Drinkwater 
is a member of the firm of Edwin 
Clapp & Son, Inc., of East Wey- 
mouth. 





Trousers and Shoes Match 


Knob raised toes, a style from 
London, are .offered by a men’s 
store in New York to go with the 
wide-legged trousers. It points out 
this style in contrast with the 
straight line narrow toe that went 
with the pegless, narrow trousers 
in 1921, and the broad flat toe that 
went with the cuffed trousers of 
1923. 
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Flexible Turn Shoes 
For the Jobbing 


Trade Exclusively 
F. S. ELAM SHOE co. 
ROCHESTER, N. 
Boston Ofice 16 Colamble Street 








That Wears 
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AShoe for Boys 


Marston & Tapley Ce. 








TURNS and SOFT SOLES 


In Stock 


Send tr Catalog 


AH. Maxtin Co 


‘Bonita Shoe & Baby | 
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Beggs & Cobb, Inc., Boston, Mass. 











EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E Miller 


Sele Bit 
il es teas 








* Rubber Heels New York City, N. Y. 











T.W. See ONALD Vo- B.S ee 


F. E. JONES co. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 








Goring 


Russell ManufacturingCo. 


COATED GEM DUCK 
ADHESIVE a CLOTH 










in the Wor. 


Black oh Glazed Rid 
Surpass LEATHER @ 








ALL 
WIDTHS 


ALL 
GRADES 


Middletown, Conn. 





The One 
Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 





CREESE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Boston, Mass. 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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George Baker Is Dead 


Brooklyn, N. Y., Oct. 7—George 
Baker, founder of the shoe manu- 
facturing company of George 
Baker & Sons and dean of shoe 
manufacturers of Greater New 
York, died October 1 after a brief 
illness of heart trouble. He was in 
his 87th year. 

Mr. Baker was born in Rich- 
mond on Thames, England, a sub- 
urb of London, December 19, 1837, 
and during the Crimean War, 1854- 















GEORGE BAKER 


Founder of George Baker & 
Sons, shoe manufacturers, who 
died recently. 


56, served in the English artillery, 
was injured and taken to the hos- 
pital in Scutari where he met Flor- 
ence Nightingale, the famous nurse. 
While convalescing, he assisted 
Miss Nightingale in aiding and 
nursing of asiatic cholera. Of 14 
men who were his tentmates, 12 
died of the disease. 

He came to America in 1857 and 
settled in Philadelphia. He came to 
New York City in 1863 and located 
in Brooklyn five years later. He 
founded his shoe business here in 
1883 and retired from active busi- 
ness in 1914. 

He is survived by his wife, Hat- 
tie A., two daughters, Mrs. William 
L. Bailey, of Belle Harbor, Mrs. 
George G. De Beveise, of New Gar- 
dens; three sons, George W. Baker, 
Walter S. Baker, both of Brooklyn, 
and Charles A. Baker, of Richmond 
Hill; five grandchildren and two 
great-grandchildren. 


Special Edition Tells About 
Bruck’s Store 


Perth Amboy, N. J., Oct. 8— 
Joseph Bruck & Son, one of the 

















SLIPPERS 


TURN 
Retailing $3.00 te $ 








SLIPPERS for MEN, WOMEN 
and CHILDREN 





Bedroom and heuse 
SLIPPERS in a wide 
variety of styles and 
prices. 





SATIN ye “4 
ected fer quality 
FRANK H. PFEIFFER <0.. wh 




















24 Washington Square Worcester, Mass. 





in Medium and 
IGH GRADE 


Te Ureha 


ee ; 
dll styles made of Dometic and 

Imported Satin Brocadesand Metal Clothy. 
$2.20 per pairandup 


D seiiee MGUSTIN Co sew yom 





Write for Prices 
BEST-EVER SLIPPER CO.., inc., BROOKLYN, N.Y. 








Satin, Felt and Leather 
Seft-Sole SLIPPERS 
for the Entire Family 


No. 7300 Satin im these 





NEW ENGLAND SLIPPER CO. 
140 Green Sgreet__- _-_ Worcester, Mage. | 





PARISTYLE FOOTWEAR MFG. C0., | ING 


41-45 Washingten A Brooklyn, 
Chisage OMec, Security Bidg., 189 W. Madlesn’ Ot: 
HIGH GRADE MULES AND D’ORSAYS 
Made ¢ Satin, Quilted Satin, Embossed 

eather, Tinsel and 
Prices from $23.00 per doz. 





FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Seld only in case lots 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy”’ columas. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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326 W MONROE ST 
CHICAGO 


W2 SUMNER SMITH 











BALLET SLIPPERS in Stock 

Black and Pink Satin, Black Kid Btely adopted 
as the best made professional toe and ballet slipper 
in America by International Association wee — 


PBamey, 


N. Y. 
Only ene exetusive agency in a town 








IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.30 
Sizes 7 to 11 
Misses $1.35 
Sizes 11} to 2 
Ladies $1.40 
Sizes 2} to 8 
ee. SHOE FINDING CO., INC. 
7 Duane St., New York. N. ¥. 











BALLET SLIPPERS IN STOCK. cab cull 
Hy “7 women’s 
$1.25 
Bik. India Kid, 
Medium Hox, 
8%-T, $1.40. 
Bik. Vici, Hard 
too, 8-8, $2.85 

FERGUSON BROS. Co. 
2121 Washington 8t., Boston, Mass. 











QUALITY BALLETS—,;.x 


Soft Tee Hard Toe 


ti gee. 
15e extra 12/8..........$1.00 


Samples on request 
METROPOLITAN SLIPPER Co. 
134 W. B’way, near Duane St. 
Established 1915 


New York 





GALLS T ; SPrens — IN STOCK 
Made by Ballet Specialists 
le Biol ‘an. Glazed 
Seft Ti 


Kid, 
6-11 u 2 2%-8 
$1.25 = 8 $1.40 


SCHWARTZ & HERDER 


Mfrs. bed High Grade Athiet 
241 No. tith Street o” Ghiladelphia, Pan 











Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 











More Interest in Men’s 
Suede Oxfords 


Since the Prince of Wales 
appeared at several Long 
Island, N. Y., occasions wear- 
ing brown suede oxfords, a 
good deal of interest in this 
material has been detected by 
the Edwin Clapp & Son, Inc., 
firm, of East Weymouth, 
Mass. This concern makes a 
high grade of men’s shoes. 

A gray and also a tan suede 
oxford for men was shown at 
the N. S. R. A. Convention in 
Chicago in January, 1924, by 
the Clapp Company. Wood 
heels covered with suede to 
match on both oxfords were 
on the shoes. Since that time 
Edwin Clapp & Son report 
having enjoyed some business 
on these styles. 
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MANHATTAN FINDING CO. 


107 Duane St., New York City 
“KoM-FUT" A ancl ‘SUPPORTS 


We carry a full line of Gym and Ballet 
Slippers in stock 




















most enterprising retail shoe con- 
cerns in New Jersey, recently had 
a special 12-page edition of the 
Perth Amboy Evening News. The 
special edition was a supplement 
to the regular evening edition, the 
pages describing in great detail 
the qualities, styles and prices on 
shoes carried. A new Pedi-cure 
Department wes opened by the 
company the day following the 
printing of the special edition. 





Observe Anniversary 


Appleton, Wis., Oct. 8—The fif- 
teenth anniversary of the founding 
of the Schweitzer & Langenberg 
shoe Co. was observed at the 
store this month. The business was 
established 28 years ago by J. H. 
Langenberg, but the present firm 
of J. B. Langenberg and Joseph E. 
Schweitzer purchased it in 1909. 
Both men have been connected 
with the shoe business for many 
years, and J. B. Langenberg was 
president of the Wisconsin Shoe 
Retailers’ Association during the 
year 1922-23. 





Fred M. Hanson Dead 


Fred M. Hanson, 55, first vice- 
president and general manager of 
the Everwear Hosiery Co., of Mil- 
waukee, Wis., died at his home in 
Wauwatosa, a suburb of this city, 
after an illness of several months. 
Mr. Hanson was one of the organi- 
zers of the Everwear company and 
served as president until last spring 
when it was reorganized. 


f WHERE TO BUY * 
Shoe 
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EMIL RUBLACK 


Meaker of Artistic 


PRICE TICKETS 
Shoe trade my specialty 
Samples mailed free on request 
Established 1903 
ion ts "a _ NEW TORR NY. 














Where to Buy 
Wanted Styles 


An extra Editorial Serviee te 
“Recorder” readers, free fer the 
asking. Write and tell us what 
yeu would like to know. 
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Favorable Outcome in Interchangeable Case Expected 


Rebuttal Hearings on Arguments by Railroads and Travelers, November 17—Good Work 
of N.S. T. A. Demonstrates the Value of Membership in This Association 


‘| NHE hearings on the Inter- 
changeable mileage case, 
September 24 and 25, at 
Washington, brought forth some 
very interesting arguments. They 
reflected the good efforts made by 
N. S. T. A. headquarters. The shoe 
travelers, through the national 
office, had obtained from the vari- 
ous secretaries of trade organiza- 

tions a mass of convincing statistics 
and from many firms statements 
that this form of ticket would help 
to bring about the opening of terri- 

tories now uncovered because of the 
present high cost of traveling; one 
house, which travels 150 men, 
stated that it was very reluctant to 
take chances on isolated sections 
because of the present high cost of 
travel. The N. S. T. A. compiled 
their arguments in connection with 
the International Federation of 

Commercial Travelers’ Organiza- 

tion, both representing jointly fully 

800,000 travelers. 


Now a Question of Rates 


The hearings were held before 
Commissioner Meyer and Examiner 
Sweet of the Interstate Commerce 
Commission. The Federal officials 
pointed out that the controversy 
resolved itself into a question what 
would be a reasonable rate to 
charge for mileage books. The re- 
opening of the case was ordered 
after the injunction issued by the 
special commerce’ court of Massa- 
chusetts restraining the Interstate 
Commerce Commission from en- 
forcing its original mileage book 
order, had been sustained by the 
United States Supreme Court. 


This hearing will probably be the 
final one although both sides have 
until November 17 to present more 
arguments and to submit their re- 
buttals. 


Pullman Surcharge Reargued 


On September 27 the hearing on 
the repeal of the surcharge on pull- 
mans was reopened, Commissioner 
Campbell presiding. The witnesses 
were practically the same as those 
appearing at the hearing on the 
Interchangeable Mileage. 

The various commercial bodies 
presented the same arguments as 
were presented at the various other 
hearings on this subject not only 


HUGH F. STEVENSON 


With Cahill Shoe Co. in Missis- 
sippi and Louisiana. 


for the benefit of the commercial 
travelers but also the traveling 
public in general, though the com- 
mercial public is most heavily hit. 

Reviewing the case it was shown 
that in 1920 an increase was 
granted the Pullman company of 20 
per cent and about three months 
later a surcharge of 50 per cent 
was allowed the railroads, the 50 
per cent going into the treasury of 
the railroads. The Pullman com- 
pany, while directing no particular 
side in the repeal of the surcharge, 
is making a bold bid for the reten- 
tion of the 20 per cent, which was 
granted in 1920. 


Every Shoe Traveler Should Join 
Num FA 


No better argument could possi- 
bly be produced of the good the 
commercial traveling men’s organi- 
zations are doing for the benefit of 
the individual traveling salesman. 
No stronger proof could be made of 
the necessity for every commercial 
man in the United States enrolling 
in some of the various organiza- 
tions. If left to himself, the indi- 
vidual can do but little, whereas by 
organization is brought forth con- 
centration as well as ability to per- 
form work. It is nothing more than 
just that as a man receives much 
good and benefit through organized 
work, he should show his apprecia- 
tion of such by taking some active 
part in organization activities. 

Every shoe traveling salesman in 
the United States should show his 
appreciation of what those in the 
organization of the N. §. T. A., are 
doing, by himself becoming a mem- 
ber. 
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A. BEARDS 


Salesman in Brooklyn for fac- 
tory supplies. 


When you hit a sales total well 
over the million mark, it registers 
“big-times.” The supplies needed in 
Brooklyn for fine shoes keeps A. 
Beards busy, but at the same time 
he finds opportunity to be useful in 
matters dealing with getting the 
right man, or the right materials, 
or in correcting little troubles with 
the help, or ironing out legal mat- 
ters. He’s the “jack-of-all-trades” 
in Brooklyn, for no matter what the 
problem, be it arbitration or “tick- 
eted for speeding” he knows the 
cure. 

In service, all the time, he is 
about the most useful man a com- 
munity ever had, also he sells a 
world of cut-soles, insoles, counters, 
shanks and factory supplies for F. 
Archibald, Inc., Harwood Counter 
Co., Hanover Innersole Co., Virgin 
Doucette Co; and has been doing it 
for twenty five years. 


Stevenson with Cahill Shoe 
Co. 


Most of the retail shoe merchants 
in Mississippi and Louisiana will 
recognize the picture on first page. 
There are few in these states who 
are not acquainted with “Steve,” 
as he has been called by the trade. 
He has been traveling this territory 
for 15 years and is recognized not 
only as a good salesman, but as a 
real shoe man. While he is rather 
conservative in his predictions, you 
will always find him taking orders, 


if any shoes are being bought in his 
territory. 

He is now in his territory and is 
meeting with very good success this 
season. 


Stacy-Adams Men on Trips 


Hubert James, son of W. H. H. 
James, vice-president of Stacy- 
Adams Co., who has charge of the 
company’s Middle Western terri- 
tory, has left for the field. The other 
members of the Stacy-Adams sales 
force will start on their trips with- 
in the next few days. 


Williams with Dingley-Foss 
B. White Williams has recently 
joined the sales force of the Ding- 
ley-Foss Shoe Company, Auburn, 
Maine. Mr. Williams has had years 
of experience selling the wholesale 
trade throughout the country and is 
therefore well qualified to take care 
of the Dingley-Foss Shoe Com- 
pany’s interests in that section of 
the West which he will cover. 
During the time he is not on the 
road he will make headquarters in 
the Boston office of the company, 54 
Lincoln street, a member of the 
“small family” of the Dingley-Foss 
Shoe Company salesmen. Mr. Wil- 
liams is now spending considerable 
time around the factory familiariz- 


B. WHITE WILLIAMS 


Who represents the Dingley- 
Foss Shoe Co. in a section of 
the West. 


ing himself with things generally 

and making his arrangements to 

start West on his trip about No- 
vember 1. 
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WM. 0. WAGNER 


Who covers Milwaukee and 
Southern Wisconsin for the 
Ogden Shoe Co. 


“Billy” Wagner travels the city 
of Milwaukee and Southern Wiscon- 
sin. He has represented the Ogden 
Shoe Company in this territory for 
the past five seasons and his busi- 
ness is growing steadily. 

Mr. Wagner has covered Milwau- 
kee and Southern Wisconsin for the 
past ten years. Previous to selling 
the Ogden line he was with Paul 
Zimmers. Mr. Wagner’s sales so 
far this season show an increase of 
better than thirty per cent over any 
season since he has been with the 
company. 


W. H. H. James Con- 
valescing 


W. H. H. James, vice-president of 
Stacy-Adams Company, is much im- 
proved in health and is looking for- 
ward to seeing many of his friends 
in the retail trade this fall. 


“Billy” Camps Says Busi- 
ness Is Good 


William A. (“Billy”) Camps, who 
travels the big cities of Texas, Ar- 
kansas, Tennessee, Alabama, Flor- 
ida, Mississippi and Lousiana, for 
Atkinson Blumenfeld Co. of Boston, 
writes to the Recorder that he has 
found business exceptionally good 
down in New Orleans, where he 
makes his headquarters. “So good, 
in fact,” says “Billy,” “that I have 
not yet started out on my trip to the 
‘Lone Star State.’” “Billy” is a big 
favorite with the trade and as he 
visits his customers, he invariably 
writes about them for the Recorder. 
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PAUL C. DUNNING 


In charge of Corrective Shoe 
Department of Wm. H. Walker 
& Co. 


Known to the shoe trade from 
Albany, N. Y., to Lincoln, Nebras- 
ka, with 15 years’ experience in 
the manufacturing and selling lines, 
Paul C. Dunning joins the staff of 
Wm. H. Walker & Co., 33 Franklin 
street, Buffalo, N. Y. 

Mr. Dunning will devote his en- 
tire time to taking charge of a 
special department of corrective 
shoes and snappy shoes for stout 
women. 


Coming directly from the Robin- 
son-Bynon Company, manufacturers 
of the Walker Arch Support Shoes, 
Mr. Dunning is particularly quali- 
fied to direct this department cov- 
ering territory from coast to coast. 


With unlimited opportunity, this 
will open many fine territories to 
interested salesmen. Mr. Dunning 
comes originally from Auburn and 
Syracuse, N. Y., and is a graduate 
of Colgate University. 


Allen, Goller Salesmen in 
Territories 


The Allen, Goller salesmen, 
Messrs. Harry Goller, William F. 
(“Billy”) Green and Chas. J. Giles, 
are either on their way or are in 
their respective territories. “Billy” 
Green is on the Coast, which ter- 
ritory he expects to serve by going 
out four times a year. 


Their present offerings are re- 
plete with the snappiest styles. The 
big feature is a new line of pumps 
on new lasts which they say are the 
finest fitters ever. 
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MAURICE RABIN 
With Novelty Shoe Co. 


Rabin and Price Predict 
Active Season 


Maurice Rabin, representing the 
Novelty Shoe Co. with headquar- 
ters in New York, covers New Eng- 
land, New York State and other 
territories south, for this house. 
Mr. Rabin is looking forward to an 
exceedingly active season, in view 
of generally improved conditions. 

This statement also holds true of 
Charles A. Price, whose headquar- 
ters are in the Pacific Building, San 
Francisco, and who takes care of 
the Coast interests of the Novelty 
Slipper Co. 


Roth Men on Trips 


The Roth Shoe Co. held its sales 
conference during the week ending 
September 27. All of the salesmen 
left Cincinnati the end of the week 
for their respective territories. 
George Aftel, formerly with the 
Sam B. Wolf Shoe Co. of Cincin- 
nati, and now a member of the sales 
force of the Roth Shoe Co. will 
cover Florida, Georgia, North and 
South Carolina and Alabama. 

Sales Manager Jay Jaffe left Sun- 
day, September 28, and is making 
a trip to Michigan and part of Wis- 
consin. Fred Berg will cover Ohio 
and West Virginia; Louis Richard, 
Chicago, Texas, Oklahoma, Arkan- 
sas, Louisiana and Mississippi; 
George Stamler, Pennsylvania, New 
York and New England; Otto 
Mennes, the Mountain States and 
Pacific Coast; Charles Hemming, 
Iowa, Illinois and certain large 
towns in the Middle West; R. H. 
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CHAS. A. PRICE 
With Novelty Shoe Co. 


Turner, Kansas, Missouri and Ne- 
braska; A. W. Figenbaum, Wiscon- 
sin, Minnesota and North and South 
Dakota; Al Willey, Cincinnati, In- 
diana and Kentucky trade. 


“Al” Oldaker with Plant 
Bros. & Co. 


A. E. Oldaker, who enjoys a wide 
popularity, extending over a num- 
ber of years throughout Eastern 
“shoedom,” has joined the selling 
staff of Plant Bros. & Co., of Man- 
chester, N. H., and will work with 
Sales Manager Harry Colter of that 
house in covering the big city and 
larger trade. 

Mr. Oldaker has been busy for 
some time past with the production 
end of the factory, in the develop- 
ment of a number of new styles 
that are particularly suitable for 
this market. He states that a house 
specializing in welts and McKays, 
to retail at $5.00 and $6.00, gives 
wonderful opportunities for the de- 
velopment of business. His territory 
will include the Metropolitan dis- 
trict of New York, Pennsylvania, 
New Jersey, Baltimore and Wash- 
ington. 


Henry Long Is Dead 


Henry Long, of Commonwealth 
avenue, Boston, who, for the past 
quarter of a century covered south- 
ern territory for various eastern 
houses, is dead. He wasstricken sud- 
denly early Saturday morning and 
passed away at 4:30 P.M., Sunday, 
at the Boston City Hospital. He 
leaves a widow, a daughter and a 
son. 
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Advocates Walking 


Oshkosh, Wis., Oct. 10— Shoe 
merchants who are featuring the 
slogan “Walk and Be Healthy,” 
would profit by reading the follow- 
ing editorial from the Oshkosh 
Northwestern: 

“With the arrival of cooler 
weather the exercise of walking 
again appeals to a large number of 
persons. Most persons understand 
that some form of exercise, taken 
regularly, is one of the require- 
ments for promoting good health. 
And there is no more simple and 
easy way to get this exercise than 
by cultivating the habit of walking 
which not only invigorates the or- 
gans and muscles in a most bene- 
ficial way, but affords a chance for 
real pleasure in the observation of 
surroundings that otherwise would 
be passed without notice. 

“The autumn months especially 
are conducive to good results to 
those who take their daily exercise 
by walking. The enervating heat of 
summer ‘no longer troubles, but on 
the other hand, the clear air and 
bracing temperature afford a stimu- 
lant that works wonders both on 
mind and body. Some try to culti- 
vate a “system” in walking, which 
is all right so long as the rules 
laid down for observation are not 
permitted to become onerous and 
take away the pleasure of the walk 
itself. But in any case a daily walk 
is a good thing for every person 
who is physically able to get out in 
the open, and at this season of the 
year the number who follow this 
practice always shows an increase. 
So join the walkers and be assured 
that the time thus spent will pay 
rich dividends.” 





Henry Buchner Retires 


Manitowoc, Wis., Oct. 9—Henry 
Buchner, shoe merchant at North 
Eighth street, has sold his stock 
of shoes, and plans to retire from 
business. The stock was purchased 
by Weiner & Son of Chicago, who 


plan to sell it before the lease 
on the store building expires at 
the end of six months. Mr. Buch- 
ner has been engaged in the shoe 
business for a number of years. 
He was formerly in business with 
his brother Joseph, under the firm 
name Buchner Bros. 


L. L. Whetsell Is Dead 


Washington, Ind., Oct. 9—L. L. 
Whetsell, retail shoe merchant here 
for many years, died recently at 
the age of 61. Before opening a 





shoe store here, which was 34 
years ago, he was a traveling shoe 
salesman. Mr. Whetsell has been 
in charge of his store since found- 
ing it and has been assisted since 
1906 by W. H. Kennedy. The latter 
and Mrs. Whetsell will carry on 
the business. 





Sell Sporting Goods, Too 


Over in England, some retail 
stores are selling, besides familiar 
shoes, football boots, and also, 
footballs and football gear. Also, 
some stores sell women’s shoes, 
and vanity bags, belts, purses 
and pocketbooks and other articles 
made of leather. 





Field Sales Manager for 
McCallum 


Northampton, Mass.—The Mc- 
Callum Hosiery Company is ex- 
panding its general sales plan so as 
to give more intensive service and 
closer co-operation to its various 
distributors over the country. In 
carrying out this plan, Norman E. 
Horn, formerly with the Winches- 
ter Repeating Arms Company, has 
been employed to act as Field Sales 
Manager. The present personnel 
and management of the McCallum 
sales organization will remain in- 
tact as before. 


Celebrates 100th Anniver- 
Sary 

Troy, N. Y., Oct. 5—The Old 
store selling shoes and clothing 
operated by the G. V. S. Quacken- 
bush & Co., on October 1 observed 
its 100th anniversary. A centennial 
sale was held marking the occasion. 
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60 Rede While 20 Walked 


Lynn, Mass.—A buyer, visiting 
here, asked a manufacturer if he 
expected to turn from light and 
dainty shoes back to heavy street 
shoes. 

“Let’s look out the window,” said 
the manufacturer,” and see what is 
going on.” In a minute they 
counted 60 people riding in automv- 
biles and 20 people walking on foot. 

“You see,” said the manufac- 
turer, “the rides have it, outnum- 
bering the walkers three to one. 
When the walkers outnumber the 
riders three to one then I will go 
back to heavy street shoes.” 





Excellent September Busi- 
ness 


Portland,- Me.—The McDowell & 
Black Shoe Co. reports an excellent 
business, with that of September 
“way ahead” of that of a year ago. 
T. Henry Black, treasurer, also ex- 
presses his opinion as to short 
vamps. He states that while they 
may go strongly in some parts of 
the country, he does not look for a 
big business on them in his section. 





Heavy Soles Popular 


The men’s trade is keenly inter- 
ested in heavy-soled shoes. Shoe 
manufacturers are combing the 
markets for soles of No. 10 iron, 
and soles of No. 12 iron are also 
extremely popular. Style calls for 
brogue effects with thick, wide 
edged soles. 





Men, like bullets, go farthest 
when they are smoothest.—Walk- 
Over Factory Prints. 





~ ac 
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The proprietors of the Paris Hub Shoe Store, 1726 Franklin Street, St. 

Louis, have enjoyed great success with this front. It is always populated 

with people interested in the shoe displays. Jack Toler and H. Shucart 
are the proprietors. 
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BUSINESS REVERSES 


Albany, Ala.—J. M. Sears, shoes, etc., peti- 
tioned or petitioner in bankruptcy. 

Huntsville, Ala.—Max Myerson, Myerson Shoe 
Co., reported petitioned or petitioner in 
bankruptcy. 

Parrish, Ala.—A. Feingold, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptey and receiver appointed. 

Winsted, Conn.—Joseph Romano, shoes and 
repairing, reported petitioned or petitioner 
in bankruptcy. 

Fort Valley, Ga.—R. S. Braswell & Son, shoes, 
etc., reported offering to compromise at 15 
per cent. 

Chicago, Ill.—Ridgeway Shoe Store (8006 Mil- 
waukee avenue), Bernard Demsch, propri- 
etor, reported assigned. 

Ira Mark (1605 W. Taylor street), shoes, 
reported meeting of creditors called. 

Morton Lee Bootery, Inc. (26:1 W. 35th 
street), shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Lawrence, Mass.—Campione & Pagliuso, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

New Bedford, Mass.—Charles F. Trull, Jr., 
shoes, reported offering to compromise at 50 
per cent. 

Detroit, Mich.—Herman A. Zeitlin, shoes, re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Niles, Mich.—B. M. Ziegler, shoes, etc., re- 
ported offering to compromise at 25 per 
cent. 

Patterson, N. J.—Tonelson Bros., shoes, re- 
ported meeting of creditors called. 

Newark, N. J.—Louis Bilancia (509 So. Or- 
ange street), shoes and repairing, reported 
petitioned or petitioner in bankruptcy. 

Buffalo, N. Y.—C. Consiglio (168 Front 
street), shoes, reported petitioned or peti- 
tioner in bankruptcy. 

New York City—Abraham Cassel (96 Riving- 
ton street), shoes, reported meeting of cred- 
itors called. 

Pearl Geisinger (31 Spring street), shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Schwartz Bros. Stitchdown Shoe Mfg. Co., 
shoes, manufacturers, reported offering to 
compromise at 40 per cent. 

Chickasha, Okla. —-Rhodes Bros. (Rhodes Boot 
Shop), shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Scranton, Penn.—Peter J. Kilgallen, shoes, re- 
ported petitioned or petitioner in bankruptcy. 

Johnstown, Penn.—Morton A. Alexander, 
shoes, manufacturers, revorted offering to 
in bankruptcy. 

Gilmer, Texas—William Herring, Sample Shoe 
Store, shoes, etc., reported offering to com- 
promise at 30 per cent. 

Roanoke, Va.—Reed-Phillips Shoe Co., P. W. 
Reed, owner, shoes, reported offering to 
compromise at 50 per cent. 

Keyser, W. Va.—Robert Shapiro, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Morgantown, W. Va.—Kirsch Boot Shop, 

shoes, reported petitioned or petitioner in 

bankruptcy. 


BUSINESS CHANGES 


Los Angeles, Cal.—Charles Yakas, shoes, re- 
ported suc by Herman Hahn. 
Sullivan & Smith, shoes, reported sold out 
store at 511 W. Washington street to F. G. 
Johnston. 
Madera, Cal.—David Adams, shoes, reported 
succeeded by George E. Allen and J. T. 


Martin. 

Porterville, Cal.—Lamkin Clothing Co., shoes, 
ete., reported sold out to Court Bros. 

San Fernando, Cal.—Pete Scalora, shoes, re- 
ported succeeded by Herman Hahn. 

Macon, Ga.—Arthur Haskins, shoes, etc., re- 
ported discontinuing business. 
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CHANGES IN BUSINESS 





Chicago, Ill.—Fit-You Boot Shop (1871 E. 68rd 

street), shoes, reported selling or sold out. 
Schwartzberg ,& Valinsky (433 E. 48rd 

street), shoes and repairing, reported part- 
nership dissolved and succeeded by Adolph 
Valinsky. 

La Harpe, Ill.—F. A. Warren, shoes, etc., re- 
ported sold out to F. J. Buckley. 

Davenport, Ia.—W. R. Lynn, shoes, reported 
selling or sold out. 

New Orleans, La.—Leon Godchaux Clothing 
Co shoes, etc., Paul L. Godchaux, president, 

Brewer, Me.—The Nature Footwear Corpora- 
tion, wholesale shoes, incorporated $25,000. 

Haverhill, Mass.—Charles Moss, shoe manu- 
facturers, recently d busi 

Hyde Park, Mass.—Morris Gelewitz Co., shoes, 
incorporated $50,000. 

Lynn, Mass.—F. P. Vining & Co., Fred P. 
Vining died. 

Southbridge, Mass.—William Hamel, shoes, re- 
ported succeeded by Arthur J. Desaulniers. 
Owatonna, Minn.—J. C. Jahreiss, shoes, cloth- 
ing, etc., reported succeeded by Plainview 

Mercantile Co. 
Granby, Mo.—H. A. Ball, shoes, etc., reported 
sold or selling out. 
Camden, N. J.—Samuel Auerbach, shoes, re- 
ported succeeded by S. Auerbach, Inc. 
Newark, N. J.—Joseph Kaplan (471 Broad 
street), shoes, etc., reported selling or sold 
out. 
Aaron Kruger & Son (248 Springfield 
avenue), shoes, reported selling or sold out. 
Harry Cohen (328 15th avenue), shoes, 
reported selling or sold out. 
Samuels & Weiner (169 Market street), 
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shoes, reported partnership dissolved and 
succeeded by Eleanor Weiner. 

Plainfield, N. J.—Ida Kastelonski, shoes and 
repairing, reported sold or closed out busi- 
ness. 


Brooklyn, N. Y.—Isaac Leitman (204 Varet 
street), shoe manufacturers, reported suc- 
ceeded by L. W. B. Shoe Corporation. 

Buffalo, N. Y.—Henry Kroll (95 Grant street), 
Washington Shoe Store, reporied advertis- 
ing to sell out. 

Harrison, N. Y.—Dominick Marzola, shoes and 
repairing, reported succeeded by Marzola 
Shoe Store Co., Inc. 

New York, N. Y.-—-Max Landau (185 Stanton 
street), reported selling or sold out. 

Rosenbush Shoe Co., Inc. (149 Duane 
street), discontinued jobbing line at 149 
Duane street. Now operate only as retail 
shoe merchants with headquarters at Brook- 
lyn, N. Y. 

Stephenson-Millar Leather Co., Inc., (100 
Gold street), wholesale upper leather, name 
changed to Stephenson Leather Co. 

Tulsa, Okla.—Oklahoma Army & Navy Store, 
shoes, etc., reported sold or closed out 
business. 

Mahanoy City, Penn.—Philip Coffee, shoes, 
etc., 5 

New Castle, Penn.—Cantilever Shoe Shop, 
shoes, reported advertising to sell out. 

Dallas, Texas—Mintz Shoe Co., wholesale 
shoes, recently commenced business. 

Keyser, W. Va.—I. M. Long, shoes, etc., re- 
ported succeeded by Abraham Myer and Sol 


T. Myer. 
Milwaukee, Wis.—The Bonded Leather Shoe 
Co., shoes, incorporated $20,000. 
Sheboygan, Wis.—Louis Ahrens, shoes, died. 






A realistic touch to the display window of the Fisher’s Walk-Over Boot 


Shop of Lima, O., was accomplished by the means of lattice work back- 

ground, strewn with blossoms. Thomas A. Bailey is manager of the store. 

This particular background = designed by Mr. Bailey and cost 
about $25. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per P'SMiintmoum WANTED—Four cents Fd word for each insertion. 


issue: Minimum amount accepted, seventy- cents. For other “Want” 
me a FG I EA 
Space ltime 7times 13 times 26 times 52 times mum amount — = received 

- $. ) 3d to noon on Tuesday of week of publication date. When advertisers 
Lim..........$5.00 $4.00 $3.50 $3.00 $2.50 desire answers to come in care of this office, twelve words must be 

i 10.00 8.00 7.00 6.00 5.00 allowed in each advertisement for address. When advertisers desire 
12.00 10.50 9.00 7.50 replies forwarded direct to their address, each word of the address 

: . 7 ’ must be counted in the advertisement and paid for accordingly. Answers 
16.00 14.00 12.00 10.00 to ads must be sent under letter postage. 


_.15.00 
20.00 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





W ANTED—Large specialty house has several 

good territories open for 1925. Only high- 

grade salesmen with experience will be con- 

sidered. High rate of commission, no drawing 

account. If interested address Box B-67, care 

oot and Shoe Recorder, 207 South St., Boston, 
ass. 


SAL sESMEN wanted for following territories: 
“7 North Carolina for one, South Carolina and 
North Georgia for other. Nationally advertised 
line of children’s and growing girls’ shoes. 
Do not reply unless you have experience in 
the territory you wish. Furnish all information 
and references in first letter or it will 

ignored. An opportunity for live salesmen to 
connect with one of the best selling lines of 
children’s shoes. Address B-68, Care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 








good territory also. 


Wausau, 


OHIO--ILL.--MO.-—-KAS.—-NEBR. 


Big volume business for sideline men in the above states. Other 
20 samples of the best selling proposition in 
children’s shoes. Special features and exclusive sales arguments in- 
sure easy orders. Big stock department. Commission basis. Samples 
now ready. Give references and details. 


WAUSAU SHOE MFG. CO., 


Wisconsin 














G ALESMEN wanted on commission basis to 
sell our Women’s Oversize Welt and Men's 
Welt Specialties. In-stock proposition. Several 
territories open, samples ready. Write details 
in first letter. Confidential. L. E. Timson & 
Co., 620 Atlantic avenue, Boston, Mass. 


WANTED Experienced resident salesmen 
who have a good following to sell a fine 
line of men’s shoes made in Brockton, to re- 
tail at $5.00 and $6.00. We need one with an 
office in Boston for Massachusetts, Rhode 
Island and Connecticut; New Hampshire and 
Maine; North and South Carolina; Georgia, 
Alabama and Florida; Tennessee, Mississippi, 
Louisiana, Wisconsin and Illinois. Strict com- 
mission basis. Can be carried as a side line 
if receives proper attention. Address B-86, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 








ANTED—Salesmen to represent us in 
Ohio, Indiana, Michigan, Montana, Oregon, 
Washington and the Southern states. We stock 
a full line of p aoe me turns in sizes 1/5 


most Devin, a full run 
5. 7 ‘ines na he oa 5/8. 


calling on wellvestablis ed trade. 
Shoe Co., Inc., Rochester, N. Y. 





Salesmen wanted to carry as side line 
our New York made «titchdowns on the 
coast, in and around Chicago, Cincin- 
nati and the twin cities. Commission 
basis. Men must have large following. 
Address K-706, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 








Splendid Opportunity 


Experienced salesman wanted to carry 
exceptional line of semi-turn shoes 
ade by —— saggy > a fac- 


and Shee’ Ree ae 


127 Duane St., poten T York. 











TRUNK SALESMEN—Carry one grip, 35 
styles of exclusive children’s and misses’ 
Stitchdowns, all solid leather; 7% commis- 
sion. Men with established trade only. Give 
reference of manufacturer you have repre- 
sented and amount of your sales in first 
letter. Black Cat Shoes. The Phenix Shoe 
Mfg. Co., 27-67 Erie St., Milwaukee, Wis. 








We want 


Write for particulars, 





Michigan—Indiana—I Illinois 


salesmen to cover the above territory. We make unlined es ag 


rienced 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Mou 
giving references. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. | 








GS ALESMAN WANTED for Minnesota, Iowa 
or Illinois to carry manufacturer’s line of 
medium and high-grade Children’s and Misses’ 
Turns. Address with references B-56, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





W ANTED—Experienced salesman to show, as 

a side line or otherwise, some thirty sam- 
ples of popular-priced women’s arch support 
shoes to retail at $5. Wt and $6.00, also novelty 
shoes. Quick selling. All shoes in stock. Eight 
per cent commission paid weekly. References 
necessary. Whitmore Co., Syracuse, 
. & A 





Salesman Wanted 


To travel Vermont and North- 
ern New York State from Bos- 
ton Branch, selling a quality line 
ef Rubber and Canvas foot- 
wear to the Retail Trade. Ap- 
pointment will be made for in- 
terview by applying to B-70, 
care Boot and Shoe Recorder, 
207 South Street, Boston, 
Mass. 





LVE-WIRE. experienced selling retail shoe 
trade. Line consisting of G ear Glove 
Rubbers, Keds, Felt Slippers. One for South. 
ern Ohio, one for Northern Ohio; drawing ac- 
count with commission basis. One for each 
city—Cleveland, Toledo, Cincinnati, and one 
for Western Pa.; no objection to side line, 
commission basis only. Give age, references, 
experience, first letter. Applications treated 
confidential. Allow ten days for reply. Address 
B-66, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





epee WANTED to sell Georges’ Bun- 
“ ion Shields and Arch Supports to shoe 
stores. Local or traveling. Liberal commission. 
Georges, 614 Twelfth St., Washington, D. C. 





GALESMEN for a real snappy condensed 
specialty line, branded ladies’ silk hosiery. 
Sold with a guarantee to the dry goods, shoes 
and specialty shops throughout the country; 
easily carried. State territory covering and 
line now handling. Address B-59, care Boot 
a Shoe Recorder, 207 South Street, Boston, 
ass. 





WANTED—High-class salesman with es- 
tablished trade in the following terri- 
tories: No. 1: Illinois, Iowa, Wisconsin and 
i No. 2: Kansas, Nebraska, North 
South Dakota and Missouri, to carry 

the on nen —¥ of the Johnson-Baillie Shoe 
Co. McKays and the Bedford Shoe Co. Turns 
and Pre-Welts. Strictly on a commission basis. 
Established trade in both territories that will 
be turned over. Samples ready October Ist. 
Address, giving experience and references, to 
the Bedford Shoe Co., Carlisle, Pa. 





Nationally advertised line of high-grade 
work and out-door sport shoes made in 
Wisconsin will have some exceptionally 
good territories open January Ist. 
Would like to get in touch with men 
with proven sales ability who feel they 
can put the line over in a big way on 
a strictly 7% commission basis. Ad- 
dress B-69, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 








REPRESENTATIVE WANTED 








Representative Wanted 


Paris manufacturer of brocades and 
satin for slippers desires American 
representative with following in this 
line. Address 


W. B., Room 908 
135 Broadway New York City 
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POSITION WANTED 


—— 


HOE BUYER and manager, of executive 
‘ability, offers his service to a _ live-wire 
concern. He is agressive, ona as well as 
energetic. He knows shoes, is well posted on 
current ideas; he knows how to merchandise ; 
he writes convincing advertisements; he is 


FOR SALE FOR SALE 


RE 8 
of a pleasing personality, and his service is 


The Livest Shoe Store in the 
sitters, 7 Sma seace'boem |! Kagtest Growing Town in Mass. 


We are going into another line and want to sell our S-year-old business 
quickly. Inventory just completed shows $9,400, after depreciation on dead stock. 
Salesmen always comment on unusually clean condition of our stock. Gross 
average annual profit, $20,000 on a double turn-over. Four-year lease at $80 a 
month. Low rate insurance, lighting, etc. Store is located right im center of 
busiest shopping district, with high-grade trade. Make us an offer Peterson’s 
Shoe Store, 709 Washington St., Norwood, Mass. 

















Wanted 
To Manage 


A credit department that is weak 


and running down and which needs 
strengthening and rebuilding. Fifteen 
years experience with nationally known 
shoe manufacturers handling credits, 
collections and adjustments. I under- 
stand manufacturing as well as financ- 
ing. Address B-76, care Boot and Shoe 
Recorder, 207 South Street, Boston, 
Mass. 
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POSITION WANTED 


E*PERIENCED shoe store manager, buyer, 
window trimmer and card writer wishes to 
make change, preferably Ohio. Address B-72, 
care Boot and Shoe Recorder, 207 South Street, 
. Mass. 














rawing ac- 
for each 
and one 
side line, 
references, 


mmission. 
n, D. C. 


condensed 


with es- 
ng terri- 
msin and 
a, North 
to carry 
illie Shoe 





Style and Quality Man 
Open for Engagement 


Well known style expert with wide ex- 
perience in creating women’s success- 
ful styles will be available on November 
Ist. A women’s factory desiring the 
services of a style and quality man who 
can also sell the larger trade on a vol- 
ume basis will do well to look into this 
opportunity. Best of references fur- 
nished. For further particulars address 
Box B-75, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 








SUPERINTENDENT NOW EM- 
PLOYED WHO CAN HANDLE ANY 
DEPARTMENT IN THE FACTORY 
FROM CUTTING MODELS TO THE 
MAKING OF WASHES AND CUT- 
TING OF WAXES IN THE TREEING 
ROOM, AND WHO HAS PURCHASED 
ALL SUPPLIES, INCLUDING UPPER 
AND SOLE LEATHER, IS SEEKING 
ANOTHER POSITION. WOMEN’S 
McKAYS OR WELTS PREFERRED. 
WILL GO ANYWHERE. ADDRESS 
B-85, CARE BOOT AND SHOE RE- 
CORDER, 207 SOUTH STREET, BOS- 
TON, MASS. 





A MAN TO DRIVE 
SALES FASTER 


After fifteen years’ experience 
as sales executive in three of 
the largest shoe factories, I 
‘am ready to make a change of 
position. Have had charge of 
sales foree and advertising, in- 
stock, costs, credits and collec- 
tions, and can easily prove I 
know this business to last de- 
tail. Was five years in men’s 
shoe factory, two years in gen- 
eral line, and eight in a large 
women’s shoe plant, where I 
am at present. If you need ‘ 
driver” now or in the near fu- 
ture, any letter or interview 
will be considered confidential. 
Address, B-84, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 











FoR SALE—Up-to-date dry goods store lo- 
cated in one of the best towns in Arkansas. 
Population 3,500 and drawing big trade from 
surrounding towns. Do $100,000 business a 
year. Stock $40,000 and no liabilities. For in- 
formation refer to B-78, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 
Easy terms. 





FOR SALE—Shoe store. Best location 
on main street of fast growing Eastern 
Pennsylvania city, population 65,000. A 
very profitable business. Other inter- 
ests compels owner to sell. Address 
B-79, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 














BUSINESS OPPORTUNITY 


SHOE DEPARTMENT for sale or rent, 

space 20 x 150 ft. on the best street in a 
town of 100,000 population, chain store pre- 
ferred, commission basis, at present the de- 
partment doing $50,000 a year, and no special 
attention given. Address B-80, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


PARTNER WANTED—Young man, perfer- 
ably under thirty, with shoe experience and 
at least $2,000 to invest and manage store. 
Write fully concerning self in first letter. 
Address B-83, care Boot and Shoe Recorder 
Pub. Co., 189 W. Madison St., Chicago, Il. 











LINE WANTED 











I Can Sell the Output of a 
Moderate Sized 
Factory 


My long and successful experience as a 


buyers at a profit. I am in good stand- 
ing with the important buyers through- 
out the trade, and can furnish best of 
references as te my ability, ee 
ete. Will not be interes in consid- 

ering a proposition from a concern that 
is not amply financed. Address Box 
B-74, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 











MANAGER WANTED 








Managing Executive Wanted 
for New England Branch 


This position requires a man 
thoroughly experienced in the 
merchandising of rubber and 
canvas footwear, credits and 
collections and of marked ex- 
ecutive ability. Address, with 
full particulars as to your ex- 
perience, age, education, etc., 
to. B-71, care Boot and Shoe 
Recorder, 207 South Street, 
Boston, Mass 














FOR RENT 


For RENT—Space ee for a real live 
hosiery department the biggest and 
best located slice store in en % Illinois. Ad- 
dress B-81, care Boot and Shoe Recorder, 

South Street, Boston, Mass. 





OMEN’S McKAY LINE wanted for Pacific 

coast on commission basis. I am looking 
for a popular-priced line of women’s novelty 
McKays to represent on the Pacific coast on 
a strictly commission basis. I ve a wide ac- 
quaintance with the best buyers throughout 
the coast and can furnish best of references 
as to my ability, integrity, etc. Inasmuch as 
I finance myself will not. consider 
except a ——- line mote —— that 
is going to st business. t of references 
furnished. For farther particulars address Box 
B-77, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





FOR LEASE 


A is LEADING department store in one of the 
a cities .im Florida desire to lease 

t to a good responsible 

pent The < ent does how close to 

$70,000 a year of women’s and children’s shoes 

only, and offers opportunity to double this 

amount within two years. A big field for the 

right party. Address B-82, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


Information for Shoe Merchants 
et. to a a copen, of of 
sgn einaedeeed ic. 























WANTED TO PURCHASE 








THE NEW YORK EXPORT 
rues. aareray™ 


SLOW 








HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Alse Purchase Gent's Furnishings, Clething, ete. 
YOUNG & CO. 
816-317 Church St.—New York, N. Y. 
Telephone Canal 0356 








HIGHEST CASH PRICES PAID 


Correspondence confidential. 
1890. MAX G LAUBERG 
313 Church See 4 a & 

We also e puschane —-, , hata, furn 

goods. hone Canal 6940 








BROOKLYN PURCHASING SYNDICATE 
FRANK W 


A 
610 Broadway, 
Phone Stagg 1757 


BOOT AND SHOE RECORDER 


S ‘ent, Cireu of the Ownership, Manage- 
__ Circulation, etc., required by the Act 

Congress of August 24, 1912, of “Boot and 
Shoo Recorder” published Weekly at Boston, 
Mass., for October Ist, 1924. State of Massa- 
ro husetts, County of Suffolk. 

Before me, a Notary Public in and for the 
State and county aforesaid, personally ap- 
peared Everit B. Terhune, who, having been 
duly sworn according to law, deposes and 
says that is the General Manager and 
Treasurer of the Boot and Shoe Recorder Pub- 
a Co., publishers of the Boot and Shoe 

Recorder, ‘and that the following is, to 
the best of his knowledge and belief, a true 
or of the ownership, management, 
(and if a daily paper, the circulation), etc., 
of the aforesaid publication for date 
shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 
443, Postal Laws and Regulations, printed 
on the reverse of this form, to wit: 

1. t the names and addresses of the 
publisher, editor, managing editor, and busi- 
ness managers are: 

Publisher: Boot & Shoe Recorder Publish- 
ing Co., Boston, Mass. 

Editor: Arthur D. Anderson, Brookline, 
Mass. 

Managing Editor: 
Brookline, Mass. 

General Manager: 
Swampscott, Mass. 

2. t the owner is: (If the publication 
is owned by an individual his name and ad- 
dress, or if owned by more than one indi- 
vidual the name and address of each, should 
be given below; if the publication is owned 
by a corporation the name of the corpora- 
tion and the names and addresses of the 
stockholders owning or holding one per cent 
or more of the total amount of stock should 
be given.) 

Owners: Publfshers Corporation, 
New York, N. 

James A MS 4338 Chestnut St., Phila- 
delphia, Pa.; George H. Buzby, 19th and Wal- 
nut Sts., Philadelphia, Pa. John C. Curtiss, 
London, England; Fritz J. Frank, Pleasant- 
ville, N. Y¥.; Mai bel M. iffiths, Montclair, 


Arthur D. Anderson, 


Everit B. Terhune, 


Mekeel, Montclair, N. 
Merion, Pa.; A. C. oo. Upper 








CASH PAID 


for entire shoe stocks or surplus stocks of 
oes or merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 











CASH PAID 


e representative to 
investigate and make “offer upon request. 
Kalter Cerf. Seevennte Co., Ine. 
591 Broadway, New York City 
Phone Spring piee-siei 6163 











MISCELLANEOUS 























Montclair, N. 3.; Lelia C. Pearson, Mont- 
clair, N. J.; Chas. G. Phillips, Montclair, 
N. J.; Charles Swayne Phillips, Upper Mont- 
clair, N. J.; Publishers Securities Co., Mont- 
clair, N. J. (see note) ; Jennie M. Phillips, Upper 
Montclair, N. J.; W. I. Ralph, 231 W. 39th St., 
New York, N. Y.; Franklin T. Root, Bronx- 
ville, N. Y¥.; Olive Root, Bronxville, N. Y.; 
Root Securities Corporation, 239 W. 39th St., 
New York, N. Y. (see note); Winifred Root, 
2 West 67th St., New York, N. Y.; Charles 
T. Roo West 67th St., New York, NM. Y¥.3 
. Root, 2 West 67th St., New 
Y.; G. E. Sly, 630 W. l4ist St., 
New York, N. Y.; Velma S. Stevens, 325 
West End Avenue, New York, N. Y.; M. J. 
en Trustee for Grace E. Swetland, 
.; W. H. Taylor, Upper Mont- 
clair, N. "S.3 Everit 


-_. B. Terhune, Swampscott, 
NOTE: The Stockholders required for Pub- 
lishers Securities Co., are as follows: Velma 
S. Stevens, 325 West End Ave., New York 
City; M. J. Swetland, Trustee for Grace E. 
Swetland, Redlands, Cal.; Ruth S. Kane, 
‘ %& and Dorothy S. Johnson, 


The Stockholders required for the Root 
Securities Corporation, are the following: F. 
T. Root, Bronxville, N. Y.; George F. 
Bronxville, N. Y.; Ralph Root, Brooklyn, 
N. Y; Winifred Root, New York City; Royal 
?. Root, New York City; Esther s. Root, 
on. York City, and Waldo Root, New York 

t; 

8. That the known bondholders, mortgagees, 
and other security holders owning or holding 
one per cent or more of total amount of 
—— mortgages, or other securities are 

one. 

4. That the two paragraphs next above, 
giving the names of the owners, stockhold- 
ers, and security holders, if any, contain not 
only the list of stockholders and ae 
holders as they appear upon 
the company but also, in cases where the 
stockholder or security holder appears upon 
the’ Béoks of the company as trustee or in 
any other fiduciary = Mg the name of 
the person or corporation for whom such 
trustee is acting, is given; also that the said 
two paragraphs contain -_y~ B embrac- 
ing affiant’s full knowledge and belief as to 
the circumstances and conditions under which 
stockholders and security holders who do not 
appear upon the books of the company as 
trustees, hold stock and securities in a capacity 
other than that of a bona fide owner; and this 
affiant has no reason to believe ‘that any 
other person, association, or corporation has 
any interest direct or indirect in the said 
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PUBLISHED A yg IN THE INTERES; 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates fo 
Wants, For Sales, etc., see Want Page. 

Every precaution is taken the BOOT AND 
SHOE ECORDER to «a printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES 1N 
BOSTON OFFICE: 207 South Stree 
BROCKTON OFFICE: 224 Moraine St. Geo, 
CHICAGO "OFFICE 1 sie, West Vest Madison St. Tet 
Bowen, 
st LOUIS Oo! OFFICE. "Icather Trades BEd 
M. Bowe won + < Bowen, Manager). ng 


nEw YOR! YORK "OFFICE: Room 101, Graham Bldg, 
127 a LL . —" Scott, "Manager, Tele. 


pHILADELI TADELPHIA “OFFICE: Room 524 Perry 
Bidg., 1530 Chestnut St. H. Walter Scott, 


HAVERHILL OFFICE: Chamber of C 
5 wa hae National Bank Bldg. Geo. 





CINCINNATI *OFFIGE: Second National Bank 


H. M. —— 


Tapio Cael 
ROC TER OFFICE: 626 Powers ~~ 2 ‘o- 
e 


_ C. Bowen, Manaver). 


MILWAUKEE OFFICE: Leonard E. Meyer (B. 
C. Bowen, Manager), 405 Broadway. Telephone 


Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
Investment Bidg., 15th and K Sts., N. W. 

ie a OFFICE: S Rue des Italiens. L. Hubbard, 


LONDO DON. OFFICE: P. V. Curtis:, tea 
1 Haymarket, London, S. W., 1 
AUST LIAN OFFICE: 439” Lit. ai St., 
M . G. Jervis Manton, Man: 
CONTINENTAL OFFICE: William = 
Manager I. Adlergasse 12, Vienna, Austria. 
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stock, ena od or other securities than as so 
stated by h 

= Re Ray of General Manager and Treas- 
urer) Everit B Terhune. Sworn to and sub- 
— before me this Ist day of October, 
1924. 


Margaret M Murphy, Notary Public. 
(My commission expires December 28, 1928.) 
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Roser’s Pigskin 
Made this Fine 
Shoe Finer 


N. B. Thayer & Co., Inc., selected Roser’s 
Pigskin to make this shoe because they wanted 
to make it distinguished and beautiful. 


Fine shoe makers are specifying Roser’s 
Pigskin for its practical qualities in make-up 


and finish. There is nothing just like it. 
VA 


HERMAN ROSER & SON, Inc. N 


GLASTONBURY, CONN. y 




































A SUGGESTION 3X 


With Christmas approaching 
one of the best business sea- 
sons of the year is near. Push 
Greeley Boudoirs for gifts. They 
are ideal for the pur- 
pose. A daily reminder 
of the giver. Black and 
colors. Leather or Rub- 
ber heels. 36-pair lots 
only from stock. Im- 
mediate deliveries. 

If your jobber cannot supply you, write us. 


A. W. GREELEY 5x 


12 Duncan St. - - - Haverhill, Mass. 
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Do You Know the 
Big Buyers? 


We want a man at our Boston office who 
knows the big visiting Buyers, and can talk 
style, intelligently. We are a live-wire con- 
cern who rank first in the producing of 
Women’s Novelty McKays. The man we 
want must be a hustler to keep up with us. 
Good personality is necessary. We prefer 
aggressiveness rather than years of wisdom. 
A short trip now and then will keep him 
from growing stale. Write us in confidence 
how much you know of the Jobbing, Dept. 
Store and Chain Store Trade, your age, and 
salary expected. Interviews will be arranged 
with those who can convince us in their 
first letter that they may be the man we 
seek.—Address B87, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 




































































Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 


Russia Calf— 



























Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 
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Write for Our 


Xmas Catalogue 
No. 32 
with illustrations in 
colors of Artificial Poin- 
settias, Flowers, Plants, 
Vines, Baskets, _ etc., 
mailed 
FREE FOR THE 
ASKING 


Frank Netschert, Inc. 


No. 32861 HOLLY WREATH 
Natural p everlasting, 61 Barclay Street 


repared 
ith artificial holly berries d 
bow, ae 9 “51.00; a? p bend jo NEW YORK - - N.Y. 


































APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
- children and as a fully venti- 


shoe, the Bur! Ventilated Foot 
is aneroaled. Well known 

surgeons use. 
Shara cots 
Tons © ren seshoes 
ae complete by ing 
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Allen Goller Shoe Co., Boston.......................... 67 
Arnold, M. N., Shoe Co., No. Abington, 
Mass. wv» 4 
Baker, J. H., Co., Beverly, Mass. 98 
Barney's, New York City 108 
Bass, Geo. H., Co., Wilton, Me. 22 
Berry, A. H., Shoe Co., Portland, Me. 24 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y...107 
Bleecker Shoe Co., New York City —s 


Bliss & Richardson Shoe Co., Portland, Me. 108 
Blog Shoe Findings Co., Inc., New York 


City a 108 
Brockton Co-operative Shoe Co. 105 
Burkley Shoe Co., Brockton, Mass. 117 
Cahill Shoe Co., The, Cincinnati, O. 85 
Chippewa Shoe Mfg. Co., Chippewa Falls, 

Wis. 94 
Clapp, Edwin & Son, Inc., E. Weymouth, 

Mass. 34-105 


Coleord & Walker, Inc., Plaistow, N. H.......106 
Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 105 


Diamond Shoe Co., New York City 19 
Dingley-Foss Shoe Co., Auburn, Me. 
Duttenhofer, Stanley, Shoe Co., Cincinnati, 
oO. , - vee 6 
Duttenhofer, Val, Sons Co., Cincinnati, O... 78 


Eaton, Charles A., Co., Brockton, Mass. 8-9 
Edwards, J., & Co., Philadelphia 4th Cover 
Elam, F. 8., Shoe Co., Rochester, N. Y. 106 
Elliott Shee Co., Brockton, Mass. 105 
Excelsior Shoe Co., Portsmouth, Ohio 66 


Ferguson Bros. Co., Boston 107-108 
Ford, C. P., & Co., Rochester, N. Y. . 6 
Friedman-Shelby Branch of I. S. Co., St. 

3rd Cover 
Gardiner, H. K., Co., Pittsfield, N. H. 106 
Greeley, A. W., & Co., Haverhill, Mass. 117 
Green, Daniel Felt Shoe Co., Dolgeville, 


Louis, Mo. 


N. Y. 31 
Grosvenor, C. A., Co., Worcester, Mass. 98 
Grovers Sons, J. J., Lynn, Mass. 1 


Gustin Co., M., New York City 105-107 


Herman, Joseph, Shoe Co., Millis, Mass....... 36 
Holters Company, The, Cincinnati, O. 76-77 
Hood Rubber Products Co., Watertown, 


Howard & Foster Co., Brockton, Mass........105 
Hurley Shoe Co., Rockland, Mass. 105 
Ideal Baby Shoe Co., Danvers, Mass...............106 


Johansen Bros. Shoe Co., St Louis, Mo....100 
Johnson Bros. Shee Co., Hallowell, Me......... 15 





Julian & Kokenge Co., Cincinnati, O............. 84 
Juvenile Shoe Corp., Carthage, Mo...Front Cover 
Krippendorf-Ditt Co., Cincinnati, O. 83 
Krohn-Feechheimer Co., Cincinnati, O............. 79 
Lilly, Henry, New York City......................... 105 
Marston & Tapley Co., Danvers, Mass.......... 106 


Martin, A. H., Rochester, N. Y.......................106 





Meis, Charles, Shoe Co., Cincinnati, 0O......... 87 
Metropolitan Slipper Co., New York City....108 
Miller, I., & Sons, Inc., Brooklyn, N. Y....... 5 


Nettleton, A. E., Co., Syracuse, N. Y............ 105 
New England Slipper Co., Worcester, Mass..107 
Northeastern Shoe Co., Inc., Chelsea, Mass 107 


Packard, M. A., Co., Brockton, Mass.............105 
Paristyle Footwear Mfg. Co., Brooklyn, 
N. Y. pidastemsenstng) hdaguiesce — 
Pfeiffer, Frank H., Co., Inc., Worcester, 
Ee ae as TES 0 eee os 107 
Posner, Dr. A., Shoes, Inc., Brooklyn, N. Y...106 
Powell & Campbell Co., New York City........ 42 





Ramsey's, New York City J . 38 
Reynolds, Bion F., Brockton, Mass. ... 105 
Reed, E. P., & Co., Rochester, N. Y............... 23 
Rice & Hutchi Inc., Bost sinctcieingilans Tae 
Richards & Brennan Co., Randolph, Mass. 105 
Rogers Bros. Shoe Co., Boston eee 
Roth Shoe Mfg. Co., Cincinnati, O. . 88 
Rosenberg, S., & Sons, Boston —— 


Russell, W. C., Moccasin Co., Berlin, Wis... 72 


Saks, M. J., Shoe Co., New York City.... 38 
Sanford Mfg. Co., Sanford, Me. ” . 44 
Scheiffele Shoe Company, Cincinnati, O. 82 
Schwartz & Herder, Inc., Phila., Pa. 108 
Service Shoe Co., Nashville, Tenn. 20-21 
Sherwood Shoe Co., Rochester, N. Y. ww 44 
Smith, J. P., Shoe Co., Chicago, Ill. . 45 
Smith, Wm. Sumner, Chicago Seccnensicee 
Stacy-Adams Co., Brockton, Mass. . 105 


Stetson Shoe Co., Inc., So. Weymouth, 
pe nek ae » mle : oan eT ee 105 
Stickles, L. D.,.Shoe Co., Red Wing, Minn... 11 


Tessier & Bowdoin, Haverhill, Mass..............106 
Thomson-Crooker Shoe Co., Boston —_ 
Toomay Co., The, Boston 


United States Rubber Co., New York City... 70 
Voliman-Lawrence Co., Cincinnati, O........... 74 


Weber Bros. Shee Co., No. Adams, Mass..... 22 
Weimer, Wright & Watkins Co., Philadel- 


phia, Pa. : re 
Weyenberg Shoe Mfg. Co., Milwaukee, 
Whitman & Keith, Brockton, Mass............. 105 


Wright, E. T., & Co., Inc., Rockland, Mass. 90 


HOSIERY 
Beaton, J. R., Co., Inc., New York City 106 


FINDINGS AND SHOE STORE SUPPLIES 


American Seating Co., Chicago, IIl............... 28 
Manhattan Finding Co., New York City......108 
Milbradt Mfg. Co., St. Louis, Mo................... 116 


Miller, Robert E., Inc., New York City........ 107 
Myers, F. E., & Bro. Co., The, Ashland, O...116 


Netschert, Frank, & Co., The, Ashland, O..117 
Rublack, Emil, New York City....................... 108 


Whitcher, Frank W., Co., Boston.................... 98 





LEATHER AND OTHER MATERIALS 


Armstrong Cork Co., Lancaster, Pa............ 25 
Beggs & Cobb, Inc., Boston...................... 107 
Boston Woven Hose & Rubber Co., Cam- 
ae EES ES NE Sas ORE nk 8 RR 12 
Chamberlain, B. F., Boston. ...................00000 107 


Ciiftem Bilge. Coie Bastee....sseicnicncesceosecsecsecsecees 98 
Creese & Cook Co., Boston 


Goodyear Tire & Rubber Co., Akron, 0O......... 27 


Hunt-Rankin Leather Co., Boston...............117 
Jones Co., F. E., Boston ‘ alles. See 107 
Kepner, C. D., Leather Co., Boston................ 14 


Levor, G., & Co., Inc., New York City....... 2-3 
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Ohio Leather Co., Girard, Ohiio...................... 4 


Quabaug Rubber Co., No. Brookfield, 
... 2nd Cover 


Roser, Herman, & Sons, Glastonbury, Conn., 117 
Rueping, Fred, Leather Co., Fond du Lac, 
Scherer, Oscar, & Bro., New York City........ 6 
Schmidt, Carl E., & Co., Inc., Detroit, Mich. 65 
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City aatceiatll cevseeeeeee O41 
Surpass Leather Co., Boston........... singe 107 
West Virginia Pulp & Paper Co., New 
York City 


MACHINERY, LASTS, MFRS’. SUPPLIES, 
DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass.............108 
Russell Mfg. Co., Middletown, Conn............ 107 
United Fast Color Eyelet Co., Boston......... 119 
United Shoe Machinery Corp., Boston.......32-92 
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MISCELLANEOUS 
Atlantic Printing Co., Boston............ qnasstvtinle 
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Diamond Brand The genuine Dia- 


yA : ' (Visible) Fast Color Eye- mond Brand (Visible) 


ets have genuine celluloid Fast Color Eyelets can 


0 
and actually outwear the shoe. monds on their celluloid sustace. Ws 


LOOK FOR THE DIAMOND 
TRADE @ MARK 


OV ics eyelets are one of those niceties of footwear construction 
that are always evident on the shoe of beauty, fashion and good 
taste. Without visible eyelets to adorn and protect it, no lace shoe 
can be absolutely stylish, correct and finished in appearance. The 
much favored mode for Fall is the light, dainty, Goodyear Welt 
oxford, finished with visible eyelets. 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 
DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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Novelties 


8B4006—Patent Leather, imitation Turn, 13/8 
covered Cuban heel. C width $4.50 


8B4008—As illustrated, all Russia Calf. C 
width......... 34.60 


B4695—-Patent Leather Hand Braided Strap, 
imitation Turn, 16/8 full covered Spanish heel. 


B4698—All Patent Leather, imitation Turn, 
12/8 covered Cuban heel. A-C . $4.50 


Black Satin, Black 
$4.50 


B4699—As_ illustrated 
Suede trimmed. A—C 


Patent 
$4.59 


B4700—As illustrated. Black Suede, 
Leather Perf. Collar. A-C 


B4697 —As _ illustrated, 


Light Russia Calf. 


B4690—Patent Leather Hand Braided Seco. 
japon Turn, 12/8 covered Cuban 


B4691—As illustrated, Black Satin, Patent 
Leather trimmed. A-C $4.50 


B4693—As —_,, Black Suede, Patent 
Leather trimmed. ’ $4.50 


Sespe—as illustrated, Light Russia Calf. 
$4.50 








A selection of styles that 
are absolutely the last word 
in novelties. We have them 


IN STOCK 


for Immediate Delivery 


Patterns that Sell Extra 
Pairs for You. 
Priced Right. 


% 10, net 30. 
ton. 
26 cents per pair less in 
36 pair lots of a num 
References required on new 
accounts 


Terms: 2 
F.O. 




















B4811—Russia Calf Hi 
Leather heel, Rubber top li 


B4812—As illustrated, all patent anes 


prado Welt, acs 
A-C $3.85 


B4813—AsJillustrated, Gun metal calf. A-C. 
$3.85 


that Are Fast Sellers 


B4900—Patent Leather imitation Turn, 16/8 
full covered Spanish heel. A-C.......... $4.75 


B4902—As illustrated, Black Satin, Black 


B4914—As illustrated, Black Velvet, Patent 
Leather trimmed. A-C.... 


B4009—As illustrated, all Russia Calf. 


B4762—Patent Leather, imitation Turn, 8/8 


all Russia Calf. A-C, 
$4.50 


B4763—As illustrated, 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS.- 


39 COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO: 
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EVENING SLIPPERS 


There is every indication tHat the demand for silver or gold (particularly silver) evening 
slippers is going to be greater this winter than ever before. Their popularity is growing so 
rapidly that even the high school girl is demanding them for her fraternity functons. 
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The Better Kind 


are made of the very best of 
imported materials. 


ADORA BROCADES | SILVER BROCADES 
| 


LS 
oe. ee. oe 


These materials are chemi- 
cally treated and made as near 
tarnish proof as is possible. 


— 


We even go so far as to use 
linings in our shoes that 
are non alum tanned. Our 
facilities for making these 
delicate slippers is second to 
none. The clean working con- 
ditions of every department 
in our mill coupled with the 
best of basic materials, spells a 
metal cloth production that is 
right in every detail. 
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$5.50 $5.75 $6.00 $6.25 $6.50 








F. E. Adams Shoe Compan 


mane | N. 1 


BOSTON NEW YORK CHICAGO 
215 Essex Street Marbridge Bidg., Reom 433 Chicago Bidg., Room 810 


SALESMEN 


Pacific Coast—Geo. R. Rule New York — Frank Harris Southern States—Ernest and Harry White 
New England—Louis Bonin Chicago District—Frank Parker Eastern States—Frank Law 
Middle States—Chas. Reedholm 
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You can only realize the full 
appeal of Creighton Fashion 
Footwear when you sée your 
sales constantly increasing. 























When writing to A. M. Creicnton please mention Boot and Shoe Recorder 
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rf an Line sell it primarily for its 
powerful price and style appeal. 





Style No 339 
Patent Leather 


But our older customers also value the D'ORSAY 
derful In-Stock Servi f th Widths AD 
, sang ae 
won erful In-Stoc ervice of the Widths A-D 
Creighton Factory as highly as the con- 


stant quality of the shoes themselves. 


Creighton Models sell themselves most 
solidly to the man who is selling them. 


A. M. CREIGHTON 


Lynn -F $t Massachusetts 





Style No 343 
Tan Naco Calf 
“SELMA”™ 
13/8 Covered Hee! 
Widths A-D 
PRICE, $4.50 















































When writing to A. M. Creicuton please mention Boot and Shoe Recorder 
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The TONY Family has a new member. 


Reg. U. S. Pat. OF. 


TONY Chestnut 


A Rich Blending of TONY RED 
and TONY BROWN 


LL good things start at the 
top, and TONY Chestnut is 
no exception to this. 


IVE SROEOLITAN shoe 
shops of the highest type 
are featuring TONY Chestnut as 
a color most appealing to their 
exclusive class of trade. 


VERY shoe man who 
keeps his ear to the ground 
will want to see this new TONY 
shade. 
OU know the part that 
TONY leathers play in fine 
shoes. 
ONY Chestnut is in for a 
long run of popular favor 
— Get your sample now. 


October 18, 192; 





“CALF LEATHERS ARE WHAT THEY WANT” 





CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, 0. 
Leather Trades Bldg., St. Louis, Mo. 


TANNERIES 
DANVERSPORT, MASS. 


SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 


When writing to Cazuse & Coox Company please mention Boot and Shoe Recorder 











Oct 


October 18, 1924 








Barbour Stormwelt 
‘“‘Hug- Tite’’ Ankle 
Oxfords 


© 


‘*Best at the Price’’ 
What? 


The ‘‘Beals-Pratt’’ Line 


THERE WILL BE A BIG DEMAND 
FOR BARBOUR STORMWELT 
SHOES. 


These three *‘Beals-Pratt™ Shoes will help 
you cash in on the demand. 


Barbour Stormwelt is a rib of solid leath- 
er—part of the welt itself. It re-inforces 
the basic construction of the Shoe at its 
most vital points. It helps greatly to hold 
the Shoe true to shape—from toe and 
instep, to the heel. 


Barbour Stormwelt adds a tone of Style. 
It guards against wet. Its utility can- 
not be overestimated. 


The National Advertising Campaign on 
Barbour Stormwelt will create demands. 
Why not be prepared? 


ORDER NOW! 


Write for Salesman to call and show 
you complete “‘Best at the Price’’ Line 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee, Wisconsin 


BOOT AND SHOE RECORDER 


“Hug- Tite” Ankle 


No. R473 


No. R473—Black Boarded Calf Blucher, 44 Wingfoot Heel, A- 
Grade Full Grain Conaites. 10 Iron A-Grade Oak Sole, Barbour 
Stormwelt, Bleached Calf Quarter Lining, Frat Last, B, C and 
i tue nas sua a aaub wae has) ccccsvecsconcet $4.75 


“Hug- Tite” Ankle 


No. R322—No. 9X Tan Boarded Calf Lace Oxford, 44 Wing- 
foot Heel, A-Grade Full Grain Counter, 10 Iron. Oak Sole, 
Barbour Stormwelt, Bleached Calf Quarter Lining, Frat Last. 
B, Cand D, 5% toll $4.35 
No. Peon’ weaned Calf Lace | Catoa. same . as 
No. R322. . $4.35 


“Hug- Tite” Ankle 


No. R238—Tan Side Lace Oxford, '4 Goodrich Heel, 9% 
Iron Oak Sole, Barbour Stormwett. with Black Bead 
Natural Finish Edge. Campus Last, C and D, 5 to 11. . $3.75 


© 


——— 


When writing to Bears-Pratr Suor Mere. Co. please mention Boot and Shoe Recorder 
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The \“‘Judith”’ by 
A. Garside & Sons, 
Long Island City, 
N. Y., illustrates 
the tendency out- 
lined on the op- 
posite page. 


Made of VODE 
Kid Color II Rust, 
with Patent Vamp. 


















































When coriting to Tue Staxparp Kip Co. please mention Boot and Shoe Recorder 
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The High Fashion Note 
Rust Brown Kid Quarters 
with Vamps of Patent Leather 


THOSE stores which are first to sound a new 
keynote of fashion report a decided preference 
among their ultra smart class of trade for a com- 
bination of Rust Brown Kid Quarters and Patent 
Leather Vamps. 

Although this is the leading tendency, they are 
also selling lighter shades of brown kid in whole 
shoes. 

Our Color 11 RUST should be known at once by 
all retailers of shoes who keep abreast of the 
times. 

Also our Color B JAVA another new Brown in 
VODE Kid. 


Of course to complete the charm of these new 
shoes they should be harmoniously lined with 
VODE Kid in Browns, Grays, Champagne 
or White. 


Remember particularly that all these shades 
being aniline dyed with no surface finish— 
lessen crocking of hosiery. 


We recommend the following “Yode Kid Colors: 


color B JAVA Coler 112 APRICOT Coler r70 ORTENTAL PEARL 
coler 11 RUST Color 114 HAZEL BROWN coler 31 CHAMPAGNE 
cole A HAVANA BROWN celer ye JACK RABBIT coler 88 BRONZE 


THE STANDARD KID CO. 


209 South Street, Boston, Mass. 


Branch Offices aa ~~ . 
100 Gold Street icago ncinnati 


: , Los Angeles St. Louis 
New York, N. Y. Montreal Rochester 


70 North 4th Street and all leather centers 
Philadelphia, Pa. e of the world 




















For fine evening 
slippers there is no 
material equal to 
the Gold and Sil- 
ver Kid which we 


specially import. 




















When writing to Tue Stanparp Kip Co. please mention Boot and Shoe Recorder 
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VELOURS CALF 


“ arty 





HE enthusiasm shown by man- 
ufacturers of fine footwear 
over this new shade in the 
Velours line, proves that it will be a 
winner. It is one the consumer will 
readily accept as a good shoe shade. We 
urge you, a retailer of fine shoes, to ac- 
quaint yourself with the Velours line, 
especially this new shade. 











TAWNY VELOURS CALF is finished 
smooth, in a medium light shade of.tan. 
This leather is chrome tanned, and pos- 
sesses a fine tight even grain. It will 
make up into a very fine and durable 
shoe for men and women. 


It bears the P. & V. trademark, an 
Made in Milwaukee emblem which stands for the maximum 
Sold all over the World in service and satisfaction, and carries 
those high standards which all P. & V. 
leathers must meet. 


‘*This is a Calf year’’ 


PFISTER & VOGEL | EATHER Co. 


PHILADELPHIA, PA. 
ST. LOUIS, MO. ROCHESTER 
CINCINNATI. O. NORTHAMPTON ENG. 


BOSTON, MASS. 
NEW YORK, N. Y. ST. PAUL, MINN LEICESTER 
CHICAGO, ILL. SAN FRANCISCO, CALIF. FRANKFURT. G GERMANY 


MILWAUKEE, WIS. 








When writing to Pristrer & Vocet Leatuer Co. please mention Boot and Shoe Recorder 
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Brophy Bros. 



































Evelyn 


Because Brophy Bros. Shoes “open up” so well, many of our 
customers find they can add a higher mark-up than was 
originally intended. 


Our shoes not only bring a higher profit, but a quicker one. The rate 
of turnover is considerably faster than the merchant expects 
it to be. 


Brophy Bros. Modish McKays are 


Quality Shoes—Popularly Priced— 
a line for quick profits. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 














When writing to Broruy Bros. Suor Co. please mention Boot and Shoe Recorder 
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Put on a pair of 
Naco Calf shoes 
and let your 
own feet con- 


vince you of its 


selling possibili- 


ties. 











A. C. LAWRENCE LEATHER CO. 
210 South St., Boston, Mass. 


“This ts a Calf year’’ 


When writing to A. C. Lawrence Leatuer Co. please mention Booz and Shoe Recorder 











October 18, 1924 BOOT AND SHOE RECORDER 





p= 





No. 3215—Martha Washington 
Black Kid Arch Support Oxford, 
Tip, Goodyear Welt, 13/8 Cuban 
Hee! with rubber toplift. Width 
B, Sizes 3'4 to 9; Widths C, D, E. 
Sizes 214 to 9. Price $3.85 


No. 3217—-Patent Leathe:, same 
as Ne. 3215. Price . $3.85 


No. 3225—Velours Calf, same as No. 3227—Martha Washing- 
No. 3215. Price.... $3.85 ton Patent Leather Cut-out 
ee | Nee Strap Slipper, on 

. De _ae pport. Goodyea elt, 
Deliveries—Ten Days 3 "SC Cuban Heel with rubber 


sone, Width B, 3% to 
9: Widths C. "Sane 20 2 


5 
No. 3219 a. Kas, 2 
as No. 3227. 


The New Martha Washington 
Arch Support Low Shoes 


OW --- a combination of Martha 

Washington quality, comfort and 
attractiveness with a double arch support- 
ing feature. 


This combination has brought instant 
popularity with the trade---instant accept- 
ance by the consumer---for these fine 
Martha Washington models. 


Note the absolutely 


rigid corrugated steel Foasy to fit---easy to sell---staple style 


arch combined with ex- 
eine taiters. footwear that thousands of merchants 


ing a complete, perfect 


Pee  ~— sare Selling profitably and in volume. 


and muscles. 


In-stock —but the tr d d d makes ten 
day deliveries necessary at present. This popularity 
backs your judgment in sending your order today. 





Note upper cut 


hn ng F. Mayer Boot & Shoe Co. 
Milwaukee 




















When writing te F. Maver Boor & Suor Co. please mention Boot and Shoe Recorder 
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Since 1873 Tanners Exclusively of High-Grade Calf | Leathers 


SAFER BUYING 


(Th big problem of the Shoe 
Retailer today is to meet all the 
color demands and still limit his stock. 


50% of smart merchandising is in the 
choosing of right colors. Follow the ex- 
ample of the leaders who pick these two 
shades as satisfying the Fashion and 
Making the Mode. 


“*SunSet’’ 





‘*‘Dundee’’ 


October 18, 1924 
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The most popular color 
in tan calf leather on the 
market. A beautiful 
shade with the sunset 
undertone that meets 
every demand of fashion. 


“SunSet” is a leather 
that sells well all year 
round. 


PRODUCED IN WEIGHTS FOR MEN, WOMEN AND CHILDREN 








The finest calf. leather 
in the world. Ideal for 
shoes for men and 
women. 


A leather of real quality 
and distinction. 


Mellow, silky, but 
heavy. It is supplanting 
the imported leathers. 





These two “Little Falls Leathers” can be safely dependéd 
on. The live merchant will appreciate their “‘salability.” 





| “This is a CALF Year” | 





Barnet Leather Co., Ine. 


360 MADISON AVENUE, NEW YORK CITY 


Distributing Agencies 


SAN FRANCISCO {| MILWAUKEE CINCINNATI ST. LOUIS ROCHESTER 


Boston Distributors 


Tanneries 


LITTLE FALLS 
New York 
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CHIPPEWA 


Business Builders—Profit Makers 
Your customers will like “The ORIGINAL CHIPPEWAS” and 
will buy them readily. 


Every good feature that boots for sport and outdoor wear can 
possibly have are found in ORIGINAL CHIPPEWAS—Quality 


No. B574 


ok a nl 


Henson Bre. & Fullbright 
Athens, Georgia, 
Ga.. Fia-, No. and So. Carolina 


Line of the West. 
Your request will bring samples quickly. 


No. B 574—Men’s 16-inch Chocolate Waterproof Chippewa 
hrome Goodyear Welt. Hand-sewed Vamp. Pac Style. Single 
‘ole. Last 36. Widths A to E. In Stock, C, D and E $8.50 


No. B 573—Same as dhove, 12-imeB oo. cccccccccceeesnneenneene $7.00 
No. B 571—Same as above, 8-inch, In Stock D and E seus 


No. B 534—Women’s 15-inch Chocolate Waterproof 
Hand-sewed Vamp. Pac Style. Goodyear Welt. Unlined. 
Sole. Last 40. Widths A to E, In Stock 


No. B 533—Same as above, 12-inch 


No. B 593—Women’s 12-inch Chocolate Elk. 
Vamp. Pac Style. 
40. Widths A to E, In Stock 


No. B 593%—Same as number B 593 in Tan EIk.................. $5.50 
No. B 594—Same as number B 593 in 15-inch 
No. B 5944%—Same as number B 594 in Tan Elk 


No. B 584—Men’s 16-inch Chocolate Eisendrath’s Waterproof 
Paris City Veal. Goodyear Welt. Hand-sewed Quarters and 
Welt. Pac Style. Sin Last 36. Widths A to E. In 
Steck, C, D and E........ 


No. B 583—Same as above in 12-inch 


No. B584 


CHIPPEWA SHOE MFG.CO. 
CHIPPEWA FALLS. WISCONSIN 


P. J. FACTORY DISTRIBUTORS Simmons Bramhall Corp., 
301 E. 9th St, Les Cal., Belfast, Maine 
So. California “and. Arisema yy ty Se Maine and New Hampshire 


45-4th St., Portland, 
No. Calif., Wash., Oregon, Idshe, Utah 
and Nevada 


Hutchinson Bros. 
Fort Smith, A 
Arkansas and 


--°°:0 0 ED 0B D 


Shoe Ce. 


rkansas, 
Oklahoma 





When writing to Cuippewa Suor Mre. Co. please mention Boot and Shoe Recorder 
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Volume Production — Wide Distribution 


Will a seven acre factory capable of 
producing 25,000 pairs per day and a 
wholesale distribution located in the central 
points throughout the country, the Cushman- 
Hollis Company merits the attention of every 
live dealer who is looking for a supply that 
is unfailing on women’s Welts and McKays. 


Sales Offices—Albany Bldg., Boston 


October 18, 1924 
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Boston, Mass. 
C. A. Goop now Sok Co. 
Curpman H arwoop Co. 
Lane Bros. Co. 
Parxer Houimes & Co. 


New York City 
Wm. J. Kennepy Saoe Co., 


ne. 
C. A. Goopnow Saoz Co. 
Meraitt, Exvtiotr & Co. 
Powe ti & Camp Bett Co. 
J. Weiss Suoe Co., Inc. 


Philadelphia, Pa. 
Brav Suoe Co. 
DeCou;Baros. Co. 
saamnee Suok Co. 
onroe Bros. & Co. 
Turner-Tompcins Soe 


o. 
Weinstein & Suusin Co. 


Baltimore, Md. 
AmeERIcan WHOLESALE 


RP. 

Battimornrs Ssoz Hovsz, 
Ne. 

Carro.t, Apams & Co. 

Couen-Apier Seok Co. 

Dixon-Baatietr & Co. 

S. Hatve Sons 

R. Janporer & Co. 

D. Myers & Sons 

H. Prerzrecver & Co. 

R. E. Tusman & Co. 


Chicago, Ill. 
Gutramann, Carrenter & 


°. 

Harrer & KuinscuTen 
Suok Co. 

C. W. Marks Sok Co. 

Smite-Wattace Soe Co. 

Stanwear SuHoe Co. 
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Mr. John J. Hurley 


HURLEY SHOE COMPANY 
ROCKLAND, MASS. 


‘*JUDGE IT BY ITS USERS” 


When writing to New Castie Leatuer Co., Inc., please mention Boot and Shoe Recorder 


October 18, 192; 
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n Seon Letter 


To JOHN J. HURLEY 


Mr. John J. Hurley, 
Hurley Shoe Company, 
Rockland, Mass. 


Dear Mr. Hurley :-— 


We naturally meet many members of the shoe trade, both retailers and 
manufacturers, and just as naturally in talking with them very often hear 
their opinions of various lines of shoes. 


In connection with this broad personal acquaintance, I am sure you will 
be glad to know that we have always heard Hurley shoes mentioned in the 
most complimentary terms. 


Knowing that you take just pride in the reputation you have developed 
for the Hurley shoe, we are sure you will be glad to have us take this means 
of informing the shoe trade that New Castle HAVANA BROWN Kid has 
long been prominent among the leathers you adopted for maintaining the 
highest leather standards for Hurley shoes. 


Very truly yours, 
NEW CASTLE LEATHER CO., Inc. 


President 


NEW CASTLE KID 












\ 
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When writing to New Castie Leatuer Co., Inc., please mention Boot and Shoe Recorder 
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Old Lasts Cannot 
Correctly Mould 
The New Short 
horepart Styles 


Bene new short forepart models 
nowso decidedly thevogue lose 
half their charm and selling ap- 
peal unless made on lasts ‘especial- 
ly developed for this new tendency. 


To simply shorten the vamp is to 
only half interpret the new vogue. 
To get not only charming lines, 
but proper fitting and comfort, 
back parts must be changed as 
well as foreparts. 


It is the business of the United 
Last Co. to be first in providing 
the right last for the style of the 


moment. Therefore, you will find 
in every United Last Co. branch 
or showroom the absolutely cor- 
rect interpretation of the short 
vamp tendency demonstrated in 
actual model shoes made over the 
actual last (an exclusive United 
Last Co. feature.) 


United Last Co. service is freely 
available to all interested shoe- 
men. To consult with us is to give 
your shoes that absolute perfec- 
tion of detail in line and in fit 
that stamps you as a leader with 
your customers. 


United Last Company 


Headquarters — Boston, Mass. 


FACTORIES 
BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO’ = ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company Ltd. 
Montreal 
with Branch Office at Toronte 


SHOW ROOMS 
BOSTON 
212 Essex St. 


NEW YORK 
1402 Bush Terminal Bidg. 


CINCINNATI 
803 Sycamore St. 


PHILADELPHIA 
331 Arch St. 








When writing to Unitep Last Company please mention Boot and Shoe Recorder 
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IGHT where you find the big volume of 
business — that’s where Lape & Adler 
shoes fit in. 








Every dealer knows that his profits are 
made not in the limited field of de luxe trade, 
but in big volume business. 














We make a line of women’s fine shoes to 
retail at $6 to $8. The style gets women’s 
eyes, the prices appeal to their sense of sav- 
ing, and the quality holds their patronage. 

















Lape & Adler shoes are not built down to a 
price, nor to meet a price. They are built up 
to a high quality standard that brings You 
the price. 








The best of materials are used in Lape & 
Adler shoes. You would hardly believe it pos- 
sible to get so much for so little money, until 
you see the shoes. That’s what your custom- 
ers will say, too. 


THE LAPE & ADLER CO., COLUMBUS, OHIO 


HI STYLE—LO PRICE SHOES FOR WOMEN 








Prominent among the 
best selling models this 
season are the two smart 
models here illustrated. 
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C.H.ALDEN Ca 


&.5.% 


HE ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 

















Our plan also includes quick 
delivery service on certain lines 
altho’? this is not an in-stock 
proposition. 




















C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 

















Made with genuine 
Barbour Storm Welt 






























When writing to C. H. Avpen Co. please mention Boot and Shoe Recorder 
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Lighter Browns Are 


Gaining 


The waning of the vogue for 
black is seen with the coming 
of what is known as the “dead 
leaf” colors in garments— 
mostly browns in the lighter 
tones. 


This, too, is the tendency in 
hosiery colors, and also, most 
naturally, in shoes. 


Brown kid is gaining in popu- 
larity, and will continue thus 






to progress in the opinions of 
the fashion-wise. 


For meeting this color trend, 
it only remains for the buyer 
to select the glazed kid known 
for its color “rightness,” as 
well as its quality. 


In both these respects, 
QUAKER CITY KID is a 
leather that speaks for itself. 
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«Made in Black 
cAnd the Following Standard (olors 


Color 17 HAVANA BROWN 


Color 19 MEDIUM BROWN 
Color 22 QUAKER BROWN 
Color 25 GRAY 

Color 26 CHAMPAGNE 
Color 20 WHITE 


QUAKER CITY MOROCCO CO. 


519 Huntingdon Street, Philadelphia 
95 South Street, Boston 


When writing to Quaxer City Morocco Co. please mention Boot and Shoe Recorder 
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O truly good thing is easily won. Pliable, non- 
stretching, beautifully surfaced, vegetable tanned 


leather is supremely good for shoes. But its making is an 
art and a science. The above illustration shows one of the 
Gallun laboratories in which the chemical progress is 
literally controlled from hour to hour, so that the great. st 
possible uniformity of grade and shade is attained. 


ALLU 


Always Standards 


SOO Ee Se ee: 
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The Invisible Eyes of Chemistry atch 
Over the Unvarying Perfection of 
Gallun’s Vegetable T anned (Calf 


* /\Vg ANUFACTURING vegetable tanned leather on a large scale 
@ //} | is one of the most difficult operations in science. 





From the moment the hide first enters the tan liquor, made 
of bark, wood and leaves, it must be watched and tested every hour 
by the invisible eye of chemistry. 


The picture shows one of the Gallun “‘control laboratories,’’ which 
continually check up every tanning process, blending and guarding 
the liquors to give the leathers certain specific and superior qualities: 


A Better Appearance—Aztec Calf is of uniformly better 
finish and finer surface. 


Resists Atmospheric Conditions—Aztec Calf shows less than 
one-third the shrinkage and stretch of chrome leather under 
changes of humidity. 


PERMANENT IN SHAPE, STYLE AND FIT 


The mere fact that a shoe manufacturer has ordered 
a Character Leather like Aztec Calf into his shoes is a 
strong indication that Style and Workmanship are of 
equal high quality. 


A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 


LEATHERS 


LS of Cxcellence 2 
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ou can stretch ‘dine ality 
on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 


The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 
39 WARREN ST., NEW YORK 





When writing to Untrep Suor Macuivery Corporation please mention Boot and Shoe Recorder 
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OU will find Goodyear Wingfoot Heels 

on the very best shoes of America’s repre- 
sentative manufacturers. Their quality has 
earned them the preference. They wear longer. 
Their resilience lasts. They have the neat, 
close-seating design that means good style. 
That is why more people walk on Good- 
year Rubber Heels than on any other kind. 





GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other heels. 


When writing to Tur Goopyear Tint & Rusper Co., Inc., please mention Boot and Shoe Recorder 








Style 1122. Women's Unico Quilted 
Boudoir Slipper of Skinner's Satin with 


rilh resette o-mament and soft sole. 


Style 4044. Women's Unico D'Orsax 
of Shimmer’s Satin with peach cclored 
quslted imam 


Style Bs07. Women's Unico Slipper of 
fole with silk embroidered collar and 
soft sole 


BOOT AND 


SHOE RECORDER 


October 18, 192; 


Charming slippers to match 
one’s bathrobe or negligée costume 


Ao from heel to toe, Manning 
“Unico” Slippers, in felt, satin 
or leather, offer charming colors, 
in all shades, to match your bath- 
robe or negligee costume. 


For men and boys there are less 
fancy but equally stylish models 
in felt and leather. 

For children, there ate cute little 
felt bootees with Mother Goose 
pictures on the cuffs, and also slip- 
pers with ribbon or picture decor- 
ations. Children adore them. They 
are soft and warm to protect little 
feet from cold floors and drafts. 


Some ‘‘Unicos*’ have soft soles. 
Some have regular learher soles. 
Any pair you choose would make 
a very much appreciated Christmas 
gift; for ‘‘Unico ‘quality never loses 
its charm. Six typical models are 
illustrated. 

Manning ‘‘Unico"’ Slippers are 
sold at shoe stores and department 
stores. Insist on Manning ‘‘Unicos"’ 
to get ‘‘Unico”’ quality. It will pay 
you to ask for them. Write for 
attractive booklet and name of 
nearest dealer. 


Style E706. Children’s Unie Feit OUTING SHOE COMPANY 
Bootes with silk embrotdered collar snd Executive Offices: 118 to 128 Lincoln Street, Boston, Mass. 
safe sole Factories: Worcester, Mass. 


~ Manning 
UNICO 


(pronounced U-NEE-KO) 
{ leather with satin lining and soft 


: Slippers 


Reprint from Vogue and Ladies Home Journal—Nov.1924 OS 1718 


Style V687. Men's Unico Fels Slipper 
wath velvet collar and soft sole. 


oye 906. Men's Unico Slipper of 
cm 
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Vovember 1” to 8” 


VEN if you do not sell UNICOS now, don't fail to 
feature Felt Slippers to the limit during Felt Slipper 
Week, November 1 to 8. 


_ Play up 
, FELT SLIPPER WEEK rat 






















UNICOS are good slippers, made of felt produced by the 
American Felt Co., Skinner's Satin and quality leathers. 
‘They are built up to a standard and not down to a price’’; 
therefore, are the line for you to handle. Popular in price, 
they sell in volume. 


Through our national advertising which we have con- 
ducted for some years in the important magazines, we 
have acquainted the public with the merit of UNICO 
slippers, created consumer acceptance for our goods and 

h built up a good will with people the country over, toward 
the slippers that bear the UNICO label. 


uine Send for catalogue beautifully illustrated in colors. Prices 
of styles shown on opposite page are as follows — 


soles. 
soles. No. 1122 $1.95 No. E-706— . 
— No. 4044 2.95 1114-2 $1.25 
a No. E-507 1.50 814 -11 1.22% 
ls ase No. V-687 ‘ae ae 1.70 mn i -8 1.20 
INO. : 
Ss are “ 
‘ment ‘‘Quality never loses its charm”’ 
icOsS 
I pay 
f 
ne of OUTING SHOE COMPANY 
122 Lineoln Street Boston, Mass. 


Manning 


O UNICO 


(pronounced U-NEE-KO) 


Slippers 


* M6 





OS 1718 
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| Ligwos sale you make should-be a 
100 per cent sale. 





Meaning that,—unless the shoes you 
sell make the customer remember 
your store when the time for a new 
pair comes around, you've missed at 
least half your opportunity. 


Weber style and value make 100 per 
cent sales. 


To Retail at $3-$7.50 


Weser Bros. SHOE Co. 
North Adams, Mass. 

New York Office: 1328 Broapway, Marprincs Broo. 
havin Loe H. Haraus, Rep. 
Overweight Sole 

Rubber Heel 
Price, $5.00 


OES SS ISS tis Suet oS 


NOVEMBER DELIVERIES 


ON 


Leather Sole Rubber Heel Felts 
for Orders Detailed Immediately 


PLD DE DA DL LD RIES 
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SHOE ORNAMENTS 
HELP SELL SHOES 


Trim your shoes with these appealing 
fashion features and sales will come easily. 


BOWS 
of Leather and Ribbon 


are the “candy” right now. “Dalco” ornaments of 
this type are preferred as they possess the character 
and quality which harmonize with good shoemaking. 
It pays to sell shoes “Dalco” equipped. 


DALRYMPLE-DUDLEY CO. 


MANUFACTURERS AND DISTRIBUTORS 
HAVERHILL 
MASS. 


REG. U.S. PAT OFF. 


RIBBON TRIMMED 
JULLIET, 
STYLE 1025 


"ss*e8eeee oso See eS 
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QUALITY FOOTWEAR 


C. A. GROSVENOR SHOE CO. 


Worcester Oxford 
Massachusetts 
Besten Office, 139 Lincoln St. 























When writing to the above advertisers please mention Boot and Shoe Recorder 
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STOCK 

17i—Soft Sole Button Boot. 
White Washable Kid; 

and Gray 


; Cha . 
Vici; Flat Pearl - 


tons. $12.00 





For ‘Pairs Per Person?’ — 


the Baby exceeds them all—often receiving 20 
pairs where one would do. If you do not now 
carry Infants’ Shoes, do not overlook this im- 
portant avenue of profit. 


Add “Ideals”—and a Profit 


et 8 Ss Pe Ps Pe es Ps PS 





IN STOCK 


Ca Ne. 17—Soft Sole Lace Boot. White, 

; Tan. Black Kid. Per Dozen........$9.06 

ee Sats 
\\ 


Ideal Baby 5} Shoe (ompany 


Mrs. A.L. Day, President \. ‘Danvers, Mass. 
. 320 FIFTH AVE. BOSTON OFFICE: 12 WEST ST., Room 616. 
NEW YORK OFFICES: 397 FOURTH AVE. ‘Trade Mark Reg. Phone Beach 8060 
forsee mms — 
When writing to the abowe advertisers please mention Boot and Shoe Recorder 
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Ovals 


When writing to Joun R. Evans & Company please mention Boot and Shoe Recorder 
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UR chief aim in the manufacture and sale 
of Maximus Patent Leather is— 


To give the maximum satisfaction and the 
minimum of trouble to the shoe manufacturer, 
who fabricates it into shoes; 


The Maximum in quality and satisfaction to 
the dealer and retailer who merchandise the 
shoes; 


And last but not least the maximum of com-.- 
fort and service to the consumer. 


Build up your trade by selling shoes made of 


this famous Evans’ Brand. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 


on on , 
Evans Brands 


Leather | 


When writing to Joun R. Evans & Company please mention Boot and Shoe Recorder 
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COPLEY PLAZA, BOSTON, MASS. 




















CEDAR CLIFF BLACK SATIN two Bar Joan—Dull 

Calf trim with Beaded front Gore. Thomson-Crooker 

Shoe Co., Boston, Mass. 

SeIONSERVATIVE Boston—Fastidious New York and the 
ji| broad free Golden West respond alike to the [fine firm tex- 


ture and lustrous weave of durable CEDAR CLIFF SATIN. 


The merchants throughout the country have learned this and found 
that it pays to specify CEDAR CLIFF SATIN when placing their 


shoe orders. 


CEDARCLIFF 


PURE DYE 


SHOE SATINS 


‘‘Worth a little more to the woman who knows.”’ 


The CEDAR CLIFF SILK COMPANY, 251-255 FOURTH AVENUE, NEW YORK 


When writing to Tue Cevar Curr Sirx Company flease mention Boot and Shoe Recorder 
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Ahead of the Style Clock 


The MAG WAY Girl 


featuring 
THE MULE PUMP 


MacLAUGHLIN-CONWAY SHOE CO. 


LYNN, MASS. 
Boston Office: 10 High Street, Room 718 


WOMEN’S HIGH GRADE NOVELTY FOOTW 

















When writing to MacLaucutin-Conway Sno Co. please mention Boot and Shoe Recorder 
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Gein Sure 


— the basket ball shoe 


October 18, 19% 


Grip Sure 


Patented Suction 
Cup Soles of resi- 
lient rubber in- 
sure speed with 


safety. 


PEED, safety, and advertising 
make Grip Sures big basketball 
sellers. The patented Suction Cu 


Soles keep a player on his feet and 


prevent jolts and jars. , 


Grip Sures are made’ from the 
finest materials—long wearing Top 
Notch duck for the uppers, speedy 
new rubber for the soles and genuine 
leather for the trimmings. 


Timely advertising in the leading 
magazines is telling boys, men, wom- 


. en and girls all over the country that 
“Grip Sures are just the thing for 


sports, indoors and out. 


Thousandsof merchants have found: 
that Grip Sures are the leader for 
sports wear. If you do not handle 
this profitable, steady seller, write 
now to our nearest branch office for 
interesting details. 


BEACON FALLS RUBBER SHOE CO. 
Makers of 
Top Notch Rubber and Canwas Rubber Sole Footwear 


Beacon Falls, Connecticut, U. S. A. 
Branches at 


NEW YORK, N. Y. 
106 Duane Street 


MINNEAPOLIS, MINN. 
426 Second Avenue, No. 926 


BOSTON MASS. 
241 Congres Street 
KANSAS CITY, MO. 
Broadway 


CHICAGO, ILL. 
208 So. Jefferson Street 


SAN FRANCISCO, CAL. 
530 Howard Street 


TOP NOTCH 





When writing to Beacon Farts Rusper Suoe Co. please mention Boot and Shoe Recorder 
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Mr. Nicoles Scoulikides ¢c 

Shoe Designer for the : - 
Mildred Shoe Company 


TYLE is foremost in the mind of every shoeman today. No 

one realizes this better than the Mildred Shoe Company, 

and to answer this style demand, we have procured the services 
of Mr. Nicoles Scoulikides, prominent shoe designer. 








Mr. Scoulikides, prior to his coming to this country, spent many 
years among the great shoe factories of Europe, where his knowl- 
edge of shoe designing was greatly broadened. Right here in 
Brooklyn, he has spent a period of years among some of the fore- 
most factories. This experience has given him first-hand knowl- 
edge of American footwear requirements. With this unusual 
background, he is ably equipped to put forth his best efforts in 
designing footwear creations for the Mildred organization. We 
feel that this announcement will be of particular moment to our 
many friends and customers, who have come to realize the out- 
standing value of Mildred shoes. 


MILDRED SHOE CoO. 


372 Classon Ave. - - - Brooklyn, N. Y. 
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When writing to Micprep Suor Co. please mention Boot and Shoe Recorder 





Advertising Made to Serve You 


Merchandise lives or dies as it does or does not meet a human need. Advertising is sub- 
ject to the same law of service. The real measure of its value is what it gives, not what it 


gets. 


That is one big reason why you have a highly specialized Business Paper in your field 


BOOT AND SHOE RECORDER 


such as the one carrying this advertisement. 


PULSE? LLL © Lo 
LIST OF MEMBERS 


Each has subscribed to and is maintain- 
ing the highest standards of practice in 
its editorial and advertising service. 


Advertising & Selling Fortnightly 

American Architect and Architectural 
Review Ue d 

American Blacksmith and Motor Shop 

American Funeral Director (The) 

American Hatter (The) 

American Machinist 

American Paint Journal 

American Paint & Oil Dealer 

American Printer (The) 

American Restaurant (The) 

American School Board Journal (The) 

Architectural Record (F e) 

Automotive Electrical Engineer 

Automotive Industries 


Baker’s Helper 
Baker’s Weekly 

Boiler Maker (The) 
Boot & Shoe Record 
Brick & Clay Record 
Building Age & The Bldrs. Journal 
Buildings & Building Management 
Building Materials 

Building Supply News 


Canadian Automotive Trade 

Canadian Grocer 

Canadian Machinery & Mfg. News 

Canadian Railway & Marine World 

Chemical & Metallurgical Engineering 

Clothier & Furnisher (The) 

Coal Age 

Concrete : ; 

Contract Record and Engineering 

Review 

Cotton 

Daily Metal Trade 

Domestic Engineering 

Dry Goods Economist 

Drygoodsman & Southwest Mcht- 
conomist 

~~ Goods Reporter & Midwest Mcht- 
c 


onomist 





Electric Reiwer Journal 
Electrical Merchandising 

Electrical Record 

Electrical World 

Embalmers’ Monthly (The) 
Engineering & Mining Journal-Press 
Engineering News-Record 


Factor 

Farm Resipment Dealer 

Farm Implement News. 

Fire & Water Engineering 

Foundry (The) 

Furniture Age f 
Furniture Manufacturer & Artisan 
(The) 
Gas Age-Record (The) 

Good Furniture Magazine 

Grand Rapids Furniture Record (The) 


Haberdasher (The) 
Hardware Age 
Hardware & Metal 


MNOMMOMNOMONNEE 


HEADQUARTERS: 


SOON 


: 
| But you are not interested in a// advertising any more than you are in all merchandise. 


How It Works for You 


What it does for you and 
your field editorially is self-evi- 
dent, but its aditorial service is 
just as vital. Instead of a buyer 
having to depend upon gossip, 
hearsay and driblets of informa- 
tion from this or that source, he 
gets it all between two covers. 


Yet advertising is NOT an 
added expense, but an im- 
proved distributive process, 
which takes the place of 
slower, more costly and less 
efficient methods. 


That is why it pays to read 
advertising even more than it 
pays to advertise. Especially if 
you read it in papers which have 
met the exacting requirements 
of membership in The Asso- 
ciated Business Papers, Inc., for 
one of its standards of practice 
requires that a paper must de- 
cline any advertisement which has 
a tendency to mislead or which 
does not conform to business 
integrity. 

You are invited to consult us 
freely about Business Papers 
or Business Paper advertising 


THE ASSOCIATED BUSINESS PAPERS, Inc. 


JESSE H NEAL, Executive Secretary 
220 West 42nd Street 


October 18, 1924 





LIST OF MEMBERS 
(Continued) 


Heating and Ventilating Magazine 


( 
Hide ond Leather 
pital Management 
Hotel Monthly (The) 


Ice Cream Trad l (The) 
Illustrated Milne 
Py nent ints aioe 


ndustrial Engineer 

jal Management 
ndustry Illustrated 
nland Printer (The) 
Iron Age (The) 

Iron Trade Review (The) 
Lumber 

Lumber World Review 


Management & Administration 
Manufacturers’ Recor 

Marine Engineering and Shipping Age 
Marine Review 

Metal Industry (The) 

Millinery Trade Review (The) 

Mill Supplies 

yey ospital (The) 

M 



































‘otor Age 

otorcycle & Bicycle Illustrated 
otor Truck 

Motor World 


National Builder 

National Cleaner & Dyer 
National Hotel Review 
National Laundry Journal 
National Miller 

National! Petroleum News 
National Real Estate wena 
Nautical Gazette (The 
Northwest Commercial Bulletin 
Nugents The Garment Weekly 


Oil News 

Oil Trade Journal 
Power 

Power Boating 

Power Plant Engineering 
Printers’ Ink 
Purchasing Agent 


Railway Age 

Railway Electrical Engineer 

Railway spaueoerng and Maintenance 
Railway Mechanical Engineer 
Railway Signalling 

Rock Products 


Sales Management 

Sanitary & Heating Engineering 
Shoe & Leather Reporter 

Shoe Retailer (The) 

Southern Engineer 

Southern Textile Bulletin 


Tea & Coffee Trade Journal (The) 
Textile World 


Welding Engineer 
Western Contractor 
Wood-Worker (The) 


EM eM Ms 





NEW YORK CITY 





iG 
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To assure that the Marshall Shoe makes 
money for merchants, we see that quality 
_is maintained. 


C.S. MARSHALL COMPANY 
eT Brockton, Mass. 





Makers of Men’s Fine Footwear 


Cc. 
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When writing to C. S. MarsHatt Company please mention Boot and Shoe Recorder 
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has brought into being a distinctively dif- 
ferent type of shoe. Shoes embodying the 
substantial construction and long service, 
for which Herman's Shoes are famous, with 
added refinement of line and touch of 
fashion, put them in the forefront of the 
season's best-selling types of young men’s 
footwear. 


Shoes for the Occasion 


Style No. 609—"An Evening Shoe of 
Character.” Bal oxford o/ Sterling patent 
colt on the new Buddy las: Plain toe; no 
box. Wingfoot rubber heel. 


JOSEPH M. HERMAN SHOE COMPANY 


Makers of Men’s Fine-Fitting Dress Shoes 
to Retail at $5, $6 and $7 


Boston, Mass. Millis, Mass. 





When writing to Jos. M. Herman Snore Comrany please mention Boot and Shoe Recorder 
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“‘A foot of comfort )) x) 
means miles of - 
Happiness”’ 


No. 144—$3.15 
In Stock—A,B.C,D,E 
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q points 


of merit 
and profit 


ANNOUNCING: 


A new money-making shoe that gives remarkable satisfaction. It is 
backed by national advertising and a new window display that will 
attract people into your store. Write for particulars. 


This new fashioned comfort brings them back for another pair. 


1. Cushion insole that conforms with the 
natural outline of the foot. 


2. Flexible sole insuring glove-like freedom 
for woman’s active hours. Heavier sole for 
more comfortable walking. 


3. A toe and heel that give plenty of room 
and graceful style. 


4. Rubber heel to cushion every step. 


5. Reinforced moulded counter to prevent 
running over at the heel. 


6. A rigid steel shank giving needed support 
to the sensitive foot arch. 


7. Tite-fit ankle, holding the heel snugly and 


the stocking smoothly; preventing slipping 
and gaping. 


1. The only shoe that has 7 plus selling 
points. 


2. It is nationally advertised. 


3. Properly priced to meet the price-demand 
of all women. 


4. More style than any other so-called com- 
fort shoe. 


5. Sales building “Constant Service’ free to 
every authorized dealer. 


6. First fitting satisfies ‘for keeps” and this 
insures repeat sales. 


7. Over night “in stock” delivery service to 
any part of the country. 


The above 7 points show why the new 
Constant Comfort Shoe is the most profit- 
able shoe to stock. 








Prepare for more Constant Comfort business. Be sure that No. 144, the new-fashioned comfort shoe shown 
above, is included in your stock. It will be featured in the nation-wide Constant Comfort advertising reaching 
the homes of people in your neighborhood. Write for our salesman to call. 


Ault-Williamson Shoe Co. 


Western and Southern Branch, 414-R N. 12th St., St. Louis, Mo., Eastern Sales Office and Factory, Dept. R., Auburn, Me. 














When writing to Ayct-Witttamson Suoe Co. please mention Boot and Shoe Recorder 
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Since 1888—The Standard 


= 
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. ‘ 1902 
1903 
1904 
3190S 
1906 
1907 
1908 
1909 
1910 


1911 
1912 
1913 
1914 


1888 .&: 


1689 


charming new style in 
black brocaded satin 
by Kimball and Sherman, 


Haverhill, Mass. 


1915 


1 





“Ne 


q Backed by the 
guarantee 
of the largest 
makers of 
elastic fabrics 
in the world. 


916 
1917 


Goring—the most effective means 


of shoe adjustment 


The use of goring is increas- 
ing, because no other means 
of shoe adjustment lends 
itself so perfectly to the 
vogue for pretty shoes. 


The ease with which a 
gored style can be adjusted, 
and the perfect, snug, “non- 
gapping”’ fit it affords make 


1918 








1919 
1920 
1921 


the gored shoe a natural 
favorite with most women. 


Add to this the fact that a 
gored shoe adjusts itself to 
high or low insteps, with no 
necessity of setting over 
buttons, and you have a 
clear picture of why “gored 
styles are here to stay.” 


EVERLASTIK, INC. 


Sales Office 


1107 BROADWAY 
NEW YORK, N. Y. 


1922 


1923 


1924 


HUB 
GORE 


October 18, 192, 











When writing to Evertastix, Inc., please mention Boot and Shoe Recorder 
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SHOES 
IN STOCK FOR PROMPT SHIPMENT 








THE LA SALLE 


Scotan blucher oxford modeled in an attractive 
golden shade. An advanced idea for young men. 





IF YOU HAVE NOT RE- BOSTON OFFICE 


1/ | nscecuee Eloward & Foster Co. — scvraxene 


aes MARBRIDGEBUILDING 








& MUNICATION? 70 SHE B ock M CHICAGO OFFICE 

Qe FACTORY. r ton, ass. SECURITY BUILDING | 
aa . 
siaiedl 











When writing to Howarv & Foster Co. please mention Boot and -Shoe Recorder 
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October 














Three Beautiful Styles for Fall 





No. B-367 


Price $5.25 
Patent Leather, Three-Strap Pump, 


IN STOCK 


Strap Patterns 
in Patent and Satin 





No. B-375—Price $5.35 





Jet Beaded Goring on Straps, 14-8 
Covered Wood Cuban Heel. Wilson 
Sewed. 


No. B-368—Price 25.25 
Satin, Three-Strap Pump, Jet Beaded 


AA 4-8 


SIZES AND WIDTHS 
B 2},-8 
D 2'«-8 


A 315-8 
G21, -8 
TER!’ S Net?. Davs 


Patent Colt Three-Strap, with cut-out 


on center lower strap. 15-8 Spanish 
Celiuloid Heel. High-Grade Hand Turn. 





Goring on Straps, Black Suede Saddle, 
14-8 Covered Wood Cuban Heel. Wil- 
son Sewed. 


JOY, 






CLARK & NIER, Inc. 


Rochester, New York 
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ADVANCED STYLES 





No. 2892 “Chick"’ Patent Chrome Bow Pump. Perforated 
and stitched toe and tongue. Exactly as illustrated. Dark 
gray kid lined. T-S Process, Flexible sole. Full French 
Corded. Made over a brand new short stage last, carrying 
a 16-8 Span'sh Celluloid, Full Breasted Covered Heel. “En- 
tirely Advanced Number” A, B, & C widths, 3 to8. $4.85 
No. 2890 Exact style as above with 13-8 Cuban Celluloid 
Covered Heel 
Cover 





. 2891 Exact style as above in Russia Calf, 13-8 rng | 


Shown by 


TOBER-SAIFER 


On the Floor 


READY 
TO 
SHIP 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors 
Novelty Footwear 


1312 Washington Avenue 


Me eel el OL OL O LOLOL LOLOL LULL @ 111) 
When writing to the above advertisers please mention Boot and Shoe Recorder 


In Stock 


No. 2870 “Laura 
actly as illustrated. Gray lined: T-S 
Full French Corded. Made over a brand new last carrying a 
13-8 Covered Cuban Heel. *““The Big Bet”’ A, B, & C wiuths 
RR rr Pre +) OF Ste h tee $4.25 
No. 2871 Exact style as above in Black Velvet... .... $4.25 
No. 2898 Exact Style as above in Russia Calf........ $4.50 


. «ch Satin Gore One Eyelet Tie. Ex- 
Process, t lexible sole. 





St. Louis, Mo. 








TOMO OMNI NONNO NOM 
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More New Fall Oxfords! 


COTCH Grain uppers have won a prominent place in Fall Ox- 

ford styles for Men. They are selling rapidly, not only to 
collegians but to middle-age business men. We make these Oxfords 
a prominent feature in our ‘‘Shoes for the Occasion” group. 


The characteristic 
Scotch Grain finish is 
particularly suited to 
the wider-toe models 
now in strong favor for 
Fall and Winter. So, 
this special Bates group 
is a stunning one—and 
has already scored brilli- 
antly as a profit-producer 
for Bates dealers. 








LS 


i 


Scotch Grain 
Oxfords 


IN STOCK 


OTE that Stock No. 
015-B is made of 
Martin’s. genuine Brown 
Imported Scotch Grain. 
This is a standard fine 
upper material used only 
in highest-grade footwear. 
For good-looks and service , gum =e Last, Made of "Martin's “Tes. 


it is — ed B : 
it is unexcelled. Note also 3 a ted , Brown Scotch | Grain. 
that this model has two “< - butted tip, full double sole. Wing- 

. ‘oot rubber heel $5.35 
full Oak soles, trimmed 


to an 18-iron edge. 


SOOO OE 


We supply dealers with newspaper electrotypes for all 
in-stock styles. Ask for our Spring Portfolio, showing 
six special groups of Bates ‘‘Shoes for the Occasion.”’ 


A. J. BATES CO. 


WEBSTER - - MASSACHUSETTS 


c . | j 
RWWA CE SUG DS SNS 
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Style 5016X, Tan Side Leather 
ru 


Sizes 8 44-11 
Style 5017X in Black 





$1.60 







—playtime—time for sturdy 
shoes—shoes that mothers de- 


mand—ARE YOU READY? 


HEN school’s out the youngsters start “punishing” 
footwear. Mothers, for economy’s sake, demand 
sturdy, inexpensive shoes for their children—the children of 
your own community. Are you ready for this demand? Have 
you seen this new line of quick selling, popular priced Rice & 
Hutchins’ children’s footwear? Here’s a shoe that will meet 


ss Style 5016, Tan Side Leather 
every pocketbook. This is an all leather shoe, strongly built of gobber heal $1.85 


. , . a 
tan or black side leather, channel nailed, and really stylish. Style 5017 in Black 


Style M5000, Tan Side Leather 
rubber heel 


Sizes 244-8 
Style M5001 in Black 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH ST. BOSTON, U. S. A. 


DISTRIBUTING BRANCHES: 
Rice & Hutchins Chicago Co. Rice & Hutchins New York Co. 
Rice & Hutchins Cleveland Co. Rice & Hutchins St. Louis Shoe Co 
Rice & Hutchins Atlanta Co. Atlas Shoe Co., Boston, Mass. 
Rice & Hutchins Baltimore Co. Jos. I. Meany & Co., Inc., Phila., Pa 


Don’t wait. Write for samples. 


$2.15 


Ww ies aula a to pea & Sevenem, Sussnvenstus, pe tet mention Boot and Shoe Recorder 
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Getting a Better Turnover 


The Remarkable Record of C. E. Petot and the Method He Uses in 1 Controllihg 
His Stock in Order to Turn It Eight Times - 


T gatherings of 
shoe men, one of 
the slated talks is 


usually on_ turnover. 
>), Many men are willing to 

talk on what turn they 
> get, but few talk on how 
they obtain their turn- 
over. 

With a dangerous 
country-wide average of 
around two times or less, 
it is both interesting 
and instructive to hear 
from a man who is not 
satisfied with a nine 
times stock turn. A word 
about C. E. Petot of 
Cleveland. In his early days Mr. Petot quit his fath- 
er’s shoe store to take up telegraphing. One night 
while doing his trick out in Colorado, he figured out 
how long it would take him 














C. E. PETOT 


Mr. Petot operates twelve stores, located from Troy, 
New York to Cincinnati and Terre Haute, selling his 
shoes at one price, $6.00. That is a factor to be consid- 
ered in his figures. The principles involved in obtain- 
ing his turnover may be applied to any store, large or 
small, whose owner has the ambition and gumption to 
put them into operation. 

Correctly to estimate a stock turn, figures should be 
based on pair récords, not the usual dollar system. 
Just dividing the total number of pairs sold by the 
average pairs on hand will give the right figures, al- 
though as Mr. Petot says, when one has the necessary 
figures, there are a dozen different ways of arriving 
at the right result. Here’s an example of how Mr. 
Petot does it. 


(Starting with the pairs on hand January 1st gives 
thirteen months instead of twelve.) 


present job. 











Twelve Stores—One Price 


The next day saw him 
beating it back to his fath- 
er’s store, for he had discov- 
ered that he wouldn’t live 
long enough to make that 
amount of money pounding 
the key. His success as a re- 
tail merchant is too well 
known to repeat. It is enough 
to say that he has made 
enough to play golf, go to 








Pair inventory—January 1.....0.0..000.........0ccccceeeeeeeees 8489 
= . I ibiihe cn ctacictaenattataciinabaaane 3301 
- a February 28................... . 8196 
Pair inventery—-Maseh 31 3860 
to save up $10,000 on his - 5 April 30.. 4078 
How to Do It ” May 31.. 4079 
(In a nutshell) " Re — 4 prs 
“If retail shoe merchants,” says Mr. a a Bes 31, 5573 
Petot, “would only classify their shoes as me - > 
to families on a stock sheet and keep a chart . a Sept. 30.. 5151 
of what is selling, they would soon find out Oct. 31. 6845 
just where the dead-wood lies. P ™ Nov. 30.. 4810 
“Many lines are carried at a loss from “3 = Dec. 31.. 2956 
sentimental motives because some friend or 
prominent man buys a pair a year. A few 35371 
sales may:be lost when such lines are dis- =e ae 
continued but in the long run sales will be ‘This, divided by thirteen, 
saved as the merchant will buy only shoes ooves 3,798 as the average 
of the kind that have proven to be the logi- pairs on hand at end of each 
cal money-makers.” month. 
Total sales for year 30,251. 


the movies or go fishing. 
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Divided by monthly average of 3,798 equals 8 times 
turn. 

If figured in dollars, figure the average monthly in- 
ventory at cost against sales at cost, not against total 


Men's Low Shoes 
~~ z 
§ 3 a 






Rr 788 267] 5.7 

Potesti esa] 206 | 97 

a) 1.f 

hoe 4 [43.0 

“a. 06] 0-2 

ery (3389/3798! « 2 [34.7 
99.6 199.6 

Men's High Shoes 















37 







58} 8.3 7. 


4 





341 130-1 





94.7 


TOTAL 10%S vez 99-7 

Chart No. 1—This shows the condition of the 

stock of men’s shoes. It also shows the percentage 

of stock sold and the percentage on order. When 

there is a wide gap between these two percentages 
it is time to regulate buying accordingly. 


sales at retail. Figuring the total sales at retail against 
the January Ist inventory at cost is where many mer- 
chants fool themselves. 


How Petot Controls His Stock 


Facing the chief’s desk at the Cleveland store is a 
large blackboard, twelve feet long and five feet high; a 
reproduction of it is given here. The figures shown are 
not the actual ones of the Petot stores, but are filled 
in to show the workings of the chart. These charts are 
made out weekly so that the figures are always avail- 
able and right up to the minute. 

Chart No. 1 shows the total number of men’s shoes 
in each of the stores. Note that there are no men’s high 
shoes on order now in any of the stores, that there are 
supposedly 10,765 pairs on hand, and (see “Ideal stock 
for January Ist”) that it is the intention to run them 
down to 2,000 pairs. That will mean some lost sales, 
it is true, but experience has proven that it is better 
to lose an occasional sale than to have shoes on hand 
that do not turn quickly. 


Figure out your net profit per pair by di- 
viding the total net profit by the total pairs 
sold. It is doubtful if it will run over twenty- 
five cents per pair. Then estimate what it will 
cost you to carry a shoe over a year, selling it 
for half price the next year. When this has 
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been done, estimate your loss. You will then 
begin to realize what turnover really means. 


A store with one time stock turn would have a hard 
time competing with another in the same community 
having a four times turn, provided the service of the 
two stores were parallel. Stock turn means to sell the 
goods and refill the shelves. The more times this is re- 
peated during the year, the more healthy the stock will 
be and the smaller margin of mark-up necessary. Right 
here Mr. Petot emphasizes the error made by many 
merchants. 

“If they would only classify their shoes as to ‘fam- 
ilies’ on a stock sheet,” he says, “and keep a chart of 
what is selling, they would soon find out just where the 
deadwood lies. Then comes the courageous effort of 
eliminating those slow sellers, those lines that do not 
turn once in five years. Many lines are carried from 
sentiment and at a loss, because some friend or promi- 
nent man buys a pair a year. A few sales may be lost, 
but in the long run, sales will be saved as the merchant 
will buy only those shoes that have proven to be the 
logical money makers. 


Three-Time Turn a Minimum 


“The average store will not lose many sales on men’s 
high shoes after January Ist. Our records show that 
it does not pay to carry more than two lines of men’s 
boots after February 1st. More turnover means more 
fresh goods, and more fresh goods means more sales; 
more sales mean more profits. This tends to make vol- 
ume, on account of the extra number of people coming 
into the store. The average shoe merchant who cannot 
get at least a three-time stock turn had better sell out 
and go to clerking. . 

“We never intend to have over a six or eight-week 
supply of shoes on hand. If the weekly chart shows we 
have 14,000 pairs on hand and 6,000 on order, that 


1923 

















aetee Geet 0 0... tes 
MEN'S MENS | WOMEN'S 
HIGH SHOES | LOW SHOES | LOW SHOES 
Oct. 1* 2588 5513 25,800 
Nov. 10,500 10,800 51.500 
Dec. 1" 16,200 15,900 74,000 
Jan. 1" 21.150 22,300 98,000 














Ideal stock for January 1* 1925. 














MEN'S HIGH SHOES 2.000 
MEN'S LOW SHOES 8,000 
WOMEN SHOES 25,000 





These charts are used in conjunction with Chart 

No. 1 and the corresponding chart devoted to 

women’s shoes. The recorded sales for 1928 give 

an idea of what should be done this year and the 

ideal stock is the goal toward which Mr. Petot is 
headed. 
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means 20,000 pairs are in sight. Looking at last year’s 
record tells us we sold, say, 8,250 pairs which, added 
to our normal stock for this time of year of 12,000, 
tells us our stock is about right. 


How the Control Chart Influences Buying 


“On the men’s low shoes, 60.9 per cent of the stock 
is black calf, while only 43.6 per cent of the sales are 
of that leather. On brown calf only 24.8 per cent of 
the stock is of that leather, while 34.7 per cent of the 
sales are. This is a warning to go easy on buying 
blacks and stronger on the tans. 

“A similar story is told on the women’s chart. Brown 
and black calf are selling equally, but we have twice 
as many blacks on hand as tans. This condition will be 
rectified, as we are buying about 40 per cent more 
tans than blacks. These charts tell us exactly what is 


selling and when, what 
kinds, in what proportions, 
also if we are properly cov- 
ered by future orders. 


How Slow Sellers Are 
Grouped 


“T have found the way to 
get a good stock turn is to 
highly specialize on grades, 
figuring the turn on each in- 
dividual family of shoes. Be 
careful on staple numbers; 
don’t let them get to be sta- 
ble numbers. Buy from rea- 
son, not sentiment. Buy what 
will sell quickly and in the 
sizes that are sure to sell. 

“All our odd lines are put 
in what we call our ‘Jack 
Pot.’ As a rule we have 
about 5 per cent of our total 
pairs on hand of these and 
sell about 10 per cent. This 
means a clean stock, which is 
a deciding factor in main- 
taining our stock turn. If 
merchants would enthuse 
more on getting their stock 
down and would figure more 
on turnover than on. the 
amount of business they do, 
they would make more real 
money. Smaller stores would 


do a much larger volume if . 


they watched their stock 
turn closer.” 


Books Closed at End of 
Every Day 


Now this comes from a 
man who carries an average 
stock of 40,000 pairs of shoes 
and sells nearly a half a mil- 
lion pairs yearly. It is not 
theory, but a tested, work- 
able, practical, sensible 
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method of doing business. Few retail merchants have 
been more successful than Mr. Petot, so his advice is 
worthy of more than casual consideration. 

The Petot records are such that there isn’t a ques- 


tion about his business that couldn’t be answered at 


efficiently. 


the close of any day, without the scratch of a pencil. 
Books are closed every day, as regularly as the day 
rolls by. And the office force consists of only two peo- 
ple who are always busy, but never hurried. There are 
all the necessary records, but no red tape, so events 
“up in the front office” move smoothly, regularly and 





Women's Shoes 
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Teck Pot 
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Petant Lows 7. 


Potent Low 







Colored | 
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Colored 
Svede Low 
‘Black 
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Black 
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Black 
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Satin = Lows 
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Patent Oxford 


Black Calf 







Brown Kid 








Ton Calf 






Golf Oxford 






Black Kid 


Black Svede 






Colored Svede 





















whites 





3 8 











2 4 ‘ 





22 





TOTAL 


This shows the condition of the women’s stock and, 
also, how Mr. Petot divides his shoes into families. 


Turnover and Net Profits 


“If a merchant is not snappy and alert enough to 
turn his stock on our kind of shoes at least four times 


a year, we are not anxious 
for his business.” This is the 
statement of a well-known 
manufacturer. 

“It is our observation and 
experience that merchants 
who buy regularly in sixty 
to ninety-day periods, almost 
without exception pay their 
bills promptly and are con- 
stant, consistent customers. 


Net Profit Assured 


“Merchants who pursue 
this policy usually know 
their gait, and are not apt to 
over buy. They are in touch 
with the style trend and can 
figure pretty well when to 
let loose and clean up. The 
only chance for profit in shoe 
business, either manufactur- 
ing or retailing is to keep 
the mill grinding fast and all 
the time. na 

“More and more it is be- 
coming apparent that net 
profit at the end of the year 
depends upon stock turn. 
There is no profit to be take 
on merchandise lying on t 
shelves.” 


Moving Slow Sellers 


“If a shoe doesn’t move in 
three weeks -it never will 
move of its own accord,” 
says a progressive Ohio mer- 
chant. “Give it a physic, 
show it, advertise it, put a 
P.M. on it, cut the price—do 
something, anything — but 
make it move.” 

Style sells shoes—quality 
keeps them sold—sell them 
while they are still good 
style. 
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Learn to Arbitrate 


( No. 2 of a Series) 


What to Do When You Have a Problem 
Warranting Arbitration 


for the solving of disputes between merchant and 

manufacturer, manufacturer and _ wholesaler, 
tanner and manufacturer, in fact, any problem within 
the industry. 

The Council of Arbitration has been four years in 
service and has solved ninety-nine per cent of the prob- 
lems put before it. Here is the method of seeking and 
obtaining arbitration. It is simple in its operation and 
is speedy. The mails can make possible the bringing 
together of the two parties in the case and the arbi- 
trators. Here are the principles and functions of the 
service rendered: 

The Council of Arbitration and the arbitrators 
appointed by it in determining any controversy shall 
be guided by principles of equity and fairness. Techi- 


"Tr tne is every facility within the shoe industry 





IN THE MATTER OF THE CONTROVERSY 
between 


and 


of the 


NATIONAL BooT AND SHOE MANUFACTURER’S 
ASSOCIATION 
of the United States, Inc. 
NATIONAL ASSOCIATION OF SHOE WHOLESALERS 
of the United States. 
NATIONAL SHOE RETAILERS’ ASSOCIATION 
of the United States of America, Inc. 
TANNERS’ COUNCIL 
of the United States of America, Inc. 
for adjudication the following matter :— 
(Statement of facts) 


Name and address of other party to the contro- 
versy whose assent to arbitration is desired: 


Name 
In making this application we hereby agree to be 
bound by the findings of the Council. 
Signed, 
Name.... 
Address 


To be executed in triplicate, sending two copies to 
the Secretary of the Council. 











This form to use in Arbitration 


cal or legal points should not prevail against the estab- 
lishment of an equitable claim. 

These underlying principles should be borne in mind 
by the parties in submitting their disputes and differ- 
ences and should be the inspiration of the arbitrators 
acting in an effort to reach the determination of any 
issue referred. 


The Make-Up of Arbitration Court 


The presidents of the four associations constitute 
the Council of Arbitration. 

1. They shall select one of their number as chair- 
man who shall serve for one year and shall not be 
eligible for re-election, nor a representative of his 
association, until at least two years shall have inter- 
vened; the intention being to have rotation in the 
office of chairman in the four associations. 

2. The secretary of the association, whose presi- 
dent acts as chairman of the Council, shall serve dur- 
ing his incumbency as the secretary of the Council. 

3. When a controversy is submitted to the Council 
of Arbitration, the secretary shall call upon the dif- 
ferent associations for names of their members resid- 
ing reasonably near the point of dispute, who would be 
considered eligible to act as arbitrators in the con- 
troversy in question, from which the secretary of the 
Council shall select one or more of the names to act 
as arbitrators to pass upon the case and render a deci- 
sion according to the merits of same. 

Arbitrators should not be related in any way to 
either side, nor interested in any manner whatever in 
the controversy. More than that, they should not be 
biased or prejudiced against either of the parties. Any 
person interested in the event, or related in any way 
to either of the parties, or biased or prejudiced is dis- 
qualified. Where the interested parties select arbitra- 
tors by agreement, the two selected shall agree upon a 
third one or the selection shall be made by the secretary 
of the Council of one or more disinterested parties to 
act as arbitrators, or as an umpire in the matter. In 
the event it is possible for the secretary of the Council 
to get the two contending parties to mutually agree 
to adjust the differences amongst themselves, it will 
not be necessary for the appointment of arbitrators. 


Method of Procedure 


1. The party desiring to arbitrate shall execute 
Form 1 and file same with the secretary of the Council. 

2. A party desiring to arbitrate, the other party not 
having agreed, or having refused, shall notify the 
Secretary of the Council on Form 11. The secretary 
shall thereupon communicate with the other party, 
using form 111. 
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ncil A striking example of the trend of the times in exclusive shops’ efforts is this “fitting 
lif- room” of the I. Fastenberg shoe store, 1728 Pitkin avenue, Brooklyn. This room is equipped 
sid- more in the manner of a rest room than of a shoe store, and has already demonstrated its 
be trade-getting possibilities. All stock has been eliminated from the sales room, and is kept 
on- in the department in the rear which can be seen through the curtains on either side of 
the the built-in display space, which contains representative samples. Full length mirrors at 
intervals in the panelled walls permit “milady” to view herself in the footwear she is buy- 
act ing just as she appears to others on the street. Tapestries hung from the walls add to the 
ci- refinement of the store, and the ceiling is wrought with dragons in bas relief. The 
furniture is of hand-woven reed and consists of 25 specially designed chairs, and fitting 
to stools to match. Being of hand construction throughout, this type of chair is not confined 
in to a strictly inflexible range of design, and can be obtained in a style or finish to suit 
~ almost any conceivable interior arrangement or color scheme. 
ny 
ay 8. Any submission to the Council shall be accom- Compulsory Arbitration 
is- panied with: By A. J. WOLFE 
(a) a brief statement of the controversy. In “Commerce Reports” 
ry ey pores ye saga » yt A. “ yong putter mnt bare 
. : 3 a5 .” Arbitration awai e passing of uniform 
~ (d) itemized bills and statements of account. State laws similar to the arbitration acts of New York 
il (e) shipping bills and exhibits. ; and New Jersey, of a Federal law, which is now before 
ne (f) in cases submitted by agreement, detailed Congress, and of treaties with foreign countries—a 
1 statements containing the presentation of}. 7hination that will make it impossible for any firm 
the case from their respective points of |. individual to agree to arbitrate and then to refuse 
view. to abide by the award. 

A decision shall be rendered within 40 days after There is also in the minds of many laymen and law- 
= receipt of submission in writing to the Secretary of the yers the illusion that arbitration means a compromise. 
1. Council not in the presence of the parties to the con- It is nothing of the kind. Arbitration intelligently 

troversy; a majority vote being binding upon the applied means justice and equity, administered more 
t arbitrators as to the issues, and a statement of the promptly and economically than in a court of law. Arbi- 
P decision of the secretary of the Council shall be an- tration means the substitution of competent lay judges 
y nounced to the parties as the decision of the arbitra- for a jury which is likely to be confused and uneertain 
> tors without any indication of individual action of the when asked to pass on technical questions. Arbitration 
arbitrators. is favored by the foremost jurists. 
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Can You Match Footwear? 


HE call is for clothes that match. This is so 
Bresson a note in the selection of foot- 
wear this fall and winter, that it deserves more 
than passing attention. Not so many months ago 
the average American woman took it for granted 
that a pair of nude hose and black shoes com- 
pleted the costume, no matter what the dress 
might be. 

Now comes the idea of selecting the right thing 
to get a co-ordinated and harmonious effect. If 
the dress is brown, the shoes and hose must be 
in the same family of colors, and all accessories 
to blend. The shoe store that can give this service 
in selecting the practical, tasteful and suitable in 
footwear can ask a proper price thereof in keeping 
with the more intelligent service rendered. 

A common statement for merchants to make 
is that, “the customer knows more about style 


than I do.” She comes into the store with a defi- 
Sa1IdUepUd} PedojeAsp [[eM UTeyI00 ayvoIpUI Ady} JI 
pue ‘s1oded uorysey oy} SMOTIOJ oYg “asta ZuryzOU 
4B} [IM pue ‘sjuem oys yey A]}IVxe Jo BapI oyIU 
in color, simplicity or ornateness in dress, she 
looks for something that will exactly fit in with 
the scheme of things. 

The most fortunate thing for a merchant to 
possess is a definite knowledge of what best har- 
monizes with costumes worn. He is the selector of 
footwear for a community, and his word, if au- 
thentic, and based on fashion fact, makes the 
customer confident in the correctness of her 
selection. 

It is no longer possible to bluff a woman into 
“taking something else.” She wants what she 
wants and she knows exactly what she wants. 
She knows that something is missing when the 
gown is of one type, the coat for sport wear, the 
hat for dress, and the shoes and gloves also out 
of harmony. It is for that reason that many a 
store salesman is often shown precisely the cos- 
tume purchased by the woman and on his judg- 
ment rests the sale of a pair of shoes, to make 
that costume complete. 

A greater study of style, more knowledge of 
color, an acquaintance with garment trend, and 
the ability to ask a price that will pay for this 
extra service, is something that the shoe trade is 
facing in the new turn of things in feminine foot- 
wear. 


The Young Man ‘‘Grading-Up”’ 


ERY frequently the quality of a young man’s 

footwear doesn’t compare favorably with his 
clothing, hat, haberdashery—nor does it fit in 
with the scheme of things if he operates an ex- 
pensive motor car. This is the germ of an idea 
advanced by a young man interested in the shoe 
industry. He spent a few years recently at one of 
the big eastern universities and was forcibly im- 
pressed by the large number of college students 
who garbed themselves in expensive fur coats, 
flashed a high-priced necktie and crowned them- 
selves in a high-priced hat—yet wore what he 
called very cheap shoes. 

The young shoeman contended that he found a 
general idea prevailing that young men can econ- 
omize in footwear and spend the surplus in other 
apparel. They were reluctant to pay the price for 
a high-grade pair of shoes; the kind that would 
fit into the picture with a fur coat and top grade 
of hat. 

Every now and then similar reports crop up in 
the shoe industry, and it seems to warrant a con- 
certed movement nationally among retail shoe 
merchants as a measure to impress this type of 
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people that they’ll get just as much quality, wear, 
satisfaction and style in a high-grade pair of 
shoes as in their clothing. Like the clothing field, 
the shoe industry has a top price for the best 
quality of shoes. The young man wearing the fur 
coat should be just as eager to buy the best pair 
of shoes as he is to robe himself in furs. It’s a sell- 
ing point worth stressing for those merchants 
selling medium and high-priced lines. Apparently 
some young men fail to appreciate that they’ll get 
their money’s worth by buying the best values in 
shoes. After they make the first purchase, it’s a 
good bet that they’ll be sold on high-quality shoes. 
It’s the shoe industry’s job to get the young man 
in the right frame of mind and this can be more 
ably accomplished by concerted efforts. 





He Buys Discounts 


SHOE merchant in the South says that he is 

paying his rent with the discounts he is 
taking. Prompt pay is commendable. In his case, 
he was asking a large and fixed discount rate. He 
was actually buying discounts and not shoes. 

Money is made in the shoe store in turnovers, 
not discounts. This man has a reputation as a dis- 
count buyer, so that all a salesman has to do to 
sell him is to put the price up to a point where he 
can make that discount. Most of the stock on the 
shelves shows that he bought from a number of 
different concerns each and every season, for his 
eye was set on the discount, let the stock come as 
it will. 

Is there anything in the habit of buying shoes 
net, so that the merchant doesn’t fool himself on 
the actual cost of the shoes? Let the profits of the 
trade be made in turnovers and not in discounts. 


Only Carry ‘“‘Moviable’’ Stock 


S there anything in the theory “the larger the 

store, the larger the stock,” and on the other 
hand, “the smaller the store, the smaller the 
stock?” One of the healthiest things in shoe mer- 
chandising today is the shortening up of dead 
stock. So many middle-class stores have continued 
to pile up unsalable numbers that they have used 
the past busy weeks in an effort to unload dead 
merchandise. 

One merchant reduced his stock by not being 
able to reach the top shelves. He found that he 
was physically incapable of climbing a store lad- 
der, and so decided to keep all of his stock within 
reach. Blind cartons made the top shelves look 
presentable. 

A merchant today is a stock mover rather than 
a stock keeper. We tell a story in this issue of a 
merchant who is not satisfied with a nine-times 
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turnover. Time and time again we have told of a 
low national average of 1.7 as discovered by the 
Harvard Bureau of Business Research. We hope 
that their next report will indicate a better turn- 
over than that. 

Concentrating store stock on a salable and mov- 
able merchandise is the only way to make a real 
profit. With this plan of merchandising goes a pol- 
icy of continual clearance, so that there is no old 
accumulation for end of the season selling. Sell 
what you have, and buy only what customers will 
buy this season seems to be the policy of mer- 
chants, large and small. Buy fewer styles, better 
selections, more sizes and then “size up” the good 
sellers. 


Velvet and Whisk Broom 


HE new material brings up new problems. 

Most merchants remember the velvet vogue 
of 1911, but do they know that the major trouble 
then was in the weave of the fabric. Velvet had 
not reached its perfection as a shoe material, for 
it was a straight back weave, instead of the twill 
back fabric of today. 

Velvet is a dust collector, because it is a pile 
fabric. The simple use of the whiskbroom and not 
a brush is recommended in its cleaning, and if the 
shoe gets wet by rain so that it spots or mottles, 
it should be held over a steaming kettle to raise 
the pile again. Then by the use of the whisk- 
broom, the shoe looks new again. 

Any new material needs the test of experience 
to bring out its availability in footwear. It has 
taken years of research to make shark leather 
marketable. Satin as a dress material could not 
be instantly translated into footwear. There will 
be other materials appear in footwear, and with 
each the thing to do is to give it the treatment, 
tested by experience, best suited to make it a 
satisfactory item of footwear. 








The Increase Each Year 


JT UST let’s check up a few figures about popula- 
J tion, to see where we stand as regards shoes. 
We gain at the rate of 1,000,000 a year. That 
means 3,000,000 more pairs of leather shoes an- 
nually (rubber soled footwear not included). 

We have 25,000,000 more people than at the 
beginning of the century. That means at least 
75,000,000 more pairs of shoes. 

We have over 112,000,000 now. We will have 
about 113,000,000 in 1925. A population of 113,- 
000,000 will require 339,000,000 pairs of shoes. 

The estimate on the population is by the United 
States census bureau. The estimate of three pairs 
to a person is the common shoe trade figure. It 
may be higher—it should be higher. 
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Youth Responds Oftenest to Advertising 


Because Youth Buys More Its Requirements Should 
Guide the Advertiser 


mind, a new set of nerves, and a heart that 
quickens and thrills easily is youth’s own equip- 
ment. You won’t find it anywhere else. 
Sports, dances, etc., and clothes. Those are the things 
that match the spirit of youth. Contrast it with the 


7 "min, is the “trying out” period. An active 
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books, the knitting, say, associated with later life when 
quietness and companionship count. 

Then, if we may mention it, there is the natural 
instinct to attract those of the opposite sex. Beneath 
all this sensationalism and fire the old fundamental is 
working always; the selection of one who will be easy 
to look upon across the breakfast table morning after 
morning year on end. Clothes again help, even in this 
for they reflect so many qualities of the one inside 
them. 


Tuning Advertising’s High Notes 


Advertising mustn’t be sedentary if it is to catch 
the interest of youth. It must be imaginative, it must 
be instructive and it must never get humdrum. Always 
something new presented in a new way. 

Better throw aside logic and reason than to get 
weighty in ad advertisement made to capture rather 
than to lead. It is too easy to get a reputation for being 
old-fashioned. It creeps into the corners of the store 
and then the newspaper simply because there is a 


sameness to the work of selling as in everything else, 
and it shows up in a clinging to ideas and ways that 
have proved good. They can be just as effective today 
as they once were, but they may be losing their youth- 
fulness. 

There is a market here that is one of the oldest and 
finest around. Its weathered show-window copings 
looked honest and trustworthy. It was accepted as a 
good place in which to trade. There was nothing to 
get excited over about it. It had been there for years. 

But during one week in which it hid behind some 
boardings a marvelous change was wrought. The door 
instead of being at one side like the old markets was 
in the center with spacious windows on both sides, 
well-lighted and it seems as though those rare old cuts 
of beef looked more juicy and inviting. It certainly will 
not lose the respect of its old standby customers and 
it will more easily catch the fancy of the new house- 
keepers. It may have been forced to take his step; it 
may have done so because of a progressive policy, but 
whatever the reason the result will be that a younger 
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trade will be attracted. A new lease of life comes with 
the new front. 

Youth’s interests are varied; it seeks change, some- 
thing new and more than anything else it seeks that 
which is in sympathy with youth. It cannot look back, 
it must look forward ,so for every new change in ad- 
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vertising, as in the case of the new store front, there 
will be interest that is profitable. 

It is just as easy to change the mind of youth as 
regards a pair of shoes in two weeks from purchase 
to purchase in the matter of style and desirability as 
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it is to demonstrate to the older generation the wear- 
ability of one’s shoes, and easier. 

The fact is a young person does not want a style to 
stay in too long. It doesn’t satisfy that craving for 
something new and different. 

Your advertising must answer in its make-up the 
question, “What is new?” Its headlines must attract 
the right readers. Its story must point out the reasons 
for one’s shoes being wanted by young folks in such a 
way as to lead them to believe one is thoroughly aware 
of their needs. 


Story of the Examples 


Sketched on these pages will be seen several adver- 
tisements in miniature. Merchants will find material 
in them for attractive ad settings. In one is a still-life, 
golf clubs, traveling bags, etc., to lend “tone” to the 
shoe displayed. The shoe itself is associated with the 
very things that are inseparable with style. The shoe 
gets prominence and there is plenty of room for the 
telling of an interesting story of one’s service to those 
who want the coming styles. 

In another is a picture of a woman seated with a 
question as to her age as shown by her shoes. This 
advertisement can bristle with youth and the copy may 
effectively appeal to both the 18- and 30-year-olds. 

Again there is the advertisement with the flapper 
pictured. This follows the line of reasoning worked out 
long ago, perhaps on the idea that every woman has 
an ideal type by which she pictures herself, worked 
out by a large department store in the advertising of 
hats. Each hat adorned a certain type of face to which 


az 
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it was best suited and the ideal treatment was made a 
rule that in this particular store is always followed. 
To be able to reach the mind of youth is an art. 
The picture of the flapper suggests many things to 
the mind of the reader; it draws on the imagination 
and somehow the shoe benefits greatly. There is a par- 
ticular style of copy that enters the mind thus opened. 
And so it goes; one could speculate indefinitely on 
such a brimming subject. 
Let’s see how near we come to accomplishing some- 
thing in the wording of the advertisements sketched. 


Something to Stimulate Thought 


One will find as many ideas on advertising as there 
are ads. Practically everyone has an opinion as to 
what constitutes good advertising. The average person 
considers good advertising that which appeals to 
themselves. If the reader of advertising feels upon 
reading an advertisement that what it says is right 
then to that reader that is good advertising. 

The writer of advertising who can make them feel 
that way oftenest is a good advertiser. The best that 
can be done in an article of this kind is to stimulate 
the thought of merchant-advertisers. Some will say, 
“That is right,” others will get the cue from the sample 
copy; both will be helped. Advertising will become a 
greater factor in influencing sales to the one who will 
give it sufficient study. Every merchant has the advan- 
tage over the writer of an article inasmuch as he has 
a definite knowledge of those he is trying to influence. 
He will find it an easy matter to pick the usable ideas 
out of the following. 

In the advertisement headed, “How Old Is the 
Wearer of These Shoes?” 

You've heard it said of a person, “She dresses well,” 
about others, “If it wasn’t for her style she’d be plain.” 
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What you wear must be becoming. Take a pair of 
shoes. They either lend a snap to your step that puts 
vivacity into your every move, or they “stiffen” one’s 
carriage to a point where the “set” of age is seen. 

(Continued on page 64) 
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Grays, Sand and Tans Picked by Experts for 
Next Spring’s Shoes 


These Will Be Recommended to the Trade at Next Style 
Conference on November 11 


sand and three of tan have been selected by the 

color committees of the National Boot and Shoe 
Manufacturers’ Association and the National Shoe 
Retailers’ Association in conjunction with a committee 
from the Tanners’ Council as the leading shoe colors 
for next spring. These colors will be sent out in the 
form of a color card under the auspices of the asso- 
ciations in about a month. They also will be discussed 
and recommended to the trade at the next joint shoe 
style conference. 


; . IX colors, including two shades of gray, one of 


As developed at the round-table meeting at the 
Astor, the tanners, as well as some of the shoe people, 
seemed to feel that the debacle in shoes of such colors 
as airedale and similar light fancy tones last spring, 
and the switch to black resulted from the run on nude 
and other similar shades in hosiery. A difference of 
opinion arose on this question when the hosiery repre- 
sentatives took the attitude that the vogue for light 
shades in hosiery followed a vogue for black footwear. 

The principal idea of color development for spring 

that might have an effect on 





The colors were selected 
at a conference at the head- 
quarters of the Textile Color 
Card Association in New 
York on Friday, October 10. 
In addition to the shoe and 
leather men represented at 
the conference, members of 
the color committee of the 
National Association of Ho- 
siery and Underwear Manu- 
facturers attended and lent 
their advice, criticism and 
aid in selecting the shoe 
colors. The hosiery men are 
at work on a standard color 
card for their own use, and 
the selection of the shoe 
colors, while it may not be 
reflected in the standard ho- 
siery card, undoubtedly will 


influence the spring shades 1925. 


Style Meeting November 11 

There will be a Joint Style Committee 
meeting of shoe manufacturers, retail shoe 
merchants, tanners and traveling salesmen 
at the Hotel Astor, New York City, on 
Tuesday, November 11, at 10 A.M. This will 
be an all-day meeting, the general meeting 
to be held in the morning with luncheon at 
one o'clock. A smaller committee meeting 
will be held after lunch. 

The morning meeting will be devoted to 
general discussion and recommendations, 
and the smaller committee meeting in the 
afternoon will devote itself to promulgating 
the styles for retail selling during the 
months of January, February and March, 


footwear was brought out at 
the meeting by the garment 
and fabric representatives. 
From these it was learned 
that the outlook for both 
woolens and silks in the 
sand, gray and light tan 
colors for spring is decided- 
ly good. At the same time, 
George Miller of I. Miller & 
Sons and M. C. Tobias of 
Pincus & Tobias, represent- 
ing the shoe manufacturers, 
asserted that it would not be 
safe at this time to play 
these colors in shoes too 


strongly. 
The meeting was called to 
order by Mrs. Margaret 


Hayden Rorke, managing di- 
rector of the color card asso- 
ciation, who turned it over 
to Chairman Percy E. Hart 








in women’s hosiery. 


Style Trend in Garments and Hosiery Discussed 


As a preliminary to the conference at which the 
color forecast was drawn, a round-table meeting was 
held at the Hotel Astor, in which the shoe and leather 
trade participated, with representatives of the hosiery, 
millinery, garment, silk and woolen industries. The 
purpose of the meeting, which was held under the 
auspices of the Textile Color Card Association, was 
to bring out, if possible, the style trends in fabrics, 
garments and particularly hosiery, which might have 
an effect upon color developments in shoes and leather. 
The meeting was called largely at the behest of the 
tanners, who, in a previous conference, had declared 
that they were unable to foresee the development in 
shoes, since, in their opinion, shoe colors are influenced 
by the trend in hosiery, instead of hosiery following 
the shoes, as in former years. 


of Cammeyer’s. 

The first of these was A. L. Gifford of the Worumbo 
Company and president of the American Association 
of Woolen and Worsted Manufacturers. Mr. Gifford 
asserted that the spring will be a season of great 
breadth in color, not only for women, but for men as 
well. “It will be a season,” he said, “when color will 
play a part of greater importance than ever before.” 
He then referred to the color range shown by his own 
company for spring and showed an actual color card 
depicting this range. He declared that sand shades, 
gray and various tones of red hold great promise in 
women’s wear for the coming season. In the red tones 
he includes rosewood, rust copper and similar tints. 
The trend, he said, was away from blaek. He added 
that the strong vogue for suede finished fabrics might 
have some effect upon the trend in shoes. 

Gerald Simon of San Francisco and president of the 

(Continued on page 60) 
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Where the East Side, New York, Flappers buy shoes. 





A Store for Flappers Only 


East Side, New York, Has an Unique Institution, Miles from Fifth Avenue 
in Distance but Easily Abreast in Style 


Drive and Park avenue. The lower East Side 

also has its quota, and the East Side is not to 
be outdone in style by any of the gantry of the up-town 
residence sections. Down on Delancy street, the heart 
of the East Side and where an inexperienced layman 
might hazard a‘guess that only the barest necessi- 
ties of life would find a ready sale there flourishes a 
host of shoe stores. On one block there are seven, on 
another four, and so on. They aren’t quite .as thick as 
they were a couple of years ago, but the street is no 
haven. for the retail shoe merchants who would get 
away from competition. Despite this, there is a little 
shoe store on this street that seems to be doing a real 
live business and it is run by a girl who has just 
passed out of her teens. This twenty-year-old miss is 
the daughter of a shoe merchant who has seen history 
made on the East Side. 


N | OT all of New York’s flappers live on Riverside 


Profit on Shoes at $2.50 


Eighteen years ago this month Hary Mouss opened 
the first shoe store in that section of Delancy street. 
It was a family shoe store and it had a fine glass front 
stretching the full width of the 25-foot front of the 
store. Crowds came to see and admire this store, which 
was much finer than anything ever seen in the com- 
munity before. The store made a profit even if $2.50 


a pair was a high price for shoes in those days in that 
section. 

His daughter Helen was just two years old when 
her father embarked in this retail shoe venture. It 
would have taken a wise gypsy fortune teller to see 
in the little two-year-old girl, the future head of a 
shoe emporium that occupies about a quarter of the 
space of her father’s first store, and yet does a busi- 
ness that is many times as great in volume. Mr. Mouss 
had a partner, from whom he separated in 1916. Four 
years before this, the shoe store had been moved from 
60 Delancy street to No. 80, a few doors away. This is 
the address of the present Pekin Boot Shop, over whose 
destinies Miss Helen F. Mouss now presides. 


Daughter in Charge of Women’s Shoes 


In July, 1922, another room was added to the store, 
and then came the complete separation of the men’s © 
and women’s departments of the business, with ‘the 
women’s business in a separate room, entirely cut off 
from the other room, furnished in a manner to appeal 
to the feminine heart and put under the care of Miss 
Helen, then but 18 years old. She had long helped her 
father in the store and she gradually absorbed a knowl- 
edge of the trade that led him to the idea that she 
could run the women’s department as well as, if not 
better than, he could himself. (Continued on page 60) 
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‘THE Retait SHoE SALESMAN 





Get More Shoes 
Sold Right 


_ a | 


Devoted to the Interests of that Great Army of Workers 


Tact an Important 
Consideration 


The salesman realizes, of course, 
that interest in problems of man- 
agement should not be expressed in 
the form of a desire to “run the 
business.” Making helpful sugges- 
tions to the merchant is like court- 
ing a haughty lady, which, as 
George Ade says, “has to be done in 
just a certain way.” The fact that 
the merchant is at the head of a 
business is usually first evidence 
that he knows more and has had 
more experience than the salesman. 
Yet he will scarcely object to aid 
from the salesman if this is given 
with due regard and tact. 

In this connection there are three 
main points the salesman should 
bear in mind. The first is that any 
interest he expresses in the mer- 
chant’s problems should be stated 
from the merchant’s point of view; 
not directly from the point of view 
of a saving in time or effort or an 
increase in salary for the salesman, 
but from that of better service to 
customers and greater profits for 
the store. The second point is that 
the salesman cannot afford to make 
destructive comments about pres- 
ent methods and results unless at 
the same time he has ideas to offer 
for their improvement. The third 
point is that the salesman should 
never present constructive ideas in 
“half-baked” form. In every case 
he should consider the who, what, 
when, where, why and how of the 
matter and speak to the merchant 
only after the suggestion is thor- 
oughly worked out. When the sales- 
man exercises such care regarding 
the substance and the manner of 
offering his suggestion, he makes 
a favorable impression. 

The very rare exception is the 
merchant who looks upon any ex- 
pression of interest in store prob- 
lems as a trespass upon hold 
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ground. Probably he is the very 
merchant who most needs the co- 
operation of all his workers in or- 
der to put his store upon a paying 
basis. In such a case the only course 
for the salesman to pursue is to 
keep on developing an understand- 
ing of all phases of the work. Abra- 
ham Lincoln’s advice is good: “The 
way for a young man to rise is to 
improve himself every way he can, 
never suspecting that any one 
wishes to hinder him.” 


Stockkeeping and Selling 


The relation of careful stockkeep- 
ing to successful selling is a new 
idea to some salesmen. They know, 

















Some one must take care of the 
stock 


in general, that some one must look 
after the stock, but they do not 
realize the disastrous results of 
neglect when each salesman does 
not do his full share. The salesman 
should understand, for example, 
that unclean, damaged, shopworn 
merchandise must lead finally to 
the mark-down sale, and that a 
store or department which resorts 
frequently to such sales to secure 
money for new stock is not in a 
prosperous condition. He should 
know that a business not yielding 
a good profit cannot prosper and 


Which Personally Serves the Public 


move ahead, nor can its salespeople. 
Appreciating all these facts the sim- 
ple but necessary requirements for 
taking care of stock become vested 
with a new interest. 


What Are Brains Worth? 


Business men are willing to pay 
liberally for salesmen with brains. 
One employer has voiced his need in 
these words: “An immense amount 
of time could be saved if I could 
get my salesmen actually to think 
about what they are doing and why 
they are doing it; whether what 
they are doing is necessary and 
whether their time could be better 
utilized.” The stimulation of mental 
effort on the part of the sales people 
is indeed one of the hardest prob- 
lems of the retail merchant. For 
this very reason the salesman who 
of his own accord devotes his 
thoughts to all possible phases of 
his work is rendering a double 
service to the merchant, for he is 
making management easier and 
profits greater. The result for the 
salesman is sure to be advancement. 





“Economic Illiterates” 


Frank Vanderlip, the eminent 
financier, charges that we are a na- 
tion of “economic illiterates.” We 
are attempting to conduct business 
according to rules of thumb instead 
of on the basis of sound business 
principles. The charge is less true 
today than it was ten years ago. 
Ten years hence it will be still less 
general because men like you and 
thousands of others are taking 
their life work seriously, are in 
business to make a go of it and are 
willing to pay the fair price of 
success. 


“No one,” says Emerson, “can 
cheat you out of ultimate success 
but yourself.” 
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Under the Customer’s Hat 


(A True Story) 


Business being slack for the 
moment, Arthur amused himself, 
as was his custom at such 
times, by watching such of his 
colleagues as had customers, not- 
ing their methods and turning 
over in his own mind what the 
probable characteristics of the cus- 
tomers were, what they would 
want, how they would like to be 
treated. In this instance old Hawk- 
ins had a man that Arthur couldn’t 
for the life of him make out. The 
customer had stepped quietly, al- 
most shyly within the door, so 
quietly in fact, that Arthur had not 
noticed him particularly and had 
not sought to attend to him. Old 
Hawkins, being the veteran sales- 
man that he was, indulged the lux- 
ury of being particular whom he 
waited on and surprised Arthur by 
volunteering quickly in this case. 

With hardly a word, none of the 
weather comment and few ques- 
tions about the customer’s wants, 
Hawkins seated his client and in a 
surprisingly few minutes had ap- 
parently fitted him to his entire 
satisfaction. Then both men looked 
at each other and there ensued the 
conversation which caught the 
young clerk’s attention. 

“That,” said the customer grave- 
ly, “is the pleasantest experience I 
have had in a shoe store.” 


Then He Really Started to Sell 


Hawkins raised his eyebrows 
merely and went on lacing the shoe, 
but the two exchanged glances, a 
sort of “man to man” look, quiet 
but significant. The stranger was 
an elderly gentleman, quietly but 
very carefully dressed. With no 
“swank” about him, his manner 
was almost reticent, and yet Arthur 
felt a hidden power there which he 
couldn’t label. No fool, certainly. In 

















Chatting together like old cronies 


general appearance he was what 
Arthur had come to classify as 
“aristocrat,” but in manner he 
lacked the little peremptory note, 
the self consciousness, the aloof- 
ness that Arthur thought essential 
earmarks of the type. He wasn’t 
ordering Hawkins about, but if 
Arthur could believe his eyes, they 
were sitting together as old cronies, 
chatting in low tones. Part of it he 
caught: 


Handled Him Right 


“Shoe buying,” said the stranger, 
“has come to mean to me five 
wasted and trying mornings a year. 
You have reduced it to fifteen min- 
utes—fifteen very agreeable min- 
utes, with, if I may say so, perfect 
satisfaction at the end.” Hawkins 
bowed slightly in appreciation. “My 
own work,” continued the customer, 
speaking as though he and old 
Hawkins were fellow workers 
though in different fields, “My own 
work is unusually exacting in time, 
and I very much appreciate quick 
service. May I come to you again on 
my other four annual trips?” Here 
followed a little business envolving 
a card presented by Hawkins and, 
while Arthur blinked astonishment, 
a calling card from the customer in 
return, which Hawkins glanced at 
and placed in his little notebook. 
There was a low interchange of 
courtesies which Arthur didn’t 
catch. Then, 

“However,” from Hawkins, “why 
not drop out those other four trips 
altogether?” 

“Because, my dear man, I don’t 
like to go barefooted! And with 
shoes wearing out and golf, dress 
and what not demanding special 
footwear now and again I have no 
alternative. These shoes, for in- 
stance, will last me at most four 
months.” 


One Year’s Supply at One Time 


“Precisely,” returned Hawkins, 
“and at the end of that time you 
will want another pair just like 
them. The varying styles in perfo- 
rated. toecaps will not interest you. 
If you buy that next pair today you 
will be fixed for eight months.” 

“Aha, my friend! Now you are 
trying salesmanship on me. You 
are deliberately trying to sell me 
extra shoes!” 

“And if,” continued Hawkins 
perfectly calm, “you wear the two 
pairs on alternate days, as would 
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He shook hands with Hawkins and 
departed 


then be possible, they would last 
you well over a year. I offer you 
that remark in the same spirit in 
which you advise a patient, with no 
intent to defraud and with perfect 
willingness to back up my state- 
ment with scientific proof if you 
care to have me.” 


Common Sense Sales Talk 


“I apologize!” came back the 
other instantly. “I should not have 
so easily taken fright. But that 
eliminates, at most, but one of my 
visits.” 

“The others go out in the same 
manner,” said Hawkins, still chat- 
ting along easily, with now and 
then a glance through his bushy 
eyebrows at the customer. “Your 
tastes and—barring a severe ill- 
ness—your weight and your size 
will remain constant for some 
years. Unless it frightens you to 
spend an apparently large sum of 
money for shoes all at once, instead 
of in driblets, it is perfectly prac- 
ticable now to fit you out in all de- 
partments, many of which would 
not have to be renewed for years 
and all of which could be repaired 
or replaced by the simplest phone 
call or briefest visit to me person- 
ally, who has a record of your re- 
quirements,” and he tapped his lit- 
tle notebook. 


Olid Hawkins Builds Business 


“Great Scott, man! Do you list 
all your customers that thoroughly 
and remember them from year to 
year!” 

“No. Few have the foresight to 
spend their money in a lump. Few 
trust me to persuade them. Many, 
mostly ladies and young people, are 
too much slaves to fashion to shop 
out of season or for months to 
come. Those who trouble to come 
back to me personally I can often 
serve more quickly and sometimes 
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more satisfactorily than could a 
new clerk.” 

The stranger took out his watch 
suddenly and looked at it. Replac- 
ing it and settling deeper into his 
chair, he said, “Well, Mr. Hawkins, 
I am going down Maine fishing for 
two weeks in May; I will golf in 
what brief intervals God grants me 
this summer; for dress and the 
daily round I daresay you have 
guessed my needs. All the shoes I 
have are wrong or nearly worn 
out. Go to it and fit me out. I am in 
your hands for half an hour.” 


Seven or Eight Pairs at a Time 


Arthur gulped and kept on gulp- 
ing as, with a placid assurance, 
Hawkins brought out knee-high 
moccasins, sport shoes, and a vari- 
ety of other footwear and grouped 
them about his customer. “He’s 
certainly getting on nicely with 
that bird, whoever he is,” mused 
Arthur to himself. Well under the 
half hour the customer rose, 
smiled a quiet friendly smile, shook 
hands with Hawkins and departed. 
Bursting with curiosity, Arthur as- 
sailed the older man. “Hey, Hawk, 
who the blazes was your gold 
mine!” 

“That,” said Hawkins, “was Dr. 
Crosby!” Which finished Arthur. 
Dr. Crosby! The distinguished head 
of his own distinguished private 
surgical hospital; a man of interna- 
tional reputation, specializing on 
children’s diseases, to whom his fel- 
low citizens pointed always with 
pride, and since the recent infantile 
paralysis epidemic, with great ad- 
miration and in many cases with 
personal thankfulness. This man, 
an “aristocrat” if there ever was 
one, could be patient and modest in 
bearing, could listen to a shoe sales- 
man’s advice with gratitude and 
shake hands with old Hawkins as 
with a brother! Arthur readjusted 
some of his notions about “real’’ 
people. 

















Many dread the coming of age 
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Slow deliveries annoy customers 


The Part Played by Women 


The following statement based 
upon fifty-five years of successful 
selling to the family trade is inter- 
esting. It represents a feature of 
the sales policy of the Appledorn 
Shoe Store, Kalamazoo, Michigan: 


“We know that 85 per cent of the 
sales made in the retail world are 
made to or influenced by women. 
That’s why we have gone out of our 
way to reach the women’s trade. 
And, of course, we recognize that 
one of the shortest cuts to the heart 
of a woman is through her children. 
That’s why we have always prided 
ourselves on the values we give the 
little tots.” 

A policy of this kind depends 
upon the retail salesmen for its 
fullest success. Value and service 
stand out as the two great essen- 
tials in relation to children’s foot- 
wear. Inferior qualities will not 
give high wearing satisfaction. Re- 
gard must be had for the fact that 
the test of wear given to a child’s 
shoe requires an article that has 
real “stuff” behind it. Customers 
buying footwear for children should 
be given the true facts. They must 
pay the price of genuine value if 
they are to expect long-wearing 
service. It is good sound business 
for the merchant and the retail 
salesman to do their utmost to sell 
“satisfaction” in this respect, know- 
ing that rewards will come later 
through increased business on more 
profitable lines. 


Principle of Continuous 
Inventory 


The old-time business man looked 
upon retailing as a prolonged battle 
from whose smoke and dust he 
emerged once or twice a year to 
count his dead and see what luck 
had brought him in the way of 
gains. The modern retailer, how- 
ever, tries to watch the movement 
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of business from day to day and 
exercises real generalship in the 
handling of his forces. 


This change in the attitude of the 
merchant has led to the working 
out of the continuous inventory 
idea. Instead of depending solely 
upon a semi-annual or annual count 
of stock, the progressive dealer now 
keeps a running record of his total 
investment in merchandise. He may 
even find it advisable to keep in 
touch with the investment in each 
department. He thus is able to cor- 
rect any bad tendency in turnover 
before it is too late to repair the 
damage done. 

The principle of the continuous or 
so-called perpetual inventory is sim- 
ple. The cost of stock on hand at 
the beginning, plus the cost of pur- 
chases and minus the cost of sales 
(brought up to date every day or 
week or month) equals the cost of 
the stock on hand. The working out 
of the principle, however, is not so 
simple. It is easy enough to start 
the continuous inventory with an 
actual count and valuation of the 
stock on hand, and to add the pur- 
chases at the invoice amount. But 
the sales, too, must be entered at 
cost. That is the real problem. To 
determine the cost of sales for any 
period, is it advisable or reasonably 
possible to record the cost of each 
pair sold? If not, what procedure 
can be used to give a fair approxi- 
mation of the actual cost? 


You can sell one customer two 
pairs of shoes in two-thirds the 
time that you can sell two cus- 
tomers one pair each. 

You can sell one customer three 
pairs of shoes in one-half the time 
that you can sell three customers 
one pair each. You see that this is 
so, because you meet, seat, serve 
and say good-bye to a customer 
just once, whether one pair or more 
be sold. 
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Systems are easier to read about 
than to practice 
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English and American 
Workers 








“I observed one trait in Eng- 
land,” says George M. Gales, writ- 
ing in The American Exporter, 
“which, it seems to me, is charac- 
teristic of the average employee in 
Great Britain and is in marked con- 
trast to the attitude of the typical 
American employee.” He goes on: 

“When you talk to the average 
American in business, he is chiefly 
interested in promotion and the op- 
portunity to advance quickly, 
seeming to regard his present posi- 
tion merély as a stepping stone to 
greater things. On the other hand, 
the corresponding Englishman ap- 
pears to be first and chiefly inter- 
ested in the security of his position, 
the permanence of employment, 
and, if he be a midle-aged man, 
in pension or bonus plans for length 
of service. At first I was inclined 
to think that Englishmen did not 
possess the ambition or imagina- 
tion of our American employees, but 
I believe this isn’t so. It is merely 
that most people in England are not 
so restless as we in America; their 
lives are quieter, their home lives 
simpler and more normal; they dis- 
like changes and radical innova- 
tions, and are interested first in 
having congenial and steady em- 
ployment to which they can attach 
themselves with tenacity and con- 
fidence—after these things are se- 
cured comes ambition to advance. 

“These conditions result in a fact 
which has frequently been talked 
about and written about by Ameri- 
ean employers familiar with Eng- 
land—namely, that the average 
clerk or manager in England is 
better trained, better disciplined, 
better drilled, and therefore more 
efficient in his work, because he is 
not possessed with the feverish de- 
sire to change his employment all 
the time in the hope of bettering 
himself.” 
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Don’t be tactless in approaching 
the boss 
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Youth’s Chances 


It is a glorious thing to be young. 
To look forward on life with hope, 
to be full of enthusiasm, to build 
castles in the air, to dream the 
brightest of day dreams—that is 
youth. Age only creeps; it is far 
away when one is young. But as the 
years pass each one seems to come 
more quickly until age approaches 
with rapid stride. 

Many dread the coming of age. 
It is needless fear if one thinks 
about it in time. If while young we 
so live that we are not storing up 
regret there is nothing to dread in 
the time when youth shall have fled. 
The sharp edge of bitter experi- 
ences will be dulled. 

One needs to be on guard against 
becoming narrower in his interests. 
He needs instead to broaden out, 
and become more tolerant instead 
of “cranky.” He needs to learn to 
yield to the pleasure and con- 

















It pays! 


venience of others when nothing 
important is at stake. If he lets his 
thoughts go higher and wider in- 
stead of circling narrowly around 
himself life will offer a smoother 
pathway. 

Cheerfulness, all can cultivate. 
The habit of being happy will grow 
if one lets himself be happy over 
every little pleasant thing that 
comes his way. For when one is on 
the lookout for pleasant things he 
will find more than he expected. 

Let one remember that kindness 
inspires kindness and that when he 
seeks to make others glad gladness 
will be returned in generous meas- 
ure, and he will scarcely know when 
he is really old—Milwaukee Jour- 
nal. 


A Business Platform 


Among the resolutions adopted 
several years ago by the Ohio Re- 
tail Shoe Dealers’ Association, one 
of the first to be established in this 
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Reach the mother through the 
child 


country, such expressions as the 
following: 

RESOLVED, That we re-affirm 
our faith in organized associations 
of retailers as the best means to 
better trade conditions and solve 
trade problems. 

RESOLVED, That improper fit- 
ting of shoes is often the indirect 
cause of shoes not wearing well and 
the direct cause of many injuries 
done to trade. 


“They Ain’t Tryin’ 
“T’row ’em out, they ain’t 


tryin’!” bawls the impatient ring- 
sider when the efforts of a couple 
of boxers do not strike his fancy. 

He is very critical, very hasty in 
his judgment. . 

It is not easy to deceive the ex- 
perienced ringsider. Once in a 
while he is wrong. He yells at men 
who are doing their best. Perhaps 
their best is none too good, but it is 
their best. 

More often, however, he is cor- 
rect, and not infrequently his 
howls have the effect of speeding 
up “stalling” boxers, of making 
them try. 

It might be a good thing for all 
of us if we had critical ringsiders 
viewing our efforts in life, ready to 
shriek, “T’row ’era out,” the minute 
it looks as if we were lagging. 

It might be a good thing for the 
ringsider if he had an audience to 
spur him along. Very often the man 
who is quick to yell, “T’row ’em 
out,” isn’t trying any too hard him- 
self. He is too busy criticising the 
efforts of others, too wrapped up in 
looking for the shortcomings of his 
fellow men. 

A lot of us are “bawled out” by 
ringsiders when we are really doing 
our best. As a general proposition, 
however, a man who is trying al- 
ways seems to be trying and no one 
is going to yell ““T’row ’em out,” at 
him.—E7z. 
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for Next Spring’s Shoes 
(Continued from page 54) 


Federation of Apparel Manufacturers of San Fran- 
cisco, which includes at least one manufacturer of 
women’s shoes, predicted a run on the Spanish colors, 
particularly the tan and gray tones. Gray, he said, 
would go well in the high-class trade, while the volume 
business probably would be done on the tan shades. 
His firm, he said, would show very few garments in 
black for the coming season. He also made a plea for 
the wider use of “color language,” that is, the greater 
use of color names as devised by the color card asso- 
ciation, by retail salespeople and in advertisements to 
the consuming public. 

Edward Johnson of James G. Johnson, millinery, 
declared in favor of French gray and the terrapin 
shades. 

Gray, beige and the pink casts in tan appear to be 
in the lead for spring, Miss Case, stylist for H. R. 
Mallinson & Company, silks, told the meeting. She also 
predicted a strong season on white goods and a large 
vogue for extremely sheer materials on the silk voile 
and georgette order. In this she was borne out by 
Mrs. Helene Volka, fashion expert for the Botany 
Worsted Mills, leaders in the wool dress goods field. 
The pinkish tan and the cedar shades, she said, look 
good for spring, from the viewpoint of her house. In 
the Botany lines which have just been opened for 
spring, a shade named Dumb-bell, a tone that is pink- 
ish-yellow in cast, is leading, with another tan shade, 
Sawdust, in second place. 


Hosiery To Be Lighter Than Shoes 


The tendency in hosiery, as explained by T. D. Wolfe 
of the McCallum Company and chairman of the re- 
cently appointed color committee of the National Asso- 
ciation of Hosiery and Underwear Manufacturers, is 
for a harmony between shoes and stockings, with the 
hosiery taking a tone a shade or two lighter than 
shoes, in the same color, where the shoes are other 
than black, and to contrast with black footwear. Ben 
Van Raalte of the Van Raalte Company asserted that 
the theory that shoes follow the hosiery colors is 
wrong, and precipitated the discussion between the 
hosiery interests and the shoe representatives. The co- 
operation of the hosiery interests in aiding the shoe 
and leather trades to select spring colors was promised 
by C. M. McGee of the Brown, Durrell Company. 


Hat Man Picks Black 


The theory that black will again predominate in all 
women’s wear was advanced by B. J. Garfunkel of the 
Vogue Hat Company, who declared that black must 
predominate because a third of the purchasing public 
is composed of girls between the ages of 19 and 25, 
most of whom earn their own living and are forced to 
consider economy in their purchases. He rather depre- 
cated the talk of light colors. In this he was supported 
by George Miller and A. N. Blake of the Watson Shoe 
Company of Lynn. 


Gray, Sand and Tans Picked by Experts 











A Store for Flappers Only 
(Continued from page 55) 


The success of the little shop is due apparently to a 
sort of intuition as to what styles the young girls of 
the neighborhood want. 

“We cater to the young women here,” said Miss 
Mouss. “I guess they belong to the flapper class just 
as much as the girls do farther up town. They want 
the very latest styles in footwear and we have to keep 
showing them something new. They don’t want prac- 
tical footwear, but they demand as good quality as 
they can get for their money. Lately they have been 
complaining some about the prices, but complain or 
not, they buy the most stylish footwear we can shew 
them. 

“No doubt, many of these girls are poor. Most of 
them work, many of them in the garment factories. 
Some of them are stenographers or office workers, but 
there is no distinction in class when it comes to 
clothes, and in shoes they all want the most style that 
can be put into footwear. 


Anything to Be Stylish 


“I know a great many of them personally and I know 
that they skimp on other things in order to buy silk 
stockings and pretty shoes. They may go without 
their noon-day lunch, or eat most sparingly, but they 
wear Fifth avenue type shoes, or what they think are 
Fifth avenue shoes. Lately I have heard that Fifth ave- 
nue is going to simpler styles. Not Delancy street, 
though. Our girls like their shoes fancy, the fancier 
the better. Right now we are selling more velvet shoes 
than anything else. Impractical for a working girl? 
Yes, but they like them and they do get a lot of pleas- 
ure out of wearing them.” 


More Important than Food 


“The best is on their back all the time,” she says. 
“Style is more important than food. You’d think the 
girls were going to the opera instead of to work, the 
way they are dressed up every morning. The flappers 
who work in the stores know styles. It’s in their blood. 
If a girl down here wears a brown dress, she wears 
brown shoes to complete the costume. There is no such 
thing as mixing a brown costume with patent leather 
shoes and nude hosiery. Each has its place. Most of 
the flappers work in stores where people of good taste 
do their shopping. They get their ideas on Fifth ave- 
nue and expect us to keep in tune with the style, way 
down on Delancy street. 

“We have many strange things happen in our store, 
but the strangest is, the bigger the foot, the more style 
they want. Sometimes the box isn’t big enough for 
them. Not so long ago a customer complained about 
‘how large the shoes looked,’ and the salesman an- 
swered ‘Sure it looks large, because the floor is so 
small.’ If you wore them on the street or in a big 
store, they would look small in proportion’—and would 
you believe it, he sold them on this argument. 

“Some of our best business is done with little Italian 
flappers with sizes one, two and three, and we serve 
our customers up to size ten.” 
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The shorter skirt, just 
below the knee, pre- 
sents a problem for 
the shoe trade. The 
medium and high 
spike heel on _ the 
pump is said to be a 
solution. The coming 
spring brings this in- 
teresting topic before 
the trade. 


The Requisites of a Good Pump 


It Must Be a Self-Fitter and Should Be Worn Only as a 
Part-Time Footwear 


footwear of royalty, hence precedent for them as 
the most aristocratic of styles. 

Pumps are the plainest of footwear, yet the most 
complex. Beauty which is the least adorned is best 
adorned. To make and to fit pumps denotes mastery of 
the shoe trade. 

It’s the “form” that makes the pump a success. 
“Form” consists of lasts and patterns. A pump shoe, 
must be made over a pump last, one of proper fit; 
otherwise there is no hope of its staying on the foot 
and looking right, no matter how much skill is exer- 
cised in the pattern designing or the lasting. To make 
pumps over any but pump lasts is a crime against the 
fitting clerk in the store. 


Must Be Self-fitter 


The fitting of pumps requires the most detailed 
knowledge of measurements of lasts and of feet. The 
pump is the self-fitting shoe. Nothing but its form 
holds it on. If that form is not correct, the pump won’t 
hold to the foot. 

Chief lines of the pump are the tread line, or the line 
from the toe to the base of the counter in the heel, 
the line from the toe to the top of the counter in the 
backstay, and the mid-line between the two. 

These three lines of length must be sufficient to 
accommodate the length of the foot; otherwise the 
foot will buckle up under the compression between the 
heel and the toe of the foot. 


The Grip That Fits 


The tread line must not only be long enough to the 
foot, but it should conform as much as is practicable 


Precors were once “pomps” or “court shoes,” the 


to the center of the bottom of the sole, and at the same 
time provide such width that the foot can settle snugly 
down into the pump, like a key into a lock. It is this 
grip on the bottom of the foot that holds the pump to 
the foot. 

The line from the toe to the top of the counter in 
the backstay is the upper line of length in the pump. 
Theoretically, it determines the point on the instep on 
which the vamp should grip and hold. But this theory 
is complicated by the fact that short vamps are in 
style. Vamps are less than three inches in length. If 
they were of three inches, or a bit more in length, they 
would better conform to the upper line of length of 
the pump. This is one difficulty with which designers 
of pumps are contending. 

The mid-line of length, from the toe to the counter, 
determines the curvature of the heel. This should be 
sufficient to allow the counter to fit to the heel of the 
foot, like a socket to a ball in a ball and socket joint. 
The height of the back of the pump showld cover the 
curve of the heel bone, but below the bend caused by 
the raising of the heel. 


The Challenge of the D’Orsay 

That the sides of the pump should be high is an old 
rule of pattern making. It is challenged these days 
by the dip-sided pump. The cone of the last should be 
thin and straight. 

According to one authority, the straight line length 
of the opening in a pump should be seven inches for a 
No. 4-B pump. This distance is now subject to influ- 
ences of the length of the vamp. The distance around 
the opening of the pump is given at 13 inches, with 
some modifications. 
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Style and Quality in Shoes Equally Important 


Buyer and Manager Points Way to Larger Turnovers—Public Needs 
Instruction on Shoes for Occasions 


Inc., opened its first meeting of the fall season 

on Monday evening, October 6, with a talk by 
Fred W. Small, shoe buyer for the Gilchrist Co., Bos- 
ton, who took for his subject, “The Relation of the 
Shoe Salesman to the Shoe Buying Public, from the 
Viewpoint of the Retail Shoe Store Buyer and 
Manager.” 

Mr. Small’s address in part follows: “Our activities 
in the shoe departments of the Gilchrist Co. are 
devoted very largely to the selling of women’s and 
children’s shoes of medium grade. I think that the shoe 
business, like a great many other 
businesses, has had a struggle dur- 
ing the last few seasons to maintain, 
or to increase volume by dollars and 
cents—for it is by dollars and cents 
that the measure of business is 
taken. There seems to be a pressure 
brought to bear upon the retail shoe 
merchant from two different sources 
(and this is what makes the retail 
shoe business so difficult). The first 
source of pressure is from the pro- 
ducer, who is constantly trying to 
increase his volume of business, by 
producing more pairs, and in order 
to accomplish this he is bearing down 
upon the cost of production as hard 
as possible, thinking that if he can 
produce cheaper, he will produce 
more. The second source of pressure 
is from the consumer, who is not at 
all adverse to buying merchandise 
as cheaply as it is possible to obtain 
same, provided its style and general 
appearance is satisfactory. 

“I want to go on record as saying 
that I do not believe the public will be better served, 
better satisfied, or more economically outfitted in any 
cheaper shoes than they have been wearing in the past. 
It is much mgre of concern to the public of this country 
that they should be well shod in shoes that fit and will 
give service than it is that houses should be well fur- 
nished in furniture that will give good service. 

“The tendency toward cheapening footwear reminds 
me a little of the conditions during the first two or 
three years I was connected with the shoe business. 
There was at that time an era of cheap shoes and style 
changes. These conditions were brought about by the 
fact that business was a little bit difficult to get—just 
the same as it is at the present time. I can recall a score 
of retail merchants and two or three large jobbing 
houses that were put out of business from the fact that 
they were enticed into selling of ‘spectacular’ shoes, 
which lacked merit, whereas, their reputation during 


[ive Boston Retail Shoe Salesmen’s Association, 





FRED W. SMALL 


Buyer and manager of Gilchrist 
shoe department, Boston, Mass. 


many years in the past had been built on this distribu- 
tion of good, substantial footwear. I believe that this 
should be a warning to any houses who might be consid- 
ering a similar policy, which is not necessary, if good 
shoe-making of today is properly analyzed, properly 
understood and presented to the consumer. I hesitate to 
believe that the public will persist in getting something 
for nothing and in getting footwear at a lower price 
than it would be to its advantage to pay when that 
same public is made to understand the situation. 

“I know about one Fifth Avenue store, which has 
felt ‘the competition of lower-priced lines so keenly 
that it has decided to put in lower- 
priced lines—to retail at prices 
around $5.00 a pair under their regu- 
lar prices. I am interested to see how 
that policy is going to work out. I 
am not reactionary in this matter—I 
realize that the public is going to 
have its own way, but I want to 
leave the suggestion with you—as 
something to seriously consider— 
that if your art of salesmanship is 
capable of retaining your customers 
at the old price levels, or increasing 
those levels for even a better pro- 
duct, it is much better for you, as 
individuals, and better. for your 
store, as an institution, if you: will 
do that whenever an opportunity 
presents itself. 


Hold Firmly to Your Ideals 


“There is a tendency on the part 
of most of us individuals to give up 
too easily—to accept something too 
quickly as a fully established thing, 
simply because our experience of 
one, or two, or three years of successes happen to bear 
out that point. We should, on the contrary, be so firmly 
entrenched in what we think is best for our institu- 
tion of retail shoe selling that we should not allow a 
sudden change to influence our better judgment. 

“T consider the Boston Retail Shoe Salesmen’s Asso- 
ciation one of the bright lights of the retail shoe busi- 
ness. To your officers, who are working so hard to 
promote this association, I want to encourage you by 
saying that you have the same experience that the 
retail merchant has. Your effort to keep your organiza- 
tion up is similar to that of the merchant when he finds 
that his business seems to lag and needs bolstering up. 
We have a shoe selling organization of some 25 to 
27; we have twenty-minute talks, either by the sales 
people, or talks from various department heads, every 
Tuesday morning. It is rather surprising how an 
organization as a whole will forget about things that 
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are for their benefit. I am referring to trade organiza- 
tions—and if at the next meeting you do not find as 
good an attendance as you would like, remember it is 
all in the ultimate growth and history of an organiza- 
tion. All of you here present should be interested 
enough in this association to come regularly to these 
meetings. A night here once a month is well worth 
any sacrifice that it entails to come. 

“There is a movement on foot which should be of 
interest to you boys which is very much an effort on 
the part of the New England Shoe and Leather Asso- 
ciation. Thomas F. Anderson, the secretary of this 
association, is putting a good deal of time and effort 
into making it a national affair. I refer to ‘Selling the 
Right Shoe for the Occasion.’ 

“You are the men who come in contact with the 
customer, and this customer is going to be influenced 
to buy the right shoe for the occasion through you. 
You are the people who should really have the move- 
ment brought home to you by the merchant. 


Shoe Situation of Yesterday 


“The present condition has been brought about 
through a long process and period of evolution, 
affected by depression and booms—just the same as 
in every other industry. Most of you who have been 
in business for a good many years can recall the time 
when a pair of black boots and oxfords, or tan oxfords, 
or black boots, or black oxfords, constituted about 90 
per cent of the retail shoe merchant’s business. At the 
time I first had occasion to know anything about the 
shoe business there were shoes being made to go to 
the larger sections of the rural districts of this coun- 
try—for men’s, women’s and children’s wear, that I 
do not believe there is a person living today who would 
wear such foot coverings—rough and cheap leathers, 
poorly and cheaply constructed, and for the children’s 
shoes, way down to 5’s and 6’s, the cruedest 
shoes: that could be produced. If an immigrant 
should today wear a shoe of this kind, we would regard 
him as a curiosity. And yet, in a period of depression, 
these were the shoes that were worn generally outside 
of the big cities of the United States. The people who 
were doing a wholesale business supplied the retail 
merchants with a very large percentage of this mer- 
chandise—probably as much as 80 per cent was more 
or less of this class of merchandise. Compare that con- 
dition with that of today. Stand on any busy corner, or 
at one of our big terminal depots and watch the Ameri- 
can public’s feet. See the tens of thousands of people 
returning home from their work to the above- 
mentioned rural sections—observe the people in the 
rural sections—these folks are wearing better shoes 
for very day wear than their fathers and mothers had 
ever dreamed of for the most festive occasion. All 
that has come about by evolution. 

“We are living in prosperous times—a time, when 
there is a large percentage of our people who can 
afford to wear the prevailing style for the proper occa- 
sion. It is not a matter of wearing shoes until there is 
no more wear in them. It is a matter of keeping up 
with the style. It is absolutely true that the producers 
of materials, of lasts, and patterns in shoes will keep 
these styles coming to us fast enough, if we will just 
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keep them going out at the same speed with which 
they appear. 


Customer Needs Instruction 


“One of the real needs of the retail shoe business is 
to have the retail shoe store salesman impress upon 
the people that they should wear sport shoes, not only 
for sport, but when they dress in sport apparel, and 
when they purchase other articles of sport apparel, 
they should also purchase sport shoes. It is also the 
mission of a good retail salesman to impress upon the 
customer that when he wears an evening suit he should 
wear evening shoes. You are the men to put this across. 
And if you make a study of it, you can influence your 
customer to buy two or three pairs of shoes, where 
they before have been buying but one pair. I really 
mean that and I say it from my experience in handling 
an organization of some 25 salespeople. I believe that 
there is a possibility of your making three times as 
much money if you will follow up your customers with 
suggestions for other pairs in addition to the one he 
has come into the store to purchase. It is true that 
the customer may not have thought when he entered 
the store that he wanted those other two or three 
pairs, but you are in a position to make him ‘see the 
light.’ 

“One thing is very important to get firmly fixed in 
your mind and that is—every customer is possibly in 
need of something that he does not call for, or that 
he did not come into the store to buy. For instance, 
now that the winter season is approaching, do you 
know whether or not this customer of yours is supplied 
with overshoes? 

“Again I commend this association for its con- 
structive and co-operative meetings. Here you boys sit 
down and talk things over. I am glad to be able to be 
here and talk things over with you. The spirit which 
you here display is one that is needed. And I want to 
say that if at any time there is anything which is 
pertinent to the shoe situation which you wish infor- 
mation on, I shall be only too glad to be of assistance 
to you.” 





Calf Tanners Organize 


A group of the jargest and the majority of the calf- 
skin tanners of the United States have organized an 
association, the purpose of which is to protect the 
calfskin industry. At present there is no duty on calf- 
skins and they are permitted to come in free. The 
finished calf leathers being non-dutiable the associa- 
tion says that it is confronted with a serious problem, 
due to the competition of foreign labor. They say that 
if a tariff on calf skins is obtained, it will mean uni- 
versal prosperity throughout their industries with no 
unemployment. 

In the closing days of the last session of Congress, 
senate legislation 256 was introduced ordering the 
Department of Commerce to furnish the Senate with 
authoratative information regarding the situation in 
the calfskin industry. The tariff commission is making 
an investigation abroad as to the difference in wages 
paid tannery labor in Europe. The headquarters of the 
association is 360 Madison avenue, New York. 
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Youth Responds Oftenest to Advertising 
(Continued from page 53) 

Their leather remains a delight to the eye, or picks 
up the signs of travel and looks dowdy. 

Which kind do you prefer? For remember shoes 
CAN LIE about you. 

Every day you see well-dressed folk. You like their 
style, their bearing, their personality. There’s some- 
thing about them that’s likeable. 

That’s just the way you will feel about our shoes. 
They are becoming, they are youthful, they may get 
dusty from travel but under it you can always see their 
real worth. It is a pleasure to wear them. They are the 
kind that makes others think of you as “well-dressed.” 
Isn’t that really, between us, what you consider real 
value ? 





Patrick Sullivan Dead 


Cincinnati, O.—Patrick Sullivan, of the P. Sullivan 
Co., shoe manufacturers at Pearl and Lawrence streets, 
died at his home in Cincinnati, Wednesday evening, 
October 7. Mr. Sullivan was a pioneer in the shoe 
manufacturing business in Cincinnati, having started 
the business 52 years ago. He founded the P. Sullivan 
Co., and at the time of his death, was president of the 
company’s Board of Trustees. Mr. Sullivan began his 
career much like the late W. L. Douglas, in that in his 
early boyhood he became an apprentice shoemaker. At 
that time he lived with his parents in Ireland, and 
at the age of 16, when he came to America, he was an 
expert workman. The family came directly to Cincin- 
nati, and he immediately began work at his trade. 
After working at the trade a short time, he started in 
business for himself. At that time there were no shoe- 





PATRICK SULLIVAN 


Founder of the P. Sullivan Co., 
Cincinnati, who died recently. 


making machines, and most of the work was done by 
hand. He soon became renowned for his skill, and thus 
he laid the foundation of a prosperous career. He was 
active at the factory until about three years ago, when 
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he released part of his duties, and turned the business 
over to his sons and acted in an advisory capacity. 


H. L. Tinkham New President of 
W. L. Douglas Co. 


Brockton, Mass., Oct. 16—Herbert L. Tinkham, for 
37 years with the W. L. Douglas Shoe Co. of this city, 
was elected president at a recent meeting of the direc- 








HERBERT L. TINKHAM 


New President of W. L. Douglas 
Shoe Company, Brockton, Mass., 
manufacturers of men’s shoes. 


tors, succeeding the late William L. Douglas, founder 
of the business. Mr. Douglas died September 17. 

Mr. Tinkham has been treasurer since 1894 and in 
1917 was elected vice-president. For several years he 
has been the active head of the concern, assuming 
command when Mr. Douglas relinquished direction of 
the company. The new president joined the Douglas 
company when a very young man and gradually as- 
sumed more responsible duties and in 1894 he was 
elected treasurer. 

President Tinkham after his election stated the busi- 
ness outlook was healthy. The Douglas Company sells 
its shoes in 120 shoe stores besides providing 6000 
retail shoe merchants. 

Daniel W. Packard succeeds the new president as 
vice-president. He is in charge of the firm’s retail busi- 
ness. Charles D. Nevins is the new treasurer. He has 
been assistant treasurer and his former position will 
be in charge of Warren A. Weeks. 





Emerson Stores May Change Hands 


Rockland, Mass., Oct. 16—Officers of the Emerson 
Shoe Co. are conducting negotiations with the idea of 
selling the Emerson chain of retail shoe stores to Isaac 
Prouty & Co. of Spencer, Mass., which already operates 
a chain under the name of the Spencer Shoe Stores. 
It is understood to be the intention of the Isaac Prouty 
company, if the deal goes through, to continue the 
chain under the old and well-known Emerson name. 
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— —™ | 
SUPERIORITY 
Based on Quality 
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are of guaranteed all leather construction. Soles are 
cut in our own factory from high grade flexible oak 
tanned and Chrome retanned bends, wear-resisting to 
a remarkable degree. 
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Steck No. B-738—Patent Leather Flexible Welt 
Blucher, Backstay and Smoked Eyelets, Black 
Stitched and White Welting. 

3 to 5—$1.60 per pair 

5% to 8—$1.90 per pair 

8% to 12—$2.25 per pair 


A Hundred Styles of 
Flexible Turns and Flexible Welts 


CARRIED IN STOCK 


Write for New Fall Catalog 






























Jmperial Childrens Shoe Corporation 


MANUFACTURERS 


ROCHESTER, N.Y. 
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HE Ralston Model at the Brockton Fair Shoe Style the se’ 


Show. An unusual and effective way of showing the we 
men’s shoes, eliminating the feature of a man model. Th 
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of nearly half a million, during the first 
week in October, surely must have been impressed 
with the idea that at least one live local shoe 
manufacturing concern realized the importance of 
advertising its product in a big way and a novel 
and effective manner. 

A huge electrically lighted sign, placed by 
Churchill & Alden Co., creators of smart styles 
for young men, was erected on one of the roofs of 
the car barns overlooking the Brockton Agricul- 
tural Society’s grounds. 

The dimensions of this sign were approximately 
60 feet long by 30 feet high, it being visible from 
all sections of the fair grounds. Beautiful in con- 


| pepe to the Brockton Fair, to the number 
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gold leaf. The edges of the lettering were beveled 
to set off the effectiveness and the contour of the 
letters. This unusual and attractive method of 
publicity was the cause of favorable comment 
from the many thousands of people who passed it. 

Another original and unique idea evolved by 
the Ralston people at the Brockton Fair was the 
display of their footwear, not on the feet of men 
models, but on a specially constructed basket. 
This basket was carried by an attractive young 
lady model in such a manner that the shoes were 
at all times visible to the thousands of people 
standing around the runway. That this method of 
displaying the shoes made a decided hit, was 
evidenced by the favorable remarks made by the 





struction, it was automatically operated so that 
instead of flashing on and off as in the ordinary 
electric sign, the word “Ralston” appeared as 
though done by handwriting. It was an irresistible 
attention-getter as it flashed its message on the 
sky. The Churchill & Alden Co. received many 
congratulations upon their progressive methods of 
capitalizing an opportunity to tell their story to 
the several hundred thousand people who visited 
the world’s great Agricultural Fair. 

The Churchill & Alden Co. also had a beautiful 
cut glass sign displayed at the main entrance to 
the Fair Grounds. This sign is believed to be the 
only one of its kind in the United States. The glass 
had a corrugated background covered by rolled 


spectators as the model passed by. 

The Ralston display booth in which the Ralston 
shoes were displayed was, like the basket, a strik- 
ing color scheme of purple and silver, very rich 
in effect and most appealing to the eye. Although 
the shoes displayed were few in number, yet they 
were artistically arranged to show the attractive- 
ness of the last as well as the beauty of the pat- 
tern. In the alcove at the rear of the booth was 
featured a new style of evening oxford for men, 
a Ralston pattern. This practical novelty has been 
endorsed by “Beaunash,” America’s first and fore- 
most authority on style, concerning which Mr. 
Beaunash recently published an article in the New 
York Daily Theatre Program in New York City. 
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The Split Pack Flat Tree 


A tree to retail at a popular price that especially 
appeals to the merchant that has not developed 
a shoe tree business. Are you one of those? 


This tree is adjustable, both length and width, 
one model fitting all styles so that just a few 
pairs make a complete stock. 





(Two Sizes on Women's) (Two Sizes on Men's) 
No. 1, fitting Women’s sizes, all No. 3, fitting Men’s sizes, all 
widths up to size 3. widths up to size 8. 
No. 2, fitting Women’s sizes, all No. 4, fitting Men’s sizes, all 
widths, 5 up. widths, 8 up. 


* 





Let us send you a sample pair on approval. 





Shoe Tree Division 


O. A. Miller Treeing Machine Company 


Brockton Massachusetts 





When writing to O. A. MILLER Panu —— HINE Co IMPANY san vase mention Boot and Shoe Rinnadhe 
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A pleasant atmosphere surrounds the office of Dobyns Footwear, Inc., Long Beach, 
Cal. The wall, separating the office from the store, is gumwood and has casement 
windows. 


On Opening Day 50,000 People Crowded into 
Dobyns of Long Beach, Cal. 


OBYNS FOOTWEAR, INc., of Long Beach, 
Dp Cal., for 20 years one of the busiest shoe 

stores in this city of 125,000 population, re- 
cently opened a very attractive store at 435 Pine 
street. One of the interesting features concerned with 
the opening of the store was that between 40,000 and 
50,000 people were checked by a mechanical counter 
in visiting the store on the opening day. The day was 
devoted to opening exercises, nothing being sold. In 
the following few days about 20,000 people entered 
the store. 

The new Dobyns home is ae 

150 feet long and 27 feet 
wide. It has an_ inviting 
front and lobby. A wide en- 
trance adds to the impres- 
sive picture formed when 
looking into the store. An 
island shoe case is well placed 
in the center of the lobby. 
The lobby is very deep, 
measuring 28 feet. The ceil- | 
ing is a plastered arch fin- 1 ee 
ished in blue and gold. iL 


wae 





things about the interior is ceiling-high pilasters in 
gum paneling. The front of the store is devoted to a 
hosiery department. 

The concern went deeply into newspaper advertising 
in announcing its opening. It advertised every brand 
of shoes it carried. The officers of the firm include: H. 
B. Dobyns, president; Mrs. C. M. Dobyns, vice-presi- 
dent; C. M. Dobyns, secretary-treasurer and managing 
director; R. F. Gough, manager. 

Comfortable-looking opera chairs with gray leather 
seats and a gray and blue 
tone velour upholstering 
equip the women’s depart- 
ment. Men are made to feel 
at ease by the installation of 
club chairs, upholstered in 
leather. 

Standing out very promi- 
nently in the general layout 
of the interior is the strik- 
ing entrance to the mezza- 
nine floor, which is the of- 
ficers’ headquarters. A wide 
stairway leads to the mezza- 
nine. The wall is paneled in 





The walls inside are 
flanked with gumwood shelv- 
ing, offering an air of sim- 
plicity. One of the striking 


The lobby is deeply recessed. An island show case 
has an appropriate place, fitting into the scheme 
of arrangements. 


gumwood from the floor to 
the ceiling, with small case- 
ment windows above. 
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DESIRABLE FALL STYLES 
To Retail at Popular Prices 


Made up in all the desired leathers 
on tested lasts. Good honest 
merchandise you’re proud to sell. 





No. 335—Three-strap front lattice : if 
model, made in all leathers on 130 No. 368—Southern Tic made in gun 


. metal, patent leather or Russia calf. 
ray re heel. Made 12-8 Wingfoot rubber heel. 130 last. 
— Made in both welts and McKays. 





No. 322—Patent gore pump. 12-8 No. 325—Patent two-strap with side 
Wingfoot rubber neat 130 last. cut-out. 7-8 Wingfoot rubber heel, 132 
Made in both welts and McKays. last. Made in both welts and McKays. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


ade Jn the Pine ‘Tree State 
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NTEREST your customers 

with new designs in felt foot- 

wear. By carrying Snug-lers 
you can increase your profits 
with novel, appealing styles. 








Here is the new Snug-lers for 
women, one of the many recent 
additions to the line. Dainty 
and colorful, this slipper attracts 
women buyers. Besides women’s 
footwear, there is a wide variety 
of Snug-lers for women and 
children, with a good range of 
shapes and colors. 


In addition to their constantly 
fresh modes and pleasing appear- 
ance, Snug-lers have unusual 
wearing qualities. Dealers who 
sell Snug-lers are rapidly building 
felt footwear business. 


United States Rubber Company 





SNUG-LERS" 


When writing to Unirep States Rusper Company please mention Boot and Shoe Recorder 
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IN STOCK 


BALLET SLIPPERS 


BLACK GLAZED KID 
B102—Scft Tce 






Child’s Misses’ Women’s 
6-11 11%-2 214-8 
$1.30 $1.35 $1.45 

B106—Hard Toe Prof. 
Child’s Misses’ Women’s 
6-11 11%-2 214-8 
$2.60 $2.65 $2.70 


GYMNASIUM OXFORDS 


BLACK GLAZED KID 
B205—Elk Soles 


Women’s Men’s Boys’ 
2%-8 6-11 14-54% 
$1.05 $1.15 $1.05 

B203—Chrome Soles 
Women’s Men’s Boys’ 

244-8 6-11 1%-5% 

$1.35 $1.50 $1.40 





Schwartz & Herder, Inc. 


Manufacturers of Ballet and 
Athletic Footwear Exclusively 


241 No. Eleventh Street PHILADELPHIA, PA. 











“Smooth Inside as @ Miller’s Wing” 


NEW BLUCHER MOCCASIN BOOT 
For Little Gents and Boys 
Carries a Waterproof Sole. In Choco- 
late and Tan Elk. 

660—Tan, 650 Choc. Little Gents’, 
a, ea eer $2.40 
661—Tan, 651 Choc. Boys’, 1-6 2.85 
In Stock 








. MILLER’S ARE GOOD VALUE 

The outward appearance of this shoe—its 
desirable features of flexibility, sturdiness and 
repair-ability—is but part of the story. The 
requests from wearers for “more like these” is 
what’s building this business. 

Samples of this satisfactory line will be gladly 
sent. 


MILLER SHOE COMPANY 
J. E. DAY, Mer. 
SALEM - - : MASS. 


Sample Room, 110 Summer St., Boston, Room 22 
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“FIOSTERI ” 
eA (ontact Point of Profits 


As the crystal detector of a radio instrument is the vital contact point between 
the great world of sound waves and your ear—so has ‘‘Hosiery” become the 
valuable contact point between your cash drawer and all that the leading hosiery 


manufacturers can do to fill it. 


selling, or plan to sell, hosiery. 


eo OLLI PM OL @Heliieniiiiiiieniiiiiiieliin 


Each month its standing becomes higher and more authoritative. 
for this‘reason it is more worthy of your careful reading and thought. 


ECORD 


THE GREAT WATIONAL 


“Hosiery” is a distinct department of the Boot and Shoe Recorder and is the only 
medium which concentrates on making itself useful to shoe merchants who are 


Each month 
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SHOE WEEKLY 


When writing to the above advertisers please mention Boot and Shoe Recorder 
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STURDY SHOES FOR FALL 


IN STOCK 





DUNDEE LAST 






Stock No. 466 
Gallun’s Black Viking Oxford. 6 — patie, Double Sole, 


Wingfoot Flange Heel. B, C, and D Wide............... $5.75 
Stock No. 566 

Creese & Cook Tony Tan Oxford. 6 Rows Stitching, Double Sole, 
Wingfoot Flange Heel. B, C, and D Wide ................ $5.75 





DUNDEE LAST 
Stock No. 562 
Creese & Cook Tony Tan Oxford. 6 Rows Stitching, Heavy 
Single Sole Wingfoot Heel. A, B, C, D, and E Wide. ....... $5.50 
Stock No. 462 


Black Imp. Bded. Oxford. 6 Rows Stitching, Heavy cans ae 
Wingfoot Heel. A, B, C, D, and E Wide................ 


THE DALTON CO., ii 
BROCKTON, MASS. 


BOSTON: 183 Essex S 
GEO. J. LOVELY, GEO. W. MANSON, JR. 


CHICAGO: 1618 Republic Bldg. 208 S. State St. 
saw YORE: of bray oll 
GEO.S.DYER 
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Soft Sole Shoes 


for Women 












MW 
COUNTER, SOLE LEATHER’. 
EMPERED STEFL SHANK. 





hesitates 

NHERSOLE, FRMSTRONG CORK} 
mM ONG CORK. 

TREATEO FELT CUSHION 5 “BSTEP TOGETHER 


ee 
Softness Against Sole of Foot 


I Know These Shoes—You Do Not— 
Read My Story 


For three months I have consistently advertised showing 
the construction of the BAKER "LTH SHOE. Every live 
merchant looking for “at once” business and a solid 
foundation for future business founded on common sense 
facts, should consider these proof positive selling points 
of all BAKER "LTH SHOES: 


1. The process of making the BAKER 'LTH SHOE is unlike that 
of any other Goodyear Welt Shoe made. 

2. The outersole is a first grade selected Union. 

3. The filler does not lump. We use a treated wool felt filler as a 
filler instead of ground cork. 


4.-The burning sensation on the sole of the feet is eliminated. Our 
Armstrong Cork innersole is a non-conductor of heat, cold and 
dampness. 


5. No callousing on 1 the soles of the feet. Our live wool cushion, 
covered by sheepskin selected for softness and cleanliness, retains 
its life to the entire end of the service of the shoe. 


6. Resiliency. Combining the three actual points—treated wool felt 
filler—Armstrong Cork innersole—live wool felt cushion—the 
entire foot and body is given a positive spring—a shockless re- 
bound that has never been equalled in the making of shoes. 


There is going to be only one dealer for BAKER "LTH 
SHOES in each city or town. Write immediately—your 
rival may get the jump on you. Shoes retail at $7.00 to 
$9.00. Real profit. 


Write me personally for samples and prices. 


A. J. McNULTY, Sales Mgr. 


J. H. BAKER CO. 


117 Lincoln Street 33 3 
Factory at Beverly, Mass. 


















Boston 
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The Lane Technical High School 
Basket- Ball Team of Chicago, win- 
ners of the city championship. All 
wear Keds. 


This crack basketball team wins a 
championship on Keds 





In a letter signed by every mem- 
ber of the team, these champions 
say, The floor-gripping ability of 
Keds was largely responsible for 
the successful season we have just 
completed.”’ 


“The floor-gripping ability of 
Keds’’—that’s why every basket- 
ball year wins new friends for Keds. 
Here are shoes that meet every 
basketball need. The thick, rugged 
soles grip on any playing surface. 
The strong canvas uppers are long- 


wearing and cool. A double foxing, 
extending from toe to shank on the 
inside of the foot, protects the shoe 
from the strain of dragging the toe. 
No wonder Keds are the choice of 
players who know good shoes! 


Thousands of basketball teams 
will soon be buying equipment— 


_and Keds. This year more Keds 


will be sold for basketball and in- 
door sports than ever before. A 
line of athletic Keds will bring you 
big winter profits. 


United States Rubber Company 





Keds 








Trade Mark Reg. U. S. Pat. Off, 





When writing to Unirep States Rupper Company please mention Boot and Shoe Recorder 
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How to Impress Public by Window Displays 
of Canvas Models 


Surroundings Suggestive of Fall an Effective Way of Featuring 


ERHAPS the most effective 
Pe of the retail shoe mer- 
chant in reaching the public 
with canvas footwear at this time 
of the year is through the window 
trim. It’s true that a great many 
more will know about your store if 
you advertise consistently in the 
newspapers, but the significance of 
a seasonal window display featur- 
ing canvas shoes is more pro- 
nounced than an ad. When one wit- 
nesses a display of canvas shoes 
surrounded by scenery typical of 
the fall season an impression is 
made where the message carried in 
newspaper type cannot register as 
vivid a picture. 
A display of canvas models with 
a background and surroundings 
typical of fall, and suggestive of 
occasions where the shoes can be 
worn, will be much more effective 
than merely a pair of canvas styles 


Rubber Solid Shoes 


placed here and there in a window 
mixed up with other types of shoes. 

It isn’t necessary that a great 
amount of expense be met to put 
across the idea of a “Fall Display 
of Canvas Shoes.” A scattering of 
brown leaves will help out a great 
deal. If you consider it a better 
merchandising idea to suggest the 
gymnasium as the environment to 
go with the wearing of rubber soled 
shoes, a basketball, volley ball, In- 
dian clubs, dumb bells, wands and 
other incidentals can be used as 
part of the window display. Canvas 
shoes placed about the gymnasium 
apparatus will hook up well with 
this type of display. 





Blyn Store Sells Luggage, 
Purses, etc. 


New York, Oct. 14—The interest- 
ing experiment of carrying lug- 


A typical window, suggestive of the fall season, and showing that rubber 
canvas footwear is very suitable for school wear. The school desk and 


chair and leaves go well together in putting across the seasonal atmos- 


phere. This is a photograph of the Keds’ window display at the United 
States Rubber Company’s general offices in New York City. 


gage, purses and similar articles as 
a side line to shoes in a retail es- 
tablishment is being conducted in 
the I. Blyn & Sons store here on 
West 34th street, near Seventh ave- 
nue. The new lines were added re- 
cently, and, according to Henry 
Blyn, the project is still in an ex- 
perimental stage. The initial pur- 
pose in putting in these additional 
lines was to utilize the extra space 
that the store contains. The store is 
quite large and occupies almost the 
entire building which I. Blyn & 
Sons erected a couple of years ago, 
adjoining the new R. H. Macy & 
Company annex. 

The heavy luggage is carried on 
the second floor, and the handbags, 
purses and smaller articles of a like 
nature are placed on the ground 
floor. One inside show case and a 
portion of the front display win- 
dows are given over to showing this 
merchandise. 

“If the experiment is successful,” 
said Mr. Blyn, “we probably will 
add these lines in our other stores 
where we have space for them. It 
is too early, however, to judge 
whether these new lines are suc- 
cessful or not.” 

It. is recalled that the Hanan 
stores here added a line of gloves 
a couple of years ago. The line has 
since been dropped. The ‘Adler Shoe 
Company stores also carried men’s 
gloves a year or so ago. 


Admit Philpott to Firm 


Elryia, O., Oct. 10—Robert Phil- 
pott was recently admitted to the 
firm of G. W. Philpott, shoe mer- 
chants. It was 102 years ago that 
Robert Philpott’s great-grand- 
father established the shoe store, 
making and selling shoes. The Phil- 
pott store has subscribed for the 
Recorder for more than 40 years. 








Lorain, O., Recovers 


O., Oct. 9—Merchants 
here joined together and held a 


Lorain, 


three-day “Return to Normalcy” 


‘ event. The motive of the merchants 


was to impress the public that the 
stores had recovered from the seri-" 
ous effects of the June tornado. 
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St 
Told by STETSON DEALERS 
NATIONALLY 

CH. 
Hi October 6, 1924. chant: 
OW week 
The Stetson Shoe Company, 11, an 
South Weymouth, Massachusetts esting 

STETSON Gentine: wt 
We received the final shipment of Wo- . «i 
men’s and Men's Snappy Ties, and we After 
a4 ” have just this much to say, that had we evides 
SN APPY TIES not purchased the Snappy Tie Proposition sahene 

across the board, we never would have may 
made the increases that we have shown in witho 
cc ” the past thirty days. For 

SN AP l P S ALES The women especially have tired of straps age 
and cutouts and the Snappy Tie Proposi- broug 
tion arrived at an opportune time, the there 
something different that is exclusive, well the e 
tailored and dressy, and they have taken popul. 
the women in the city of Dayton by storm; just | 
in fact, we feel that having Snappy Ties mand 
we have put one over on competition. It is firmly 
a pleasure to sell them as they are pleasing lighte 
to the eye and fine fitters, as they give the _ Noi 
same protection and comfort as oxfords itself 
plus the stylish effect that can only be had pattel 
in Snappy Ties. lengtl 
Merchants who have not purchased the a. 
Snappy Ties are losing a wonderful op- ond t 
portunity of increasing their business and ine 
should take advantage of Dept. 5. ishing 
With best wishes for your continued suc- there 
cess, we are for tl 
Yours truly, and t 
Tue Bucx-Gutwein SHoz Company — 

Per Tnzo Gutwein, President yee 

strip 


youns 


“Get Stetson a 
Snappy Tres” s 
THE STETSON SHOE COMPANY Ht 


INC. de] 
SoutH WryMoutTH, Mass. 





They’ve Got to be “Stetson” to be “Snappy” of 
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Strength of Tan Feature 
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of Chicago Retail Trade 


CHICAGO—State street mer- 
chants report a most favorable 
week during the week ending Oct. 
11, and there have been many inter- 
esting features disclosed. Tan foot- 
wear has apparently hit a stride 
that will carry it well into the 
spring season. It was hard to start. 
After commencing, it showed little 
evidence of growing to any really 
interesting proportions, but now it 
may assume almost any volume 
without surprising anyone greatly. 

Fortunately enough for the aver- 
age merchant, the tans were 
brought out early enough so that 
there was ample time to see that 
the extreme shades would not be 
popular and in plenty of time to ad- 
just the color to the popular de- 
mand which has settled itself pretty 
firmly on the medium shade of 
lighter tan. 

Nor has this popularity confined 
itself to any one pattern or type of 
pattern. It seems to run the full 
length of the women’s footwear 
field—from the strip pump through 
the tie and gored effects, cut-outs 
and right into the plain four- and 
five-eyelet oxford without dimin- 
ishing its favor. Plainly enough 
there is going to be a set demand 
for the lower shoe. The gored one- 
and two-eyelet ties with the small 
tongues and low throats are un- 
usually popular, running a very 
close second to the demand for the 
strip and bow pump among the 
younger folks. 





Salesmen Wear High 
Shoes 


John Spalo, buyer of. the 
Hub Clothing Company’s shoe 
department, announced a 
short while ago that, begin- 
ning with the first of October, 
every clerk in his department 
was going to put on high 
shoes and sell them by sugges- 
tion as well as orally. Last 
week Mr. Spalo said his de- 
partment’s sales were 38 per 
cent high shoes for men, and 
that the percentage was going 
to be pushed up past the 60 
per cent mark before the first 
of November. It makes the 
sale of the “extra” pair easier, 
too, according to Mr. Spalo. 














Tans Help Extra Sales Plan 


Among more matured women the 
gored oxford and the cut-out ox- 
ford in all of their various combi- 
nations are most popular, and the 
plain four- and five-eyelet oxford 
has almost returned to its original 
staple favor. Patents, black calf, 
and black satins still hold a strong 
place in selling, however, and by no 
means can it be assumed that their 
hold on the public’s favor will be 
lessened. The rising popularity of 
the tans have only served to create 
the sale of additional pairs of shoes 
and still will be the means of mak- 
ing the “extra pair” sale for all 
shrewd merchandisers. Where a 


a 


‘T7 





pair of tan shoes is sold, it is not 
a difficult matter to force the sale 
of a pair of black leather or satin 
shoes with the suggestion that the 
tans have a very definite place in 
the style scheme and that place is 
daytime wearing. 


Men’s Business Improves 


The men’s business generally, 
which hasn’t been up to standard, 
has taken on some additional activ- 
ity, and men’s shoe stores and buy- 
ers are beginning to feel less un- 
certain of fall purchases. Tan 
shades are following the popularity 
of the tan leathers in the women’s 
field and there has been a noticeable 
increase in the call for the lighter 
shades. Heavy grained leathers still 
remain somewhat dormant and will 
as long as the present spell of mild 
weather holds. 





Men’s Buying Needs Impetus 
in the St. Louis Stores 


ST. LOUIS—Encouragement can 
be taken from the report of the 
retail shoe business for the week 
ending October 11, in which a num- 
ber of retail shoe merchants found 
business as good or better than the 
previous week. This optimistic 
sentiment was created in spite of 
the fact that the weather was of a 
summer variety. 

The women have kept their faith 
in the belief that new footwear is 
essential and no complaints of an 
adverse nature are heard in this 
department. But mention the men’s 
shoe business and you'll open a dis- 
cussion that will make a political 
argument look like one of the old 
church reunions. The men’s shoe 
business is suffering. This opinion 
is unanimous. Is there no relief? 
The question comes back in a log- 
ical answer. Yes. The weather has 
not caused men to seek high shoes. 
When this change takes place the 
men’s business will increase. Cer- 
tainly, everyone is selling men’s 
shoes and a fair volume, but the 
trend should be more brisk. A 
smart buyer said a pertinent thing 
which is a potent factor in this 
field: “All men have changed their 
straw hats, but are still wearing 
the same shoes.” 

Satin and Tan Calf Strong 

The style situation has experi- 
enced some little change, which for 
the most part was caused by the 
warm weather. Satin has increased 


to some extent in the call. This re- 
port was prevalent in all stores and 
attributed to the warm weather. 
Evidently this caused the slight 
slowing up in patent, but the fig- 
ure was small as to be almost negli- 
gible. Tan calf continues to be the 
most talked of material. No one 
can fit thescustomers he has for this 
material, and the consequence is 
that sales are being lost every day. 
Most of the merchants predict this 
condition will be corrected within 
ten days, and already some are 
questioning the demand for this 
material after all merchants have 
replenished their depleted stocks. 


Patent Trimmed with Colored Kid 


The patent and colored kid com- 
bination vogue is being bought by 
a great many of the smart buyers. 
Caution is being used as to the vol- 
ume of the orders until firmer 
ground is felt in this field. 


Scissors Fornis: Company 

Robert Scissors, well known in 
the retail shoe field, has just 
formed the firm of Robert Scissors, 
Inc., which will operate shoes de- 
partments in S. Schulz Garment 
Company, 714 Washington avenue, 
and Maurice Mendel, Inc., at the 
corner of 6th and Locust streets. 
Sol Fisher, formerly connected with 
the Fisher Shoe Company, will 
manage the department in the Men- 
del store, while Robert Scissors will 
manage the Schulz store. The offi- 
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output for 1924 is entirely sold! 

This is a record we feel proud of. It 

denotes a spirit of wholehearted co- 

operation on the part of our customers, which 

is extremely gratifying and which will urge us 
on to bigger accomplishments. 





But one season follows another, and our sales- 
men are now out in their respective fields show- 
ing the varied and, we think, even more attrac- 
tive line of “Snug-Fut” men’s, women’s and receny 


children’s slipper creations for 1925. the | 
Chica 


A card to us will assure you a visit from that — 


one of the staff who operates in your territory. hereti 


MR. F. J. PARTRIDGE, JR. pe 


Middle Western States Co., v 
Headquarters: 19 South Wells St., Chicago. trade 
nois, 


MR. M. RABIN, ra 
New England and South pearl 
Headquarters: 121 W. 19th St., New York threa’ 
now | 
MR. C. A. PRICE, — 
Pacific Coast — 


Headquarters: Pacific Bldg., San Francisco. 
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Novelty Slipper Co. 


121-131 W. 19th Street New York, N. Y. 


“Slippers of the Better Kind” 
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cers of the new company are as fol- 
lows: Jack Cohn, president; Simon 
Fisher, vice-president, and Robert 
Scissors, secretary and treasurer. 


Harry Meyer with Ross- 
Gould 


Harry Meyer, for many years 
advertising manager of Dittmann 
Shoe Company, which has retired 
from business, is now with Ross- 
Gould, an advertising company. 
Meyers is one of the veterans in the 
shoe advertising field and has 
gained many friends. 


Friedman Establishes 
Agency 


Louis Friedman has left the 
Samuels Shoe Company, where he 
has been advertising manager for 
the past few years, and has estab- 
lished the Friedman Advertising 
Agency. Friedman has had a broad 
experience with the Samuels com- 
pany and his friends wish him well 
in his new venture. 


Milbradt Co. to Make 
Rolling Ladders 


The Milbradt Manufacturing Co. 
recently purchased the business of 
the Bicycle Step Ladder Co. of 
Chicago, and in the future will 
make the Milbradt line of rolling 
step ladders, as well as its products 
heretofore made. 


Bob Duffy Getting Better 


Bob Duffy of Brauer Bros. Shoe 
Co., who is well known to the shoe 
trade in St. Louis, southern IIli- 
nois, northern Missouri and Iowa, 
has been confined to his home for 
the past month with a bad case of 
tonsilitis. He was for a_ while 
threatened with diphtheria, but has 
now passed the critical stage and 
hopes to be back on the road 
shortly. 


Operating at Capacity 

Thomas L. Mauldin, president of 
Creel, Mauldin & Chambers, Inc., 
has returned from a week’s visit 
with the company’s sources of sup- 
ply in upper and sole leathers. The 
plant at Highland, IIl., has operated 
fully every month this year, and the 
company reports order in hand suf- 
ficient to keep operations at ca- 
pacity. 

Wylie Creel, vice-president, is on 
the Pacific coast. He visited the 
company’s large customers in Kan- 
sas City, Omaha, Denver and Salt 
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Lake City en route. He will return 
Nov. 10. 


Show Big Gain 
Roberts, Johnson and Rand Shoe 
Company, branch of the Interna- 
tional Shoe Company, showed a re- 
markable gain in shipments during 
the month of September. The in- 
crease in September over the same 


79 


month in 1923 was $1,159,600. This 
is the gain for only one of the 
branches, while Frank C. Rand, 
president of the International Shoe 
Company, in a statement given out 
this week stated that the shipments 
of the company exceeded those of 
September, 1923, by $2,000,000. He 
further stated that business was 
satisfactory. 





Bronze and Brown Satins 
Selling for Evening Wear 


DETROIT—tThe year’s business 
to date was summed up by one mer- 
chant in this manner: “The first 
three months of the year were sat- 
isfactory in every respect. The in- 
creases over a year ago were very 
good. The next three months, while 
not showing the large increases 
achieved in the first three months, 
were fairly satisfactory, showing 
slight increases. Then came the 
slump. Since July all the increases 
of the first six months have been 
swept away by decreases. Will the 
next three months show an increase 
or decrease? 

There is little change in condi- 
tions affecting styles, except that 
tan calf is gaining in popularity. 
Patent leather still leads as the 
favorite with women. Gore styles in 
some stores are selling in large 
numbers. H. Van Alstyne, manager 
of Hanan & Sons, reports bronze 





Balloon Oxfords Dis- 


play 

At the E. & R. Shoe Store, 
124 Michigan avenue, a part 
of one of the large windows is 
devoted to a display of a 
heavy type of oxford in black 
and light tan. This oxford has 
a sweeping, circular flare to 
the vamp at the sides and is 
of the pronounced brogue type 
with heavy punchings, some- 
thing unsalable a year ago. 
The toe is a full, broad style. 
Several balloons are confined 
within a net that reaches to 
the ceiling. An electric fan in- 
stalled below them keeps the 
balloons in motion, attracting 
attention to the display. The 
tie-up with balloon tires is 
also indicated by the use of 
show cards in which the tires 
are the decorations. { 

















and brown satins good for evening 
wear. Patents having the call for 
day wear, the good dresser natur- 
ally seeks something different in 
leathers for evening. A bronze kid 
slipper with beaded ornament in 
the form of a buckle effect is sell- 
ing very well. This style in brown 
satin is also finding favor. 


Blacks and Tans Are Leaders 


There is a noticeable absence of 
colors in the displays of the larger 
stores, black and tan being the only 
ones shown. Tailored effects lead in 
a very large proportion, although 
straps are not absent by any means, 
but are plainer than for several 
seasons. 

There seems to be a diversity of 
opinion regarding men’s styles. At 
Hanan & Sons’ there is a large 
proportion of high shoes being sold. 
At Fyfe’s and other stores there is 
a tendency towards the elimination 
of high-cuts from sales. At the E. 
& R. store, 124 Michigan avenue, 
where only men’s shoes in more 
popular prices are carried, 20 per 
cent of the sales are on high shoes. 


Levy Joins Kern’s 


Henry Levy, formerly assistant 
manager of the shoe department at 
Kline’s, has assumed the manage- 
ment of the women’s, men’s and 
children’s shoe department at 
Kern’s. Frank J. Burman, for 
eleven years manager of these de- 
partments, resigned October 1. 


Buckles Coming Stronger 


The buckle business is looking up 
in many stores. The plainer tailored 
styles are being brightened with 
buckles. It would appear from re- 
ports that there is a good business 
to be done in buckles by merchants 
who have the stocks with which to 
work. Cut steél buckles are being 
sold largely for day wear and rhine- 
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YOU and 
your profit 


What are you in the retail shoe business for? Just one 
thing---profit. 


That’s why you gather about you the necessary tools to 
work with, namely a store room, fixtures, stock and so 
forth. 


Assuming that you have the best available of each, still your 
profit is not assured. 


Profit, depends directly upon you---your good judgment, 
your buying knowledge and your merchandising ability. 


So---consider this: 


oa 
. 


ARCH RELIEF dealers make a steady profit. 
ARCH RELIEF wearers come back again and again. 
ARCH RELIEF shoes are perfect fitters. 

ARCH RELIEF shoes are finely tailored. 

ARCH RELIEF shoes are favorably priced. 


a nT Ww Pw 


ARCH RELIEF shoes improve the business of any good 
store. 


7. ARCH RELIEF shoes are carried in stock always. 


Drop us a line—we’ll give you particulars. 


The RILEY SHOE MFG. Co. 


COLUMBUS, OHIO. 





When writing to Tue Ritey Suot Mre. Co. please mention Boot and Shoe Recorder 
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stones for evening slipper adorn- 
ment at the store of Alfred J. Ruby, 
Inc. Here two large cases are de- 
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voted to the display of buckles, 
facing each other just within the 
entrance of the store. 





Patent and Black Satin 
Favored in Cincinnati 


CINCINNATI—There was little 
change in the retail shoe business 
during the week ending Oct. 11. 
Some of the merchants reported a 
slight increase in business over the 
previous week. Most of the mer- 
chants are waiting for cooler 
weather for business to improve. 
Most of the merchants state that it 
takes cold, wet weather to force 
some of the people to buy their fall 
shoes this time of the year. 

Patent leather still holds the cen- 
ter of attraction in women’s foot- 
wear, with black satin showing an 
increasing demand within the last 
week. There is a steadily increasing 
demand for tan calf, and the mer- 
chants do not think that the peak 
of popularity for tan calf has been 
reached. 


Men’s Business Better 


The men’s shoe business has 
shown an improvement, and the 
stores are reporting more sales on 
black. 


Potter Employees Meet 


The weekly meeting of the Pot- 
ter Shoe Co. was held Tuesday, 
October 7, and was given over al- 
most entirely to the reports of the 
Suggestion Sales Contest. A sum- 
mary of all reports showed that the 
Reds were ahead at the end of the 
first week in number of sales made, 
and in dollars and cents. The first 
week of this contest showed a vast 
improvement over the correspond- 
ing week of the contest held in 
June. Ralph H. Jones of the Ralph 
H. Jones Advertising Agency, then 
showed a film that brought out the 
point that every purchase was 
brought about by advertising of 
some kind. 


Business Improvement 
Noted 


The monthly business review of 
the fourth Federal Reserve Dis- 
trict gave a report on the boot and 
shoe production as follows: “Dur- 
ing early September, there was a 
moderate increase in activity in the 
boot and shoe trade, and reports 
from manufacturers in the fourth 


district indicate that business was 
fairly satisfactory in August and 
has improved noticeably during 
September. The optimistic spirit 
which was in evidence a month ago, 
however, appears to have been 
somewhat tempered, due to the fact 








EDGAR K. WOODROW 


Edgar K. Woodrow has joined 
the Prather Allen Advertising 
Agency of this city. For years 
he was sales and advertising 
manager for the Krohn-Fech- 
heimer Co., and enjoys wide 
experience. The Prather Allen 
agency is the representative 
agency for the Julian & Ko- 
kenge Co., manufacturer of the 
Foot Saver shoes. 





that the improvement anticipated 
at that time has been slow in 
coming.” 


Selling Ideas in Issue 


The “Foot Saver,” a house organ 
published monthly by the Julian & 





Many Styles Selling 


The trend of style is still 
divided over various patterns. 
Practically every style that a 
merchant has on hand is sell- 
ing. The popularity of the 
pump is marked. They are re- 
ceiving more calls from the 
customers, and the evidence 
of this is being shown by the 
number of pumps appearing 
on the streets. 











Kokenge Co., makers of the Foot 
Saver Shoes, vontains many valua- 
ble ideas. An article, “Too Expen- 
sive,” answers the most common 
objection that is made by cus- 
tomers, “The price is too high.” 
They cite eight good reasons why 
the price is right. In another arti- 
cle, “Custom,” they state that it 
saves time for a salesman to try 
both shoes on a customer at one 
time, as when a customer has on a 
new shoe and an old one at the 
same time, she is comparing the 
comfort, and tries on many more 
shoes, endeavoring to get the same 
comfort that her old shoe gives her. 


Weil Joins Duttenhofer 
Branch 

Ralph Weil, formerly of the Arch 
Triumph Shoe Co.. of Cincinnati, 
has been appointed assistant sales 
manager for the Val Duttenhofer 
Sons Branch of the United States 
Shoe Co. He will assist E. A. 
Daniels, sales manger. Mr. Weil has 
had years of experience in the shoe 
industry. 


Henry Meis Returns 

Henry Meis, president of the 
Chas. Meis Shoe Co., recently re- 
turned from a year’s trip around 
the world. Mr. Meis touched almost 
every point of importance in the 
world, especially the Orient where 
he spent some little time. 





Warm Weather Retards 
Interest in Fall Styles 


LOS ANGELES—A period of 
very warm weather here has sharp- 
ly curbed interest in women’s fall 
footwear. A survey of the stores 
finds business only fair, but with 
an optimistic feeling prevailing 
that a good season is ahead. 

Tans in calf are extremely popu- 





lar, and are conspicuous in every 
window display. They are more in 
demand this season than ever be- 
fore. The opera pump leads, but 
strap and gored patterns are also 
very good. There is quite a demand 
for velvets, but while some mer- 
chants are putting in a complete 
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CROBA> 


DOUBLE WELT 


SHOES 


Fill In Those Stock Gaps 


HEN your shelves are kept well filled with al/ in-stock sizes of ACROBAT 

“Double Welt”’ Shoes there will be no necessity for you to disappoint a customer, 
to make her wait, or to lose a sale. You will always be able to furnish just the size and 
style of Acrobat which a mother may wish for her child. 


First appearances always count either for 
or against you in making a permanent 
customer out of a shopper. Be sure that 
the impression of every newcomer who 
enters your store will be the best possible, by 
being'prepared at all times tofill her wants. 


“Acrobat” advertising is presenting a won- 
derful opportunity to build up a more 
profitable children’s shoe department. If 
you are not already an “‘Acrobat”’ dealer, 


write for our proposition today. It will 
pay you well to do so. We gladly furnish 
established ‘‘acrobat’”’ dealers with all 
necessary advertising helps for window 
display and local advertising, upon re- 
quest. 


Check over your ‘“‘Acrobat”’ stock with the 
aid of our new fall catalog, F—24, and order 
the needed sizes and styles to fill in those 
stock gaps. 


October 18, 1925 


busin 
good. 
Laird 
some 
paten 
buckl 


Mahogany Calf, 
3% Fox Lace, Imi- 
tation Tip, Oak 
Sole, Spring Heel. 
In Stock: 5-8, C, 
D; 8-11, B, C, 
D; 11%-2, B, C, 
D, 


Mahogany Calf, 
FullQuarterLace, 
Soft Toe, Buck 
Chrome Sole, 
Spring Heel. 

In Stock: 3-8, C, 
D. 
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line of these, others are more cau- 
tious, believing that the satin bro- 
cades will be more popular and take 
their place. They state that their 
past experience with velvets does 
not warrant buying heavily. Ox- 
fords with high and low heels in 
patent and tan are good. Buckles 
are becoming more popular. 
Wolfelt’s Bootery on Seventh 
street is showing some attractive 
styles in tan calf pumps with Span- 
ish heels. Some of these carry a 
small bow or frill of beaded leather. 


Baker Says Tan Calf, Too 


Mr. Green, manager of the C. H. 
Baker Seventh street store, says 
tan calf models are leading shoes 
at the present time, and they are 
not able to keep enough of them on 
hand. Satins and patents will lead 
straight through for winter wear. 
C. H. Baker is on a buying trip to 
the eastern markets. 


Wetherby-Kayser Store 
Very Busy 


Mr. Bush at Wetherby-Kayser’s 
new store reports that in spite of 
the hot weather and lack of rain 
business has been exceptionally 
good. The store is showing some 
Laird Schober models in tans, and 
some attractive new fall styles in 
patent and satin, ornamented with 
buckles. 


Says Business Prospects 
Are Extremely Bright 


In a statement of business con- 


ditions in Southern California, 
Joseph Caunt, vice-president of the 
Pasadena branch of the Security 
Trust and Savings Bank, reported 
that section to be one of the 
“brightest spots in the country 
from the point of view of prosper- 
ous business activity.” 

Mr. Caunt says, in part: “Retail 
trade, an excellent barometer of 
general business in Los Angeles, 
during the first seven months of 
this year was 12 per cent greater 
than the corresponding period of 
1923 as measured by the volume of 
sales of leading department stores. 

“In Los Angeles, the capital of 
the area known as Southern Cali- 
fornia, business continues at a high 
level, comparing favorably with the 
unprecedented records in every line 
established during 1923. Huge proj- 
ects are on foot for greater expan- 
sion towards what will be one of 
the greatest centers of population 
—with everything that means—in 
the United States.” 


* 
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Tan Shades Preferred by 
"Frisco Men ahd Women 


SAN FRANCISCO —Tan calf 
shoes are having a big run. The 
Emporium, the Frank Werner 
store, Sommer & Kaufman, the 
Bootery, the Hanan Shoe Store, 
Hamilton’s and other leading shoe 
stores and departments are all dis- 
playing tan shoes for women and 
men. 


White Succeeds Wolfelt 


Fred E. White, new president of 
the C. H. Wolfelt Co., recently re- 
turned from New York. At a direc- 
tors’ meeting held in New York in 
early October, Mr. White was 
elected president to succeed C. H. 
Wolfelt, the retiring president. 


Louis Co. Sells Out 


The Louis Shoe Co. of San Fran- 
cisco, Oakland and Sacramento has 
gone out of business, and the Al. A. 
Rosenbush Co. has taken over the 
stores. The name of the San 
Francisco establishment has been 
changed to the Boston Shoe Store. 
The Oakland and Sacramento stores 
will remain for the present under 
the trade name of the Louis Shoe 
Co. 


Boston Store Opens 


The San Francisco store, which 
had its opening on October 6 under 
new management as the Boston 


Shoe Store, is on the fourth floor in 
the Pacific building. This is in the 
block with Sommer & Kaufman, 
Hamilton’s, the Walk-Over Shoe 
Store, the Frank Werner Store, the 
C. H. Baker Store, the Philadelphia, 
the Emporium and the future loca- 
tion of the new Regal Shoe Store. 

H. H. Grossman is manager of 
the present Boston Shoe Store, and 
he stated that an advertising cam- 
paign has been started in all the 
papers of San Francisco. 


Managers Are Optimistic 


Bringing back accounts from the 
East of business picking up, both 
in the factories and in retail trade, 
Harold Katschinski, manager of the 
Oakland store of the Philadelphia 
Shoe Co., and Frank O’Brien, buyer 
for the Market street store of the 
firm here, recently returned from 
Boston and other style centers. 


Hamilton’s, Inc., Busy 


Alexander C. Hamilton of Hamil- 
ton’s, Inc., was in Los Angeles re- 
cently, where he was in conference 
with his brother. The policies of the 
San Francisco and Los Angeles 
stores are discussed at frequent 
meetings held by the Hamilton 
brothers at one or other of the 
stores. Hamilton’s in San Francisco 
has built up a good men’s trade. 





Need of Brisk Weather 
to Stimulate Retail Trade 


MILWAUKEE — Business in 
shoes stores was fairly good dur- 
ing the week ending “ctober 11, 
and in the majority of cases totals 
are running about even with last 
year. Local merchants state, how- 
ever, that conditions have not 
been unusually brisk and a period 
of cold snappy weather would 
bring about a great improvement. 
At present people are deliberate 
about buying and popular styles 
show little change. “It is a con- 
servative buying that is going on 
now,” states one merchant. “Peo- 
ple are turning their money over 
several times before they spend 
it and they want to see something 
for their money. They are not run- 


ning after crazy styles, but they 
want plain, serviceable shoes.” 


Patents Hold First Place 


Patents are leading in semi- 
dress styles, although satins are 
also moving. One high-class store 
reports the popularity of a one- 
eyelet tie with high heel which 
is showing up very well in patent 
and satin. Plain pumps, or those 
with small tailored bows, are also 
good and oxfords with cut-out de- 
signs are active. Tan calf is still 
prominent for street shoes in 
styles with medium or low heels, 
and southern ties continue in pop- 
ularity. One large department 

(Continued on page 88) 
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LITTLE JOURNEYS TO AND FROM FAMOUS PLACES 
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Long Wha ‘J —It was here that the King’s red-coats landed to enforce obedience from 
the contrary colonists. The pier extended some two thousand feet into the bay. Boston of 


today has many miles of wharves and railroads to carry its manufactures over the world. 
None of its products illustrates the excellence of New England manufacturing better than 


our three famous brands of rubber heels, Bull Dog the highest grade, Vim a splendid value, 
and Ever Grip popular priced for popular priced footwear. 


*BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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Steady Progress Apparent 
in New York Shoe Stores 


NEW YORK—Fall business in 
the retail shoe field here is pro- 
gressing steadily, and although 
there is no record-breaking volume, 
the consumer buying is more even 
than it has been for some time. In- 
stead of the spurts and recessions 
that have been the rule until lately, 
consumers now seem to be buying 
more evenly, which, according to 
most merchants, is making for a 
more stable business all around and 
if it continues will enable the retail 
merchant to judge the volume of his 
demand more closely than he has 
been able to do in the recent past. 

Another good feature of the busi- 
ness at present is that the demand 
is spread over a rather wide vari- 
ety of style, no one pattern stand- 
ing out as a leader. With this con- 
dition the stock on the shelves of 
the retail stores is much more sal- 
able than if only one type or style 
of shoe were in demand. In the 
main, straps, gorings and pumps 
are selling about equally well, with 
the latter, if the sailor tie and 
small-tongued types are included, 
apparently having a slight edge on 
the other two. Sailor ties are going 
very well, and some merchants, who 
are inclined to think of styles a 
long way ahead, predict that it will 
carry through next spring. 

Gypsy toe patterns, in both but- 
toned strapped and goring styles, 
have returned and are meeting with 
fair success. J. & J.- Slater are 
showing a new pattern of this type 
with a small tongue, and carrying 
an overlay panel decoration on 
either side of the instep in con- 
trasting leather. The shoe is shown 
in a wide variety of materials. 


Buckles Selling Freely 


The current season promises to 
be a record-breaker in buckles. In 
some stores, where shoes have not 
been moving any too well, an ex- 
traordinary business on buckles is 
being done. Rhinestone and cut 
steel buckles, in both large and 
small types, are moving equally well. 
Almost any kind of a pretty buckle 
is salable now. 


New Pebbled Leather 
Hanan & Son have developed a 
new leather for men’s shoes and are 
exploiting it widely in their stores 
here. It is termed “Polo Grain,” 
and appears to be a grained leather 


with a finer pebbling than in the 
usual Scotch grain. Scotch grains 
are going much better in men’s 
shoes, with the advent of colder 
weather, and probably will sell 
much stronger than they did last 
winter. The smooth leathers are 
still good, however, and some mer- 
chants report a continued demand 
for the extremely light weight 
shoes that were introduced early in 
the summer. 


Russek’s Has Shoe Depart- 
ment 


Russek’s women’s specialty shop, 
Fifth avenue, which recently moved 
to a remodelled store in the old Gor- 
ham location, have added a shoe de- 
partment, carrying the product of 
the I. Miller & Sons factory. In the 
initial display one shoe was shown 
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Tan Calf Very Good 


Practically all stores are 
laying great emphasis on the 
variety of materials. In win- 
dow display and advertise- 
ments, the fact is stressed, 
usually, that one pattern may 
be contained in several differ- 
ent materials, such as patent 
leather, satin, black and 
brown calf and occasionally 
kid and suede. 

Patent leather is still the 
leading material, but calfskin 
is growing stronger daily. The 
tan calf vogue is gaining new 
ground constantly and retail 
merchants, in most cases, can- 
not renew their stocks of 
them fast enough to satisfy 
the demand. Many sales are 
being lost because of this. 











made of white kid and almost com- 
pletely covered with rhinestones. 





Retail Trade in Boston 
on Fairly Steady Plane 


BOSTON—There were no mark- 
ed changes in the retail shoe con- 
ditions during the week ending 
Oct. 11. Shoe merchants reported 
volume of business did not show 
any decided gains. “We’re getting 
our share,” is the way several 
store managers express the trend 
of both the men’s and women’s 
buying. This would indicate that a 
steady stride has not yet been at- 
tained in most of the stores. Styles 
remain the same. 

The strength of black is em- 
phasized in the promjnence given 
to this color in the display win- 
dows of all grades of stores. Pat- 
ent, calf and suede are prominent- 
ly shown in straps, concealed gor- 
ings and pumps. 

Although tan calf is selling very 
freely, evidently it has not reached 
the great degree of popularity 
here that marks its reception in 
other cities throughout the coun- 
try. However, it promises to be a 
very good number for some weeks 
to come. 


Buying Better Quality of Shoes. 

In the high grade stores vel- 
vets are not looked on with a great 
deal of favor. One manager re- 
ported he would sell some, but 
doesn’t plan to go heavily into the 


material. This same man stated 
he noticed a tendency on the part 
of his clientele to buy a better 
grade of shoe than heretofore. His 
prices range from $10 to $16. 

Several of the men’s stores in 
showing black and tan calf oxfords 
for fall are using figures of foot- 
ball players in the background as 
significant of the season. Orange 
and black crepe paper is used to 
brighten up the displays. Men are 
buying more of tan calf oxfords 
than black in the medium-priced 
stores. 


Merry-Go-Round for 
Hovey’s Department 


Manager Milton Plaut of the! 
C. F. Hovey Co. shoe department ' 
recently made some changes in his | 
children’s section as a measure to! 
increase volume of sales. A merry-, 
go-round was installed. It is eight ' 
feet in diameter, contains six seats! 
and is covered by a canopy. Al- 
though it doesn’t rotate it is sug- 
gestive of outdoor atmosphere and 
no doubt will be a big factor in 
setting the children at ease. The 
chairs resemble horses and an- 
‘imals and there is room beside the! 
seats for the parent to sit. : 

Fixtures for displaying shoes’ 
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GLASS CALF 


Now A National Name 








For Men’s and Women’s shoes 
of distinction. 


. Made in TAN, BROWN, RED 
and BLACK. 








BARNET 


LYNN 
LEATHERS 








FOR FALL and WINTER 
shoes, GLASS CALF is the 
ideal leather. 


It makes a friend of every 
wearer. 


J.S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 76 South Street 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS “TENRAB” 
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have also been added. Clowns, 
monkeys, seals and other animals 
are painted on the fixtures bear- 
ing children’s shoes. This scheme 
works in well with the merry-go- 
_round feature. 


Men’s High Grade Shoes 
Popular 


At the shoe department of the 
Continental Clothing Co., Manager 
M. W. McWeeney of the shoe de- 
partment states that men’s high 
grade shoes are selling exception- 
ally well. Light tan shades pre- 
dominate. A very fine business 
was transacted in September on 
clearing up odd lots of shoes at 
$4.65, $5.85 and $6.85, in connec- 
tion with a store-wide “Half Price 
Clothing Sale.” With this sale as 
a stimulus, business for October 
started with a “bang” and has so 
continued. 


Retail Offerings 


At the Walk-Over Shop, 170 
Tremont street, one of the very 
best sellers is the “Kiltie” tongue 
oxford, with buckle fastened strap 
at top, tip and 8/8 heel. This is 
popular in both tan and black. 

The front gore model in patent 
and black suede, with black calf 
trim and 10/8 heel, shows no 
sign of a cessation of popularity. 

A black blucher, three eyelet 
oxford, in tan and black, with 
buckle strap effect, in fall weights, 
is beginning to sell well; as also 
a new “Pug” oxford, three eye- 
lets, 8/8 heel, rubber toplift. This 
latter style is featured in both 
tan and black. 

The Jordan Marsh Shoe Depart- 
ment announced sixteen smart 
styles in women’s autumn foot- 
wear at $7.75. This assortment 
included twelve pump styles in 
patent, black or tan calf, black 
suede and black satin and four 
oxford patterns in black or tan 
calf or black suede. 

Teddy’s, one of the most active 
of the $5 stores, selling men’s, 
women’s and children’s shoes, ob- 
served its first anniversary and 
as a measure of drawing people 
into the house gave silk stockings 
to women making a $5 purchase. 

The E. W. Burt store featured 
Scottie, a men’s pattern in either 
black calf or light tan calf. It 
is a swaggery looking model, with 
shield tip, soft toe and sells at 
$6.50. 

The Hurley Store is showing 
many new models for fall. In its 


advertisement it stressed its broad 
line of men’s shoes were made in 
a variety of patterns. 

The Nunn-Bush store is enjoy- 
ing good success with its Marne 
pattern for men. It sells in tan, 
nut brown and black calf at $8.50. 

Coes and Stodder are featuring 
a man’s shoe on a French brogue 
last, soft toe, waterproof middle 
sole in both black and tan calf- 
skin at $7.50. Outer soles are 
overweight. 


Retail Salesmen Meet 


The Boston Retail Shoe Sales- 
men’s Association, Inc., held its 
first meeting of the fall season on 
Monday evening, October 6, the new 
president, Fred N. Greenwood, 


(Photo by Waid) 


FRED N. GREENWOOD 


President of the Boston Retail 
Shoe Salesmen’s Association, 
Ine. 


salesman at Thayer* McNeil Co., 
presiding. ; 

H. U. Kirwan of Henry H. Tuttle 
Co., re-elected treasurer, resigned 
on account of press of other duties, 
and the following were nominated, 
to be voted upon at the November 
3 meeting: Robert T. Wright, 
Charles Reynolds and James Creed. 
Mr. Kirwan was given a hearty 
vote of thanks for his splendid ef- 
forts in behalf of the association 
during the past year. 

A letter was read from Harold 
F. McNeil, treasurer of the Thayer 
McNeil Co., in reply to a very 
strong letter sent by the association 
asking that employers recommend 
every member of their store’s shoe 
sales force to membership. Mr. Mc- 


BOOT. .AND SHOE RECORDER 87 


Neil said that he would most cer- 
tainly be pleased if every member 
of the Thayer McNeil store’s sales- 
force would join the association. A 
very strong letter of endorsement 
of the association from J. J. Buck- 
ley, manager of Store 114, Regal 
Shoe Co., was also read. 

There were ten applications for 
membership. 

History of Association 

President Fred N. Greenwood 
gave a very interesting talk, in 
which he told the history of the 
association during its ten years of 
existence, paid a high compliment 
to’ “the fathers” of the organiza- 
tion, among whom he mentioned C. 
W. Pollock of Thayer McNeil Co., 
R. W. Daley, H. W. Currier of 
Walk-Over Boot Shop, Henry Dahl 
of Thayer McNeil Co. and Mr. Dug- 
gan of E. W. Burt Co., of its edu- 
cational work in salesmanship, and 
the beneficial advantages to the 
men and the houses for whom they 
sell shoes, through membership in 
the association. 


Inspirational Talk by Fred Small 

The speaker of the evening was 
Fred W. Small, shoe buyer and 
manager of the Gilchrist Co.’s shoe 
departments. Mr. Small had the un- 
divided attention of his audience of 
more than 80 men for over an hour, 
during which time he inspired them 
to more sales through timely sug- 
gestions. He explained to them the 
present day tendency of lower 
prices by cheapening shoes and 
stated that he did not believe the 
public would be better served, bet- 
ter satisfied, or more economically 
outfitted in any cheaper shoes than 
they have been wearing in the past. 

He talked “Shoes for the Occa- 
sion,” and urged the officers of the 
association to keep up their good 
work on educational lines. He com- 
plimented the association highly on 
its large attendance and further 
showed his appreciation of what 
the association is doing by himself 
becoming a member. His talk may 
be summed up as an inspiration ad- 
dress on “The Relation of the Shoe 
Salesman to the Shoe Buying Pub- 
lic, from the Standpoint of the 
Buyer and Manager.” 


Discuss Important Subjects 

The directors of the New Eng- 
land Shoe and Leather Associa- 
tion held their first 1924 fall meet- 
ing at headquarters, Wednesday, 
October 8th, with Vice-President 
Fred B. Rice presiding. The meet- 
ing was largely attended and a 
considerable number of matters 
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of importance to the industry 
were discussed and acted upon. 

Among these was the Child 
Labor Amendment to the Consti- 
tution of the United States to ap- 
pear on the ballot in Massachu- 
setts at the November 4th election 
as Referendum Question No. 7, 
and over which there is being 
waged a strenuous controversy. 

The subject was interestingly 
analyzed by Louis A. Coolidge, 
Treasurer of the United Shoe Ma- 
chinery Corporation, who was 
present by invitation, and also by 
several of the directors. 

The board voted unanimously 
against the amendment. At the 
same time it voted as a unit in 
favor on Referendum Question 
No. 6, “Shall Daylight Saving Be 
Retained by Law in Massachu- 
setts?” 

Other matters discussed includ- 
ed the Cuban shee tariff increase 
agitation, which threatens the 
American export footwear trade, 


and several transportation ques- 
tions. 

The directors also took appro- 
priate action on the recent deaths 
of Hon. William L. Douglas, Mr. 
George E. Belcher, President of 
the George E. Belcher Last Co.; 
Mr. George Hutchinson, of Hutch- 
inson-Winch, and Mr. Fred C. Von 
Der Heide, Boston Manager of 
the Armour Leather Co. 


Third Wilbar Store Opens 


Wilbar’s opened the third Bos- 
ton shoe store on Saturday, Octo- 
ber 11, at 455 Washington street, 
the former home of the Cutter 
Shoe Store. The new store is in 
the center of the business district, 
near the corner of Winter and 
Summer streets. Wilbar’s price 
is $6 for all men’s and women’s 
shoes. The other two stores are 
at 85 Summer street, Boston, and 
32 Front street, Worcester, Mass. 





Wide Toe Lasts Are Favored 
in Brockton Factory Output 


BROCKTON—In lines of men’s 
welt footwear going out from 
Brockton shoe factories for the 
spring and summer of 1925, ox- 
fords predominate. This is men- 
tioned with special reference to the 
line now being shown for the com- 
ing season by C. S. Marshall Com- 
pany’s representatives. The “Mar- 
shall-Made” line, which. is strictly 
a quality proposition, shows in the 
new lasts a tendency toward the 
wide toe and short vamp effects, 
also more spring lasts than hereto- 
fore. ‘This latter feature is one 
which tends to improve the fit, wear 
and looks of the shoe. There is a 
notable tendency towards lighter 
shades of upper stock, thus making 
a contrast to the black shoes and 
giving the dealer added selling op- 
portunities. There are some high 
shoes, mostly on the conservative 
type, as befits a high-grade line. 

The “Marshall-Made” line is 
strong in kid leathers, these mate- 
rials being used on the newer lasts 
in black and three shades of color. 
More kid shoes are shown than for 
several years past, it being evident 
that the young man has taken them 
up as a shoe which combines style 
and comfort. There is a good show- 
ing of domestic calfskin and some 
imported stock, with a lighter 
weight Scotch grain than in past 


seasons. In the colored stocks dull 
as well as bright leathers are used, 
making an effective contrast. Calf 
linings are the rule, with a few kid 
linings in black and colors. Good 
linings, this concern states, are an 
important feature of an oxford, in- 
asmuch as it helps prevent the 
breaking down of counters when 
the shoes are put on the foot fre- 
quently without the use of a horn. 
There are a number of lightweight 
oxfords and high shoes, the trend 
in this high-grade line being 
toward the light weight, conserva- 
tive type. 

There are about ten different 
styles of sport shoes, made up in 
one- and two-tone effects, including 
nubuck, buck and different colored 
calf leathers, with crepe, rubber 
and ivory soles. Summing up the 
“Marshall-Made” line, it may be 
said that the concern considers it 
to be, in shoemaking, leathers and 
all details, one of the best lines they 
have sent out during the past five 
years, and that they invite com- 
ment from discriminating mer- 
chants. 


Deal in Shoe Findings 


The Daly-Dodd Co. has been in- 
corporated with a capital of $10,000 
to deal in shoe findings and shoe 


machinery with location in Brock- 
ton. The incorporators are: Charles 
H. Daly, James F. Dodd and Ed- 
ward C. Daly, all of Brockton. 


Golden Anniversary Num- 
ber 

The latest issue of “Walk-Over 
Shoe Prints,” a magazine published 
by George E. Keith Co., is devoted 
to the recent golden anniversary of 
that concern. There are many pic- 
tures representing the 50th anni- 
versary celebration held in Brock- 
ton. Typographically and pictori- 
ally, this issue of “Walk-Over Shoe 
Prints” constitutes an artistic pro- 
duction which should be treasured 
by all its recipients as a valuable 
souvenir of a notable occasion. 


Increasing Its Capacity 


Hazen-Brown Co., long associ- 
ated with the production of shoe. 
manufacturers’ goods, with plant in 
Brockton, is increasing its produc- 
tion facilities by enlarging its 
power plant and utilizing added 
factory space. Max Brown, resident 
manager, says that the demand for 
Hazen-Brown products is showing 
a substantial increase from shoe 
manufacturers throughout the. 
United States. 


Retail House Closes 

The Metropolitan Shoe Store, one. 
of the oldest established retail con- 
cerns in Brockton, recently closed 
its doors. The business, which has 
been managed for many years by 
W. M. Dunbar, will be discontinued 
and the stock disposed of. 


Publicity for Ralston Shoes. 


At the recent Brockton Fair 
there were many shoe manufactur- 
ing concerns in Brockton and vicin- 
ity represented by exhibits and 
style show models. Churchill & 
Alden Co. went a step farther in 
publicity by placing in a prominent 
location an electrically lighted sign. 
This sign, in which the word “Ral-. 
ston” appeared as if in handwrit- 
ing, was about 60 feet long by 30: 
feet high and could be seen from 
every part of the grounds. In addi- 
tion to this electrical display, 
Churchill & Alden Co. placed a 
glass sign at the main entrance to. 
the grounds. The glass had a corru- 
gated background covered by rolled 
gold leaf with the edges of the let- 
tering beveled in effective contrast. 
Churchill & Alden Co. also had an 
original method of showing its shoe 
styles at the fair. In place of put- 
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ting them on the feet of young men, 
the shoes were displayed in a hand- 
some basket by an attractive young 
lady model in such a manner that the 
shoes were at all times displayed to 
those near the runway. A new style 


' of men’s evening oxfords entitled 


“Beaunash,” recently brought out 
in the Ralston line, was specially 
featured at the fair exhibit, and 
will be given extensive publicity to 
the trade. 





Lynn Reports Great Run 
on Tan Calf Patterns 


LYNN — Manufacturers are 
turning towards the year’s end, and 
are planning for next spring’s 
styles. The run on Russia calf 
gained such headway during Octo- 
ber that it looks like the leading 
thing in Lynn style developments 
for fall. Some buyers have been so 
eager to get shoes of Russia calf 
that they subordinated pattern 
value to color value and took ox- 
fords, ties or pumps, the only con- 
dition being that they should have 
the color and the grain of Russia 
calf. 

Another feature of Lynn’s shoe- 
making is the gain on welts, par- 
ticularly the improvement in welt 
shoemaking. This feature is not as 
conspicuous as is the development 
of patterns and colors. Neverthe- 
less, it is a factor of importance, 
particularly to those manufacturers 
who believe that improvements in 
welt shoemaking are going to bring 
about a larger demand for welt 
shoes, and who already report 
larger orders on welts. 


Style Facts 


Lasts continue round of toe, and 
short of vamp, and medium of heel, 
with some makers of pumps wish- 
ing for vamps of three inches or 








Pumps Going Freely 


A new development of pump 
styles is going on. Plain 
pumps and pump effect styles 
have sold this fall up to ex- 
pectations. One firm was 
forced to put in pump lasts 
and patterns. Designers, par- 
ticularly last modelers, are 
engaged in the task of whit- 
tling new models of pump 
lasts for next spring. The last . 
is the foundation of the pump 
that fits, and the last modelers 
believe that they can produce 
a pump last that will fit better 
than ever pump lasts have 
fitted before. 











more in length, instead of under 
three inches. Heels of wood main- 
tain their popularity, even with 
winter coming. Besides, there are 
new walking, sport and brogue 
style lasts. 

Patterns are in bountiful vari- 
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ety, spreading. over plain pumps, 
step-ins, gores, straps, ties and ox- 
fords and even a few boots. 

Materials continue as usual, pat- 
ents, suedes, velvets, satin and 
grain calf and kid, with the relative 
use of each being upset by the new 
popularity of Russia calf. 

Two opinions about mid-winter 
shoes there are among Lynn manu- 
facturers. One is that light and 
dainty shoes will continue to sell 
and will be worn under overshoes, 
which is a matter familiar to one 
and all. The other opinion is that 
there will be a gain on welt styles 
of shoes of such substantial con- 
struction that wearers of them will 
not be dependent upon arctics in 
ordinary winter weather. 





In Baltimore Indications 
Promise Good Fall Season 


BALTIMORE—The monthly re- 
view of business and agricultural 
conditions of the fifth district, 
which includes Maryland, reports 
that the volume of business done in 
September was on the whole about 
the same as that done during the 
same month last year with, how- 
ever, a marked evidence at present 
of conservation. The optimistic at- 
titude toward fall prospects was 
somewhat less marked in mid-Sep- 
tember, but there does not appear 
to be much real uneasiness over 
probable future developments. The 
disturbing feature in the present 
situation is the decrease in pur- 
chasing power of the district as a 
result of shorter yields in the three 
leading crops. 

Aside from the comparatively un- 
favorable prospects in the agricul- 
tural sections, other business indi- 
cators appear to justify expecta- 
tions for a fairly active fall trade. 

Wholesale trade reports show the 
usual increase in the volume of 
business. Shoe sales in August 
showed the largest percentage gain 
in comparison with July, increasing 
81.5 per cent. 





Plain Styles in Calf 


The tendency toward plainer 
shoes is manifesting itself to a 
marked degree in the early fall 
styles. Tan Russia calf is continu- 
ally gaining in strength. Patent is 
still the leader in materials and is 
made up in almost any style, high 
and low-heeled shoes, strap or gore 
pumps and plain operas. 


Velvets Make Appearance 


An interesting note in new shoes 
is a plain brown velvet one-strap 
pump with low Spanish heel. The 
latter is being shown in an exclu- 
sive Charles street store. Others are 
black velvet, also buff suede, plain 
opera pump with French toe, 19/8 
spike heel. 

Another new model is a black 
suede, broad strap with two but- 
tons, French toe, 16/8 covered 
Cuban heel, with collar and strap 
trimmed with black kid. It sells for 
$16.00. 


Men Favor Broad Toes 


Men’s shoes are moving rather 
slowly and sales are below that of 
last year. There is no brisk buying 
here. Broad soft toes, with or with- 
out winged tip, are in demand. The 
lighter shades of tan are very good 
and Scotch grain is the best of 
materials. 





Urner Bros. Closing 


Urner Bros., 111 E. Baltimore 
street, one of the city’s leading 
men’s shoe stores, are closing out 
their business and are disposing of 
their stock at reductions. 


Tellem in New Position 


Isadore Tellem, formerly with 
the Family Shoe Store, is now 
manager of the shoe department at 
“Little Joe’s,” operated by the S. 
Halle & Son Shoe Co. 
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permet solid tan color, that 
will not mark floors---the final an- 
swer to what constitutes the perfected 
composition sole. 


IT WILL NOT CRACK 
A worthy companion to RAJAH. 


Alfred Hale Rubber Co. 


Atlantic, Mass. 
Established 1837 


Laing, Harrar & Chamberlin 
Philadelphia, Pa., Distributors 
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In Haverhill Shoe Orders 
Coming in at Steady Rate 


HAVERHILL—Encouraging re- 
ports are made by Haverhill shoe 
manufacturers in reference to the 
business which is being received 
from wholesale and retail shoe mer- 
chants in all parts of the United 
States. Several of the concerns here 
are sold so heavily as to compel 
them to decline further orders for 
immediate delivery. Haverhill styles 
and shoemaking, backed by popular 
prices, are making an impression 
on the trade which assures the con- 
tinuance of present business. 

One manufacturer, in speaking 
of the trade situation, said: “It is 
up to us to supply the styles which 
the buyer can sell in his particular 
locality. That is a problem which 
Haverhill manufacturers in general 
are solving to the satisfaction of 
their customers. Constant contact 
with buyers is today’s method of 
selling shoes. Immediate business 
claims all our attention, and the 
hair trigger method of selling is 
the order of the day. If we have 
what the buyer wants, we get the 
business, but it is more difficult to- 
day than ever before to sell ‘just 
shoes.’ I think we are adapting our- 
selves to the changed methods of 
merchandising our products. This 
is demonstrated by the revival of 
business in Haverhill and the grati- 
fying contrasts shown in our fac- 
tory production as compared with a 
few months ago. With the revision 
of prices which has taken place and 
a renewed interest which buyers 
manifest in our lines, Haverhill is, 
in my opinion, looking forward to a 
period of prosperity.” 


Shoe Concern Incorporated 


F. E. Leavitt Co. is a new cor- 
poration formed for the manufac- 
ture of shoes in Haverhill. The cap- 
italization is $100,000. The incor- 
porators are: Forest E. Leavitt, 
Fred W. Woodman and Edward J. 
George. 


Insurance for Shoe Workers 

Members of the Shoe Workers’ 
Protective Union and their immedi- 
ate families are to be benefited 
from an insurance plan worked out 
by this organization. Under this 
arrangement, each member receives 
a $100 death benefit, with the privi- 
lege of increasing it to $500 by the 
payment of $1.80 a year for each 
additional hundred. This contract 


has been approved by the general 
council of the Protective Union, 
and has received the endorsement 
of the Massachusetts Insurance 
Commissioner. 
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Removal of Cut Sole House 


Howe & Fenlon, for many years 
conducting a cut sole business on 
Wingate street in Haverhill, are 
moving to a factory on Summer 
street, Boston. Members of the 
concern are Colonel T. D. Howe of 
Lawrence and E. J. Fenlon of Hav- 
erhill. 





High-Grade and Medium- 
Priced Shoes Going Well 


ROCHESTER—There is a better 
tone to business here, and mer- 
chants are much encouraged and 
feel that more seasonable weather 
will materially stimulate buying. 
While there is no present buying 
wave there are steady signs of im- 
proving conditions, and sales for 
the past week are somewhat better 
than they have been recently. Re- 
ports indicate that high-grade shoe 
stores are enjoying a good busi- 
ness and that the $5.00 and $6.00 
bugaboo which the merchants have 
feared and worried over is not go- 
ing to ruin the shoe business and 
that shoes from $7.00 to $10.00 will 
sell as readily as ever. 


Enthusiastic Meeting 
of Merchants 


The October meeting of the 
Rochester Retail Shoe Dealers’ As- 
sociation held at the Hotel Roches- 
ter on Wednesday, October 15, 
brought out a capacity crowd. The 
speaker of the evening was Everit 
B. Terhune, publisher and general 
manager of the Boot and Shoe Re- 
corder, who spoke on the subject, 
“What the Future Holds for the 
Retail Shoe Business.” 


New Men’s Shop Opens 

Young’s Boot Shop opened at 181 
East avenue on October 18, featur- 
ing men’s shoes exclusively, with 
prices ranging from $7.50 to $9. 
The proprietor, Ernest Young, has 


had considerable experience in the 
shoe business. He represented the 
Edmunds Shoe Company of Mil- 
waukee in New York and Pennsyl- 
vania for the past four years, and 
previous to that he was style man 
and designer for D. E. Cross & 
Sons, pattern makers. 


Hold Store Style Show 


Shoes, hosiery, dresses, coats and 
everything that a woman wears 
were featured at the anniversary 
sale of the Harry Duffy Company. 


An Advertising Stunt That 
Pulled 


William Pidgeon, Jr., proprietor 
of the Pidgeon Shoe Store, recently 
ran a direct mail stunt advertising 
campaign, featuring men’s Arch 
Preserver shoes, which caused 
considerable comment and also 
“brought home the bacon,” as it 
brought many men into the store 
who purchased shoes. 

The campaign was made up of a 
series of postal cards printed in 
red. Card number one read “Pep, 
Bill Jones”; number two, “Hustle, 
Bill Jones”; number three, “Push, 
Bill Jones”; number four, “Fight, 
Bill Jones.” Following the cards a 
letter headed “Pep—Hustle—Push 
—Fight” was mailed to the list who 
received the cards featuring Arch 
Preserver shoes and inviting a visit 
to the store. 





Philadelphia Notes Better 
Trend in Shoe Industry 


PHILADELPHIA—Dun’s week- 
ly review of local trade condi- 
tions says that shoe sales show 
an improvement over the corre- 
sponding period of last year and 


that business is expected to con- 
tinue in better volume for the re- 
mainder of 1924. Bradstrest’s re- 
view says that the hide and 
leather market is quiet. Prices are 
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holding firm and collections are 
poor. Wholesalers and jobbers of 
shoes note a slight improvement. 
Demand for women’s footwear, 
however, is for only small quanti- 
ties and for immediate delivery. 
Prices are unchanged and collec- 
tions are slow. 


Selling Plenty of Brown 
Suede 


Burton B. Turner, of the store 
of Hanan and Son on Chestnut 
street, reports that he is selling 
lots of brown suede in medium 
shades. While the sales of black 
still dominate the situation, brown 
is considered as a coming color. 
This store finds a very big field 
for buckle business. The best 
models it has are those with which 
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Best Business in Two 
Years 


One of the prominent fac- 
tories here reports that its 
business at present is better 
than it has been at any time 
in the past two years. About 
60 per cent of its output con- 
sists of strap effects and the 
rest of oxfords and boots. It 
is making no gores because a 
large part of its business 
consists of stock trade. Pat- 
terns are considerably plainer 
than for some time. Black is 
the most popular color and 
patent, suede and kid, the 
leading materials. 


Every Wednesday and Friday 
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cut steel buckles can be worn. 
The demand for the regular one- 
and two-strap models, with but- 
tons at the side, is dropping off, 
although an ankle strap pattern 
with a front gore in the middle of 
the strap is very popular. Patent 
leathers are also selling well. Men 
are buying medium tans and some 
blacks. There is very good call 
for Scotch grain. The shoes called 
for are for the most part oxfords 
and have a minimum of perfora- 
tions and of stitching. This store 
reports that there is a growing 
demand for the better grades of 
footwear. Prices show no changes. 


Velvets Very Popular 


The United Shoe Company re- 
ports that its sales of velvets 
have passed those of patents. De- 
mand is concentrated very largely 
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on one-straps and operas. Browns 
are good in high-grade shoes now 
and are expected to become pop- 
ular in cheaper footwear a little 
later. This firm reports that there 
is no real price level today, the 
trade being willing to pay any 
price asked if it can get the style 
and material it wants. 


Business Looking Upward 


Russell S. Wood, manager of 
the shoe department of Robert 
Cherry’s Sons store in German- 
town, reports that business is be- 
ginning to stage a comeback. 
Black is good in velvet, patent, 
and satin. There is also a fairly 
brisk demand for both black and 
brown suede. Tan calf pumps are 
moving nicely. Brogue type ox- 
fords are gaining in favor and 
will undoubtedly become still 
more active with the coming of 
winter weather. Straps, gores, and 
plain pumps are all in good de- 
mand. 


Gores Better Than Straps 


Samuel Badder, Germantown 
Avenue retail shoe merchant, 
states that gores are selling better 
than strap effects in his store. 
Both side and front gores are ac- 
tive. There is also good call for 
velvet operas. The dominant color 
is black. Stiedes and satins are 
dead. There is some call for tan 
walking oxfords and some for kid. 
Patterns are becoming plainer. 
Men’s business is very quiet. 





Brooks Co. Moves 


The Brooks Shoe Mfg. Co. re- 
cently moved from its former fac- 
tory building, 1735-41 N. 6th street, 
to the adjoining building, 1725-31 
N. 6th street. This change, required 
by the rapid development of the 
business, gives opportunity for a 
considerable enlargement of the 
plant and brings the factory capac- 
ity to approximately 1,000 pairs a 
day in the lines of ballet slippers, 
gymnasium shoes and general ath- 
letic footwear to which the house 
confines its production. There will 
be no interruption in the business. 





Zepp Co. Doing Well 


Massillon, O., Oct. 14 — The 
Zepp Shoe Co. reports an active 
trade thus far this fall. The mem- 
bers of the firm include: Francis, 
H. S. and C. D. Zepp. H. 8. is buyer 
and manager. 
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“ELAM” 
Flexible Turn Shoes 
For the Jebbing Trade 


Exeolustvely 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office 16 Columbia Street 


AShoe forBoys 
That Wears 


. Marston & Tapley Ce. 
DANVERS, MASS. 
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INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
— and learn. 
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CREBSE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Boston, Maas. 








Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 








EVERY DOZEN 
PAIR INA 
DISPLAY BOX 
Robert E. Miller 
Pty 

Sete Mi. 

Detachable 11 BR War 
* Rubber Heels New York ANY ¥. 











T. W. GODSO 
w.G. JON ALD, Vi 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 
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ADHESIVE BACKING CLOTH 
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Russell ManufacturingCo. 
Middletown, Conn. 





No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











Milwaukee 


(Continued from page 75) 
store reports that southern ties 
are the one thing in greatest de- 
mand. 


Business Trend Is Better 


The Milwaukee shoe manufac- 
turing industry has taken a de- 
cided spurt within the past few 
weeks. Most of the large factories 
are now reported working at ca- 
pacity, and a consequent improve- 
ment in the leather industries is 
noted in the weekly trade review 
of Robert Wittig, local manager 
for R. G. Dun & Co. The report 
indicates that the trend of general 
business is toward further improve- 
ment. 

A survey of 50 factories made 
by the free employment bureau 
shows an increase of more than 
600 for the first week of October 
over September, and the shoe 
industry is among those showing 
the greatest increase. 


Feature Style Shoes 


The shoe department in Bedell’s 
local store, which has been re- 
cently taken over by that organ- 
ization, is starting out to feature 
shoes in up-to-the-minute styles 
which will appeal to young girls, 
more or less of the flapper type. 
Since the department was taken 
over in September, a line of these 
styles shoes have been placed in 
stock and the results have been 
extremely satisfactory. 


Wright Is Advanced 

H. G. Wright, formerly mana- 
ger of the Feltman & Curme Mil- 
waukee store, has been trans- 
ferred to Kansas City, Mo., where 
he has been placed in charge of 
three stores of the company lo- 
cated in Kansas City, Mo., and 
Kansas City, Kans. E. J. Peterson, 
formerly manager of a Feltman 
& Curme store in Minneapolis, 
has replaced Mr. Wright in the 
local store. Mr. Peterson has been 
with the company for the past 
four years in the Twin Cities and 
other locations. 


Shoe Merchant Dead 


Max M. Hebarman, for many 
years connected with the shoe 
business in this state, died at 
Muirdale sanatorium near Mil- 
waukee, after a lingering illness. 
He came to Milwaukee a number 
of years ago. 





FLEXIBLE McKAYS 
with the comfort of Turns 
as COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Seld enly in case lets 
SHOE CO.., Inc. 
84 Auburn St., 


Boston Office, 139 Lincoln Street. Room 212 








2121 Wash. 
St., 


MEN’S TURN SLIPPERS 


Retailing $3.00 te $7.00 








SLIPPERS for MEN, WOMEN 
and CHILDREN 





CRANE 5S. PUERVER GO. ine. 
24 Was hin pian Benen Worcester, Mass. 








in Medium and. 
I1GH ORADE 


Special! 
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all styles made of Do 


$2.20 per pairandup 








Imported Satin Brocadesand she Cloth. 
Re MGUSTIN Co _ news 





BEST-EVER SLIPPER CO., Inc., BROOKLYN, NY. 








Felt and Leather 


SLIPPERS 
fer the Entire Family 
No. 7300 Satin im these 

colors 


Copen Old Rose, 
Levender, sis 
Price List 


NEW ENGLAND SLIPPER CO. 
140 Green - 





PARISTYLE FOOTWEAR MFG. CO., ING 
Shite e” Sitees Security Bids., 189 Brest, MY. * 


HIGH GRADE MULES AND D’ORSAYS 


Made of Satin, Qiéltted Satin, Embossed 
Leather, Tinsel and Greeade 
Prices trom $23.00 per doz. wp 





Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columas. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














































BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 

Style Biol Bik. Glazed 

Kid, Seft Tee 

6-11 11%-2 2%-8 

$1.25 = $ $1.40 

SCHWARTZ & HERDER 


Mfrs. of High Grade Athlete Shoes 
241 Ne. tith Street - Philadeiphia, Pa. 
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BALLET SLIPPERS in Stock 


Black and Pink Black Kid officially 
as the best ‘essional and ballet slipper 
in America by International Association Masters of 
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Bameys G54. Eighth Ave., 
New Verk, 
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IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.30 
Sizes 7 to 
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Misses $ 

Sizes 114 to 2 

Ladies $1.40 

Sizes 2} to 8 

BLOG SHOE FINDING CO., INC. 
147 Duane St... New York, N. Y. 
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FERGUSON BROS. Co. 








2121 Washington S&t., Boston, Mass. 


QUALITY BALLETS —srvtx 


on Tee Hard Tee 
= 9. 4s sssseees 
To — 1.25 2 on, 228 
\5e extra a cowl J 


Samples on request 
METROPOLITAN SLIPPER Co. 
134 W. B’way, near Duane St. New York 
























Demand Dunbar Designs 


From Your Manufecturer 

AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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E. S. LAFAYETTE 


Newly elected president of 

Rhode Island Shoe Retailers’ 

Association. Mr. LaFayette 

operates a shoe store at Woon- 
socket, R. I. 


Resident Buying Service 


New York, Oct. 7—Something 
new in the way of a resident buy- 
ing service for shoe merchants has 
been established here by Henry H. 
Kessler, who has been connected 
with various stitchdown factories 
as a traveling salesman. Mr. Kess- 
ler has organized. a commission 
buying service for stitchdowns, felt 
slippers and women’s McKay shoes, 
and will buy and render other serv- 
ices to retail shoe merchants in this 
market and in Boston, without 
charge, collecting his commission 
from the factories. This method of 
operation is used to a great extent 
in the apparel trades, but has not 
before been tricd in shoes, accord- 
ing to Mr. Kessler. He has estab- 
lished offices at 1270 Broadway, 
Room 402. 





On Day and Night Schedule 


Highland, Ill., Oct. 15—The Kan- 
nally Wick Corporation is operat- 
ing day and night in order to pro- 
duce their line of Bobs to meet the 
demand. 





Increase Production 


Brooklyn, N. Y., Oct. 15—Barlin 
Brothers, formerly located on 
Broom street, New York, are now 
turning out 50 per cent more shoes 
in their new home in this city. 
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Bliss & "Richardson Shoo Co. 
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EMIL RUBLACK 


Maker of Artistic 
PRICE TICKETS 
Shoe trade my specialty 
Samples mailed = on request 
Established 1903 
No. 400 $3 per 100 140-142 WEST BROADWAY 
Actual Size 1 7-8" x 2” NEW YORK, N. Y. 
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Wanted Styles 


An extra Editorial Servies te 

“Recorder” free fer the 

asking. Write and tell us what 
you would like te knew. 





















BOOT AND SHOE BECORDER October 18, 19% Octot 


Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

‘porting Shank not only relieves the tired ° 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your ) 
customers’ feet. It will ecm wi 
prove a profitable 
experiment. 


gum A 
/ te 
li 





7 me . ~<a fers 
~The | « Betee~ diteansiwed AS oe D - 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 
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“Whe Shoe with the Grawlord 
~ Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





When writing to Unirep Suwon Macuinery Corporation please mention Boot and Shoe Recorder 
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Secure Hotel Accommodations Early for N.S. T. A. Meet 


Fourteenth Annual Get-Together Will Be Held January 9-10, at 
Boston—Current Events ‘“‘Shoe-Traveler-Wise”’ 


I | . S. T. A. headquarters have 

been the scene of many 
a4 conferences the past few 
weeks, relative to the national 
“get-together” of January 9-10. 
This year it will be held at the 
Hotel Somerset, Boston. The Bos- 
ton Shoe Travelers’ Association, 
the Southern Shoe Travelers’ 
Association and the Boston Shoe 
Associates will be gracious hosts 
to the visiting travelers. A full 
list of committees will soon be an- 
nounced. 

But it is not too early to make 
reservations for the big event. 
This year, on account of the N. S. 
R. A. convention, which will be 
held in Boston a few days after 
the N. S. T. A. meet, there will be 
an unusually heavy demand for 
hotel accommodations. The com- 
mittee in charge wants all guests 
to be well housed during their 
stay in the Hub—Therefore, Na- 
tional Secretary Delany suggests 
that N S. T. A. members “get 
busy” and write to him by return 
mail, before they forget to do so, 
that they are coming and at what 
hotel they would prefer to stop. 


Frank J. Partridge, Jr., with 
Novelty Slipper Co. 


Frank J. Partridge, Jr., of Chi- 
cago, will represent in a sales ca- 
pacity the Novelty Slipper Co., of 
New York, throughout the Middle 
West, going as far out as Colo- 
rado. He will make his headquar- 
ters at 19 South Wells street, 
where the Snug-Fut line will be 
on display permanently. Mr. 
Partridge’s acquaintance not only 


with felt and comfort slipper 
lines, but also his extensive ac- 
quaintance in this territory will 
qualify him admirably for his 
present connection. He will take 
charge of all of the present ac- 
counts of the house in that terri- 
tory, these accounts being largely 
confined to the volume trade. 


Philadelphia Charter Mem- 
bers Attend Travelers’ 
Meeting 


Approximately twenty-five of the 
original members of the Phila- 
delphia Shoe Travelers’ Associa- 





FRANK J. PARTRIDGE, Jr. 
Who travels the Middle West 
for the Novelty Slipper Co. 


tion attended the opening fall 
meeting held recently at the City 
Club. It was designated as char- 
ter members’ night. The secretary 
of the association read a brief 
history of the organization after 
which James L. Scanlon, former 
president of the association, fore- 
casted the future. At the conclu- 
sion of the meeting the associa- 
tion’s bowling team played its 
first three games as a member of 
the City Industrial League. Its 
opponent was the team of the 
Stranahan Gear Co. The shoe men 
lost two games and won one. 
Among the bowlers of the associa- 
tion are: Miller, Paul S. Lippin- 
cott, Jr., I. F. Oberfield, L. B. 
Wood, Horace Cunningham, J. 
Burke, A. C. Wood and Frank 
Straub. 


MeNulty, Sales Manager for 
J. H. Baker Co. 


A. J. McNulty is sales manager 
for the J. H. Baker Co., of Beverly, 
Mass., and covers the country with 
the Baker ’Lth Shoe for women. 
Mr. McNulty recently called at the 
Recorder office and explained the 
principles of the Baker Health 
Shoe, which he stated is his line. 

“The Baker Health Shoe is 
founded on common sense,” said 
he. “The theory of cushion 
against cushion for comfort and 
health is a proved fact. By sup- 
porting the arches of the feet, the 
entire system is relieved of 
shocks; the muscles, ligaments 
and nerves, not only of the feet, 
but of the entire body, function 
more smoothly. 
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Generalities—or REAL FACTS? 
Which Help YOU Most? 


" ” When you’re out to get the basket- 
“Hickory ball business in your community in 
the face of keen competition, which 
with helps you more,—glittering generali- 
ties and vague claims, or definite, 

Cr epe Sole provable facts? 
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There are a number of basketball 
shoes in the market this year,—some 
obviously experimental, others that 
are known to be untried and still 
others that are strong on claims but 
weak on supporting records. 





Once again Converse offers the basketball world a variety of shoes, 
tested by at least a full season’s play on the feet of teams like Cornell, 
Chicago, Wisconsin, Kansas, Butler, North Carolina and the “‘Original 


“ALL STAR” 


(brown uppers) 


Celtics,’’ each a championship team. Again Converse has put its record 
of leadership in tangible form through the medium of the Converse 
Basketball Year book, a 160-page annual containing records and 
photographs of some 300 of last season’s Converse—equipped teams, 
most of them well-known, together with 9 authoritative articles of 
interest to every follower of the game. 


This book is compiled to help you sell Converse basketball shoes. If 
you carry Converse in stock, you have either received your copy or 
will have it sent you at once. If you are undecided what to buy, it will 
be worth seeing before you make up your mind. If you are handling 
other brands and find them sticking on your shelves, a glance through 
the Yearbook will tell you why. 


Let us send you a copy of this book as convincing evidence that the 
country’s leading teams really wear 


(Onverse 


Basketball Shoes 


Converse Rubber Shoe (0. | 


FACTORY AND GENERAL OFFICES AT MALDEN, MASS. 


YRACUSE 
W. Water St. 


NEW YOFK PHILADELPHIA 


142 Duane St. 


CHICAGO 
618 W. Jackson Blvd. 


Makers of the famous 


**Hickory’ , 
Crepe Sole Sole 


s 
26 N. Fourth St. 217 


EHeavy Duty Rubber 


“NON SKID” 


(white uppers) 
with 
“TRACTION” 
Sole 


Traction 


LOS ANGELES 
1127 So. Wall St. 




















When writing te Converse Rupper Suor Co. please mention Boot and Shee Recorder 
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A. J. MCNULTY 


Sales Manager for J. H. Baker 
Co., Beverly, Mass. 


“The Baker Health Shoe relieves 
a cramped and numbing feeling 
which often attacks one of the 
most necessary parts of the hu- 
man organism—the foot. There is 
no part of the sole of the foot 
which does not have support from 
the shoe, so scientifically has it 
been designed to rest under each 
line of the foot. The delicate 
nerves in the sole of the foot rest 
upon a specially prepared felt and 
cork innersole.” 


Retail Buying Fairly Active 

Paul S. Lippincott, Jr., presi- 
dent of the Philadelphia Shoe 
Travelers’ Association, reports 
that retail merchants are buying 
fairly well though they state that 
the consumer buying season has 
not yet opened. He finds brogue 
effects active and a good call for 
a 3-eyelet Madison tie, a Blucher 
effect. along the lines of the old 
Southern tie. Patents, suedes, 
and black and tan calf are all in 
good demand. Prices recently ad- 
vanced about 15c a pair. 


Record sy for “Big Bill” 
obel 

The Bleecker Shoe Company of 
New York is recognized as the 
house of “live wires,” but there is 
one of its salesmen who stands in 
a class by himself for a real sales 
record, and he is “Big Bill” Sobel, 
who travels the South and South- 
west, as well as the Middle West. 
He has just returned from a six 
weeks’ trip, covering his entire 
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WILLIAM (“BIG BILL”) SOBEL 


Who travels the South, South- 
west and Middle West for The 
Bleecker Shoe Co. 


territory, which was his best so 
far. He signed more orders on 
this trip than any other man for 
the house on a similar trip. This 
is from a statement by Mr. Bleeck- 
er himself. 

“Bill” went from New York into 
Virginia, The Carolinas, Georgia, 
Louisiana, Texas, Arkansas, Ten- 
nessee, Kentucky, Ohio, Indiana, 
Missouri, Nebraska, Illinois, mak- 
ing a final “hop-off” from Chicago 
to New York. He reports busi- 
ness conditions generally good 
throughout his territory with mer- 
chants looking ahead quite opti- 
mistically toward continued ac- 
tivity for the next several months. 
“Big Bill” will start hitting the 
trail again in two weeks, after he 
has had. an opportunity to “rest 
up” from the strenuous grind. He 
says he is going to even beat the 
last record on his trip. 


Mrs. Collins Convalescing 


The congratulations of every 
traveling man are extended to 
“Tom” D. Collins, President of 
the Southwestern Shoe Travelers’ 
Association, on the recovery of 
his wife. Mrs. Collins had been 
dangerously ill for the past three 
or more weeks, but it is now re- 
ported that she has improved so 
much as to be out of danger and 
convalescing. It is the earnest 
wish of “Tom’s” many friends in 
the shoe trade that his wife’s 
complete recovery will speedily 
take place. 
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HARRY DRAKE 


In charge of big city trade for 
C. S. Marshall Co. 


Harry M. Drake, now associated 
with C. S. Marshall Co., as style 
man and in charge of the large city 
trade for that concern, has had 16 
years’ experience in manufacturing, 
style designing, and selling of 
men’s welt shoes. As a youth, he 
learned the practical side of shoe- 
making by individual work on the 
various operations. He has been as- 
sociated with Florsheim Co., A. J. 
Bates Co., and W. L. Douglas Co., 
in factory foremanship and super- 
intendency during which he ob- 
tained experience which proved in- 
valuable. 

For ten years Mr. Drake has 
been associated with the Emerson 
Shoe Co., and during the past five 
years has been in charge of the 
styles gotten out by that concern 
and also has been in close contact 
with buyers in the large cities. 
Some years ago he had the oppor- 
tunity to spend two years in Ger- 
many where he took technical 
courses in tanning, last making and 
shoemaking, which added readily 
to his store of practical shoe knowl- 
edge. Mr. Drake is lining up new 
samples for the C. S. Marshall Co. 
and these are now practically com- 
pleted. 


English Back from Trip 


Phil English, Jr., of Witherell & 
Dobbins has returned from a West- 
ern trip in the interests of the “W. 
& D.” line. He called on many of the 
customers of this house and se- 
cured some excellent orders. 
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Davies Kicks for Kids 


Here are trade ‘“‘Getters” and trade “Builders” for any merchant who wants better values at sensible 


prices. 


Davies “Kicks for Kids” aré sturdy shoes—made to stand the hard wear and tear of healthy kids. They 
are made right, of the best leathers, over right lasts. 


If you sell the boy’s trade you know how hard it is to get shoes that stand the rub. These will do it. 
There'll be no “kicks” in Davies “Kicks for Kids.” 


Write for samples or salesman. 


Davies Shoe Manufacturing Co. 


Racine, Wisconsin 


Style No. 756 


Boy's M Veal Bal, Durable Oak Out- 
be Grain Leather Inner-Sole. One-Helf Rub- 


= shoe is handsome in style and 
pk in quality. 


Price— 
Youth's 


The Junior Soldier 


Style No. 2900 


eavy Army Dull Grain Tan Fox Blu- 
° S Tips, Soft Toe Army 
’ , Dosti Ri Heei, Strong Oak Out- 
Leather Inner-Sole. 
of our customers call this shoe “The 
ever-Wear-Out.” 
Width in Stock D 


Price—Boy's 24 to 5% 
Youth's No. 3000, 12% to2 
Little Gent's No. 3100, 9to 12 


The Buddy 


Style No. 757 


" ic, cree Veal Blucher, Hi Oak 
Ber S Gramm Leather Taner-Sole, One-Half 
Rubee 


This strong aoe will stand the scuffing and 


It Tooe to boys be- 
ps Fs “ale youth. feng ts because 
Si cab aoe 
Stock, D. 


Price— 0335 to 836 
Youth's No. "857, 12% 
Little Gent's No. 957, 9 to 12 


No. 756 rat 
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BRADFORD W. DRAKE 


(“Duckie” Drake) who repre- 
sents the Stacy-Adams Co., 
Brockton 


Bradford W: Drake (“Duckie 
Drake’), for 15 years well known 
in the shoe trade, is the latest addi- 
tion to the sales force of Stacy- 
Adams Company, Brockton, Mass., 
manufacturers of men’s fine shoes. 

Mr. Drake previously was sales 
manager for the Quabang Company, 
North Brookfield, Mass. Prior to 
that he was for nine years with 
Howes Brothers Company, Boston, 
sole leather. He will cover the New 
England and Eastern territory as 
far south as Maryland and Dela- 
ware. 


Rabin and Price with Nov- 
elty Slipper Co. 


Maurice Rabin and Charles A. 
Price, whose photos appeared in 
last week’s issue of the Recorder’s 
Shoe Traveler Department, repre- 
sent the Novelty Slipper Co. instead 
of Novelty Shoe Co., as stated. Mr. 
Rabin has headquarters in New 
York, Mr. Price in the Pacific 
Building, San Francisco. 


Gribben Covers Northern 
Ohio for Ogden 

J. E. Gribben, who has repre- 
sented: the Ogden Shoe Company 
for the past several seasons in 
Northern Ohio, makes Cleveland his 
headquarters. Mr. Gribben  re- 
cently wrote to his firm that he 
received the new line of samples 
and that he is better pleased with 
the new line then any he has ever 
before received. He claims that 
there is easily a 100 per cent im- 


J. E. GRIBBEN 


Who covers Northern Ohio for 
the Ogden Shoe Co. He makes 
his headquarters at Cleveland. 


provement and states further that 
the shoes the Ogden folks have 
shipped into his territory the past 
few weeks are opening up even bet- 
ter than the samples he carried last 
season. 

Mr. Gribben seems to be very 
much enthused. He states that the 
retail merchants in his section are 
optimistic and that they all expect 
a considerably improved volume in 
young men’s shoes for the coming 
season. 


Frank Lord on Trip 


Frank Lord left the “Hub of 
the Universe” Monday of this 
week, October 13, on his initial 
trip for the Cushman-Hollis Co. 
Frank says that “13” is his lucky 
number, so that eliminates any 
superstition to the contrary. He 
adds, “I am not making any rash 
promises, but am resolved to do 
my best. I am a charter member 
of the Optimists’ Club of the 
World.” 


W. R. Rehkugel Is Dead 


W. R. Rehkugel, of Los Angeles, 
Pacific coast salesman for Thomp- 
son Bros. Shoe Co., is dead. The 
end came suddenly on Saturday 
morning, October 11, at the New 
Washington Hotel, Seattle. Mr. 
Rehkugel was a man of about 48 
years of age. He made his home at 
Glendale, a suburb of Los Angeles, 
and had a host of friends on the 
Pacific coast, which he had traveled 
for many years. For the past eight 
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S. W. VINCENT 


Who represents M. A. Packard 
Co. in Chicago and Northwest. 





years, he had traveled for Thomp- 
son Bros. Shoe Co., with territory 
from Denver, West. 

He leaves a widow, Mrs. Eva 
Rehkugel and one brother. He was 
a member of the Shoe Traveler As- 
sociation of Chicago, affiliated with 


.the N.S. T. A. 


Morris Barlin a “Style 
Picker” 


Morris Barlin, one of the mem- 


bers of Barlin Bros., has been 
traveling for this firm for a year 
and a half, and in that time has 
built up a fine following among 
the better class of retail mer- 
chants. 

He is known to be a good style 
picker, and prominent buyers 
throughout the country are al- 
ways glad to look over the line. 
A typical example of his ability 
is portrayed in the fact that on 
June 1 of this year, he left for a 
three-weeks’ trip and brought in 
sufficient work to keep the fac- 
tory going during the months of 
June and July. He has just re- 
turned from another very success- 
ful trip through his territory. 


Ehrle with T. J. Sullivan on 
Coast 


P. A. Ehrle of Los Angeles, Cal., 
is to represent the T. J. Sullivan 
Shoe Company of Lynn, Mass., on 
the Coast. Mr. Sullivan is well 
known in that particular section, 
having covered it many years past. 
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FOOT-LITE 


Ballet Slippers 


HARD AND SOFT TOES 


No. 601 Soft Toe 


Women’s $1.45 
Misses’ 1.40 
Child’s 1.35 


IN STOCK 


Flexible 
Gymnasium Shoes 


WOMEN’S 
141 Elk Sole $1.05 
703 Chrome Sole 1.40 


701 Rubber Sole 1.70 
141 


WRITE FOR CATALOG 


BROOKS SHOE MFG. CO. 


1725-31 No. 6th St. PHILADELPHIA, PA. 





{SA SUGGESTION _—X 


With Christmas approaching 

one of the best business sea- 

sons of the year is near. Push 

Greeley Boudoirs for gifts. They 
are ideal for the pur- 
pose. A daily reminder 
of the giver. Black and 
colors. Leather or Rub- 
ber heels. 36-pair lots 
only from stock. Im- 
mediate deliveries. 

If your jobber cannot supply you, write us. 


A. W. GREELEY 








12 Duncan St. ~- ~- - Haverhill, 











Write for Our 


Xmas Catalogue 
No. 32 


with illustrations in 
colors of Artificial Poin- 
settias, Flowers, Plants, 
Vines, Baskets,  etc., 
mailed 


FREE FOR THE 
ASKING 


Frank Netschert, Inc. 
61 Barclay Street 
NEW YORK - - N. Y. 


No. 32861 HOLLY WREATH 
Natural prepared everlasting, 
with artificial holly berries and 
bow, each $1.00; per dozen $10 


October 18, 199, 











Segoe so ob on Boonen booms neossnneens 
ANNOUNCING HOTSPUR CREPE RUBBER! 








6 Thicknesses 


A particularly fine grade of Ceylon Plantation Rubber especially 
prepared for the requirements of the American Shoe Manufacturer 


COLORS 
Natural Color, Blue, 
Brown, Red, Orange, 








ty” to %" 


REPRESENTING RUBBER INDUSTRIES, Ltd. 


606-610 NEWARK STREET, HOBOKEN, N. J. 


Gray, Yellow, Pur- 


HERMANN WW E B E R be, Green, Biact, 


Snow White, Jaz: 
(mixed). 


IMPORTERS OF FINE RUBBER 


APPROVED BY 
MEDICAL MEN 


your 
suationS children 'sehoe: 
wOrarenTee —_ sendin, 
Brockton 213: 
for immediate action 


BURKLEY 
SHOE CO. 





106 Beach St., Boston, Mass., U. S. A. 





Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 





=s 








Strictly Pine Pull-grain Calf Leather 


HUNT-RANKIN LEATHER CO. i ' 








When writing to the above advertisers please mention Boot and Shoe Recorder 
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ERCHANTS of Robinson, 
M Ill., realizing the value of 
co-operative effort, last 
year embarked on a program of so- 
called “Golden Rule” sales which 
have been of such value that we 
give here a brief outline of how the 
details are worked out under the 
leadership of the Robinson Adver- 
tising Club. The data has been sup- 
plied by O. G. Olwin, business 
manager of the club. 

“The Robinson Illinois Advertis- 
ing Club was organized in Feb- 
ruary, 1920. G. R. Lowe came here 
and assisted us in organizing. Our 
club was organized for the purpose 
of trying out the plan of holding 
monthly co-operative sales and in- 
creasing business in our city, which 
is the county seat of Crawford 
County. 

“With the building of concrete 
roads in all directions through our 
state and with so many automobiles 
for transportation, people will 
naturally go farther to do their 
trading if inducements are offered, 
and with this thought in mind the 
Robinson business men _ started 
these sales. They held the first sale 
in April, 1920, and on September 3, 
1923, held their 42nd monthly sale. 
These sales are held on the first 
Monday of each month and the peo- 
ple of this and adjoining counties 
look forward to the coming sales. 

“The general plan of the sales 
is to get out each month a four to 
eight-page bill which is mailed to 
every family in our trade territory. 
The inside pages of this sheet carry 
bargains offered by the merchant 
members, each merchant offering 
from one to four items which must 
be real bargains. All copy is cen- 
sored by a committee to be sure 
they are real bargains, as our club 
stands for “Truth” in advertising. 
The outside pages of this sheet are 
devoted to regular display adver- 
tisements of our members. 


Best Plan to Draw Business 


“Our club is one of the first to 
adopt the Golden Rule Sale plan 
and after more than three years we 
are glad to say that our sales are 
getting better and we find it the 
best plan we have ever tried to 
draw business to our city. 

“Our club holds regular meet- 
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Monthly Golden Rule Co-Operative Sales 
Get the Business 


ings and luncheons to get ready for 
these sales and we find that since 
starting them our merchants co- 
operate much better and are much 
more friendly than ever before. 
Competitors work on committees 
together and get along much better 
than they ever thought possible— 
petty jealousy has disappeared. 

“We find that these sales stimu- 
late business greatly in dull times. 
During the readjustment period in 
1921 business in Robinson held up 
remarkably well, the depression 
was felt very little, if any. During 
the present season, while in most 
localities business is reported quiet, 
our merchants are enjoying a good 
business. In fact, July was better 
than some of the spring months 
and our merchants feel that they 
are drawing new trade which ac- 
counts for this increase. 

“Some months ago a story of our 
Golden Rule sales was published in 
the journal of the Associated Ad- 
vertising Clubs of the World. This 
story was read by the business men 
in faraway Geneva, Switzerland 
and the secretary of their club 
wrote the Robinson Club for some 
details of the manner in which the 
sale is conducted. This information 
was sent to them and they have 
adopted the plan. They held their 
first co-operative sale last May and 
have reported it a great success. 

“Since we have had our Adver- 
tising Club our business men in 
town have got in closer touch with 
the business men in the country, 
which means much to a community 
in many ways. During the summer 
months our members take their 
families out in the country in the 
evening and attend chicken and ice 
cream suppers given by the coun- 
try churches. Hardly a week passes 
during the summer that there is 
not one or more of these suppers 
held and one can always see a 
good number of town people among 
those who attend. Very often some 
of the churches give a_ special 
chicken supper in their church or 
churchyard, especially for our Ad- 
vertising Club and Chamber of 
Commerce members and we take 
our families and go out and eat 
with them and the proceeds are 
used to repair the church, buy a 
piano or for whatever purpose most 
needed. 


105 





Promote Community Spirit 


“We have attended many such 
suppers as this; in fact, we are 
always dated ahead for such affairs. 
We at this time have two engage- 
ments ahead to go to neighboring 
towns in the county for church 
suppers. We occasionally reverse 
the program when our families take 
well filled baskets and spread sup- 
per on some farmer’s lawn and 
have him invite his neighbors in 
and he and his family and neigh- 
bors eat with us. We take some ice 
cream and cigars along and have a 
general good time and by the way, 
no shop talk goes at these meet- 
ings. We believe in ‘Get acquainted 
with your neighbor, you might like 
him.’ 

“In connection with this plan I 
want to tell you about how we used 
the members of one of our farmer’s 
organizations in a pinch two years 
ago. Our advertising club belongs 
to the Associated Advertising Clubs 
of the Wabash Valley, which in- 
cludes clubs from about 20 towns 
in Illinois and Indiana. (We also 
belong to the Associated Advertis- 
ing Clubs of the World). This or- 
ganization holds regular quarterly 
conferences each year in some one 
of the towns for one day. We have 
good speakers and in other ways 
get much good out of these meet- 
ings. 

“Our business men have learned 
that it pays to co-operate, not only 
with each other, but with the 
farmers also. Our county fair is 
held under the auspices of the 
Crawford County Grange Society. 
This fair was started in the coun- 
try many years ago and after being 
held in the country several years 
we asked them to come to the city 
and hold their fair. They came; we 
gave them a lease on our large city 
park and we have assisted them in 
equipping it and they now hold one 
of the best fairs in southern Illi- 
nois, and it is conducted by our 
farmers. 

“We have proven beyond a doubt 
that co-operation pays.” 





Not what we have, but what we 
enjoy, constitutes our abundance. 
—Walk-Over Factory Prints. 





BOOT AND SHOE RECORDER October 18, 192, 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


_ Recorder rates for space less than one-eighth page per 
issue: 

Ttimes 13 times 26 times 52 times 

$4.00 $3.50 $3.00 $2.50 

8.00 7.00 6.00 5.00 

12.00 10.50 9.00 7.50 

16.00 14.00 12.00 10.00 


up to noon on Tuesday of 

desire answers to come 

allowed in each advertisement for When ad 

replies forwarded direct to their address, each word of the address 
must be counted in the advertisement and paid for accordingly. Answers 
to ads must be sent under letter postage. 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


GALESMEN WANTED—Experienced men to 
earry our Novelty line of Turns and Stitch 
Downs in the following states: Indiana, [I- 
linois, Michigan, Wisconsin, Oregon, Cali- 
fornia, Colorado, Ariz., New Mexico, Georgia, 
Louisiana, Mississippi, Kentucky, Tennessee, 
New York, Kansas and Missouri. The most 
popular-priced line on the market today. 
Stock proposition. 7% commission. Spring 








Illinois—Arkansas—lIowa 


We want experienced salesmen to cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 
Write for particulars, giving references. 

NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 























novelties now ready. Quality Shoe Company, 
Rochester, N. Y. 





K ANSAS, Oklahoma and Texas territories, 
now open with old established, high-grade 
firm manufacturing and distributing for im- 
mediate and future delivery a complete line 
of children’s shoes from soft soles to Grow- 
ing Girls. Commission basis with drawing 
account. Only experienced, high grade and 
thoroughly-successful men need reply. Give 
full information in confidence, territory cov- 
ered, lines carried, volume of sales, etc., in 
first letter. Address B-96, care Boot ‘and 
Shoe Recorder, 207 South Street, Boston, 





THE fastest growing Stitchdown manufac- 
~ turers of Children’s Shoes in America de- 
sires the services of producing salesmen with 
a strong following to carry medium grades 
of staples and novelties in: Arkansas; New 
Mexico and Arizona; Northern Illinois, In- 
cluding Chicago; Kansas; Nebraska; Iowa; 
California. No objection to side-line men pro- 
vided results can be obtained. The Pride Shoe 
omen 1627 Locust Street, St. Louis, 
uri. 


EXPERIENCED SALESMEN to sell as a 

side line or otherwise,- factory line of 
Ladies’ One Straps, Boudoirs and Comfort Ox- 
fords, and Men’s Turn Operas, Everetts and 

eos, to case lot buyers only. Salesmen 
that travel their territories closely preferred. 
Commission basis only. The following terri- 
tory open: Mississippi, Louisiana, Arkansas, 
Oklahoma, Texas, New Mexico, Arizona, Cali- 
fornia, Oregon, Washington, Montana, Colora- 
do, North Dakota, South Dakota, Kansas, 
Missouri, Iowa, Illinois, Wisconsin, Minne- 
sota, Indiana and New York. Give references 
in first letter. National Shoe Mfg. Co., 22nd 
and Lehigh Ave., Philadelphia, Pa. 








SALESMAN WANTED 


Side line—20 samples women’s pop- 
ular price shoes in stock. Commission 
6 to 8% Territory open, Washington, 

Minnesota, Wisconsin, Indiana. 
B-90, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 








A MANUFACTURER making a gen- 
eral line of guaranteed not to rip play 
and school shoes, wants salesmen who 
work their territory close to represent 
them in the following states: North 
Dakota, South Dakota, Nebraska, Kan- 
sas, New York State, and Iowa. First 
letter: Territory covered in detail, pres- 
ent connection, t of ship ts. 
ete. 








E. J. RAMSEY COMPANY, 
347 Rider Ave., Bronx, N. Y. 














GHOE factory desires to increase production 
and has position open for a man wishing 
to carry a medium-price line of Children’s and 
Misses’ Turn Shoes and Slippers, either as a 
direct or side line. Commission basis only. 
State territory now covering, also full par- 
ticulars and references in first letter. Address 
B-97, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





WANTED~Salesmen to represent us in 
Ohio, Indiana, Michigan, Montana, Oregon, 
Washington and the Southern states. We stock 
a full line of children’s turns in sizes 1/5 
mock heels, 4/8 spring heels; also a full run 
of flexible welts in sizes 2/5 and 5/8. This is 
a medium-priced children’s line paying a high 
rate of commission. Can carried along with 
some other line. We want to hear from men 
calling on well-established trade. R. C. Milow 
Shoe Co., Inc., Rechester, N. Y. 





GALESMAN WANTED for the following ter- 
ritory: Arkansas, Louisiana, Wi i 
and all the territory west of Nebraska and 
Kansas, to sell our line of Growing Girls’, 
Misses’, Children’s and Infants’ Shoes, in Mc- 
Kayed sewed, Tackless McKay, Goodyear 
Turns, Stitch Downs and Puritan Welts on 
Commission. Should be sold with other non- 
conflicting lines. Only men with experience 
and established trade will be considered. Ad- 
dress, with reference, H. S. Albright & Co., 
Inc., Orwigsburg, Pa. 


RESIDENT SALESMEN WANTED follow- 
ing territories: Phila., and South N. J., 
Central and Western N. Y. State, Chicago, 
Detroit, E. Pa., West Mass., W. Ohio and In- 
diana, Middle West States, on 6 per cent. 
Com. No advances. Our line is about 25 styles 
women’s novelty Welts and McKays, and 10 
lines men’s popular-priced in-stock shoes. 
Send references. Want experienced men only. 
Address B-89, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


ALESMAN for New York City to sell in- 
fants’ and children’s McKays and turns. 
May have it as a side line also. 
portunity for right man. Liberal commis- 
sion. Address K-709, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 


GALESMAN WANTED—To represent manu- 
facturer of Men’s Shoes with In-Stock De- 
partment. Write, giving full details and terri- 
tory. Ad B-88, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


WANTED Experienced salesman on Men’s 
Shoes for Virginia, West Virginia and 
Kentucky This territory open, due to illness. 
Joseph M. Herman Shoe Company, Millis, Mass. 

















TWO RESIDENT SALESMEN de- 
sired for following localities: Maine; 
New Hampshire; Vermont; and West- 
ern Mississippi; Rhode Island and Con- 
necticut. Other territories available in 
the middle West and South, for an 
in-stock line of turns, flexible welts 
and perfected stitchdowns. Apply 
mail or in rson to Dr. Kellogg 
Cushion Sole Shoe Company, 725 Wash- 
ington St., Lynn, Mass. 








Splendid Opportunity 
Experienced salesman wanted to carry 
ex line of semi-turn shoes 
made by representative Brooklyn fac- 
K-707, care Boot and Recorder, 
127 Duane St., New York. 


GALESMAN WANTED for Minnesota, Iowa 

or Illinois to carry manufacturer’s line of 

medium and high-grade Children’s and Misses’ 

Turns. Address with references B-56, care 

Boot and Shoe Recorder, 207 South Street, 
ton, Mass. 














WANTED— Experienced salesman to show, as 
a side line or otherwise, some thirty sam- 
ples of popular-priced women’s arch support 
shoes to retail at $5.00 and $6.00, also novelty 
shoes. Quick selling. All shoes in stock. Eight 
per cent commission paid weekly. References 

=, ry. Westcott Whitmore Co., Syracuse, 
N. ¥. 


IVE-WIRE, experienced selling retail shoe 

trade. Line consisting of Goodyear Glove 
Rubbers, Keds, Felt Slippers. One for South- 
ern Ohio, one for Northern Ohio; drawing ac- 
count with commission basis. One for each 
city—Cleveland, Toledo, Cincinnati, and one 
for Western Pa.; no objection to side line, 
commission basis only. Give age, references, 
experience, first letter. Applications treated 
confidential. Allow ten days for reply. Address 
B-66, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


GALESMEN for a real snappy condensed 
specialty line, branded ladies’ silk hosiery. 
Sold with a guarantee to the dry goods, shoes 
and specialty shops throughout the country; 
easily carried. State territory covering and 
line now handling. Address B-59, care Boot 
= Shoe Recorder, 207 South Street, Boston, 














Nationally advertised line of high-grade 
work and out-door sport shoes made in 
Wisconsin will have some exceptionally 
good territories open January ist. 
Would like to get in touch with men 
with proven sales ability whe feel they 
can put the line over in a big way on 
a strictly 7% commission basis. Ad- 
dress B-69, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 














BUSINESS OPPORTUNITY 


ANTED—Progressive Manufacturer to 
make and market new Adjustable Arch 

Shoe. Address B-95, care Boot and Shoe Re- 

corder, 207 South Street, Boston, Mass. 
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POSITION WANTED 


MISCELLANEOUS 


MISCELLANEOUS 








office manager, 
many years’ experience shoe line. Credits, 


collections. Highest credentials. Address K-705, 
care Boot and Shoe Recorder, 127 Duane S&t., 
New York. 
















UNION 
Moulder. 





An Executive in the 
Wholesale Trade 


especially identified and familiar with 
the women’s novelty shoe business, but 
with experience comprehending the en- 
tire wholesale field in the purchase and 
distribution of footwear, is desirous of 
making a new connection, and would 
appreciate an interview with interested 
parties. Address B-93, care Boot and 
Shoe Recorder, 207 South Street, Bos- 
ten, Mass. 
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LINE WANTED 


Fok TEXAS—Women’s popular-priced Nov- 
elties in stock, well acquainted with trade, 
large following, traveled territory for twelve 
years, best references, commission basis. Ad- 
dress B-91, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


INE WANTED FOR OHIO TERRITORY— 

I have covered Ohio territory successfully 
for many seasons and am in position to de- 
velop a satisfactory volume of business on a 
good line of women’s welts or men’s popular- 
priced footwear. I am well acquainted with 
the best buyers and have their confidence. Will 
not be interested in any line that is not up to 
date and capable of staying put when once it 
is placed in a good store. Best of references 
furnished. For further particulars address 
Box B-92, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 











FOR LEASE 


A LEADING department store in one of the 
largest cities in Florida desire to lease 
their shoe department to a good responsible 
eoncern. The department does now close to 
$70,000 a year of women’s and children’s shoes 
only, and offers opportunity to double this 
amount within two years. A big field for the 
right party. Address B-82, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








FOR SALE 


F OR SALE—The oldest family shoe store 

in Bangor, Maine, can be bought cheap 
if taken at once. Stock in good condition. 
Address B-94, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 








WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PUR aun Rent AT 
Phone—Canal 6874 ss 


WILL ; SLOW SELLERS FOR 
SURPLUS STOCKS 
BUY ENTIRE. stocks )} CASH 


Bargains in shoes always on hand for 
special sales and bargain basements 





Ideal Line—Rollin, 
Step Ladders, Fif- 
teen _— Satis- 
faction Guaranteed. 

a lifetime. 
Write for Catalogue 


Success Furniture 
Corp., St. Louis, 
Kirkwood, Mo. 











(CLICKER) 
DIES 


34 inch at 12 cents per 
running inch. 
14 inch at 17 cents per 
running inch. 

Minimum 15 inches 
PROMPT QUALITY 
DELIVERY GUARANTEED 
FOLEY & HALLQUIST 

1313 North 7th St. 


Me: ST. LOUIS MO.  . 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 
Write for 


give for THE CHICAGO 
ond Prices WIRE CHAIR CO. 


621 N. La Salle|,Street, Chicago, Ill. 














for entire shoe stocks. We also buy your 
surplus or slow sellers. tities no ob- 
il or wholesale. term leases 
taken off your hands. Wire or us. 
mdence confidential. 
1890. X GLAUBERG 
313 Church Street, New York 
o hats, 
Phone 














WANTED TO PURCHASE 








HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Alse Purchase Gent’s Furnishings, Clothing, ete. 
YOUNG & CO. 
816-817 Church St.—New York, N. Y. 
Telephone Canal 0356 





















a 
and upward 


is one reason for the rapidly 
growing popularity of the 
ote] Martinique. 

Another is the consistent 
economy of the entire estab- 
lishment. Here you may enjoy 
a Club Breakfast at 45c., con- 
sisting of Fruit or Cereal, Bacon 
and Egg, and Rolls and Coffee 
—Special Luncheon and Din- 
ners of superior quality are also 
served at the most moderate 
possible prices. 

No location can be possibly 
more convenient than that of 
the Martinique. One block 
from the Pennsylvania Station 
(via enclosed subway) — Nine 
blocks from Grand Central— 
one block from the greatest 
and best Shops of the City— 
half a dozen blocks from the 
Opera and the leading Theatres 
—and directly connected with 
the Subway to any part of the 
City you wish to reach. 





Affiliated with og MAlpin 
Broadway~32 033" Sts, 


A.E.Singleton, Manager, 














We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 
‘or 80 years our specialty. 
Bank and mercantile reference, 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKE 


610 Broadway, 
Phone Stagg 1757 








CASH PAID 


for entire shoe stocks or surplus stocks of 

shoes or other merchandise. Any quantity. 

Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 

622-624 Broadway, New York, N. Y. 
Phone Spring 1443 














Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on 
your shelving, og help 























Write for our latest cata- 
showing 18 styles of 
ders as well as other 
store fixtures. 

Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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Fanciful Gloves 


When all fashions proclaim sim- 
plicity the importation of French 
gloves display marked elaborate- 
ness. A window of these gloves at 
B. Altman & Co. are worthy of ex- 
travagant terms of description. 
Gauntlets of soft suede in gray or 
beige, or glace kidskin in black or 
white are enriched by cuffs of 
Aubusson Point or of silk with 
Point de Beauvais embroidery, the 
latter entranced by matching card 
cases and occasionally a handker- 
chief. 

Noteworthy also are the gloves 
with self-tone mottled effects, those 
exploiting novel cut-work pattern- 
ing, and those with embroidery in 
attractive designs and color com- 
binations. 

Another importation at Bonwit 
Teller of very fine selected glace kid 
boast little flare cuffs stitched in an 
all chainette scroll effect. There are 
black with white, white with black 
or new tones of brown with fawn 
combinations—nor is this all for 
Arnold, Constable go one further 
in an imposing window display of 
every known novelty plus colored 
kid gloves in green, blue and red 
with scalloped cuff of the moment. 
We are anxiously awaiting to see 
these gloves worn! In more conser- 

vative gloves the slip-on in suede or 
kid is smartest. 





Plan Fall Opening 


Sheboygan, Wis., Oct. 15—Shoe 
merchants of the south and west 
sides of this city are co-operating 
with other merchants of that sec- 
tion in holding an elaborate fall 
opening. Plans for the event in- 
clude a big parade in which mer- 
chants and organizations will en- 
ter floats, a band concert, and a 
program at a local theatre. Mem- 
bers of the South and West Side 
Advancement Association voted 
their support to the celebration. 





Style Show Opens Season 


ndusky, O., Oct. 14—Shoe mer- 
chants here co-operated with ap- 
parel houses in staging a Style 
Show recently. It marked the open- 
ing of the fall season. The event 
was put on at night, and although 
no merchandise was sold it added 
impetus to the buying subsequently. 
Living models yed styles in 
clothing and f at the high 
school hall, where 8,000 people at- 
tended. 
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Factors in Retailing 
Shoes 


Cincinnati, O., Oct. 15—A 
questionnaire sent out by the 
Julian & Kokenge Co. to sev- 
eral hundred retail shoe mer- 
chants on what in their opin- 
ion constituted the most vital 


factor in shoe retailing, 
brought back the following 
facts: 


1. Having the right sizes 
when wanted. 


2. The right shoe in the 
right place. 

3. Bringing people to the 
store. 


4. A definite buying policy. 
5. Being always on the job. 
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WANTED TO PURCHASE 
CASH PAID 








Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
knowledge so that he who runs through these 
pages may read—and learn. 
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Neatest, strongest, lightest and most 
convenient fitting stool on the market. 





Finished Golden Oak or 
Mahogany 
RRR nest $4.00 each 
Carried in stock. Available for shipment 
anywhere by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 
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In the Sept. 27 issue, because of an 
error, Crull’s Shoe Store, Greenwood, 
Miss., was reported asking for a gen- 
eral extension. Since that issue the 
Recorder has been advised by the 
source from where the information 
came, that Crull’s Shoe Store has not 
asked for an extension and we gladly 
print this correction. 











BUSINESS REVERSES. 


Huntington, Cal——Huntington Park Style 
Shop, J. Serota, proprietor, shoes, etc., re- 
ported petitioned or petitioner in bank- 


ruptey. 

Stratford, Cal.—J. H. Brothers, shoes, etc., re- 
ported asking for general extension. 

Fort Dodge, Ia.—Mulmed Bros., shoes, etc., 
reported petitioned or petitioner in bank- 
ruptey. 

Washta, Ia.—W. G. Hartman, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptey 

Bowling Green, Ky.—Sam Greenberg, shoes, 
reported petitioned or petitioner in bank- 
ruptey. 

Boston, Mass.—S & S Shoe Store, Sibyl Sorok- 
Tr, shoes, reported petitioned or petitioner in 
bankruptcy. 

Mer-Bros. Shoe Co., shoes (377 Broadway), 
reported offering to compromise at 25 per 
cent. 

Fall River, Mass.—Aaron M. Katz, shoes, etc., 
reported offering to compromise at 25 per 
cent. 

Brockton, Mass.—Metropolitan Shoe Store, re- 
ported assigned. 

Salem, Mass.—C. H. Carey & Co., Inc., wood 
heel manufacturers, reported meeting of 
creditors called. 

New Bedford, Mass.—Joseph Madeiros, shoes, 
reported assigned. 

Ann Arbor, Mich.—James J. O’Kane, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Hattiesburg, Miss.—Swittenberg Shoe Co., Inc., 
shoes, reported petitioned or petitioner in 
a to 
Louis, Mo.—Sol W. Fisher (748 Washing- 
<— avenue), shoes, reported assigned 

Bloomfield, J.—Grossman & Blumenthal, 
Essex Shoe en shoes, reported petitioned 
or petitioner in bankruptcy. 

Albany, N —Harry Kaplan, shoes and re- 
pairing, reported offering to compromise at 
25 per cent. 

Brooklyn, N. ¥.—Carlton Wood Heel Co., Inc. 
(50 Flushing avenue), reported petitioned 
or petitioner in bankruptcy. 

Cooperstown, . Y¥—wWilliam H. Whitaker, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

New York, N. Y.—Max Landesman (162 Riv- 
ington street), shoes, reported petitioned 
or petitioner in bankruptcy and receiver 
appointed. 

Gastonia, N. C.—Sherman Bros., Gastonia De- 
partment Store, shoes, etc., reported as- 
signed. 

Harrisburg, Penn.—D. W. Cook (213 No. 
Third street), shoes, reported petitioned or 
petitioner in bankruptcy. 

Philadelphia, Penn.—L. C. Strumpf, shoes, re- 
ported offering to compromise at 25 per 
cent. 


BUSINESS CHANGES. 


San Francisco, Cal.—Mail’s Shoe Store (Fill- 
more and Post streets), shoes, reported ad- 
vertising to sell out. 

Dover, Del.—Delphia Penn, shoes, etc., in- 
corporated $100,000. 

Chicago, Ill—Mme. Albert, 
corporated $50,000. 

Kewanee, Ill.—Kewanee Dry Goods Co, shoes, 
ete., incorporated $100,000. 

Chicago, Ill—James K. Alexander & Co., 
shoes, etc., incorporated $15,000. 

Busy Bee Shoe Stores, wholesale and re- 
tail, incorporated $30, 

Cicero,» Ill.—David Frankel (511 W. 265th 
street), shoes, etc., id out and now lo 
cated at 4827 W. 22nd street, Cicero, Ill. 

Lew Katz Shoe Co. (not incorporated), re- 
tail shoes, reported sold out to Jack Kelner. 


shoes, etc., in- 
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South Bend, Ind.—Gutstein-Berlow Co., 
ete., reported succeeded by Charles Berlow. 

Albia, Ia.—Max Loeb & Sons, shoes, ete., Eu- 
gene Loeb, died 

Boston, Mass.—Gold Seal Shoe Co., Ine., 
wholesale shoes, incorporated $10,000. 

Brockton, Mass.—Daly Dodd Mfg. Co., Inc., 
shoe goods, incorporated $10,000. 

Milford, Mass.—Greene Bros., heel manufac- 
turers, succeeded by Russen Heel Co. 

Haverhill, Mass.—Morris Brams, shoes, re- 
ported succeeded by S. Brams. 

Boonville, Mo.—M. W. Stiles, shoes, reported 
succeeded by H. S. Bieber. 

St. Louis, Mo.—G. C. Shoe Co. (930 No. 
Sarah street), shoes, incorporated $10,000. 
Hackensack, N. J.—Pucelli & Viola, Liberty 
Shoe Store, shoes, reported partnership 
—— and succeeded by Alexander Pu- 

celli. 

Brooklyn, N. Y.—The Cantilever Shoe Shop 
Inc., retail shoes, increased capital from 
$200,000 to $300,000. 

Vincent Licastro (152A Rockaway ave- 
nue), shoes, reported closed. 

Long Island City, N. Y.—Wetzler & Prouse, 


shoes, 


United Chain Shoe Stores, shoes, reported 
selling or sold out. 
Cincinnati, O.—Lucy G. Lynch (1212 Main 


street), Lynch’s Shoe House, reported sold 
out to John D. Lyons & Son. 

Philadelphia, Penn.—Woodland Army and 
Navy Store (6231 Woodland avenue), shoes, 
ete., reported sold out business to Benja- 
min Waxman. 

Williamsport, Penn.—Louis Wertheim, shoes, 
ete., reported sold out to M. E. Hurwitz. 





“Wales Welts” 


“Wales Welts,” named for the 
Prince of Wales, have toes that are 
wide, square and a bit high. Toes 
that are just right with the new 
wide trousers. Most of them are 
broguey styles. 


Opening New Stores 


Philadelphia — Thomas T. 
Brooks and Luther G. Straw of 
Marston & Brooks, shoe manufac- 
turers, Hallowell, Me., were here 
recently attending the opening of 
the first of the Arthur Brooks 
stores. Two were opened here. 
Others will be opened later. The 
stores will sell a line of Goodyear 
welt shoes for men, boys and lit- 
tle men, which will be made in 
the Marston & Brooks factories. 

The stores have a new standard- 
ized equipment. The color tone 
is grey. 


Directoire Details Make 
Their Mark 


The Directoire has unquestion- 
ably made its mark on the winter 
fashions but in costume details 
rather than in silhouette. Such de- 
tails are to be found in the tiered 
or swinging shoulder cape—the 
high collars and cuffs—the long, 
wide revers seen everywhere on 
coat dresses—the jabot. The more 
molded line, following more closely 
the figure than in seasons again 
reflects the Directoire. Strangely 
enough these are details of the 
men’s clothes of the time rather 
than the women’s and whether the 
high waisted dress will actually 
play an important part is question- 
able except in misses’ dress where 
it undoubtedly has a youthful ap- 
peal. 











The display windows of Empson’s Boot Shop at 209 North Main street, 


Bloomington, Ill., are deeply recessed. An attractive marble base makes a 


nice impression. 
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Men’s and Boys’ House Slippers 
Evans’ Standard Quality 


NOW IN STOCK 


mm = Se 


318K TAN VICI EVERETT 348K TAN VICI BRIGHTON 
Full English Toe 


Full _— Toe 
pO”. ek Seer $2.35 
No. 348—Same in Tan Cab.............. 2.15 

















In-Stock Folder Listing Thirty Lines Sent on Request 


Boston Office a: B. Evans’ Son Company New York Office 
130 West 42nd St. 
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ummer Street Wakefield, Mass. 



























SHOE 


as ‘Mhatrated represents two out- 

standing styles of Packard Snappy Price 

oxfords from our $50 
IN STOCK 





SAVOY 
No. 350 tan calf, department, for those retailers, 
Derby lace oxford who desire the best ~styles at 


Savoy model. C D 
6-10. moderate cost 


Our national advertising campaign in 


THE SATURDAY EVENING POST 


is designed to help increase your sales. 
lace oxford Over 


We'll be glad to tell you more about it if you address 
Dept. G weight sole, Rex 
model. C D 6-10 


(PE) A. PACKARD wen ae 


No. 225 tan calf, Fox 


Brockton, Massachusetts 








When writing to the above advertisers please mention Boot and Shoe Recorder 
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4 
a Diamond Brand The genuine Dia- 


(Visible) Fast Color Eye- mond Brand (Visible) 


tops that never lose their color, identified by the two tiny dia- 


LOOK FOR THE DiAMOND 
TRADE @ MARK 


b) * - * — and actually outwear the shoe. monds on their celluloid surface. ’ \ SA 
. 
J 4 ay 
C- 
* 


oY, SIBLE eyelets are one of those niceties of footwear construction 
that are always evident on the shoe of beauty, fashion and good 
taste. Without visible eyelets to adorn and protect it, no lace shoe 
can be absolutely stylish, correct and finished in appearance. The 
much favored mode for Fall is the light, dainty, Goodyear Welt 
oxford, finished with visible eyelets. 


2 
5 UNITED FAST COLOR EYELET COMPANY 
A Manufacturers of 


~~ 


DIAMCND BRAND (VISIBLE) FAST COLOR EYELETS 


(oS 
CTR 
cy 
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THERE IS A SCIENCE IN 
SUCCESSFUL SELLING 





THE MERCHANTS COMPETITION CALLS FOR CONSTANT- 
LY INCREASING VALUES. BETTER VALUES FOR THE 
SAME MONEY. BETTER LEATHERS, BETTER PATTERNS, 
BETTER WORKMANSHIP TO INSURE SERVICE. 


ONLY A FACTORY EXCLUSIVELY DEVOTED TO THE 
MANUFACTURE OF ONE TYPE OF SHOES CAN KEEP 
PACE WITH THESE REQUIREMENTS. 


YOU WILL BE ABLE TO CREATE A BIGGER AND BETTER 
CHILDREN’S SHOE BUSINESS WITH THE NEW HELM- 
HOLZ LINE NOW IN THE HANDS OF OUR SALESMEN. 


WRITE AND SALESMAN WILL CALL—OR WE’LL SEND 
SAMPLES. 








HIGH GRADE SHOES 
FOR CHILDREN. 


MILWAUKEE =_J.K. Orr Shoe Company, Atlanta, Ceorgia WISCONSIN 
Georgia, No. and So. Carolina 


« Theyre Better Stitchdowns + 




















. Published every week by the Boot and Shee Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second-class mat- 
922, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Subscription price, $5.00 per year. Printed in U.S.A. 
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Brain-Rest—And Whites! 


Each year, amid the hurly-burly of style 


problems, there comes the period of san- / 
ity and confidence—the Summer time of | 
staple white footwear. There is an added ( 
confidence in ‘“‘The Whitest White’’ as \ 
your Spring and Summer Leather. A 


Prepare Now! 




















‘**‘THE WHITE HOUSE OF AMERICA”’ 
TANNERS 
Gloversville, New York 
New York, Boston, Milwaukee, St. Louis, Cincinnati 


WHITE LEVOR 
GRAHN AID 


When writing to G. Levor & Co., INc., please mention Boot and Shoe Recorder 








r 25, 1925 8 october 25, 1924 BOOT AND SHOE RECORDER 











—While the Safe Colors Are: 


Beaver Racquet 
Medium Grey 
Golden Brown 
Havana Brown 





When writing to G. Levor & Co., Inc., please mention Boot and Shoe Recorder 
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No. A555—The Vivian, made of 
KAFFOR KID, biack, with patent 
straps and celluloid heel. Also made 
in all over black KAFFOR KID with 
KAFFOR KID covered heel, 

Price $4.75 


Another excel- 
i 


KID. Bradford 
Shoe Co., Col- 
umbus, Ohio 











Fashionable Shopping Section 
Upper Main Street, 
Buffalo, N. Y. 











ile Leather for sea Shoes 


Beautiful shoes need fine materials. Fineness of texture and fineness 
of finish gives to the pattern of the shoe the proper background for 
“style,” and without “style” a woman’s life and heart are not pleased. 
Kaffor Kid is growing in popular demand just because of this im- 


portant requisite. It has: 
(1) An extremely fine grain effect. 


(2) Wearing qualities found only in calf. 

(3) Non-scuff characteristics of calf. 

(4) Enough mellowness, softness and give to assure com- 

fort, yet retain its shape. 

Kaffor Kid combines the good features of Kid and Kangaroo. 
produce it in Black, Arab Tan and Morro Brown. 
You will find available all the “wanted” styles made of Kaffor Kid in 
your choice of lines, for nearly all of the leading manufacturers are 
using Kaffor Kid. 
You can insist upon this remarkable leather in your shoes with utmost 
confidence as to values, wear and finish. 


We 




















Write for booklet 
“The Story of Leather” 
Sent gratis. 











Write us for any 
information desired. 

















This Is A Calf Year! 
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“Faithful 





A Top Notcher 


The Warwick—$5.95 


No. 3810 — Ebony Calf, 
Single Sole, Black Welting, 
Fair Separate Stitch, 
Flanged Rubber Heel. 


No. 4810—Empire Tan Calf, 
Single Sole, Natural Welt- 
ing, Fair Separate Stitch, 
Flanged Rubber Heel. 


In Stock Now 
Ato D 


Ball— 
Fashioned 








Fashioned by 
Master Craftsmen 


Our New Fall Catalog is Ready—Ask for it 


Nunri-Bush & Weldon Shoe teed 


When writing to NuNN-Bush & Wetvon Snot Company please mention Boot and “Shoe aa 
. 
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aramount 


THE SUPERLATIVE PATENT LEATHER 


| jeiommat you choose PARAMOUNT for your standard, 
you are selecting a leather that has set the pace in 
patent leather development for more than thirty years. 


THAYER-FOSS COMPANY 


Leathers of Merit 
BOSTON,  -- : : ‘- MASS. 


When writing to Tuayer-Foss Company please 
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Ohe FLORSHEIM SHOE 


r 25, 1925 














| §-92 


THE WALES —In Stock 


One of the many smart styles that make the Florsheim 
Agency the young men’s shop of the town. Florsheim style 
ideas are the kind that attract attention—they draw trade. 
Immediate deliveries from stock —write for booklet. 
Style S-92—Black Polo Calf, as illustrated 
Style S-91—Same style, in Tan Polo Calf (light tan shade) 


Most Styles Retail at Ten Dollars 


Florsheim Stock Styles are reg- 
ular quality and regular price. 


THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS 
Manufacturers + CHICAGO 


FOR THE MAN @d o> HO CARES 














When writing to Tue Frorsueim Suoz Company please mention Boot and Shoe Recorder 
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“Making Beautiful Things Use), 


«2 P} ATIONAL and logical changes in fashion are appreciated by the 
ay §, public and acknowledged by the merchant as a necessity. Mere 





| caprices are not lasting. Real fashion in footwear is not haphazard, 

2% but comes from deep study of trends in footwear fashion that 
blend with garmentry. Skill and artistry play a prominent part in estab- 
lishing a real progressive and consecutive development of fashion in foot- 
wear. 


An institution that is conspicuous in the frequency of its style successes 
is the proper organization to link up with. It insures getting style at the 
right time, so that you can accomplish a consistent price and the customer 
can get the correct shoe for the occasion. 


It is only within a few years that anything even remotely resembling 
this care and study have been devoted to designing. The fact that the shoe, 
being thus a comparative newcomer in fashion has possibilities before it of 
variation, innovation and ornamentation, makes it ‘‘an honourable’ gar- 
ment, meriting an appreciation of its fashion value, instead of being con- 
fined within the limitations set by mere utility. 


Speeding Up __ Fashions go in cycles. Part of the art of merchandising is 
Fashion Cycles satisfying popular discontent, by bringing forward some- 
Should Be thing new, which, by contrast, makes the old seem doubly 
Discouraged __ old. But, efforts to speed up periods of radical changes in 

shoe styles should be discouraged. There is no imaginable 
limit to the possible changes, either in material or pattern of women’s.dress. 
One season a woman's dress will look like a circus tent in outline; another 
season like an umbrella case. Such flexibilities is impossible in footwear. 
There must be practical limitation of footwear design and good taste 
always, if orderly production and distribution are to prevail. 


The Failure of But, there is a wide space between research and development 
the Imitator and mere imitation. The faélure of the Imitator is as inevitable 

as is the failure of the man who violates any other eco- 
nomic law. Of two styles one may be of equal worth with the other—but 
the offering ‘‘the same as’’ is bound to be recognized as spurious as is any 
other counterfeit. The retail sale of shoes in America was never in better 
hands than it is today. A higher percentage of good shoes is being sold in 
real shoe stores by progressive men, capable of absorbing new ites and 
acting on them. 
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Send Useful Things Beautiful” 
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Ruskin. 


The time has come for a new appreciation of the place of style in foot- 
wear. Its new status is best told in the line from John Ruskin: “‘Art is the 
making of beautiful things useful, and useful things beautiful.’’ Selecting 
personal apparel is truly an art requiring the fullest measure of tasteful 
appreciation and demanding the true inspiration of creative genius. It is 
XE discriminating task of society to accept and encourage authentic foot- 
wear designs, and thus make it possible to bring together artists who are 
also shoemakers, to the end that the public may be the ultimate fashion 
gainer. 


Masterful Shoemaking Speed and facility in shoe design, and beautiful 
Makes a House Con- variation within the accepted mode are factors that 
spicuous for Its Style make a house stand out conspicuous for its style 

authenticity. The grading of patterns to the neces- 
sary sizes and widths is of greatest importance for variance of fitting is as 
diversified as are individuals themselves. Certainly, fine and fashionable 
shoemaking isa highly technical occupation. We maintain masterful shoe- 
making to the end that the feminine public may enjoy footwear arts as never 
before in human history. 


Better Taste Has Been Bred Recognition of the importance of a national 
in Buyers’ Minds by the Style understanding of the trend of styles has come 
Committees’ Conferences through the efforts of the Style Committees, 

which meet in quarterly conferences to arrange 
programs of buying, for the guidance of merchants, manufacturers, tanners, 
salesmen and allied factors, each holding up to the lamp of experience those 
proven facts that exert influence in making fashion in footwear a funda- 
mental for public acceptance and approval. But we can go still farther, 
individually and collectively, in emphasizing the importance of style in 


footwear. 





John C. McKeon 


Laird Schober & Company 
Philadelphia, Pa. 


President National Boot and Shoe Manufacturers’ Association 
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Every stock needs livening up 
occasionally to attract and 
hold new trade. Put in these 
new styles and give business 
an added stimulus.. 


_ — —— a 


Patent Goodyear Welt 


Genuine Patent Chrome snapped up 

with rich cut-outs, perforations and 

stitching. Leather Quarter Lined. High 

Grade Soles, beveled to look light. All 

solid construction. Rubber Heel. 

X4789 13/8 Heel $4.00 
B, 4 to 8. C, D, 3 to 8. 


Patent Leather is still 
Fashion’s Favorite. Combined 


with sna atterns a stead : 
' e PPY P da. K y Patent Goodyear Welt 
Sate 18 assured. cep your Genuine Patent Chrome in popular 


stock alive and moving with pattern. Number One Bend Soles, 
‘ beveled to look light. All solid con- 


these new ones. struction. Rubber Heel. Leather 
Quarter Lined. 
Widths B,C, D. 
X4568 9/8 Heel, 3 to 7 $3.75 


INBAc 


SINSHEIMER BRO. & CQ 
211-135-155 W. MONROE $t. 


CHICAGO 

















When writing to Sinsueimer Bro. & Co. please mention Boot and Shoe Recorder 
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Announcing 


HE matter of making an an- 

l nouncement correctly is 

difficult, and especially so when 

it concerns Calf Leathers. To add to 

our difficulties, we can’t say “it has 

been imported at a terrific expense 

from the capitals of Europe” or any 

other. foreign lands—it is made in 

Peabody, Massachusetts—and we are 
proud of it. 


To become over-enthusiastic before 
a crowd of strangers about the way 
the baby says “papa” or about the 
way your car has held up for the last 
twenty-five thousand miles is as much 
a fault as it is to remain apathetic 
and indifferent to a beautiful pair 
of shoes or to the charming creature 
in them. 
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a new achievement 


GRIESS PFLEGE 





To avoid the possibility of either 
extreme, we will let the leather itself 
provide a means for adequate descrip- 
tion. 


LOZELLE Calf is a new achievement 
in calf leathers. It is announced at 
a time when its worth has been 
proven, rather than at the time of its 
conception. We know this to be true 
because LOZELLE Calf is already in 
thousands of shoes. 


To realize that production of LO- 
ZELLE Calf will continue day in and 
day out, is only to see the new plant 
at Peabody, which embodies the 
latest in tannery design and equip- 
ment and which is devoted exclu- 
sively to the manufacture of Calf 
Leathers. 
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THE GRIESS PFLEGER TANNING CO., 


179~793 South Street, Boston, Mass. 





~ GRIESS -PPLEGER 


7 uliors of Pharac , i 
a uf Baad 
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We Know You'll Come Back 


A nervous lady, anxious to get rid of atramp who came to beg a meal, 
said to him, ‘“‘If I give you.some pudding, you'll never return, will 
you?”’ 





“Well, lady,”’ he answered, ‘‘you know your pudding better than 
I do.” 





WE know you'll come 
back and stay with 


COFFEE WILO 


if you once try it in your children’s shoes. 


We are so used to having Combining that all impor- 
people tell us that it’s the tant softness to the feet with 
best children’s shoe leather perfect ventilation and stur- 
they ever saw that we expect dy service. 
nothing else now. 


a It is no wonder that chil- 
ae ¢ JOOt She natere repent dren’s departments whomake 
f trictl ializi 
making COFFEE WILO the | COFFEE WILO their stand- 
ideal leather for a child’s ard leather show a steady 
feet. growth in sales and profit. 
Be sure you get 


Our Sport Colors what you order 
Red, White, Blue, Green, The Leather that if you specify 


Chocolate, Light Smoke, 
Log Cabin, Beige, Silver Sells the Shoe 
Gray, Dark Gray, Dark 
Smoke, Cocoa, Pearl, 


Tangerine, Black, Olive. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of W | k @) Leathers 


—BRANCHES— 


10 Spruce Street, New York 308 Leather Trades Bldg., St. Louis, Mo. 











When writing to C. D. Kepner Leatuer Co. please mention Boot and Shoe Recorder 
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Jaunty Joan 


NOW READY! 
This attractive model in 
Black Satin and Black 
Suede is right at the top 
of the wave of popularity. 
One of the very best in 
our long line of novelty 


sellers for the fall season 
No. 365 — Price $4.60 


- Black Satin Two Bar Joan with Beaded 
Front Gore. Dull Calf Trim — Military 
Wood Covered Heel. Boston Last, 
’ AA to C. 


The Joan — 
a pattern of extraordi- 
nary beauty and delicate 
lines — carefully finished 
and of remarkable fitting 
qualities and so appealing 


No. 327 — Price $5.25 
because so moderately 


Black Suede Two Bar Joan with Beaded 
priced. Gore Front — Full Spanish Louis Heel. 
Beacon Last, AA to C. 


Thomson-Crooker Shoe Co. 


18-26 Station Street 
BOSTON “ - = . MASS. 


When writing to Tuomson-Crooxer Suox ComPaNy please mention Boot and Shoe Recorder 
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A permanent jet black dye 
—tor all light colored shoes 


Try REPCO on any light colored 
shoe. It will turn the shoe to a positive 
permanent black of a smooth and 
glossy lustre. 

There is no disagreeable odor to Repco Dye 
and it is unaffected by water. It will not rub 
off. Black polishes and pastes can be applied 


to shoes treated with Repco with most pleas- 
ing results. 


Shoe stores, repair shops and findings dealers 





. REPCO DYE 


Mein FINE black, all kinds of russet. 
loreg leather shoes. 


SHAKE DIRECTIONS 
ii tempi MEL before using. Clean the surface 
. y 


dry ’ 
oe * Apply the dye freely and ¢ 
a) as ar hand or machine brush. Do 20 


IMPORTANT 


Dy 
e: * allow the can 1 han 


ed py , ver, evaporation takes P' 
“Wi condition” Ad & little wood or denatured 


PAIRING MA 
SCOMPANY 
S°0S8TON, MASS. 








eee 
Ter t 
. Wickly. yy © stand open any longer 4 Cor 


Hoe Re UNITED onine 





selling or using Repco Dye find it a profitable 
investment and an excellent trade-builder. 


Suggest Repco Dye to your customers as a 
means of getting longer wear out of their light 
colored shoes. 


Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren St., New York, N. Y. 


a mn, ee i, i, a, {ee Le en, A, Le ef Lf i LI i _ _i,  _ i.  Li, n,  ln, ly, _, , iln. , sn, ln s, sllsn, ln sn, tn s n spn 
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When writing to Unirep Snor Macuinery Corporation please mention Boot and Shoe Recorder 
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How to run your business. 
How to finance it. How to 
keep it running and making 
money. i 

Pax | 
The Harvard Bureau’s con- 
densed course in business 
efficiency is yours for the time 
that it takes to get the infor- 
mation. 


Statistics compiled. Records 
that show where business 
success and business pitfalls 
are. 


Get the facts. Don’t guess. 


ON TO BOSTON 


January 12, 13, 14, 15—1925 
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CW@omen's Jancie. 


HERE exists to-day among women a 

state of mind hurtful to good shoe busi- 
ness. Women are chasing the Will o the Wisp 
of Style. There is no stability to their buy- 
ing. They shop around from store to store in 
a feverish search for ‘“‘something new, ‘or the 
“latest style’ at the lowest price. Very few 
stores own their trade. It’s here today and 
gone to-morrow. 





1 WPT _1 


This is No. 2 of a series of ad- 
vertisements dealing with the 
problems of the shoe merchant 


to-day. Comments are welcome. 


When writing to Tue Jutian & Koxence Co. please mention Boot and Shoe Recorder 


When Writing 10 UNITED SNUB ERE HERE Were wemerewrs p-~—-- 
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ic?Are Fleeting/ 
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Women cannot be blamed for their tendency 
to shop around. The fault lies with shoe 
men who have bewildered them. There has 
been too much rapid change of style, too 
many freaks, too much jazz. 















How much have you contributed to this 
condition? What have you done to stabilize 
your trade? What are you doing to bring 
order out of chaos? 


The Julian & Kokenge plan of merchandis- 
ing will put an end to the unhappy condi- 
tions that confront you. 


Line up now for a permanent, stabilized 
profitable shoe business. Get the co-opera- 
tion of a manufacturer that has helped 
others to success—that can help you. 








Ghe Julian fo Kokenge Co- 


Makers of the famous &, Gich Fitting Shoes for Women 
E. 4th St. Cincinnati, Ohio. 





When writing to Tue Jucian & Koxence Co. please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER October 25, 1924 























DESIRABLE FALL STYLES 


To Retail at Popular Prices 


Made up in all the desired leathers 
on tested lasts. Good honest 
merchandise you’re proud to sell. 





No. 335—Three-strap front lattice , . : 
model, made in all leathers on 130 No. 343—Southern Tie made in gun 


last. 12-8 Wine af : metal, patent leather or Russia calf. 
* h a ee 12-8 Wingfoot rubber heel. 130 last. 
. i Made in both welts and McKays. 


No. 322—Patent gore pump. 12-8 No. 325—Patent two-strap with side 
-Wingfoot rubber heel. 130 last. cut-out. 7-8 Wingfoot rubber heel, 132 
Made in both welts and McKays. last. Made in both welts and McKays. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


“Made In the Pine ‘Tree State 
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When writing to Jounson Bros. Suor Mero. Co. please mention Boot and Shoe Recorder 
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GLOVE-GRIP SHOES : 














SELL YOUR TRADE 
THE ARNOLD SHOES WITH THE GLOVE-GRIP FEATURE 
AND ENJOY THEIR BUSINESS FOR LIFE 


SEASONABLE STYLES FOR MEN AND WOMEN 
CARRIED IN STOCK---SEND FOR CATALOGUE-S 












THE MALCOM 






MODEL S420 MODEL S421 
Arnold Glove Grip Blucher Oxford, Imported Arnold Glove Grip Blucher Oxford, Imported 
Tan Scotch Grain, Stormwelt, Heavy Single Black Scotch Grain, Stormwelt, Heavy Single 
Sole, Leather Flange Heel. Sizes: AA and A, 7 Sole, Leather Flange Heel. Sizes: AA and A, 7 





to 11; B,6to11;C and D,&toil. IN STOCK. to 11; B, 6 to 11; C and D, 6to11. IN STOCK. 
Price $7.65 






Price $7.65 








The day is passing, if not already passed, when the utmost business and greatest number of 
permanent customers can be obtained for the store on style alone. Combined with style in Arnold 
Glove-Grip Shoes is a special feature; an original, exclusive, patent-protected feature, that con- 
tributes to the shoe wearer’s comfort and to which he clings because of the benefits obtained. 
Once a customer experiences the wonderful feeling of Glove-Grip Comfort he will be your cus- 
tomer always. Sell your customers Arnold Shoes with the Glove-Grip feature and enjoy their 
business for life. 










EFFECTIVE SELLING AIDS FURNISHED WITHOUT COST 


M. N. Arnold Shoe Company 


Factory—North Abington, Mass. 


NEW YORK OFFICE—127 Duane Street BOSTON OFFICE—10 High Street 





When writing to M. N. Annotp Suor Company please mention Boot and Shoe Recorder 
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LITTLE JOURNEYS TO AND FROM FAMOUS PLACES 


Louisburg Square 


ai I 


—_ 


Jb 
tl 














Louisburg Square—witliam Blackstone, the first English settler of Shawmut, 
lived in solitary contentment on what is now Boston Peninsula. He later moved away selling 
the property to the new settlers for $150. It is difficult to estimate the value in millions of 
this.property today. It would be even more difficult to estimate the value to a busy generation 
of our durable, resilient rubber heels—Bull Dog, Vim and Ever Grip. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 


When writing to Boston Woven Hoss & Russea Co. please mention Boot and Shoe Recorder 
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of Known Value 








Unbranded Goods 











Have you received your copy 
of the 1924 Green Book, recent- 
ly issued? Full of valuable mer- 
chandising suggestions for the 
dealer who wants to sell more 
Daniel Green Comfy Slippers. 
































When the Sales Curve 
Begins to Dip— 


AVE you ever analyzed the buying habits of your customers 
when “trade is off’’? 


Those who have made a study of the subject say that in periods 
of buying uncertainty it is invariably the unbranded article that 
suffers. 


To the great substantial millions whose buying habits are fixed, 
and whose means are steady, “‘value’”” means more than “price.”’ 


- That is why the demand for Daniel Green Comfys is holding as 


solid as a rock. 


The millions of people, who have learned through years of unvary- 
ing satisfaction, a true appreciation of Daniel Green value, cannot 
be turned away by the seduction of a sensational price cut on an 
article of unknown character. 


Year after year, these loyal millions insist on Daniel Green Com- 
fys. If their dealer does not carry Daniel Green Comfy Slippers, 
they go where they can be obtained. 


Don’t disappoint these loyal Daniel Green customers, by letting 
your stock become uneven. Have you checked up recently to find 
how many sales you are losing because you are out of sizes? 


Those Daniel Green dealers who are profiting most through the 
Daniel Green line are filling in boldly. They know that Daniel 
Green prices will not change, nor will the demand drop off, even 
though unbranded goods may suffer. 


Check up your stock now, and let us hear from you. 


DANIEL GREEN FELT SHOE CO. 


General Offices: DOLGEVILLE, NEW YORK 
Sales Offices 


116 East 13th Street 10 High Street 189 West Madison Street 
New York City Boston, Mass. Chicago, Ill. 


(GLETECED 


Daniel Green jee 
Comfy Slippers (res 











When writing to Danie. Green Fert Sxor Co. please mention Boot and Shoe Recorder 





Trade Marked Goods 














Greasy Water- 
proof shoes are 
out of date 





The old-time oily dressings, 
which not only left the shoe 
surface greasy, but also 
darkened and mottled the 
leather, formerly limited 
waterproofed shoes to the 
hunting and tramping type. 


Now KORITE makes it 
possible for you to sell 
waterproofed shoes that are 
just as handsome as un- 
treated ones. 


KORITE doesn’t notice- 
ably darken the color 
of the leather, and shoes 
that are treated with it 
may be shined just like un- 
treated ones. 


Think what a talking-point 
this gives you to business 
men, business women and 
mothers who want their 
children to be dry shod in 
good-looking shoes. 
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KORITE does more than 
waterproof—it makes shoes 
wonderfully comfortable 
from the first time they are 
put on. 


KORITE lets the shoe 
conform to the foot in- 
stead of making the foot 
conform to the shoe. 


Having your shoes KO- 
RITED is an investment in 
customer service that pays 
many dollars at a few cents 
cost. 


KORITE — the modern 
waterproof—costs no more 
than antiquated, greasy, 
leather discoloring dressings. 


Forward-looking manufac- 
turers are KORITING 


their shoes. 
Forward-looking retailers 


are having their shoes 
KORITED. 


—— | 


Korite Products, Inc. 


292 Main Street 


Cambridge - - - Mass. 


When writing to Korite Propucts, Inc., please mention Boot and Shoe Recorder 
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The World’s Leading Player 


Endorses 


THE =»H@@0D> GREYHOUND 


a 
“Ed” Wachter 


for twenty-six years recognized as the 
leading basketball player in the coun- 
try, member of more World’s Champ- 
ionship Teams than any other man in 
the game, at present coach at Harvard 
University, says: 





‘ ~ 4 f EXTRA THICK 
“I consider the Greyhound a | VULCANIZED SMOKREPE OUTSOLE 


the finest shoe and contains as yagi ; 
the best foot-protecting fea- -- DOUBLE GREY FOXING 
tures ever introduced in the EXTRA REINFORCEMENT aAROUTY 
history of the game.” 
; “00 GREYHOUND 
The GREYHOUND is the FIRST 
basketball shoe ever constructed in- The GREYHOUND is a better basketball shoe than 
corporating special features, prevent- has ever been produced. Special features in this shoe 
ing foot troubles so common to all (illustrated above) were worked out under the direc- 


those connected with the sport tion of prominent basketball coaches and players to 
eliminate the foot troubles that players have exneri- 


NOTE enced. Leading authorities in the field endorse the 
GREYHOUND. 


Champions in all classes who wore The basketball teains of the leading colleges and schools 
OTHER MAKES last year have all over the country are using the GREYHOUND this 


season. It is the original shoe with the Sponge Cushion 


bought HOOD Greyhounds for this Heel and Stee! and Fibre Arch support. 


/, season. P 


Note: This shoe was used by members of the United States 
Olympic Team, 1924, while training on the S.S. America 
during the trip to Paris. 











“060 TRACKSHU 


The only Canvas Running Shoe made, and at one- 
half the price of leather track shoes. The reinforced uppers 
will not stretch. It is snug fitting and is lighter than a leather 
shoe. The HOOD Smokrepe sole gives perfect traction. 
Every boy can now afford a real running shoe at the low 


price of the TRACKSHU. 


These two shoes are leaders in a complete scientifically designed and tested line of canvas footwear for both athletic and general use. 


=HO-O D>s3%. 


BETTER RUBBER PRODUCTS SINCE [896 





RUBBER BOOTS AND SHOB6—ARCTICS—CANVAS SHOES—ATHLETIC SHOES—HEELS AND SOLES—RUBBER oe Se AND TUBES 





When writing to Hoop Russer Co. please mention Boot and Shoe Recorder 
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CORD TIRE WEAR IN EVERY PAIR 


Work shoes with Gro-Cord Soles will give 


re RO-CORD Soles on work shoes give the 

most perfect satisfaction of any. The 
Police Officer and the Mail Carrier on the 
paved street all day appreciates its comfort, 
flexibility and great durability. The brake- 
man on slippery car roofs wants its skid-proof 
and weather-proof qualities. The farmer 
abeous the barnyard, in the field or in the 
stable realizes the advantages of its moisture- 
proof and acid-proof qualities. 


pleasure, comfort, durability and complete 
satisfaction to each and every one of your 
customers. No other sole has all the quali- 
ties of Gro-Cord soles. No other sole will 
hold your customers as well. 


Write for the names of manufacturers who 
make Gro-Cord Soled shoes for men, women 
and children—for sport, work or dress wear. 
Ask us for a sample showing the cord con- 
struction. 


The Lima Cord Sole and Heel Co., Lima, Ohio 


A. R. Mueller Co. —_ re tina Bidg. A. C. Morand Co. Northwestern LeatherCo. 


258 Fourth St. 1627 Locust St. 304-6 Sacramento St. 14 South Street 
Milwaukee, Wisconsin St. Louis, Mo. San Francisco, Cal. Boston, Mass. 





5, 1924 
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TRADE MARK REG. U.S. PAT. OFFICE 


“KEEPS THE FOOT WELL” 


Some New Models of 


The Greatest Shoe Success 


HE ARCH PRESERVER SHOE has forged to the front of the shoe 

industry because it proved that foot comfort and vigor can be com- 
bined with’style. Such an irresistible selling argument has made this shoe 
the outstanding success among shoes—is driving it on to greater business 
than ever before, even in this year of slow sales. The dealer who wishes to be 
safe,{who wishes to be sure of his business, will be satisfied only with the 
Arch Preserver Shoe, because its patented features cannot be copied. 


m # 


a & 


The Selby Shoe Company Portsmouth, Ohio 


Sole Makers of the Arch Preserver Shoe for 
Women and Misses 


° THE 


RCH RHFSERVER 


7 he Shoe that changed the Ideas of a Nation 


When writing to Tur Setpy Suor Company please mention Boot and Shoe Recorder. 
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The ““Dansant’ 


IMPORTED BROCADE AND KID 
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ORDER 


NOW! 
Don’t Delay 


No. 310—Genuine French Imported 
Silver Brocade, trimmed with Silver 
Kid, 17/8 Louis Spanish Heel. 


No, 312—Same with 14/8 Baby 
Spanish Heel. 


No. 311—Genuine French Imported 
Gold Brocade trimmed with Gold Kid, 
17/8 Louis Spanish Héel. 


No. 313—Same with 14/8 Baby Span- 
ish Heel. 
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- “Buane_Shoe © (©mpany, ; 


143 DUANE STREET, NEW YORK 
Factory: Haverhill, Mass. 
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LOOK FOR THE DiAMOND 
TRADE @ MARK 


OV ems eyelets are one of those niceties of footwear construction 
that are always evident on the shoe of beauty, fashion and good 
taste. Without visible eyelets to adorn and protect it, no lace shoe 
can be absolutely stylish, correct and finished in appearance. The 
much favored mode for Fall is the light, dainty, Goodyear Welt 
oxford, finished with visible eyelets. 


ft UNITED FAST COLOR EYELET COMPANY 
0) O 
(\ B: AN *} Manufacturers of 
~ re DIAMCND BRAND (VISIBLE) FAST COLOR EYELETS 
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UALITY is the one big reason why more 
~~ people walk on Goodyear Wingfoot Heels 
than on any other kind. The quality of their 
live, enduring rubber results in long, long wear 
and lasting springiness. The quality of their 
design and workmanship results in a neat, trim, 
close-seating style. Goodyear Wingfoot quality 
is the highest you can get in any rubber heel. 


GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other heels 


ENGEFOOT 


When writing to Tux Goopyear Tire & Rusper Co., Inc., please mention Boot and Shoe Recorder 
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For Men of Fashion 


RENNAN SHOES HAVE AN AIR OF LUXURY, A TRIMNESS OF DESIGN, 
AND A HIGH BRED APPEARANCE THAT MEN ADMIRE. YET WITH 


THEIR ARISTOCRATIC LOOKS AND FINE SHOEMAKING THEIR PRICES 
ARE MODEST. 


THE BRENNAN LINE IS CONSPICUOUS FOR ITS ATTRACTIVENESS, AND 
THERE ARE GOOD TIMES AHEAD FOR EACH DEALER WHO CARRIES IT. 
WRITE US NOW FOR FULL PARTICULARS. 


Illustrated: M. H. Imported Boarded Calf, Foxed Oxford, Braemoor last. Over- 
weight Single Sole. Rolled Leather Heel. 


RICHARDS: & BRENNAN CO. 


RANDOLPH, MASS. 


Manufacturers of 


MEN'S FINE SHOES 


‘“‘“SHOES FOR YOUNG MEN AND MEN WHO KEEP YOUNG” 


BOSTON OFFICE, ROOM 406, RICE BUILDING, 10 HIGH STREET 
New York Chicago 


Los Angeles 
Marbridge Building Palmer House 


Angelus Hotel 


When writing to Ricuarvs & Brennan Co. please mention Boot and Shoe Recorder. 
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The Newest Shade in STAKBUK 
2s the favorite in New York 


F you've been to New ingly with hosiery and 
York lately, you have gowns of the present 
noticed the tendency to- mode. 


ward more color in shoes. 
To manufacturers and re- 


This is particularly not- tailers of fashionable shoes 
iceable in combinations of at moderate prices we offer 
color contrasting with black STARBUK in the new Apri- 
or dark brown. cot shade. 








Apricot is the smartest of A luxurious leather—in the 
these new colors, because color of the moment—but 
it harmonizes most charm- not at a luxurious price. 





TOLMAN, DOW, AND COMPANY 


Leathers That Bring Re-orders 
174 Lincoln Street Boston, Mass. 


Greater New York Rochester, N. Y. 
New Castle Leather Co Mr. Charles L. Kirk 
100 Gold Street 22 Andrews Street 


Cinci i, Ohi . . . Louis, Mo. 
Mohn-Holters = mg Co. General Representasives for Continental mg tT. a “Fitagerald eu 
rane 


202 E. 7th Street New Castle Leather Co.—Headquarters, Paris, 1602 Locust St. 





























Luxurious 


Leather 
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Answers the contanl appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

“porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 
prove a profitable 
experiment. 























SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 






Nhe Shoe with the Grawhord 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 












When writing to Usitep SHor Macuinery Corporation please mention Boot and Shoe Recorder 
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UY WEBER Shoes for men as 
you would employ a buyer or 
salesman. 


UNION MADE 
Consider their record of many years 


of reputation building for shoe stores 
all over America. 














For retailing at $5 to $7.50 WEBER 
Shoes will advance your community 
standing as well as your sales. 


ISIS 


Weser Bros. SHOE Co. 
North Adams, Mass. 


No. 828 
bg — ed New York Office: 1328 Broapway, Marsrince Bipc. 


Lace Oxford 

Raglan Last H. Harris, Rep. 
Overweight Sole 

Rubber Heel 


Price, $5.00 


IRS RES 




















Russell Moccasin Footwear 
Will Sellin YOUR Store 


Whether you do business in a big city or a small village, people 
who take a live interest in outdoor sports look into your windows 
and enter your store every day. Let them know that 
you sell Russell Moccasin Footwear, and you’ll make 
profitable sales that you would otherwise miss altogether. 


ussells 


Neverleak Chief 


is a leader among single vamp boots—a boot that seasoned sports- 
men swear by and any hunter, fisherman or hiker will “take to” 
on sight. Made of carefully chosen, waterproof Paris veal chrome 
tanned leather, selected oak soles and “Never-Rip” seams around 
the toe piece. All heights, 6 to 20 inches; all sizes; army last. 


Our catalog describesa yn ong complete line of sports- 
men’s boots, moccasins, golf shoes, slippers. etc.—made for 
enduring service and extensively advertised. Write for this 
boot and dealer discounts today. 


THE W.C. RUSSELL MOCCASIN CO. 


927 Capron St. - - Berlin, Wisconsin 











When writing to the above advertisers please mention Boot and Shoe Recorder 
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Dependable 












Dwrinc THE FIRST 
SIX MONTHS OF THIS YEAR 
ONLY ONE LOT OF SHOES 
WAS RETURNED TO US. IT 
WAS A CASE OF DEFEC- 
TIVE BUCKLES. 


SMART SHOES FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 
A? THeIR FacToRY IN BOSTON 
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WY Pick A Good LINE AND STICK TOITN J 
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The word Walk-Croft is a Trade Mark Registered in the United States Patent Office 
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LIGHT TAN CALF 


THE SEASON'S FAVORITE 


HERE ARE TWO OF OUR 
LEADERS 


EVANGELINE AMERICAN BEAUTY 


GOODYEAR WELT FLEXIBLE McKAY 


STOCK NO. 6014 STOCK NO. 6103 


TAN CALF OXFORD TAN CALF ONE-STRAP 
9/8 me -y HEEL 13/8 COVERED CUBAN 
. 00 





IMPROVED CUSHION SOLE SHOES 
DR. A. REED, PATENTEE 


This is not the original Dr. A. Reed cushion shoe 
previously patented, but his latest invention. 


A complete assortment of styles in this ever popular line 
always in stock. 


STOCK NO. 3211 
WOMEN’S KID OXFORD 
KID TIP 


80 COMBINATION LAST 
GOODYEAR WELT 











Made by 


A. H. Berry Shoe Co. 


186 Lincoln Street, Boston 


When writing to A. H. Berry Suon Co. please mention Boot and Shee Recorder 
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THE MACDUFF” 
A different wide toe model, yet one 
that retains those distinguishing 
Edwin Clapp characteristics — 


correctness of style combined with 


dignity and refinement. 








EDWIN CLAPP & SON, INC. 


EAST WEYMOUTH, MASS. 


When writing to Evwin Crapp & Son, Inc., please mention Boot and Shoe Recorder 
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REAL WINTER SHOES 


The cold rains and snow are due soon. Are 
you prepared to meet the demands for Real 
Winter Shoes? Here are a few styles as 
suggestions—shoes that you can sell to meet 
the style tastes and pocket books of all your 
trade. You should order now to be prepared. 


1532 Dull Calf Bal $5.85 
Bulldog, Cap Toe, Soft Box, Whole 
Quarter, Leather Rand, Stitched Heel 
Seat, Rubber Heel, D. 

1531 Same in Russia Calf $5.85 
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520 Dull Calf Blucher $5.25 
College, Full Double Sole, Riveted Shank, 
Long Counter, Rubber Heel, Archkeeper, 
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9552 $3.50 

Men’s Cherry Calf Welt Blucher, Fibre 

— Rubber Heel, College Last, D-E 
ths. 





RICE & HUTCHINS 


INCORPORATED 
13 HIGH ST. BOSTON, U. S. A. 
$4.65 


642X 
DISTRIB UTI NG BRA NC HES Light Russia Calf Bals, Pung 1 Last, Cap 


Ch Cc Rice & Hutchins New York Co. 
Rice & Hutchins Seusiand Co. Rice & Hutchins St. Louie Shor Co. Toe, Single Sole, Rubber Heel, C—D, 5-11 
Rice & Hutchins Atlanta Co. Atlas Shoe Co., Restos Bose. Dry Foot Welt. 
Rice & Hutchins Baltimore Co. Jos. I. Meany & Co., Inc., Phila., Pa 
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When writing to Rice & Hutcuins, Inconporaten, please mention Boot and Shoe Recorder 
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The Complexity of Shoe Distribution 


The Average City Has Increased Only 10 per cent in Population in the Past 
Ten Years while Retail Stores Have Increased 15 per cent 


HAT is the line-up in the game of distribu- 

\ \ tion? Has it changed materially in the last 

five years? What is the outlook in each of the 
channels of distribution? 

There are human factors involved in retailing shoes 
which prevent it from being an exact science. Shoes 
cannot be merchandised in the same way as groceries 
or collars and neckties and some other articles of 
apparel, for they have more of those elements that 
have some relationship to human comfort and efficiency 
such as are possessed by eyeglasses and professional 
services to mankind. 


Production Plus Correct. Distribution—100 Per Cent 


Production without distribution is futile. Produc- 
tion has not served its purpose until correct distribu- 
tion has been achieved. No means like the automat has 
yet been devised for the distribution of shoes. 


We hope footwear will never get into the 
class of being sold by machinery or machine- 
like methods, for it is one article of merchan- 
dise wherein sympathetic and understanding 
personal contact is essential to proper distri- 
bution. 

The merchant’s position is sound, for in most cases 
he is a necessary adjunct to the most convenient and 
most practical and most economical method of dis- 

. tribution of a commodity that demands some degree 
of professional service to the customer. 


Many Channels to Shoe Distribution 


We are cognizant of the merchant’s positive place 
in the scheme of intelligent and economical distribu- 


tion. Not so many years ago ninety per cent of the 
footwear was distributed through the typical family 
shoe store, where the merchant served the entire range 
of customers from the cradle to old age. 

Today the distribution of shoes has spread into 
many channels. The family shoe store still continues 
to be the mainstay of efficient distribution. It has as 
its closest competitor the store operated by alert, inde- 
pendent shoe merchants maintaining specialty shoe 
stores, where stylish, practical and popular-priced 
shoes are sold to a limited range of people, usually 
defined by the age limits of sixteen to forty, for in 
this period of life more shoes are purchased and worn 
and are made accessory to the scheme of dress than 
at any other period. 


Shoe Selling Without Real Service 


These stores do not attempt to serve customers who 
have foot ailments, but prefer rather to make the sale 
quickly, knowing full well that the shoes will be worn 
out by fashion rather than by use. Then comes the 
merchant who finds that one store is but the beginning 
of a chain of stores operated by him. He finds that’ his 
ability and capacity for management make possible the 
operation of a group of stores. He has many advan- 
tages over the other two stores previously mentioned 
in his ability to buy more shoes and to shift from one 
store to another merchandise that is salable in other 
locations. 

Next in line comes the shoe department in the de- 
partment store where the selling of the complete 
wardrobe involves the necessity of rounding out the 
service from shoes to hats. In these stores women are 
urged to buy “the costume complete” because of the 
harmonies that come in a blended attire. The better 
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departments are 

stressing strongly bet- 

ter shoes and good taste 

in style. The buyers have the 

advantage of being constantly in 

the market and of being counselled by 

other divisions of the store in the right 

colors to buy. The shoe department should not 

be confused with the bargain basement, because 

in the one, good service and good fitting are attempted, 
and in the other, the misjudgments and errors of shoe 
selection appear in a mass of shoes spread on tables. 
Here the customer can paw over the shoes and pick 
footwear oftentimes of good material and good con- 
struction, but not quite as smart in style as the shoes 
that are bought in the regular shoe department. 


The Place of the Mail Order House 


Mail order competition remains about on the same 
level in volume today as ten years ago, with now and 
then a specialty mail order house rendering a form 
of service made possible by illustrated catalogues and 
a hit or miss method of size guessing. With variable 
feet and variable likes and dislikes towards shoes, 
lasts, colors and patterns, the mail order houses have 
a large percentage of returns and have a problem all 
their own when it comes to selecting a shoe in the 
right size to substitute for the one in the picture but 
now out of stock. 


And That of the Factory-Owned Store 


Stores operated by manufacturers as an outlet for 
their production come into the next group and repre- 
sent an attempt to control production by guaranteeing 
distribution. Of late in this field, standardization has 
developed a new form of bitter competition. For ex- 
ample, in New York City one big operator two years 
ago developed a fixed price shoe at a low margin of 
operating expense and extremely close to the cost 
figure. Every effort was made to take every item of 
expense out of distribution, even to the extent of 
employing clerks who had had no previous shoe ex- 
perience, so that they would have none of the recog- 
‘nized ideas on foot-fitting and service. 

These men were taught the shortest path between 
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getting the shoes on the “public feet and getting the 
money in the cash drawer. A year later another group 
of factory operators decided to open up a larger chain 
at fifty cents a pair less. The stores were small and 
compact and the price appeal was the biggest feature 
of the line. Now comes another organization in the 
same field catering to precisely the same type of cus- 
tomer with a still lower range of prices. All of these 
stores have fixed price signs on their fronts and the 
appeal is directed to the pocketbook with little said 
about fit. Perhaps the line of reasoning is that people 


in that range 
of ages have a 
minimum of foot trou- 
‘ble, and that shoes are 
now so roomy that any in- 
dividual can approximate his size 
and let it go at that. If the shoes are 
painful it costs so little that they can be 
thrown away for another pair. 
Where a Poor Guess Means Big Loss 

This is a form of competition with the family and 
independently run shoe store that gathers to itself a 
number of disadvantages such as picking the wrong 
number and having tens of thousands of pairs of them 
on hand, or the price of materials may rise to the 
point that the fixed price becomes an artificial barrier, 
making imperative a reduction of quality, or a revolu- 
tionary price change. 

This sort of chain store is popular with stock selling 
houses, who explain to the public the control of the 
production and distribution from the tannery through 
to the consumer, and say “there’s millions in it.” 


The “Company” Store—And Its Weakness 


Then there is the competition of industrial organi- 
zations. Some welfare scheme is put into operation 
similar to that undertaken at the Ford plant, where 
workers get shoes at approximately cost. Many of the 
post offices and police stations have special shoes on 
sale for people in uniform and occasionally these little 
rentless shops sell children’s shoes to give the worker 
the idea that a paternal organization makes his payroll 
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stretch out a little farther in buying necessities. Some 
of the mine companies’ fraternal organizations and 
some shoe factories in their factory stores distribute 
footwear—good, bad and indifferent—on the policy 
of getting the public interested in a bargain. 


The Bell-Ringer and What May Happen to Him 


Just a word on house-to-house competition in which 
considerable success has been made by brush and ho- 
siery concerns. Some operators in this new scheme of 
bringing the store right to the back door have been in 
the market for carload lots of shoes, hoping that their 
little group of village and town distributors can use 
the same house-to-house method in the sale of shoes. 


The Street of 
Distribution 


BOOT AND SHOE RECORDER 39 


The cash eollected in the deposit goes to the house-to- 
house canvasser, while the balance is collected by Uncle 
Sam’s carrier when delivering the package to the con- 
sumer. There have been se many abuses of the C. O. D. 
privilege, that many men are now seriously consider- 
ing requesting the Postoffice Department to discon- 
tinue the C. O. D. service of the postoffice, which would 
automatically wipe out house-to-house competition. 

These short definitions of the several paths of dis- 
tribution are given to sketch briefly the changes taking 
place in the marketing of shoes. We will in this issue 
confine ourselves to the subject of the retail merchant 
operating a family shoe store. 

Merchants are studying as never before the methods 
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of distribution to the end that they may develop "that ° 
line ‘Which will be individually most profitable'to them- 


The independent retail shoe merchant who owns his 
own business and is master of its policies relies upon 
the professional service of fitting feet and serving the 
public with the right shoe for the right occasion and 
at the right price. The independent shoe merchant, by 
getting together with other independent merchants 
and by discussing collective methods of distribution, 
is finding the right systems and the “salable styles of 
the moment” and is making his place more secure by 
playing a bigger part in the scheme of selection, for he 
has become the determining factor in good style and 
good taste and good style in footwear the country over. 
In a book we once read this: 


both customers and employees was of great value. The 
customer was made to feel that he or she was doing 
business with a person, not with a machine. Many of 
the storekeeper’s customers were his neighbors, and 
the consequent friendliness and community of interest 
were great business assets. His employees, too, felt 
that the employer was a person and not a system. The 
contact was not by means of a printed slip in the 
weekly pay envelope or a bulletin posted near the ‘Em- 
ployees’ Entrance.’ It was a real, vital human contact.” 

No article on retailing economics has created greater 
interest than the research by Congressman Sydney 
Anderson on the “Case As to Distribution.” His open- 
ing brief follows: 


The Function of the Retail Merchant 
And Where He Is Headed 


The retailer performs the final function in distribu- 
tion of essential commodities and gives fulfillment to 
all preceding efforts by making merchandise available 
to consumers at the time, place and in the form re- 
quired by them. 

The retailer's true function is that of serv- 
ing as a purchasing agent for his community; 
as such he selects and carries a reserve supply 
of merchandise to meet the requirements of 
the individual consumer. 

When the retailer enters business he assumes the 
responsibility of performing a public function, that 
of providing commodities and services to his commun- 
ity, economically and conveniently, and maintaining 
such environment as is necessary and desirable to the 
consumers who support him. If he fails in his respon- 
sibility and performs only as a distributing agent for 
the manufacturer,: he ceases to be an economic factor 
in the community which he serves. 


An Outstanding Retailing Defect 


One of the outstanding defects in retail distribu- 
tion is the retailer’s failure to purchase stock in a 
manner that will provide a steady, even flow of mer- 
chandise to the consumer without accumulation of sur- 
plus stock, which ties up capital and credit and adds 
to his cost of operation. It seems probable that the 
greatest factor of waste in distribution is in idle mer- 
chandise stock on the shelves of the retailers and the 
warehouses of the wholesalers. Idle merchandise accu- 
mulates a burden of interest, insurance, rent, taxes, 
depreciation, shrinkage and obsolescence, in addition 
to tying up an unnecessary amount of capital and 
credit. When this burden is permitted to develop, it 
must be passed along to the consumer if the retailer 
is to remain in business. 


A Perfect Merchandise Investment 


The policy of overpurchasing reflects the practice 
of manufacturers who make inducements to retailers 
to purchase in larger quantities than they can dispose 
of quickly. Merchandise investment reaches its highest 
point of efficiency when stock turn exactly corresponds 


with the merchandise requirements of the community 
and the facility for purchase without exhausting stock. 

The aggregate of these idle stock investments con- 
stitutes a heavy burden upon retail distribution, re- 
quiring greater credit, larger loans, greater cost of 
insurance, unnecessary warehousing and handling. It 
represents larger charges for interest on investment 
in merchandise and a greater allowance for deprecia- 
tion of stock than efficient merchandising would jus- 
tify. In many instances, such investment in surplus 
stock consumes all of the retailer’s capital and credit 
and makes it impossible for him to take advantage of 
cash discounts and protect his credit standing. 

To some extent, surplus stocks are developed 
through the retailer’s desire to secure quantity dis- 
count in the belief that he can thereby successfully 
meet competition and undersell his competitors. To do 
this, however, he would have to dispose of merchandise 
within a reasonable time or lose the earning value of 
more rapidly turned capital. 


Few Merchandise Discounts Now 


Quantity discounts are offered in two forms—cash 
discounts from the invoice, or a merchandise discount, 
sometimes termed a “free deal.” The latter, however, 
is a disappearing evil in merchandising, and should 
be discontinued, because it results in the dealer order- 
ing a larger quantity than his community can absorb 
within a reasonable time, and adds to a surplus of 
merchandise a further supply of the same kind of mer- 
chandise, thereby aggravating an already overstocked 
condition. The “free deal” practice is dishonest because 
it purports to be a gift of merchandise, while as a 
matter of fact the price which the retailer pays in- 
cludes a profit for the manufacturer on the entire 
amount of merchandise delivered, including that which 
purports to be free. 

Slow stock turns some times result from the retail- 
ers purchasing in excessive quantities directly from 
the manufacturers, with the purpose of securing a 
quantity price, when it would be more economical to 
purchase more frequently and in small quantities from 
a near-by wholesaler. 
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“The small-store owner's close personal contact with, 
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In a previous chapter, we have referred to the dis- 
advantage of future purchasing in anticipation of an 
unknown demand. 

As purchasing agent for his community, the retailer 
should be in a position to quote prices on such articles 
in his lines as he does not carry regularly in stock. 
Failure to do this lessens his service to the community 
and makes its seem necessary to the consumer to pur- 
chase through other channels. A greater degree of co- 
operation between wholesalers and retailers in provid- 
ing adequate price information would add to the effi- 
ciency of the retailer and increase the business of both 
wholesaler and retailer. In certain fields this service 
has been developed by wholesalers through a system 
of distributing price information by mail, covering a 
wide range of articles that the retailer does not carry 
in regular stock. In addition to this, the service is 
valuable in that it advises the retailer of price declines 
which he would not ordinarily observe before repur- 
chasing. 


Must Know Your Community 


The retailer can qualify as purchasing agent only as 
he becomes acquainted with the needs of the commun- 
ity, and this information cannot be secured by remain- 
ing behind the counters of his store and waiting for 
consumers to announce their requirements. The re- 
tailer cannot properly anticipate the requirements of 
the consumers in his community without becoming 
familiar with the demands and new requirements that 
result from changing eco- 
nomic conditions. 

To this end the retailer 
should co-operate more close- 
ly with community organiza- 
tions whose purpose it is to 
improve social, civic, com- 
mercial and industrial condi- 
tions. In agricultural com- 
munities the retailer should 
maintain contact with farm 
demonstrators, agricultural 
colleges and workers, with a 
view to assisting in activities 
that tend to improve produc- 
tion, marketing, transporta- 
tion and social conditions on 
the farm. In co-operating 
with such organizations he 
is helping to create greater 
opportunity for his own 
success. 








Why Co-operative Buying 
Organizations Spring Up 


There are occasions when 
consumers feel that the re- 
tailer is not functioning sat- 
isfactorily as a purchasing 
agent, and there develops a 
disposition to create a co- 
operative buying organiza- 
tion in the belief that it 
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would function more satisfactorily and economically. 
When proper relations exist between the retailer and 
consumer, there is neither apparent need nor advan- 
tage in creating a new agency to perform the func- 
tions of purchasing agent. 

As these facts become more clearly understood by 
consumers there should be better support of local dis- 
tributors, and this support would naturally be given 
to the retailers who function most efficiently as pur- 
chasing agents, with the gradual elimination of those 
retailers who merely serve as distributive outlets for 
the manufacturers. 

The services rendered by the retailers are 
of three types: (1) Fundamental services; 
(2)Services resulting from consumer de- 
mand; (3) Services resulting from competi- 
tion. 

The fundamental service consists of the retailer’s 
investment of capital in merchandise in anticipation 
of community requirements in quantity and variety to 
permit inspection and selection before purchasing. 
With a knowledge of merchandise and the sources. 
from which it can be secured, the retailer contributes: 
to the convenience and comfort of the community 

The service which the retailer renders in response 
to consumer demands consists of the following ele- 
ments: Credit to the consumer who finds it inconven- 
ient to pay cash for purchases as they are made; de- 


livery of merchandise for the consumer who finds it - 


inconvenient to accept merchandise at the time and 
place of purchase; guaranty 
that the merchandise is of 
the quality, quantity and 
value -which the consumer 
believes he is purchasing. 


Establishing Price Levels 


The services which result 
from competition tend to 
maintain a comparative level 
of selling price of similar ar- 
ticles and similar service in 
the various stores. However, 
in the competitive effort to 
attract consumers from one 
store or one locality to an- 
other, new services are cre- 
ated which ultimately are 
adopted by the majority of 
stores in order to avoid the 
loss of patronage. This form 
of competition tends to in- 
crease investment. in fix- 
tures, convenience and waste 
space utilized for such pur- 
poses as rest rooms, play 
rooms, writing rooms, res- 
taurants, etc. 

These services may to a 
certain point attract trade 
and produce an_ incréasd 
volume of business, with 

(Continued on page 53) 
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Nowadays It’s Distribution 
that Counts 


ODUCTION is a problem of machine pro- 
duction of a selected and acceptable article 
and, because multiplication brought a profit with 
each operation, it was natural for factories in the 
past to get the pick of scientifically trained men, 
for they saw in the-factory their greatest oppor- 
tunity. 

The time has come when factories the world 
over are able to produce much more than can be 
absorbed by the people with the price to pay for 
the article. This has brought about far greater 
interest in distribution than. ever before. The 
producers themselves are paying increased atten- 
tion to the method of distribution and to the 
cost thereof. The most successful producers are 
those whose goods reach the public at the time 
when that public is in the market and at a price 


appealing to that particular public. The average 
commodity usually doubles in price between pro- 
ducing cost and retail selling price. This condi- 
tion becomes a point of attack and every economic 
mind is set to bring about such efficiency in dis- 
tribution as will make the ultimate consumer pur- 
chase more articles and get more employment out 
of them. 

With such a pressure of interest on the subject 
of distribution, it is time for a national considera- 
tion of all the avenues leading to the public, and 
we have in this issue stated the broad platform of 
service rendered by the family shoe store. If its 
rate of turnover is small, on the average, it can 
be said that oftentimes this is unavoidable, be- 
cause the store carries everything needed in foot- 
wear from childhood to old age. Its service is the 
greatest represented by any merchandise worn by 
civilized beings. It is all inclusive of the family 
and covers the pretty shoes of eye appeal, to 
practical shoes of the working day and the special 
shoes for the ills that feet will develop. 

It is for this reason that some family stores 
have stocks over a year old, because there is some- 
body in the community who can get the right shoe 
for his or her foot only in that store. The price 
that the customer must pay ought to be based 
largely on the special service rendered. 

You will read with interest the general plat- 
form of the family shoe store—the service sta- 
tion of the small community—as it appears in this 
issue. Specific instances of service rendered, a 
living made and a steady and constant business 
can be given by the thousand, for the family shoe 
store, like the village doctor, has a warm place in 
the heart of the nation. 


‘Selling the Child 


T is noticeable in all parts of the country that 
shoe store merchants are making rapid strides 
in the direction of placing their children’s depart- 
ments on a better paying basis. Most common 
among the ideas on this subject are reports stat- 
ing that managers are installing furniture of a 
character which will appeal to the child. It is ob- 
vious that shoemen appreciate that children will 
be more content, easier to fit and in a more recep- 
tive frame of mind to return to the store if they 
leave in a happy mood. 

To get the children in a good mood, many stores 
have installed merry-go-round fitting devices. 
This is a stationary fixture, yet is about eight feet 
in diameter, carries a striped canopy and comfort- 
ably allows six children to be fitted simultane- 
ously. There is room for the parent to sit near the 
child. The surroundings are ideal for making the 
child “feel at home.” The merry-go-round seats 
are constructed to resemble animals. Display fix- 
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tures, representing monkeys, clowns and figures 
that interest children, are commonly seen in chil- 
dren’s departments today. 





Time Well Spent 


NE of the faulty things noticeable in the 

management of retail stores is the eager- 
ness with which the proprietor often “fills a va- 
cancy” instead of making an effort to get the 
right man for the place. Many retail shoe stores, 
as well as other types of houses, make the mis- 
take of hiring too easily, with the result they 
must also fire easily. 

The employment subject is a hit-or-miss propo- 
sition in many houses. Wouldn’t it be to the ad- 
vantage of the firm, whether it be a shoe store or 
a clothing shop, to deliberate a little before hiring 
a salesman and make sure that he is the right type 
to fit into the store policies? No doubt this single 
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The Signed Order Appears 


HERE is general interest in the giving and 
taking of orders that are actual orders. 
Whenever a rise in prices comes along the prob- 
lem of factory acceptance of an order some time 
after its being taken in the store) is dependent 
upon the new cost figures at the factory. It is 
therefore to the advantage of the retail shoe mer- 
chant that the orders so placed be properly signed 
and acknowledgment made of its acceptance by 
the factory. 
When a friend deals with a friend, 
Let the bargain be clear and well penned, 
That they may remain friends until the end. 
Now is the time when the signed order is bene- 
ficial to the marchant. The industry had its ex- 
perience with the cancellation of orders in the 
great drop of the market'in 1920, and there is 
hope that such a situation will never develop 


precautionary measure 
would in the end eliminate 
a great deal of needless 
expenditure of the em- 
ployer’s time in handling 
the employment subject. 
In hiring men one 
should look farther than 
the present. The man 
should have characteris- 
tics fitting him to prepare 
for other duties. He should 
have potential ability to 
executive positions. 


“Stock Peddling” 


Increasing 
HIS is the season of 
“stock peddling.” A 
number of individuals are 
going from shoe store to 
shoe store peddling shares 
in devices and materials 
calculated to revolutionize 
the industry, so govern 

yourself accordingly. 
Because the public be- 
lieves that the shortest 
distance between two 
points is from the factory 
to the consumer, the 
humerous issues of chain 
store stock deserve close 
scrutiny as to their value 
in terms of past per- 
formance, rather than in 

promising futures. 











‘‘Business Is Business” * 
BY EVERETT W. LORD 


Dean of the College of 
Business Administration, Boston University 


“BUSINESS is Business,” the Old Man said, 
“It’s warfare where everything goes, 
Where every act that pays is fair 
And all whom you meet are foes. 
It’s a battle of wits, a heartless rush— 
It’s a tearing, wearing fight; 
It’s a trick of the strong to win from the 
weak, 
With never a thought of the right.” 


And he schemed, and he fought, and he 
pushed men aside, 
While the world in contempt looked on; 
It buried him deep ’neath the wealth that 
he claimed 
And covered his name with scorn. 


“BusINEss is Business,” the Young Man 
said, 
“A game in which all may play; 
Where every move must accord with the 
rules 
And no one his fellow betray. 
It’s wholesome and clean, and full of good- 
will 
It’s an urging, surging game, 
It’s a mission to serve in your day and age, 
And a guerdon to honor your name.” 


And he sought and he bought, and he 
brought from afar, 
And he served with conscience clear; 
While his praise was sung by his fellow-men 
And his service crowned with cheer. 








again. 

No one looking forward 
to spring can see anything 
but a better period in mer- 
chandising and this happy 
condition should be made 
the more secure by mak- 
ing every order a definite 
order, signed and sealed, 
so that confidence can do 
its part in upbuilding in- 
dustry. 

When President I. H. 
Morse of the Massachu- 
setts Retail Shoe Mer- 
chants’ Association said 
at the first meeting under 
his administration that 
things were looking up, 
and that he for one, in his 
many stores, was looking 
ahead to little larger 
stocks against the time 
when the public would de- 
velop a spirited market in 
shoes, there is some indi- 
cation that the promised 
spring holds forth—oppor- 
tunity. 





The first snow-flurry of 
the winter is the signal 
to display overshoes. As a 
matter of fact, such a 
display should have been 
made before. 
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Unusually Large Attendance Expected sho 
thi 
| oa 
: at N.S. R. A. Convention 
Officers Gather in Boston to Discuss 
Educational Features of Big Gathering 
[iss first bell plans, but they have already assumed definite shape, 
is ringing for and the convention planners want the shoe world to 
the 1925 N. know that January 12 is now only about eleven weeks 
S. R. A. conven- away. 
tion. “On to Bos- Field Secretary Kunstman has been touring the 
ton, January 12- country in the interests of making the Boston conven- 
15,” sounds the_ tion a big success. He has recently visited Milwaukee, 
slogan. The “big Cincinnati and Rochester, N. Y., and finds that repre- 
chiefs” of the Na-_ sentation from these sections will be fully as large as 
tional’s twelfth an- at Chicago last year, “due,” said he, “to the consistent ‘ 
nual “get-together” business which the retail shoe merchants in these isit 
held a two-day ses- cities have enjoyed and their outlook for bigger busi- ser 
sion on Monday ness next season.” Mr. Kunstman will be in and around int 
and Tuesday of Boston until November 1. He will make his headquar- thr 
this week in Bos-_ ters at the United States Hotel. During this time, he my 
ton. They discussed _ will put in some “missionary” work with the New Eng- gel 
and_ rediscussed land merchants. He will also call on those of New York ing 
convention plans. and with the exception of a short trip West, will re- fer 
They “listened in” main in Boston until after the convention. pas 
ap va All Parts of Country Covered a 
L. F. KUNSTMAN L. F. Kunstman In the meantime, he reports that the Chicago office ae 

Field secretary of the N.S. R.A. ¢.o merchants in is working through the West and South. Just before pen 

who reports that an amazing 1, Middle West. be came East, 1,000 post cards, asking in regard to on 

amount , of , inter est in the “We are coming,” convention attendance, were sent to merchants in the he 

convention is being taken by ° 

erehante. say shoe buyers Middle West. Over 400 favorable responses were re- bu: 
everywhere. Andso ceived within two days. The prompt replies indicated col 

these conferees, President Seaton Alexander, Treas- to the National office that an amazing amount of inter- ton 
urer John J. Baird, Chairmen I. B. Howe and W. W. est is being taken in this convention. siv 

Willson, Secretary George M. Spangler and Field Sec- And, in the meantime, Field Secretary Sam Davis sty 

retary Kunstman, decided that they would “broadcast” is also accomplishing much in his swing around the ice 

the glad tidings at the dinner of the Massachusetts country. ‘or 

Retail Shoe Merchants’ Association on Wednesday “The education that the N. S. R. A. and the busi- 

evening. ness papers has given to the merchants has had won- 

derfully beneficial results,” says Mr. Kunstman. Mer- 
Collective Effort Needed chants are alert to the advantages of attending con- 

T. F. Anderson, secretary of the New England Shoe ventions. And this year, more than in previous years, we 
and Leather Association and A. C. Watson spoke on it is very important that all branches of the industry col 
the value of collective effort. The big keynote of the should come together in large numbers in a real, co- th 
evening was sounded by Chairman Howe of the N.S. operative effort to solve its common problems. 19 
R. A. convention committee, who promised a bigger . . : th 
convention and a better education event than in the Convention National, Not Sectional th 
show of 1920. This being the fifth anniversary of the “The personnel of the twelfth annual convention ‘el 
1920 show and the beginning of a new era in intensive want the Boston convention to be a big success, not th 
merchandising, there is warranted a national attend- only because there was never a time in the history of po 
ance with the Massachusetts association as host. the shoe business when greater co-operation between all in 

Mr. Howe said that the exposition was a feature its factors was necessary, but as a matter of courtesy pr 
that the “national” could not well do without, for if to New England manufacturers. For three years the en 
the merchant did not hold the exposition in conjunc- convention has been held in the Middle West, and the re 
tion with his convention, it wouldn’t be long before fact that it is to be held in the East this coming year “t 
private enterprise would develop a similar yearly should not deter anyone connected with the industry pr 
event. in any section of the country from taking as much in- be 

There are many “finishing touches” to put to the terest as in those of the past few years. It should T) 
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always be borne in mind that the conventions of the 
N. S. R. A. are NATIONAL events, and that they 
should be looked upon as such, rather than as some- 
thing devoted to the best interests of any one section. 
“This convention is of more importance 
than any held during the last three years, 
because on account of the immense amount of 
educational work done by the National Shoe 
Retailers’ Association and the business publi- 
cations, the merchant has learned the lesson 
of buying lines instead of shoes. There is no 
better place, nor more opportune time for 
merchants to compare lines than at the com- 
ing convention. This point is paramount and 
the success of the retail shoe business of the 
next year will hinge upon how extensive and 
comprehensive a survey of merchandise mer- 
chants can obtain through the lines presented 
at the coming convention. 


“In addition to the very flattering responses prom- 
ising attendance, above quoted, from the postal queries 
sent to middle western merchants, there is another 
interesting situation which I find is fast developing 
throughout the country. I found this evident during 
my recent four weeks’ trip through Iowa, namely the 
general stores in the small country towns are eliminat- 
ing their shoe stock and this business is being trans- 
ferred to the exclusive shoe merchant. Whereas in the 
past, this exclusive merchant has found it difficult to 
merchandise profitably, he is now overcoming this 
condition, on account of the added amount of busi- 
ness which he is receiving and which formerly went 
to the general store. Therefore, he is becoming a very 
important factor in the industry. Again, the lessons 
he has learned through the N. S. R. A. office and the 
business publications are benefiting him. He has be- 
come alert to the demand of the people in the country 
town for style shoes. The folks are going to his, exclu- 
sive, shoe store, because they expect that he will carry 
stylish shoes, and because they like a specialized serv- 
ice. The small merchant, therefore, is today very much 
‘on his toes.’ 


Program Educational and 
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snappy and most interesting. It is expected that many 
hosiery buyers, the women as well as the men, will 
avail themselves of the opportunity to hear well posted 
speakers discuss this important subject. 


Women Welcomed to Forum 

“And this year, the committee, realizing that the 
shoe and hosiery women of the country are a most im- 
portant part of the allied industry, are arranging a 
business program, where women will be heard from in 
open forum on the same basis of respectful attention 
as are the shoe men. The N. S. R. A. convention com- 
mittees are also arranging a splendid program of en- 
tertainment for all visiting ladies, both “professionals” 
and “‘semi-pros,” the wives and daughters of N. S. R. 
A. members. 

“The registration fee is a nominal one this year— 
$1.00 for members, $3.00 for non-members. 

“Reservation for display space have been coming in 
satisfactorily. This year, the committee in charge an- 
nounce that anything accruing in the way of a profit, 
after all convention expenses have been paid, will be 
divided 50/50 between exhibitors and the National 
Shoe Retailers’ Association.” 





The ‘‘Best”’ Locations Sometimes 


Flivver 

All the business isn’t done on Main Street. The side 
street has its inning and the stores on the fringe of 
the town often times show a good service rendered, 
and an excellent profit as well. One merchant in the 
West does business in a store on the fringe of the 
town with eighteen distinct nationalities trading with 
cash. Often times on a busy Saturday, the whole melt- 
ing pot mixture can be found in the store taking the 
first bills off the payroll. 

We told the story in a recent issue of an East Side, 
New York, store doing a remarkable business with the 
flapper “who dress their best all the time.” If your 
problem is one of the renewal of a lease in the high 
price section of the town, before you sign up for a 
period of ten years or ninety-nine years, make a sur- 

vey of where the cash cus- 





Interesting 


“The small merchant, as 
well as the big one, will wel- 
come the opportunity which 
the N. S. R. A. convention of 
1925 will give, for in Boston, 
they can view the lines of 
the whole country arranged 
‘ensemble’ fashion, and at 
the same time have an op- 
portunity to hear discussed 
interesting and everyday 
problems, with just enough 
entertainment added to add 
real spice to the educational 
“treat.” The committee 
promises that there will not 
be a monotonous moment. 
The talks will be _ short, 





A New Idea in 
Style Shows 


A feature of the meeting of the Massa- 
chusetts association, in no way connected 
with the discussion of N.S. R. A. convention 
plans, but well worth the consideration of 
other associations, was the introduction of 
a one-woman style show. 

The model was Miss Edith C. Dunton, a 
well-known society writer. All told, she ap- 
peared in eight costume changes designed 
for a variety of occasions and ranging from 
sport clothes to formal evening attire. Be- 
tween the eight scenes, the costumes were 
analyzed and a round robin discussion of 
the correct shoe for the costume was held. 


tomer spend freely for style 
and service. 

One of the outstanding 
problems in starting a retail 
business is location. A good 
location is frequently a 
store’s best assets, while a 
poor location may be the 
cause of failure even when 
sound merchandising poli- 
cies are practised. One of the 
finest locations measured in 
terms of passing pedestrians 
has proven a “lemon” to a 
dozen different merchants 
from hats to shoes, flowers 
to fancy-work, because the 
customer hurrying to the 
trains wouldn’t stop on the 
way. 
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Ww re said boots were dead? Above we see 
the modern Eskimo flapper garbed to 
greet Dr. McMillan on his return from far- 
north exploration work. And, speaking of flap- 
pers, lots of them make good business women, 
as witness Miss Helen Mouss, at the left, who 
successfully runs a style shoe store on Delancy 
street, heart of New York’s East Side. Her 
store is of the parlor type, but there are all 
types of stores in New York, for below we see 
a clever “hole in the wall” on Third avenue, 
where low-priced shoes are displayed really 
effectively. 
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) i begins to look as though any old style was * 
good. Just glance up and note that the 
fashionable gallery following the national ama- 
teur match players around the Merion, Pa., 
course, wear sport clothes, business attire, 
and even afternoon frocks. But the Prince of 
Wales is a stickler for clothes for the occasion. 
Please note that the correct thing to wear 
when punching starting buttons is a double- 
breasted suit and patent leather shoes. We 
can’t think of anything funny to say about 
the photograph at the bottom. It’s just a pretty 
parlor shoe store, known as the Mina Bootery 
on Madison avenue, New York City. 
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The Merchant Coming Into His Own as 
a Style Developer 


Becoming More and More a Big Factor in Solving Problems of 
What the Public Will Buy 


small, smart “shoppes” catering to the style shoe 

trade. Not only does the store, The Lubin 
Shoppe, attract attention by its pleasing atmosphere, 
but the casual passerby is invariably attracted by the 
new and unusual models on display, for Mr. Lubin 
spends much of his time in the designing of new 
models, 

An example of his artistry is here shown. This 
model, with its braided cross strap, has proven to be 
most pleasing. It is named the “Lubinete” and is 
carried in tans, patent, black satin, black suede and 
velvet. In tan and patent models the strap is of con- 
trasting colors, carried 


(): Washington Boulevard, Detroit, is one of those 


contestants are judged while they are dancing, does 
away with many of the disagreeable features usually 
connected with foot contests. 

Following the development of shoe styles in various 
cities of the country is an interesting study. Mer- 
chants are doing real constructive thinking and are 
solving the style problem in their own particular com- 
munity by adapting a type of pattern that is in keep- 
ing with the style trend. By playing that style in all of 
its ramifications of materials, heels and similar pat- 
terns, they create a vogue for that particular family of 
shoes. There must be sound reasons for the style, other 
than its being just a new thought. 

The Stone Shoe Com- 
pany of Cleveland decided 





down on the vamp on the 
other materials, the scroll 
work scheme is carried 
out by stitchings. 


Velvets Have Been Good 


The Lubin Shoppe has 
only one sale a year, dur- 
ing July, so the fall open- 
ing is scheduled for 
August first. This year 
black and brown velvet in 
opera and strap pumps 
were the outstanding fea- 
tures. Several hundred 
pairs of velvets were sold 
in August—more might 
have been sold if the de- 





ized in time. Mr. Lubin 
confines his lines to hand- 
turned, short vamp mod- 
els exclusively. Black vel- 
vet, with the powder blue 
hose, is today’s best sell- 
ing combination. 


Uses Hotel Dances As 
Advertising Medium 


What he considers his 
best advertising method is 
the “Lubinete” dance at 
one of the leading hotels. 
Dinner dances are a regu- 
lar feature of the Edison 
Hotel, and at the monthly 
“Lubinete” affairs a pair 
of shoes is given to the 
owner of the prettiest 
feet. The fact that the 








A merchant-designed style, the Lubinete, 
stocked by the Lubin Shoppe of Detroit in tan 
calf, patent, black satin, black suede and black 


mand had been fully real- velvet. 





A step-in gore pattern developed by the Stone 
Company of Cleveland. This style was a 
particularly popular number. 


that step-in gore pumps 
would be the logical shoe 
for the fall of 1924. They 
based their reasons on 
these premises :— 

“Colonials and. buckles 
have been in once—so 
they are not new; only a 
limited number of women 
can wear strip pumps; 
strip pumps cannot be 
successfully merchandised 
in all grades, they being 
a typical high-grade prop- 
osition on account of the 
fitting; straps have been 
played for many seasons; 
oxfords seem too much 
shoe to the average wom- 
an; the ‘front-gored ef- 
fects lend themselves to 
the high-cut present day 
tendencies — then, too, 
they can be treated in 
many different ways on 
account of the cut-outs on 
the side. This style looks 
well in any leather or 
fabric.” ~— 

So gored pumps were 
played across the board, 
under it and all around at 
the Stone stores. 

When asked the ap- 
proximate number sold, 
E. A. Clark said that this 
style outsold every other 
model the store had dur- 
ing the early fall season. 
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ekles A spacious and serviceable shoe department, designed by the manager of the shoe departments of Saks & Com- 

—_ pany, Edward Cohen, in the new Saks & Company store, Fifth Avenue, where popular-priced and high-grade foot- 

ly a wear is sold. Note the emphasis placed on shoe ornamentation in the big island show cases devoted to foot jewelry. 

en The fitting spaces are grouped in little departments on this floor and the stock is in aisle cabinets on the sides 
aps; of the department. 
be 

lised 

cing Can a Store Move and Carry Its 

rop- m 

te Trade with It? 

ons ; 

tuch NE of the most remarkable experiments. in a good reputation, can carry its trade where it wants 

om- QO change of location is now going on in New York to; and second, whether it will be the beginning of a 
ef- City. Saks & Company have opened an immense movement of trade away from the congested center 

: to department store in uptown New York on Fifth Ave- of the city up to a spot more easily reached by auto- 

day nue on the right-hand side of the street, immediately mobile and affording better parking space. 

@ o, adjacent to St. Patrick’s Cathedral. It covers an en- The question of location is so important in the new 
dn tire block and immediately above it (up the street), is development of merchandising, that the United States 
on the block occupied by the Cathedral and from there on, Department of Commerce has issued a trade informa- 

on small, exclusive shops do a business with the wealthiest tion bulletin on retail store location. Julius Klein em- 

oks class of trade. phasizes its importance in this foreword: 
or The house of Saks has for years done a remark- “Proper store location is one of the most vital prob- 
able business at Herald Square, and the old building ems of retailing. Upon its solution depends in a large 
ae continues to serve in apparel. The question is, will part the success of the venture. This problem and 
my trade move up Fifth Avenue and give the store the its analysis deserve the most careful thought of the 

‘at volume of business that it must have in popular-grade merchant, whether he is starting a new enterprise or 

merchandise, when in the past that region has been Selecting a new site for a going business.” 

reserved for the highest class trade. The success of any experiment in moving and taking 
rll ; your trade with you, hinges largely on how firmly 
me, An Experiment in Location you have established yourself with your trade. Moving 
his The investment runs up into many millions and the from generally accepted “choice locations” to side 
her experiment is now being watched by merchants all streets, for instance, has been done many times with- 

a over the country, first, to see whether a big store, with out appreciable loss of business. 
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The theory of specialty merchandising, here applied, although by no means for the first 
time, to the selling of rubber-soled canvas footwear, is based on the theory that there 
must be a high-grade leader in your stock; and that, once having established yourself 
with this leader, other grades of the same type of footwear will trail along and show a 
corresponding increase. In other words, establish yourself as an authority on basket- 
ball shoes, for instance, and you can more easily sell the other types of canvas footwear; 
establish yourself as a shoe style authority and people will buy not only your style shoes 
but your staples, as well. 











best basketball shoe con- 


parent prune 24:4 N CW F ields fi or Canvas struction from a player’s 


has had various opinions 
regarding his canvas 
shoe business. Almost 
invariably that opinion 
has been that canvas 
shoes will make up a por- 
tion of the summer foot- 
wear business only. Per- 
haps this has been the general experience in the past, 
but at the present time the field for canvas shoes has 
broadened so greatly that this business becomes an all- 
year proposition. The general impression has been that 
canvas shoes were lightly constructed for outdoor use 
during the summer months, to be sold at a compara- 
tively low price when compared with leather shoes. 
The idea was that canvas shoes were merely substi- 
tutes for a short period of time for a higher grade 
leather shoe, that could be worn during the vacation 
period and afterwards discarded. 


New All-Year Uses for Canvas Shoes 


When you consider the uses to which canvas shoes 
are put at the present time the impression which has 
been mentioned ought to change. What greater test is 
there for a shoe made of any material than a rugged, 
hard basketball season? And yet, it is generally ac- 
cepted that the ideal shoe for basketball is one of 
canvas with a rubber sole. 

One of the greatest demands for canvas shoes today 
is for use in schools, colleges and various physical 
training organizations, where it is absolutely necessary 
that canvas shoes be worn when the various members 
of these organizations take part in any athletic 
activity. This fact proves the contention that canvas 
shoes are the correct footwear for many purposes 
where it is necessary for “feet to breathe” and have 
free action. 

Large Field Opening Up 


This demand opens up immediately an exceptionally 
large field, the surface of which has barely been 
touched by retail merchants throughout the country. 
This field has changed the entire canvas footwear 
business from a summer proposition to an all-year 
demand for strongly constructed types of shoes for 
hard, rough usage, both indoor and out. 

How best can a merchant appreciate and supply the 
demand created by athletic activities? By the intro- 
duction as a leader, for example, of a high-grade 
basketball shoe, containing features necessary to the 


Footwear Business 


By PAUL N. SWAFFIELD 


Manager Athletic Footwear Department, 
Hood Rubber Products Co., Inc. 


viewpoint, and using 
that shoe as a basis of 
comparison for the other 
members of the canvas 
line, which he carries. 
The dealer is immediate- 
ly put in contact with 
this field by this method. 

Such specialties, scientifically designed and tested, 
having been adopted by the leading basketball authori- 
ties because of their special features and perfection of 
construction, become the leaders for any line carried 
by the retail shoe dealer. There are a number of these 
on the market. 


High Schools—Y. M. C. A.’s—Gyms 


In practically every town and city, no matter how 
small, there is a local high school, Y. M. C. A., or gym- 
nasium of some sort where canvas, rubber sole shoes 
must be worn, and it is the wide-awake dealer who has 
a specialty shoe of some sort who can, by the introduc- 
tion of this specialty, place himself in a position to 
supply the demand for canvas athletic shoes of every 
grade and price. 

There have been several different methods used by 
manufacturers and suggested to the merchant for get- 
ting in touch with the enormous field of canvas busi- 
ness among the younger generation, and the reports 
from the territories covered by this company have 
shown surprising increases in business. 


Play Rubbers the Same Way 


It is a well-known and recognized fact that the 
canvas field is widening and where canvas shoes were 
once sold as a “cheap” proposition they are now classi- 
fied as the better shoe for the specific service for which 
they are intended. 

For the purpose of illustration, specialties in the 
canvas footwear line have been emphasized, but the 
same idea holds true in the regular rubber footwear 
line and all the ideas which have been suggested are 
being introduced successfully to retail trade. 





Aurora Shoe Man Dies 


Aurora, Ill—Harris Cohen, prominent retail shoe 
merchant of Aurora, Illinois, passed away at his home 
on October 12. Mr. Harris, who was sixty years old, 
has been in business for twenty-eight years. The 
store will be continued by his sons. 
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L. C. Doremus with Rickard Shoe Co. 


* Haverhill, Mass—L. C. Doremus, until recently a 
member of the firm of George W. Baker & Sons 
Company, of Brooklyn, and known throughout the 
country as the organizer of the annual Brooklyn style 
shows, has become affiliated with the Rickard Shoe 
Co., of Haverhill, as one of its two vice-presidents. 





L. C. DOREMUS 


Merchandising expert who has 
been made a vice-president of 
the Rickard Shoe Co. 


The other vice-president is Louis M. Gerson, who en- 
tered the Rickard company from P. T. Hallahan & 
Sons Co., of Philadelphia, four years ago. Both Mr. 
Doremus and Mr. Gerson have had many years of ex- 
perience in the merchandising of women’s high-grade 
footwear, Mr. Doremus’ connection with the Baker 
company having covered a period of seventeen years. 
Both will prove a distinct addition to the high-up per- 
sonnel of the Rickard company, which was founded 
many years ago by Edward M. Rickard, its present 


active president. 





Shoemaking Processes Have Speeded Up 


Washington—Analysis of statistics compiled by the 
Bureau of Labor Statistics, Department of Labor, 
shows that the time cost of manufacturing 100 pairs 
of shoes in 1923 was 25.1 per cent less than in 1916, 
while the labor cost in 1923 was 48.5 per cent more 
than in 1916. The figures reveal the steady growth 
of the shoe business since the introduction of the 
McKay sewing machine in 1858. 

It was found that the decrease in time cost was 
accomplished by the introduction of more effective 
machinery and more efficient organization, while the 
great increase in labor costs was due to increased 
basic wage rates and the reduction of working hours. 


A table, compiled from the official reports, shows 
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that to produce 100 pairs of shoes by the hand method 
in 1863 required 1,831 hours and 40 minutes and that 
the labor cost for these was $458.19. The same num- 
ber of similar shoes were made in 1895 by the machine 
method in 236 hours and 6 minutes, the labor cost 
being $59.55. 

This Federal agency gives the credit for the re- 
markable change to the introduction of machinery in 
the last 65 years. 

The report presents time and labor costs in the pro- 
duction of 100 pairs of shoes of a specified style and 
average hourly wages or earnings of shoe workers 
for each of the operations in each of the departments 
of the modern shoe manufacturing establishment, and 
for the factory as a whole, and also shows for each 
operation the number of pairs of shoes on which such 
work could be completed in one hour, assuming that 
the employees would work at the same speed during 
the hour as they did during the time required for the 
100 pairs of shoes. 

Elaborate tables give the costs in detail and the 
complete statistical study may be obtained from the 
Bureau of Labor Statistics. 





Shoe Exports Show Decrease 


Preliminary export figures for September, 1924, 
show the United States export trade in leather manu- 
factured goods represented a valuation of $1,482,592, 
and comprised boots and shoes, men’s and boys’, 177,- 
382 pairs, valued at $572,791; women’s 182,883 pairs 
valued at $388,613; children’s, 120,001 pairs, valued at 
$138,288; slippers, 18,769 pairs, valued at $15.557; 
athletic and miscellaneous footwear, 10,293 pairs, 
valued at $13,518; leather gloves, 1,325 dozen pairs, 
valued at $11,371; harness and saddlery, $39,430; bags 
and suitcases, $19,381; pocketbooks and purses, 
$18,565; belting, 107,385 pounds, valued at $147,919; 
other leather manufactures, $116,159. 

The value fluctuation the first nine months of 1923 
and 1924 reached the peak in May. The trade of 1924 
then declined for two months, rose in August and in 
September fell to the January level. This seems simi- 
lar to the 1923 trade trend which, after May, dropped 
for three months, rose slightly in September, declined 
again in October, and had a pronounced upward tend- 
ency in November. 

The following table shows the value of the leather 
manufactured goods exported from the United States 
during September and the nine months ended Sep- 
tember 30, 1923 and 1924: 


























Nine Months Ended 
September September 30 
1923 1924 1923 1924 
Boots and Shoes 

Men’s and Boys’...... $820,214 $572,791 | $7,470,057 | $6,261,420 
. ie Seg Re 461,685 388,613 4,061,935 3,579,195 
Chedrem’S... cccccccee 141,166 138,288 1,702,111 1,400,392 
bponhhdbeseeones 37,713 16,557 232,07 103,191 
A tic and Misc....... 11,232 13,518 124,317 144,533 
bechttmedne cece ee 12,058 11,371 66,760 175,592 
Harness and Saddlery. . . 43,205 9,430 534,678 617,181 
Bags and Suitcases. ..... 19,500 19,381 189,062 165,977 
and Purses. 12,639 8,565 164,423 128,688 
BED, bc ctecddccepeces 179,151 147,919 1,256,087 1,154,305 
Gs ccbeb) ccbnccsosee 105,718 116,159 975,465 983,306 
TE ccetees cede ve _| $1,844,281 | $1,482,592 |$16,776,966 |$14,713,780 
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This Mark-Up Method Has Spelled Success 


for Lepird 


of Ligonier 


It’s Not a Fixed Percentage, but Varies with the Estimated Worth 


of the Shoe to the 


simply stock-keeping; now it is a fast merchan- 

dising problem,” says L. R. Lepird of Ligonier, 
Indiana. “The best merchants are the best merchan- 
disers.” 


Five years ago Mr. Lepird started a shoe store in 
a town of 2,000 population, with advanced ideas but 
small capital. Now he has four more stores, all in 
small towns, doing a good business and making money. 
Successfully to operate a small town store takes real 
head work. Usually stores of this kind are over-stocked 
in proportion to the people to be served. Shoes are sold 
on too close a margin to weather a slow season or two. 


Mk years ago the retail shoe business was 


Entire Stock Re-Valued Every 90 Days 


The Lepird secret is in his buying and mark-up 
methods. Shoes are marked at retail at what prices 
they are worth to the store, not what they cost, plus 
an arbitrary mark-up of say 25 to 33 1/3 per cent as 
is usual. A shoe that cost $2.25, if it has the style 
appeal, will sell just as readily at $5.00 as one that 
cost $3.50 or $4.00. 

The entire stock is revalued every ninety days, in- 
dividual lines oftener if necessary, in an endeavor to 
adjust the selling price of the shoes to today’s worth. 
For example, some sandals costing $2.60 were worth 
$4.00 on July 1. August first, only thirty days later, 
they were grouped with others that cost 95 cents to 
sell at $1.75. That is what they were worth to the 
store on that date. 


How Values Are Determined at Inventory Time 


At inventory time all goods are taken in at current 
retail price, less 30 per cent to determine their actual 
value. The 30 per cent represents the average mark- 
up, or what the shoes are worth. This method of in- 
ventory seems simple and more accurate than the gen- 
erally practical way of deducting 10 per cent for the 
first six months, 20 per cent for the next six months 
and so on. 


For the larger stores in larger towns, the chances 
are that it would not work out as well as do the more 
complicated perpetual inventory systems usually used, 
but for the medium-priced smaller stores where the 
boss does all his own bookkeeping, the idea is worth 
considering. 

Cost prices and retail values are constantly chang- 
ing, so that in some cases it may not be advisable for 
the small town merchant to keep a perpetual inventory 
of the kind with which we are all familiar. The fea- 
tures of eliminating bookkeeping and at the same 
time having accurate figures, are to be considered. 


People Who Buy It 


Turnover is increased because the prevalent desire 
to hang on to slow sellers too long is decreased. 





He Makes His P. M.s Work Hard 


There is a high-class store in a city of 33,000 popu- 
lation that has never had a sale of any description in 
its 27 years of existence. Today there are just 32 
pairs of undesirable shoes on the shelves. 


J. C. Shively of Elkhart, Ind., is the owner of that 
store. His is the liberal P.M. system. His theory 
is to move the short lines quick, before they are dead. 
Most all stores have a P.M. system, but the trouble 
is not with the system so much as with the one who 
operates it. The average merchant hangs on to styles 
and short lines too long. When a style commences to 
drag or has sold out down to a few pairs, then Mr. 
Shively gives his salesmen a 50 cent or a dollar 
premium. 

In this way he keeps his stock clean, helps his sales- 
men to make more money and keeps his turnover up 
to the three-time mark. As an extra inducement to 
his salespeople, the one who sells the most P.M. shoes 
every sixty days, gets a $6.00 new hat or something 
of equal value. 

Many merchants get the idea on going over their 
lines that a sale is necessary to clean these lines out. 
To sweeten up the sale, some good shoes are offered 
too, with the usual result that the good ones go first, 
leaving a greater accumulation of odd lots. Customers 
have a greater regard for a store that does not have 
sales and are more apt to trade there regularly. 

Results in his own store have satisfied Mr. Chively 
that the liberal P.M. system is better for his purpose 
than the sales method. 





Robert Johnson Dead 


Boston—Robert Johnson, manager of the Shoe and 
Leather Mercantile Agency, Inc., is dead. The end 
came very suddenly. He collapsed at the North Sta- 
tion on Monday morning of this week, October 20, 
and died while on his way to the Haymarket Relief 
Station. 


Mr. Johnson was well known and beloved by the 
shoe trade of the country. He had been connected 
with the Shoe and Leather Mercantile Agency, Inc., 
for nearly a quarter of a century. He was 47 years 
of age and a native of Beverly, Mass., where he made 
his home with two sisters. He was a member of the 
Odd Fellows of that city, and the Boston Athletic 
Association. 


October 25, 1924 
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Retail Merchant and Where He Is 
Headed 


(Continued from page 41) 


some modification of operating cost. But when ‘such 
services are instituted by one retailer and duplicated 
by others, they tend to create a burden of operating 
expense that cannot be economically supported by a 
community. 





Is a Revolution in Distributing 
Headed this Way? 


Edward A. Filene, a prominent merchant of Boston, 
and a student of distribution, says that “the industrial 
revolution which came when hand work gave way to 
machine work, literally revolutionized production and 
the amount of capital invested in it increased enor- 
mously.” 

He now predicts a revolution in distribution and 
says, “Machine operations and scientific efficiency in 
production have tremendously increased the power of 
production and brought greater competition between 
producers, resulting finally in units of production that 
are so big as to be incomprehensible from the stand- 
point of hand work.” It became necessary to make 
really scientific studies of production, to employ more 
and more scientifically trained men and to bring about 
better and better organization. 


Distribution Comparatively Neglected 

“Curiously, although distribution is so intimately 
related to production, yet when the industrial revolu- 
tion came, very little attention was paid to improving 
methods of distribution. From one point of view this 
was perhaps not an unmixed loss, as it enabled men 
without scientific training or exceptional organizing 
ability to succeeded in distribution, and permitted men 
of the employees classed (that is, men with a practical 
understanding, from experience of the employee’s 
viewpoint) to become employers. This was in contrast 
with the development of machine production, where 
the amount of capital necessary for success gradually 
became greater and greater, and therefore became a 
constantly growing barrier to employees’ rising out 
of the ranks of the employed. 

“Let us recall some of the familiar facts of the 
growth of distribution. 


Simplicity of the Small Store 


“In the beginning of what we may call the modern 
era of retailing the producer sold to the wholesaler, 
jobber and commissioner, and they in turn to the re- 
tailer. They added to the manufacturer’s price a suffi- 
cient margin to produce a profit for themselves. In our 
villages and small towns the retail store was the gen- 
eral store selling all kinds of merchandise. In our cities 
it was the small, individually-owned store dealing, gen- 
erally, in a single class of merchandise—what we may 
call for purpose of this discussion the ‘individual small 
store.’ The apothecary sold drugs and medicines, shoes 
were sold in a shoe store, clothing in a clothing store, 
and tobacco in a tobacco store. 

“Let us not, however, fall into the error of regard- 
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ing the individual small store as wholly inefficient. On 
the contrary, it had many very strong points. Its 
greatest shortcoming was a simplicity unsuited to the 
growing complexity of modern life. 

“The owner was in direct contact with all phases of 
the business. He personally supervised buying and sell- 
ing, service, training of employees, finances and pub- 
licity. In consequence, under his personal control and 
supervision, more of the efforts of his employees were 
guided toward the ultimate good of the business, rather 
than toward the immediate shortsighted benefit of the 
individual. Above all, he possessed to a very important 
degree that attribute which the efficiency engineers 
have taught us to call ‘velocity—in everyday par- 
lance, freedom from the delays of ‘red tape.’ It was 
not necessary for a sales manager to send to a mer- 
chandise manager a report, accompanied by 30 days’ 
sales statistics and another report from a publicity 
manager to show that the buyer was buying the wrong 
goods, because in the individual small store the owner 
is sales manager, merchandise manager, publicity 
manager and buyer. 

How Small Stores Were Run 

“The small store owner did the buying in person, 
and either transacted or supervised every sale. If two 
or three customers went out of his store without buy- 
ing, he would know at once that something was wrong. 
He had first-hand knowledge of the customer’s opinion 
of the goods, and this gave him immediate informa- 
tion on which to work. His personal supervision kept 
down waste. In matters of service, adjustment of com- 
plaints, extension of credit, and so on, decision was 
made, not on the basis of department showings, not 
even on the basis of the year’s net profit, but on the 
basis of successful growth and the greatest total prof- 
its through the years.” 





To Sell Right, Tell the Truth 


The secret of the success of the Boston Store in 
Milwaukee, according to Mr. C. H. Lew, the buyer 
of shoes, is not so much good values and good service 
as it is the policy of the house. : 

Their advertising instructions to their ad man are 
substantially a creed. Before the writer always is 
the admonition—‘“Tell the Truth.” 

We are passing this, too, along to merchants. The 
following is exactly as it is worded on their copy 
writers’ paper: 

“When you are preparing copy you are writing to 
a half-million people, over the signature of the Boston 
store. 

“Whatever you say reflects on this entire organiza- 
tion. Tell the truth, the whole truth and nothing but 
the truth. This establishes confidence which is abso- 
lutely essential to the store’s success. 





Urner Branch with New Stock 


Baltimore—The Urner branch of the Wyman Shoe 
Co., operated by Maurice Wyman, is now holding a 
general clearance sale. On or about November 1 the 
branch will open with a complete line of French, 
Shriner and Urner shoes for men. 
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Satin Shoes Are 
Daintiest of All 


PEOPLE looking for an explana- 
tion of the prolonged vogue of 
satin footwear, need not look far. 
It is simply because satin makes 
the daintiest shoes, and for this 
reason it is sure to remain in favor 
for a long time to come. 


Particularly since manufacturers 
can get a material like Skinner’s 
Shoe Satin which enables them to 
make satin shoes that will give real 
service, and which gives retailers 
an added selling argument. 





Skinner's 
Shoe Satin 
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KINNER’S Shoe Satin is made by a firm that 

for 76 years has set the standard for wearing 

quality in satins for many purposes. Careful 
study of footwear needs has resulted in a shoe 
satin of extraordinary strength. 


It is important to a shoe manufacturer or to a shoe 
retailer to have quality that is always dependable 
in each material—quality that does not vary. 
Skinner manufacturing methods insure uniform 
quality. 


Extra-heavy silk for the warp and four-ply cotton 
yarn for the filling, together with utmost care in 
the weaving, give Skinner’s Shoe Satin a strength 
that meets the demands of shoes for street, or 
evening wear. 


Purchases of Skinner’s Shoe Satin are made direct 
from the manufacturer of the goods. This means 
prompt delivery and the avoidance of risk of 
getting satin of an unknown make. 


Skinner’s Shoe Satin, made expressly for shoes, is 
as far ahead of ordinary shoe satins as Skinner’s 
Lining Satins are ahead of other lining satins. 


Thirty-six inches wide and made in 
four different qualities to meet all 
the requirements of the trade. 


“Look for the Name in the Selvage”’ 
WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 
Mills: Holyoke, Mass. Established 1848 


Skinner's 
Shoe Satin 
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Advertising Made to Serve You 


Merchandise lives or dies as it does or does not meet a human need. Advertising is sub- 
ject to the same law of service. The real measure of its value is what it gives, not what it 


gets. 


But you are not interested in a// advertising any more than you are in all merchandise. 
That is one big reason why you have a highly specialized Business Paper in your field 
such as the one carrying this advertisement. 


LIST OF MEMBERS 


Each has subscribed to and is maintain- 
ing the highest standards of practice in 
its editorial and advertising service. 


Advertising & Selling Fortnightly 

American pecans and Architectural 
Review ¢ 

American iscbonteh and Motor Shop 

American Funeral Director (The) 

American Hatter (The) 

American Machinist 

American Paint Journal 

American Paint & Oil Dealer 

American Printer (The) 

American Restaurant (The) 

American School Board Journal (The) 

Architectural Record (The) 

Automotive Electrical Engineer 

Automotive Industries 


Baker’s Helper 

Baker’s Weekly 

Boiler Maker (The) 

Boot & Shoe Recorder 

Brick & Clay Record 

Building Age & The Bldrs. Journal 
Buildings & Building Management 
Building Materials 

Building Supply News 


Canadian Automotive Trade 

Canadian Grocer 

Canadian Machinery & Mfg. News 

Canadian Railway & Marine World 

Chemical & Metallurgical Engineering 

Clothier & Furnisher (The) 

Coal Age 

Concrete 

Contract 
Review 

Cotton 

Daily Metal Trade 

Domestic Engineering 

Dry Goods Economist 

Drygoodsman & Southwest 

nomist 
Dry Goods Reporter & Midwest Mcht- 
onomist 


Electric Pebwer Journal 

Electrical Merchandising 

Electrical Record 

Electrical World 

Embalmers’ Monthly (The) 
Engineering & Mining Journal-Press 
Engineering News-Record 


Factor 

Farm Resioment Dealer 
Farm Implement News 
Fire & Water Engineering 
Foundry (The) 

Furniture Age 

Furniture Manufacturer 


Record and Engineering 


Mcht- 


& Artisan 


e) 
Gas Age-Record (The) _ 
Good Furniture Magazine 
Grand Rapids Furniture Record (The) 
Haberdasher (The) 
Hardware Age 
Hardware & Metal 


TOLLE LULL © bo 


AMOUNT 
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How It Works for You 


What it does for you and 
your field editorially is self-evi- 
dent, but its aditorial service is 
just as vital. Instead of a buyer 
having to depend upon gossip, 
hearsay and driblets of informa- 
tion from this or that source, he 
gets it all between two covers. 


Yet advertising is NOT an 
added expense, but an im- 
proved distributive process, 
which takes the place of 
slower, more costly and less 
efficient methods. 


That is why it pays to read 
advertising even more than it 
pays to advertise. Especially if 
you read it in papers which have 
met the exacting requirements 
of membership in The Asso- 
ciated Business Papers, Inc., for 
one of its standards of practice 
requires that a paper must de- 
cline any advertisement which has 
a tendency to mislead or which 
does not conform to business 
integrity. 

You are invited to consult us 
freely about Business Papers 
or Business Paper advertising 


LIST OF MEMBERS 
(Continued) 


Hootie and Ventilating Magazine 
ec 

Hide and Leather 

Hospital Management 

Hotel Monthly (The) 


Ice Cream Trade Journal (The) 
Illustrated Milliner 

Implement & Tractor Trade Journa} 
Industrial Arts Magazine (The 
Industrial Engineer 

Industrial Management 
posuney Illustrated 

Inland Printer (The) 

Iron Age (The) 

Iron Trade Review (The) 
Lumber 

Lumber World Review 


Management & Administration 
Manufacturers’ Record 

Marine Engineering and Shipping Age 
Marine Review 

Metal Industry (The) 

Millinery Trade Review (The) 
Mill Supplies 

Modern Hospital (The) 

Motor Age 

Motorcycle & Bicycle Hlustrated 
Motor Truck 

Motor World 


National Builder 
National Cleaner & Dyer 
National Hotel Review 
National Laundry Journal 
National Miller 

National Petroleum News 
National Real Estate Journal 
Nautical Gazette (The 
Northwest Commercial Bulletin 
Nugents The Garment Weekly 


Oil News 
Oil Trade Journal 


Power 

Power Boatin 
Power Plant 
Printers’ Ink 
Purchasing Agent 


Railway A 
Railway Electrical Engineer 

Railway Engineering and Maintenance 
Railway Mechanical Engineer 
Railway Signalling 

Rock Products 


Sales Management 

sanitary & Heating Engineering 
hoe & Leather Reporter 

Shoe Retailer (The) 

Southern Engineer 

Southern Textile Bulletin 


Tea & Coffee Trade Journal (The) 
Textile World 


Welding Engineer 
Western Contractor 
Wood-Worker (The) 
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THE ASSOCIATED BUSINESS PAPERS, Inc. 


HEADQUARTERS: 
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JESSE H NEAL, Executive Secretary 
220 West 42nd Street 
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Helpful—Hagerstown—Hints 
Here are some numbers for prompt shipment 


IN STOCK 


STITCHDOWNS 
Flexible Little Boots, All Leather 


RUBBER HEELS 














CHILD’S AND MISSES’ SIZES 24%,.-5 5%-8 8¥,-11 
4025 Brown Calf Blucher, plain broad toe $1.45 $1.65 $2.00 
4035 Tan Calf Blucher, plain broad toe....... 1.45 1.65 2.00 
. 4045 Black Calf Blucher, plain broad toe 1.45 1.65 2.00 
4075 Patent Blucher, plain broad toe........ 1.45 1.65 2.00 








IN STOCK 






























RUBBER HEELS, MISSES’ 5/8 84-11 114%4-2 2%-8 
2719 Cherry Moccasin Blucher........... $1.40 $1.65 $1.95 
2651 motets Elk Blucher, Uskide 
RR o>: OCC NE, 1.40 1.65 1.95 
227 Brown Side Polish, unlined ......... 1.15 1.35 
427 H with Rubber heel ....................... 1.70 
427 Brown Side Polish, unlined 
| a Saree 1.45 











427 H with Rubber heel ...................... 1.70 


229 H Growing Girls, English toe, with 
Rubber hee 






$2.15 


IN STOCK 


McKAYS 5/8 


80 Patent Polish, Field Mouse top, 
SED AS $2.15 





84-11 11%-2 2%-8 





$2.50 













414 Mahogany Polish, High Cut, 






wedge .............. $1.45 1.75 
404 Mahogany Polish, “High Cut, 

Rubber heel, wide toe . 1.75 2.00 $2.25 
1404 Mahogany Polish, High Cut, vena 





lish toe, Rubber heel ... 2.00 2.25 
11%y-2 2%4-8 


















McKAY GOODYEAR 8'4-11 


M 408 Nut Brown Polish, High Cut, 







Rubber heel, wide toe $2.00 $2.30 $2.65 
M1408 Nut Brown Polish, High Cut, 
English toe 2.30 2.65 





M 401 Black Polish, High Cut, Rub- 
ber heel, wide toe ...... 

M1401 Black Polish, enact Cut, Eng- 
BE I vec cucsdeomcticeesene te torte 2.65 





2.00 2.30 2.65 











No. M 1408 








The above are only a few of our IN-STOCK numbers. 
Ask for complete Stock List! 


HAGERSTOWN SHOE & LEGGING CO., Inc. 


HAGERSTOWN, MARYLAND 




























When writing to Hacerstown Snot & Lecoine Co., Ixc., please mention Boot and Shoe Recorder 











NOTE THE HUG 
AT THE HEEL— 
AND THE GRIP 
ON THE FOOT 
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NUMBER DESIGNED TO FIT THE FOOT WHICH USU- 
+ * ALLY REBELS AT A PUMP. NOTE THE THROAT DESIGN 
OF THE VAMP, THE POINT OF WHICH CAUSES A SNUG 
FIT. MADE IN BLACK SATIN WITH SATIN APPLIQUE. 


KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 
BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 


& 











October 








When writing to Kimpatt & Suerman Co. please mention Boot and Shoe Recorder 
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Oy gy BY PERFECT FITTING QUALITIES, 
THIS 3-PIECE OPERA IS UNUSUALLY SALABLE. A 
SKILLFUL ARRANGEMENT OF PATTERNS FORCES A 
SNUGNESS IN THE LASTING — PLAINLY REFLECTED IN WHY CONSIDER 
THE FIT OF THE PUMP. ANY IMITATION? 
BUY REAL TURNS 
WITH OUR REPUTATION 


KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 





When writing to Kimpaut & Suerman Co. please mention Boot and Shoe Recorder 
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The fact that our customers 
are buying more frequently, and ie s 
in greater volume, is evidence of ff 
the high rate of turnover to be 
had with this line. ; 








we 








Allen, Goller Shoe Co. 


Boston Office, 207 Essex St~Factory 60 K Street.South Boston - 
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President McWhirter Fighting Pullman Surcharge 


Interstate Commerce Commission Names November 24, and Washington, as Next Time 
and Place for Further Argument—A Selling Story 


RESIDENT BUFORD Mc- 

WHIRTER is showing his 

continued activity for the 
N. S. T. A. and its members by pre- 
paring data from resolutions and 
other action by the legislative 
bodies of the various States in the 
Union in behalf of the repeal of 
Pullman Surcharge and for the 
speedy operation of interchangeable 
mileage. While bills on these meas- 
ures are at the present time in the 
hands of the Interstate Commerce 
Commission at Washington, he 
feels that it is well to be forearmed 
in case additional statistics are re- 
quired. He has accordingly written 
to the secretaries of state cf the 
various commonwealths. 

The reply of Virginia has been 
recently received at N. S. T. A. 
headquarters and is # the effect 
that the Virginian Senate and 
House of Delegates passed joint 
resolutions instructing the State 


Corporation Commission to investi- 
gate this surcharge and if found 
unjust to make such orders or rec- 
ommendations as seemed proper to 
eliminate such surcharge on such 
tickets to and from points wholly 
within Virginia. The above-men- 
tioned Commission, acting under 
the provisions of this resolution, 
directed the removal of this sur- 
charge on September 15, last. The 
railroads immediately appealed to 
the Supreme Court of Appeals of 
Virginia and gave suspending 
bonds. The matter is now awaiting 
the final decision of the Supreme 
Court of Virginia. 

And now comes to the N. S. T. A. 
office a notification that the matter 
of charges for passenger travel in 
sleeping and Pullman cars is as- 
signed for all argument November 
24, 1924, at 10:30 o’clock A.M., at 
the office of the Interstate Com- 
merce Commission, Washington. 








“Extra Discount” Offer 
Didn’t Work 


(From the “Weekly Shoe Sales 

Bulletin,” written by one hun- 

dyed shoe sales managers, 

compiled by C. A. Dickens of 
Chicago.) 


“And best of all,” the sales- 
man said, “you get the longer 
discount because we give this 
extra profit to the dealer in- 
stead of spending it on adver- 
tising.” 

Uncle Dave settled back and 
grunted. He pulled vigorously 
on his pipe. There was a 
pause. The salesman waited 
as Uncle Dave looked thought- 
fully around his store. 


(Continued on page 62) 








“The Beginning and End of a Perfect Day,” by H. Smallwood, who covers Indiana and Michigan for the Joseph 


M. Herman Shoe Co. 











YOu WT THe ‘TOWN Fou oF er- = 
To LATEST STYLES, PUT your DEALER HEP, 




















TAN SHOES ALL DAY LONG, 


BUACK AFTERG. Pm. 
YoU CANT GO WRONG. 











AT THE CLOSE OF THE Day, 
YOu MEET A FRIEND, 
WHO INVITES YOU A LITTLE PARTY 
aTrenD. 
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(Continued from page 61) 

“Well,” said the salesman, 
breaking the silence, “how 
does it sound?” “Mighty 
fine,” assented Uncle Dave. 
“Then you'll take on the line, 
of course.” “Nope.” 

“But you just said that it 
sounded fine and after going 
over the whole proposition 
with the extra discount, I 
don’t see how you can turn it 
down.” 

Then Uncle Dave shifted 
his position and laid down the 
old pipe. He squared himself 
while the salesman waited. 

“T meant just exactly what 
I said,” he stated with a voice 
that seemed to carry unusual 
decision. “That’s it—it sounds 
fine, but it isn’t. It’s because 
that extra discount must try 
to pay me for my time and 
effort in pushing your wn- 
known shoes off the shelf into 
the hands of customers who 
have never heard of them, 
and will argue about accept- 
ing them. And furthermore, 
I’ll have to give away part of 
the extra discount to induce 
people to accept something 
they have never heard of. That 
sales talk of yours is moss- 
covered! But it has to be 
dragged out every once in a 
while by someone. You can’t 
sell me because I know it 
doesn’t cost to advertise—it 
pays to advertise. And the 
sooner your company learns 
that, the sooner it will begin 
to get distribution. 

“Your company could save 
money if it didn’t have to pay 
freight. Your company could 
save money if it didn’t have to 
pay for light and power. Your 
company could save money if 
it didn’t have to pay taxes. 
But these expenses are essen- 
tials in business—and 80 is 
advertising. 

“Take it from me, I’ve 
spent too many of my 
younger years listening to 
that extra discount bunk be- 
cause of not advertising. And 
if I had all the money I lost 
trying to earn that discount, 
I’d be retired by now. 

“You'd better go back and 
sell your firm on advertising, 
because it’s the biggest favor 
you can do your company.” 
The salesman called it a day. 
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R. M. RICHART 


Who Represents the Old Colony 
Shoe Co. in the Southwest. 





Johnson with C. S. Marshall 


Herman C. Johnson will repre- 
sent C. S. Marshall Company the 
coming season in eastern Pennsyl- 
vania, Maryland and New Jersey. 
He is a young man, 28 years of age, 
whose home is in Taylor, Pa. His 
family, however, are Cape Codders, 
which fact affiliates him with the 
old Bay State and its industries. 
Mr. Johnson is a graduate of 
Syracuse, N. Y., University, having 
worked his way through that insti- 
tution. The war interrupted his 
educational career and he served 
two years in the United States 
Army in the 27th division as ser- 
geant of ammunition train, Over- 
seas’ Service. Returning to the 


(Photo by Waid) 
HERMAN JOHNSON 
Who covers Eastern Pennsyl- 


vania, Maryland and New Jer- 
sey for the C. S. Marshall Co. 


United States he resumed his work 
at the university, graduating in 
1920. 

Mr. Johnson was two years with 
the Commonwealth Shoe & Leather 
Co., where he had extensive factory 
experience and later he was mana- 
ger of the Philadelphia office of the 
Emerson Shoe Co. 


Frogge with Howard & 
Foster 


R. R. Frogge of Kirksville, Mis- 
souri, is a recent addition to the 
selling force of Howard & Foster 
Co. Mr. Frogge will cover Illinois, 
Indiana and Michigan. He is now 
in his territory with new samples 
of the “H. & F.” line. 





“At the Beginning and End of a Perfect Day” (continued), by H. Small- 
wood, who covers Indiana and Michigan for the Joseph M. Herman Shoe Co. 








YOu SCE THE GANGS GLITTERING EYES, 
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QOWMawe Te SHEET, SAP REFRAN | 
“ WEVER AGAIN, HEVER ACAI 
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(Photo by Waid) 
HUGHES RICHARDSON 


Who travels New England for 
Whitman & Keith Co. 


Hughes Richardson, well known 
among New England shoemen, 
has been added to the Whitman & 
Keith Company’s selling organiza- 
tion, as New England representa- 
tive. 

Mr. Richardson has for the past 
few years been selling shoes in 
this same territory, where he has 
a host of friends whom he has 
made by his helpful service, genial 
manner and untiring efforts. 

Although still young, Mr. Rich- 
ardson has had intensive shoe ex- 
perience, both in the manufactur- 
ing and selling ends. He has sold 
shoes in Cuba, Porto Rico, and on 
special trips in this country. 

He says that he selected the 
Whitman & Keith line, because he 
believes it to be in the front rank 
of shoes to retail at from $8 to 
$10. Said he, “With fine shoe- 
making and quality shoes of the 
same kind that have been pro- 
duced in the Whitman & Keith 
Company factory for forty-one 
years, with several new lasts and 
patterns, for both men and women, 
and all the desirable leathers rep- 
resented, I feel that the best 
stores in New England will find 
this a profit-producing and busi- 
ness-building line.” 


George Posey Receives Lit- 
erary Honors 

George M. D. Posey of Minne- 

apolis is one of the traveling shoe 

salesmen for Johnson Bros. Shoe 

Mfg. Co. of Hallowell, Maine. Mr. 

Posey is one of the orators of the 
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GEORGE M. D. POSEY 


Orator and author. He travels 
for Johnson Bros. Shoe Mfg. 
Co., Hallowell, Me. 


shoe trade and gives many talks 
before the Lions, Kiwanians, Rota- 
rians and business clubs each sea- 
son, as he covers his territory. He 
has recently been honored by hav- 
ing his talk, entitled “Sunshine of 
Life,” included in a book, just off 
the press and in circulation by the 
Speakers’ Service Bureau of Min- 
neapolis. This book is entitled “A 
Short, Simple Course for Speak- 
ers.” This book contains over 300 
pages of selected orations from 
famous orators, Mr. Posey’s “Sun- 
shine of Life” included as repre- 
senting a high grade, stimulating 
talk, of a distinctive character. 


Wales on a Business Trip 


B. L. Wales, advertising manager 
for M. N. Arnold Shoe Co., North 
Abington, Mass., leaves Boston this 
week on a business trip through the 
Middle West and Southwest. He 
will visit the Arnold “Glove Grip” 
agencies in the various cities, work- 
ing with merchants on plans for 
increasing the sale of “Glove Grip” 
shoes and other specialties in the 
Arnold line. 


“Ed” Macklin Visits Boston 


Edward J. Macklin, national dem- 
onstrator on “Foot-Saver” shoes, 
made by the Julian & Kokenge Co., 
was a visitor in Boston during the 
past two weeks. Mr. Macklin made 
his headquarters at the T. E. Mose- 
ley Co.’s shoe store on West street, 
and gave the shoe salesmen a talk on 
“Successful .Methods of Merchan- 





EDWARD J. MACKLIN 


National “Foot-Saver” Demon- 
strator. 


dising and Rigid Shank Shoes.” He 
was also a guest of Arthur D. An- 
derson, Editor of the Boot and Shoe 
Recorder, at the dinner of the Mas- 
sachusetts Retail Shoe Merchants’ 
Association, last Wednesday eve- 
ning at the City Club. 


George Gregory on Middle 
Western Trip 


George Gregory, of The Cahill 
Shoe Co., is on a two weeks’ trip 
through the Middle West, visiting 
Duluth, St. Paul, Des Moines, Kan- 
sas City and St. Louis. He is send- 
ing in a large volume of business 
on pumps in patent leather and tan 
calf. Mr. Gregory is quite optimis- 
tic over the outcome of fall busi- 
ness and sees a big improvement in 
the far West. 


Novelty Slipper Men on 
Trips 

Herman Wilhelm of the Novelty 
Slipper Co. will continue to make 
an annual call upon his friends and 
the customers of the house, but has 
relinquished all active sales to 
Frank J. Partridge, Jr., who travels 
the Middle West for this house. The 
sales staff left New York for their 
respective fields of activity about 
the middle of this month. 





The club rooms of the Iowa Na- 
tional Shoe Travelers’ Association, 
which were formerly located on the 
second floor of the Frankel build- 
ing, have been moved to 336 
Frankel building, Des Moines. 
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DalC® puMP HOLDS 


| THEY HOLD PUMPS SNUG TO THE FOOT 
A LONG FELT WANT NOW FILLED 





This exclusive and original idea of 
the “‘Dalco”’ Factory means quick sales 
and more profits for retailers. 


SIMPLE—EFFICIENT—ATTRACTIVE 


GET IN ON THIS MUCH NEEDED DEVICE 
ORDER NOW FOR THE HOLIDAY TRADE 


Be first to sell DALCO PUMP HOLDS in your locality. They 
are nicely fashioned and beautifully finished. Beaded front adds 
to beauty. Flexible back makes one size serve all. How many 
may we send you as a starter? The repeat order will soon be on 


the way. Order a trial dozen today—NOW. 


PRICE $6.00 to $12.00 PER DOZ. PR. 
Carded for easy merchandising 


DALRYMPLE-DUDLEY CO. HAVERHILL, MASS. 
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fine felt footwear in volume vas 
selec 


Seed at popular prices ext 


add 
tion 


FELT SHOES AND SLIPPERS ARE MADE BY and 


LIND SHOE AND SLIPPER CO. i 


OF THE BEST 
MATERIALS, 


ARE SOLD IN GREAT 
QUANTITIES BY THE 
Style 104 BEST WHOLESALERS 


For Catalogue Write to Our ““icssmsGclasecee” © or to Our rasa 3 


WORCESTER 207 Essex St., Room 204 


When writing to the above advertisers please mention Boot and Shoe Recorder 
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SHOE STORE SERVICE 


SECTION 


A Department of theBoot and ShoeRecorder 





Devoted to Findings, Fixtures and the Proper Disp’ay of Merchandise 





As Was—As Is—And As Must Be 


By A. V. FINGULIN 


Assistant Secretary-Director National Leather and Shoe Finders’ Association 


\ OU are running a retail shoe 
store but you are not selling 
shoes, even though they go 

out on the customer’s feet and his 

money is in your cash register. I 


can hear you asking, “Well, if I’m 


not selling those shoes, 
what’s the answer? 

Before I answer that 
question in terms of foot- 
wear suppose we take a 
little squint at the auto- 
mobile business, and in 
doing so let’s turn back 
the pages of time a bit to 
those days when we used 
to talk about “horseless 
carriages.” Remember how 
those “horseless car- 
riages” were sold? It was 
the novelty of the thing, 
wasn’t it? It was an arti- 
cle that appealed only to a 
select few who had a little 
extra of the “necessary 
wherewithal,” and who 
were willing to put on an 
added mark of “distinc- 
tion” by donning “dusters 
and goggles.” 


Novelty Appeal. Seon 
Wears Off 


But the novelty appeal 
went just about so far and 
stopped. So the manufac- 
turers began to advertise 
one automobile against 
another on a basis of 
mechanical construction. 
One ad page regaled us 
with the advantages of 
vanadium steel against 
some other kind. Another 
manufacturer told us how 
good.was his thingamajig 
in the carburetor, etc. 

But that sort of appeal, 


too, “went dry.” What next? Why 
not try price? Yes, why not? That’s 
the easiest way (maybe). And soon 
we saw a battle royal. One manu- 
facturer after another “went down 
and out”—and so did quality. Then 








Recorder Merchandising 
Calendar for November 


November 1-8 : 
Prepare a simple, easily removable window 
decorative piece for Armistice Day. Plan for 
Thanksgiving trims and have your fixtures and 
decoratives ready, for windows to be dressed 
about the 14th. Prepare your Thanksgiving ads to 
run from the 14th to the 25th. If you have foot- 
ball shoes, they should have window space 
now, even though you have made the mistake 
of not showing them earlier. Plan your Christ- 
mas decorations and order the materials if you 
have not already done so. 
November 10-15 

Clean up the odd lots left from the fall lines. 
It will be worth while to analyze this stock 
with a view to the types of customers it will 
best serve, and go over it with the salespeople, 
making sure that they keep these short lines in 
mind and do their best to move them. Prepare 
an island show case or unit trim in one of your 
windows on rubbers and galoshes. Even if the 
weather for them has not yet started, it is now 
time to get folks thinking of your store in con- 


November ‘17-22 
This is a good time to emphasize juvenile sizes, 
young men’s and women’s shoes and accessories. 
This should be a busy week on the floor; but as 
the next week should be still busier, it would 
be well now to put on paper a detailed plan of 
action for December. Give a copy to each of 
the salespeople so that they may have their 
suggestions ready to submit when you call a 
meeting to talk things over early in December. 
November 24-29 
Bills payable and bills receivable should be 
Gan up as promptly as sible. Don’t be a 
day later than you can help in mailing the 
monthly statements. A series of diplomatically 
worded collection letters will aid materially in 
getting the money in without offending the 
customers. 








came another ‘“fetching-up-short” 
when the public began to question 
the value and quality in all automo- 
biles, regardless of price. 


The New Advertising Appeal 


Then some level heads 
conceived the idea of sell- 
ing the public on the joy 
of the open road, the 
beauty of the hills and the 
call of the streams. And 
that’s what comprises 
more than seventy-five per 
cent of the ads and selling 
talk along automobile row 
today. Then, as a clincher 
argument, Mr. Salesman 
tells us about the wonder- 
ful service department 
that keeps the automobile 
looking well, running well 
and riding comfortably. 
Automobile buying public 
today has learned to ask 
that important question, 
“What kind of service de- 
partment have you?” Not 
that the buyer looks for- 
ward to much trouble, but 
he wants to be sure that 
he’s going to get the kind 
of service he wants when 
he wants it. In other 
words, he wants assured 
transportation. 

Now, what has all this 
automobile riding got to 
do with selling shoes and 
walking? Just this— 
you’re not selling shoes, 
you’re selling shoe service 
—what these shoes will do 
—comfortable walking in 
good-looking shoes. 

“Walk and Be Healthy” 
is a crackerjack slogan. 

(Continued on page 77) 
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If the reputation of AMERICAN 
INTERLOCKING SHOE STORE 
CHAIRS were not familiar to you 
—if you should call for evidence of 
their surpassing merit—we could 
instantly produce evidence from 
shoe stores in all parts of the coun- 
try. Among them would be a con- 
vincing number from your own 
vicinity. 


Just as an experiment—why not 
try this some time? 


Catalog for the asking 


AMERICAN SEATING (OMBANY 


General Offices: 1016 Lytton Bidg., CHICAGO 
Room 703-1211 Chestnut St., Philadelphia 
Room 601-119 W. 40th St., New York 
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Windows 


By A. E. EDGAR 


Figure 1—This setting, 
including the vase, can 
be produced in the base- 
ment of the store, by 
following the directions 
given in the article be- 


low. 


E shoe merchant has two 
distinct classes of people who 
may be reached through his 
window displays. One, the regular 
customers of the store. The other, 
those who have never traded there. 
Regular customers may be sold 
more shoes by attractive displays, 
and transients may be tempted to 
buy, although they have been regu- 
lar custémers of some other store. 
The window display should be 
used not only for the purpose of 
selling shoes as a direct result of 
the display, but it should be made 
to build up a prestige that will 
bring business in the future, that 
will build up good-will for the es- 
tablishment for all time to come. 
There is one fault that is com- 
mon to most stores. The merchant 
does not plan his displays far 
enough in advance to make it pos- 
sible for him to secure the best 
results. While this article will deal 
more particularly with the present, 
offering suggestions for November 
window displays, the shoe merchant 
should really have his plans in the 
making for his Christmas decora- 
tions. November is a busy month 
and the time that can be conveni- 
ently given to making decorations 
for the windows is not sufficient to 
produce the best results. Hurriedly 
prepared settings are not always as 
artistic as those upon which more 
time is spent. 
The merchant who has prepared 
a set of Interchangeable Units as 
so often suggested in these columns 
is in better position to secure 
proper changes in his settings, be- 
cause of the ease with which dif- 
ferent combinations may be made 
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to produce good results. In Fig. 1 
a simple setting is suggested that 
can be made up of the Recorder 
Interchangeable Units, A and B for 
the center panel, and T for the 
flanking pieces. The platform is 
composed of the two units H, the 
pilasters being the only addition to 
the regular units. The setting illus- 
trated in Fig. 1 can be made in the 
following manner: 

The panel may be made of wall- 
board. While the sprays of foliage 
in the illustration add to the beauty 
of the setting they are not abso- 
lutely necessary to the setting, for 
a plain panel may be used instead 
of a decorated one. But it is a sim- 
ple matter to secure this effect by 
the use of artificial sprays of foli- 
age, or natural ones, if they are still 
procurable in the woods. The pilas- 
ters may be made of boards, 
painted, or covered with paper, or 
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These are the interchangeable 
units referred to in this article. 











some other material. The flanking 
pieces may be made of boards or 
wallboard, the latter being the more 
convenient to use in most cases. 

A color scheme in which the pre- 
dominating shade is a very light 
tan is suggested for the fall setting. 
The large panel and the flanking 
pieces may be a light tan and the 
pilasters a dark tan, or light shade 
of brown. 


Decorations Very Important 


The average shoe display is de- 
void of decorations of the nature 
suggested in all the sketches shown 
this month. In Fig. 1 it is a vase of 
flowers. Decorations of this class 
may be purchased from window 
display houses, but they may also 
be made by any display man who 
will exercise a little ingenuity and 
patience. The vase illustrated may 
be made in this way: 

Cut a disc out of wallboard the 
size desired to form the bowl. Then 
make a base out of two pieces of 
board, one for the front and the 
other for the rear of the base. The 
disc is inserted between them, the 
spaces at each side of the disc being 
filled with pieces of wallboard. 
These pieces and the disc are se- 
curely fastened between the wooden 
pieces and a vase or bowl is formed 
that will stand up without other 
supports. It is best to attach two or 
three thin strips of wood at the 
back of the disc to keep it from 
bending under its own weight. 
Across the top of the back of the 
disc, but placed so that it does not 
show from the front, a strip of 
wood with holes bored in it must 
be attached and the stems of the 
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MERRY-GO-ROUND SHOE SHOP 


Patent Applied For 
wee 46 Makes a Hit with the Little Folk 

oe and Their Parents 
OUNGSTERS love to clamber upon the 
Merry-Go-Round. They take delight in sit- 

ting in the animal seats while being fitted with 

shoes. 

They “stay put” instead of running around the 

store and getting into mischief, and the sale is 

easily, quickly made. 

They go out and talk about the Merry-Go- 

Round, sending others to the store. 

They are fully as enthusiastic over subsequent 

visits as over the first. 

This is not theory, but the experience of stores 

that you know. 

The Merry-Go-Round Shoe Shop is 8 ft. in 

diameter and 8 ft. high over all. It is electric 

lighted, the standards are brass, the floor lin- 

oleum covered and woodwork lacquered. 

Full particulars on request. 























Secure option for your city now. 
Write for detailed information. 


MERRY-GO-ROUND SHOE SHOP 


858 So. 18th St. East 
CEDAR RAPIDS IOWA 














re Write for Our 
ATTRACTI Xmas Catalogue 


Window Decorating No. 32 


i with illustrations in 
acts like a colors of Artificial Poin- 
settias, Flowers, Plants, 


MAGNET Vines,’ Baskets, ete, 


Let us, therefore, help you trim your windows, FREE FOR THE 
as we do with many of the important chain ASKING 


store systems, with the following materials— ne, 20001 ROLLY WERATE Frank Netschert, Inc. 
Natural p everlasting 61 Barclay Street 


SILK PLUSH, VELOREEN with artifielal holly berries and ~NEW YORK - - N. Y. 
SILK VELOUR, WINDOSATIN 


as well as our latest creation 


“‘TIRIDESCENT”’ 
SILK PLUSH 


an effective novelty 


WINDOTRIM FABRICS, tc. 


17 Madison Avenue 


New York 











“The Place to Sell Hosiery Is the Shoe Store” 


Nine months ago “Hosiery” started to 
preach that text to an audience of over 
10,000 attentive shoe merchants. 

The sown seed is growing with amazing 
rapidity. All over the country shoe merchants 
are putting in hosiery departments. Each 
month the idea grows bigger. 

So we say to you—the place to sell hosiery 
easily, is to the shoe merchant. 

The Boot and Shoe Recorder, through 
this Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 


Boston, Mass. 


_——_<—- = ee a a 








"—"——"——"2°.8 8 8 = = 





When writing to the above advertisers please mention Boot and Shoe Recorder 
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Figure 2—Where the scenic panel is indicated on this sketch, it 


is a simple matter to substitute an oil painting, tapestry, a 


flowers and foliage inserted in these 
holes. The disc and base may be 
painted the color desired. For the 
display setting illustrated, a dull 
green is suggested. This decorative 
accessory may be refinished in dif- 
ferent colors at times and will prove 
a very useful decoration for the 
window, and for the interior of the 
store when not in use in the win- 
dow. 


A Scenic Panel Background 


The setting illustrated in Fig. 2 
is another simple, but extremely 
beautiful one. The Interchangeable 
Units used in this setting are A and 
B for the center panel, U for the 
flanking pieces, while the platform 
H is placed over a box-like struc- 
ture which gives the effect of a 
low table. 

This setting may be made of a 
wallboard panel and the two flank- 
ing pieces, while the plateau may 
be made of wallboard and wood. It 
may rest on oval blocks, round balls 
or square blocks so as to give it a 
more artistic appearance. The 
scenic painting may be made locally 
or purchased from one of the win- 
dow supply houses, or artificial 
sprays may be used in a somewhat 
similar manner to that suggested in 
Fig. 1. 

The plateau illustrated here can 
be made by anyone with a saw and 
hammer. It makes it possible to 
raise the center rear portion of the 
display above the front and sides 
so that the finished display will not 
look too flat. T-stands of graduated 


placque or some decorative drapery material. 








heights should be used on both the 
plateau and the floor of the win- 
dow, while near the window pane 
the footwear may be posed on the 
floor. The vase of foliage may be a 
cut-out, or a real vase may be bor- 
rowed and a spray of flowers, or a 
bunch of bitter sweet gathered from 
the country may be used effectively. 

The setting illustrated in Fig. 3 
is made of wallboard and boards. 
The central panel may be made with 
the flanking pieces in one, or they 
may be separate pieces. The pilas- 














































Figure 3—A narrow panel with 
a floral decoration. 










ters will hide the joining of the 
three pieces. A background like this 
may be used in various ways. It 
may be part of an entire back- 
ground, or used separately as a set- 
ting for the center of the window 
display. 

The floral decoration will be 
handy to use in many different set- 
tings, and as it is easily made the 
time spent on its construction will 
be well repaid from the resulting 
attractiveness of the displays -in 

(Continued on page 75) 













































































Figure 4—A show card or sign shop can paint these flanking 
pieces in case there isn’t some one in the store whose talents run 
in that direction. 
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QU U.UCHAAMALAC HUACHUCA 


ARE YOUR WINDOWS UP-TO-DATE? 


DO THEY ATTRACT ATTENTION? 
DO THEY SELL SHOES? 


WILL IF YOU MAKE THEM! 


~— - 


OWear 
These 
Shoes 
and your 
eet will have 


something to be 
Thankful 
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KEEP YOUR 
WINDOWS ALIVE 


—Alive with Style 


MAKE YOUR 
WINDOWS PAY YOU 
RENT 





Make Them Build New 


—Alive with Snappy Sell- 
Business 


ing Messages 


a 
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Make Them “Get Across”’ 
Your Store and Your Serv- 
ice 


—Alive with Seasonable, 
Attractive Window Cards 





—Alive with Trade- 
Getting, Trade-Making 





Make Them Earn What 
Features You Invest in Them 


NOW! NOW! 


THE RECORDER SHOW CARD SERVICE 


Each month we send you sixteen hand designed cards to fit 
the frames. Fresh seasonable and new and a generous as- 
sortment of price tickets to match the cards. 


Is designed to make your show windows real sales “‘pro- 
ducers.”’ It. is up-to-the-minute, attractive and has the sales 
‘““punch”’ that makes the passer by a buyer. 


Windows that do not carry your message are a losing in- 
vestment. They waste both time and money—both valuable. 
The RECORDER SHOW CARD SERVICE is designed to 
serve you—on the dot—with seasonable, selling cards. 


The service is exclusive in smaller cities and in larger ones it 
is exclusive in the community that is your trading radius. 


With your service you get eight beautiful hand lettered mat 
board frames(4 large and 4 small, likeillustration)an exclusive 


Write now for details. The 
price complete is only 
Al “4 { | 1 per month 
RECORDER design. You also receive patent pen lettering 

ink and full instructions for use. 


Boot AND SHOE RECORDER 


SHOW CARD SERVICE DEPARTMENT 189 W. MADISON ST., CHICAGO, ILL. 
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The Shoe Store Service 
Department of the 
Boot and Shoe Recorder 


will furnish 
information 
that you want 


on what is available in the line of equip- S14 
ment and supplies and where they may be se 1OYL 





obtained. 

Look over the coupon below. If you wish Thi + B id Y 
information regarding any of these or G I S Ou 
similar articles, write us specifically as to 


just what you have in mind and we will WV ala Orme 


endeavor to offer suggestions or data per- 

tinent to your particular wants. This in- W 

dividualized service is gratis to Recorder henever you are in Chicago you 

readers. are welcome at the Western office of 
the Boot and Shoe Recorder—in the 


Security Building on the southeast corner of 
Are You Interested in Madison and Wells Streets. 


Window and Interior LIGHTING?|| We want you to come in and feel at home 
Write for Interesting Booklets—FREE || —and to avail yourself of any service or in- 
formation that we can give. 

















Mail This Coupon for Manufacturers’ Catalogs and Literature 


0 Window Lighting Decorations 

* seeeriet Lins Oo —— Decorations Re k 
ie er urve mar 

0 Booklets Lester -- ew 8 eqns — 

0D Show Cards D Pillows 

O StockRecord Forms 0 Valances 

0 Sales Record Forms O Decorating Plush 


Store Equipment Office Equipment 

O Store Front Construction 1 Bookkeeping Systems 

0 Show Cases 0 Check Protector 

O Shelving 0 Sales Check Books 

O Ladders 

D Seating Miscellaneous 

O Fitting Stools O Repair Equipment 

0 Shoe Mirrors O Play Room Equipment 

O Cash Registers 0 Duplicators 

O Cash Carriers D Stock Boxes 

ia ee 0 Carton Labels 
Devices 0 Leg Forms 




















weiee pusapenent ’ Merchandise 

O Permanent Backgrounds 2 H d 

O Metal, Wood, Crystal Dis- eye metal 
play Fixtures 5 ae Supports, non metal 

0 Hosiery Display Fixtures a Shoe Trees 

0 Color Reflectors 





Store Name 





0 For Men 
o Advertising Novelties 0 For Women —_ 
0 For Children 





0 For Men . 
© Souvenirs ; 0 For Women Gy ant Oe 
O For Children — 


Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago 
ACSUANNANAAUOAACHUNUNUUUUUUOCUCLUCCEEESUOECHUENONNENOAOUCOUANNONUUNNOCOUUUCONEONUNCCtEENONEEOOAOCHOONNNNNOUOUUCSUUNUNOCNONONCOCUONEENEANCCQNNnnNNONONOOCQeaNONNCoUNecauuUUeeevenenCIacE 
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SHOE POLISHES ARE SUPERIOR 


Wartremore’s Es 


The social season is opening. Be prepared to serve your trade with 


the polish which wil 
PATENT LEATHER SHOES 


Bostonian Cream (in bottles) Oily Cream (in tubes) 


WHITE KID SHOES BRONZE KID SHOES 


WHITTEMORE BROS. 


Shuclean 
Unburnable 
Will not explode 


Gold Dressing -:- 
Bon Ton Cream (in jars) 


"SATIN, SILK AND VELVET SHOES 


THE WONDERFUL “CLEANALL”’ 


De-Luxe Bronze 
Imperial French Dressing 


If Unable to Obtain Them through Jobbers, Notify Us 


( Manufacturers of 
Superior Shoe Polish Since 1853 


keep their evening footwear looking right. 


GOLD AND SILVER SLIPPERS 


Silver Dressing 


SUEDE FOOTWEAR 


Stick Suede Cleaner, all colors 
Suededene Powder, all colors 
Chic Liquid, all colors 


CAMBRIDGE, MASS. 
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Sisaeiieill Decoratives 
That will really help sell your Merchandise 


Never before has there been‘ such 
an assortment of business getting 
Decoratives assembled in one Catalog. 


“The Guide to Better Window Displays” 
is now ready—Get your Copy — It’s Free 


The Adler-Jones Co. 


645 South Wells. St. Chicago 
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Figure 5—The turkey should 

not make his appearance in the 

window until shortly before 

Thanksgiving, and should not 

be seen there on the day follow- 
ing the holiday. 


which it is utilized. The base, shown 
black in the drawing is made of 
boards. Two upright pieces and two 
cross-pieces are cut separately and 
then nailed together. The shape 
suggested is easily copied, but any 
other that might appear easier to 
construct, or that may appeal more 
strongly to the shoe merchant may 
be substituted. The three upright 
strips, shaded in the sketch, are 
made of light strips of wood. These 
are fastened to the base at the 
upper cross-piece, and are kept 
in place at the top by the circle of 
wallboard or heavy cardboard which 
is fastened to them. We have shown 
a large floral design which may be 
constructed of cardboard, and 
painted in suitable colors, but if it 
is thought better, artificial flower 
sprays may be substituted. 

There are a great many color 
schemes that could be used in finish- 
ing this fixture. The base may be 
black, the uprights gold and the 
circle a pale green, or cream. Such 
decorations as this may be used 
many times and are always attrac- 
tive. 

Thanksgiving Designs 


Thanksgiving is the one holiday 
in November that the shoe mer- 
chant.should symbolize in his win- 
dow decorations. It is true that 
these decorations should not be kept 
in the windows over-time, but it is 
permissable to install such a setting 









































Figure 6—A screen background 

on this order will prove very 

effective for giving prominence 

to a unit display of shoes or 
hosiery. ~ 


as Fig. 4 early in the month and 
allow it to remain until Thanksgiv- 
ing. 

While the symbols of Thanksgiv- 
ing used in this setting are just as 
suitable for any fall window dis- 
play their significance will be more 
clearly appreciated around this 
holiday. 


The background of this setting is 


composed of Recorder Interchange- 
able Units A, B, V and X. The cen- 
ter panel may, however, be made of 
wallboard and the flanking pieces 
of boards. The scenic painted panels , 
of a harvest field are appropriate, | 
but the setting may be used with 
plain panels, or with draped cur- 
tains in their place. 


The decoration of fruit and 


flowers adds materially to the 
atmosphere of a’ window represent- 
ing Thanksgiving or fall. These 
decorations may be purchased from 


window supply houses, or foliage 


and flowers may be combined with 
artificial fruits and fastened to a 


wire base for use in this manner. 

A bow! of artificial fruits is sym- 
bolic of the prosperity the Thanks 
giving window should symbolize. 
These artificial fruits are not ex- 
pensive and if cared for properly- 
may be used many times and im 
various ways. 

The Thanksgiving setting illus- 
trated in Fig. 5 is more typical of 
this event, but it is one that should 
not be used except for the decora- 
tions appearing about two weeks 
preceeding Thanksgiving. Where 
symbols such as these are used in 
the window displays they serve best 
when used close to the event, and 
should disappear immediately after 
the day symbolized is past. 

The large circular panel is easily 
made of wallboard. The smaller disc 
is also made of the same material. 














| Here is a 


Rich Harvest 











the beauties of the 
countryside 


Health in every step 




















Figure 8. 


Figure 9. 


Suggestions for types of display cards to be used during November. 

Suitable illustrations may be clipped and pasted on. These may be ordered 

made up at $1 each. If desired, address Western Service Dept., Boot and. 
Shoe Recorder, 189 W. Madison street, Chicago. 
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AMERICAN BEAUTY DISPLAY CASE 
No. 4100 


An Alli-glass Display Case that is making 
profits for more than 10,000 good retailers. 
Other styles of varied construction to fill 
individual requirements. 


WRAPPING COUNTER No. 4149-A 


Constructed —— practical lines, this con- 
veniently arranged counter will | greatly facil- 
itate service to the c ‘ dardized 
in construction and finish, it will harmonize 
perfectly with other New Way fixtures. 





SHOE BARGAIN TABLE No. 172 
An attractively made table with capacity 
below for euppomnnntaly 120 boxes women’s 
shoes or 100 boxes men’s shoes of a size to 
fit our shelving. Other tables without 
shelves. See catalog. 


A few numbers 
taken from él va 
plete line of section- 
al interchangeable 
Shoe Store Equip- 
ment. Additional 
information con- 
cerning New Way 
fixtures as applied 
to your individual 
needs sent upon re- 
quest—without any 
obligation. 


Standardized Shoe Store 


Equipment Ready to Install 
HE New Way line of fixtures for 


shoe stores is of the sectional, interchange- 
able type of construction, permitting the install- 
ation of equipment without the use of saw or hammer. 
Being sectional, it can be interchanged, moved or 
added to with uniform results. 


The fact that New Way equipment is of standardized 
construction makes it possible to manufacture this 
equipment in large quantities at an extremely low 
price—a price which is as low, or lower, than the 
average cheap built-in type of equipment which lacks 
the interchangeable feature and is not flexible. 

The New Way system has made it possible for thousands of 
merchants to begin in a small way and add to their original 
installations from time to time until their stores were com- 


pletely New Way equipped. 


Send for Catalog “S” describing our complete line of 
standardized shoe store equipment—free upon request. 


GRAND RAPIDS SHOW CASE CO. 


World’s Largest Designers and Manufacturers of Store Equipment 
Factories: Grand Rapids, Mich - Portland, Ore. 
Offices in Most Principal Cities. Consult Telephone Directory 














When writing to Granp Rapips Suow Case Co. please mention Boot and Shoe Recorder 
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This has a turkey painted on it, or 
a cut-out picture of a turkey pasted 
on its face. Printed crepe paper de- 
signs may be used for this purpose, 
a turkey being cut out carefully 
and the edges tipped with paste or 
glue to the disc. 
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ecuted with a speed pen, style B. 
The lettering on the cards repro- 
duced were also lettered with speed 
pens. The pens come in several 
sizes, for heavy or light lettering. 
The Thanksgiving show card is 
suggestive of a possible use of 








abcdetghijkmn 
Op GrstUVWKYZ..... . 
Verietons “Ad Qef/Shhemnr 
rstuUWWYUz ete ABC 
DEFGHIJKLMNOPQRSUZ 








Figure 7—A simple show card alphabet, adapted to use 
with the speed pen. ‘ 


The thin strips of wood forming 
the support of the flowers may be 
painted black or gilt. The standards 
supporting the small disc are made 
of light boards, the base of heavier 
boards. The entire supporting fix- 
ture is made along straight lines, 
merely requiring a selection of 
boards of the right width and the 
cutting of them the right length. 

Another treatment of a disc dec- 
oration is illustrated in Fig. 6. The 
three-leaf screen may be used as a 
background for an individual unit 
display of footwear, or of a display 
of hosiery in the shoe window. A 
fruit bowl of a temporary nature 
may be made of a wooden chopping 
bowl mounted on a standard, with a 
pumpkin as a base. 

The window card should receive 
more attention. Shoe merchants 
who cannot write their own show 
cards will find it profitable to sub- 
scribe for the Recorder Show Card 
Service. This service consists of a 
series of cards delivered monthly 
with text mattér suitable for the 
month in which they are to be used. 

There is no reason why the shoe 
merchant, or some one in the store 
should not learn to write price 
tickets. The introduction of the 
speed pen a few years ago has revo- 
lutionized the work of card writing. 
It is not necessary to learn brush 
lettering, although it is a great help 
in making show cards. The speed 
pen is used in the same manner as 
the ordinary writing pen and pro- 

duces practically everything the 
shoe merchant may desire in the 
way of text and figures. 

The alphabet in Fig. 7 was ex- 


Thanksgiving symbols. The illus- 
tration was traced on the card from 
a@ magazine illustration and then 
inked in with a pen in a sketchy 
manner. Any suitable picture of 
this character may be pasted on the 
card and save considerable time in 
its execution. 

The illustration on the show card 
illustrated in Fig. 9 was pasted on 
and the text made to suit its subject. 
The shoe merchant who writes his 
own cards will find it to his advan- 
tage to clip and store such illustra- 
tions for future use. They ate not 
only handy for illustrating his show 
cards, but they will suggest topics 
of a suitable nature for advertising 
his wares, and for driving home 
some slogan or thought that will 
mean more business when acted 
upon. “Walk and be healthy” should 
be advanced by every shoeman so 
as to create a desire’to walk, which 
will result in the wearing of more 
shoes and of more shoes suitable 
for walking. 

Begin thinking of the Christmas 
displays, and make purchases of the 
decorations you intend to use, now, 
because it takes time to pack and 
ship window decorations, just as it 
does to ship other things. 





As Was—As Is—And As 
Must Be 
(Continued from page 67) 
Fine, as far as it goes. Sell the peo- 
ple good shoes to begin with, and 
then sell them those things that 
will help to keep their good shoes 
good, and comfortable, so they’ll 
really enjoy their walking. 


77 






Do your customers really know, 
for example, that the oils in a good 
shoe polish are just as beneficial to 
the life and “coziness” of the upper 
as the shine that the polish gives is 
to the appearance of the shoe? The 
paint peoples’ slogan, “Save the 
surface and you save all,” means 
a lot whether the paint is used on 
houses or automobiles. Many &n au- 
tomobile sales agency makes good 
profits that help to pay overhead 
by selling “paint jobs.” You, too, 
can make some extra profits by sell- 
ing “paint jobs” in bottles and tins 
of polishes that do more than save 
the surface of the leather. 

Your customer will thank you if 
you'll sell him an extra pair of 
good shoe laces, the right kind of 
shoe laces. He’ll ‘thank you because 
one never needs a good shoe lace 
so badly as when he’s “out of 
luck.” Why not sell him that good 
shoe lace when he’s in your store 
and when he is buying new shoes? 


Other Salable Accessories 

How many times have you had 
customers complain that the last 
shoes you sold them seemed to rot 
away? Wouldn’t it be a good plan 
to inquire if their feet perspire, and 
couldn’t they be sold a pair of the 
right kind of insoles to help remedy 
that condition? 

Then when you are fitting your 
customers with a new pair of shoes, 
have you been careful to note if 
there is something responsible for 
the old pair being all out of shape? 
May be all that’s necessary right 
now is a pair of the simplest kind 
of arch supports, 

To Say Nothing of Shoe Trees 

Speaking of keeping shoes in 
shape—what about shoe’ trees? 
There’s room for a lot of educating 
of people up to their use. And who 
is the more logical man to do that 
educating than the man who sells 
the shoes in the first place? And 
who is the more logical man to ring 
up the extra profits from the sale 
of those things mentioned here 
than you, Mr. Shoe Dealer? 

The right kind of automobile 
dealer knows that when a new car 
goes off his floor his sale is not 
done, that it’s barely begun. That 
sale is finished in the customer’s 
mind—when the customer is happy 
and satisfied—when he comes back 
to buy another car—at which time 
the dealer has to start all over 
again. 

You can read yourself into this 
picture by substituting the word 
“shoe dealer” and “shoes” in the 
preceding paragraph. 











BOOT AND SHOE RECORDER October 25, 1924 





FUT TUTTE © TTT TTT © ETT LTTE TL CETTE Le TTT © TTT Tin 


Correctly Fitting the Foot 
in One Operation 








7m Your 
burgh Ligh 


will draw the crowd 


The bright spots on the street are the “Pittsburgh”-lighted 
Son en Even distribution of light; every detail of The Reischmann Fitting Stool, here illustrated, is the latest and most 
display given its chance for attention; the central feature — siochmeann Fitting f bom y is the latest and mos 
sometimes brought out sharply by a “Pittsburgh” Windo- Feet’ yt 44 ~ poy Sen eae Pa 
Spot; the proper use of “Pittsburgh” Color-Lite—these will which simplifies shoe fitting to prestically one operation. Your salesmen, 
give you the best window lighting you can buy, Seen ol Sc tps a aa Ws 
: . “ ” t small com: = 
FB a mr er hemes hye of ment provided for it on the side, as indicated in the illustration. 
an ae j . E chant interested in adding to the greater efficie 
Fe Ag te oY apt de. mate me te or store should love no time in intaing this iting tool. Our booklet wil 
ing tarnish or discolor,or the backing crack, check or peel. eters a eta 
An unconditional 5-year guarantee goes with every reflector. 
We are specialists in show window lighting. Our infor- 
mation and experience will help you. Send us a rough 
pencil sketch of the floor plan of the window, marking the 
length of the glass, distance from glass to background, from 
floor to ceiling, from floor to transom bar [if-any}, and the 
height of background. We will then offer suggestions for 
proper lighting and send an estimate of cost. 


Write for a Free copy of booklet, 
“Show-Window Lighting” 





Fixtures that 
Lend Dignity 


to Displays 
Our Prices are Moderate 
Write for Catalog 


ARTISTIC WOOD 
TURNING WORKS 


511 N. Halsted St. CHICAGO 
Successors to Polay Fixture Service 


“Pits bu re h” GROPING IN THE DARK 











Time was when the purchase of advertising space was 
a “blind groping in the dark.’’ Advertisers had no means 
of checking a publisher’s statement of circulation and 
he eae, these figures = } ae nag 4 Chains . 

oI n six years the Audit Bureau of Circulations has 
SILVERED 2 solved this perplexing problem. By a systematic analysis 
Ee Fl x EC Cc T oO at ; of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
perreaueS t-te rl Mminat na ene is dispelled and the bright light of verified facts takes its 
404 BO MAN'S yDiNG, PITTSBUR PA. place. Space buyers no longer find it necessary to grope 

NEW YORK OFFICE—i45 W. 4ist SAN FRANCISCO—00 New Mont. | in the da dark. 
PHILADELPHIA~-235 Se. Eighth St. BALTIMORE —A. Hopkin, Jr. There are no dark spots in the Boot and Shoe Recorder 
LOUISVILLE—Nicholson Electrical 506 St. Paul Place. circulation. Our records are audited by the Audit Bureaw 

307, Kell SYRACUSE—Bond & Jordan. : . 

St. », ONT.—Wilson Ihe | of Circulations. 
luminat’n Co., 237/72 Yonge St. | 





























_When writing to the above advertisers please mention Boot and Shoe Recorder 








October 25, 1924 


e 


BOOT AND SHOE RECORDER 


How many pairs of men’s 
high shoes did you sell in 
October? How many low 
shoes? How many for the 
year? 

How much business in dol- 
lars did you do on women’s 
low shoes? On high shoes? 
Each day. Each week. Each 
month. Do you know your 
investment every day in 
men’s high or low shoes, 
women’s high or low, or 
children’s high or low? Is 


USE THE COUPON 


WESTERN SERVICE DEPARTMENT 


BOOT and SHOE RECORDER 


189 W. MADISON ST. 


CHICAGO 





your hosiery department 
showing a profit? Is your 
repair department showing 


a profit? 


What was your average 
gross profit on women’s, 
men’s or children’s shoes? 


On hosiery or repairs? 


What was your actual ex- 
pense in each department? 
Simplified Record System 
answers all these and many 
other questions, on the in- 


a stant. 








BOOT & SHOE RECORDER 

Shoe Store Service Department 

189 W. Madison Street, Chicago, Ill. 

Please send me, express prepaid, STORE 
RECORDS SIMPLIFIED. 

I will pay the postman $17.50 upon receipt. It 
is understood between us that I will give ten 
days examination. If not satisfied with the 
system I will return it postpaid and you will 
refund me the $17.50. 

(Name) intethi 


(Street) 
(City) 











. 
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You Want in Your Store 


HE way to build a substantial busi- 
ness is to secure and hold substantial . 
people for your customers. 


The way to secure and hold substantial 
people is to offer them the most desirable | 
merchandise at honest prices—to give 
them exactly what they want. 


For half a century the “Just-Wright” Shoe 
has been recognized as a superior product. 


= SS AS ES RS SLE a 


It is of the highest quality in materials; 
it is exactly right in workmanship; it is 
correct in style. 








When writing to E. T. Wricut & Company, Inc., please mention Boot and Shoe Recorder 
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This shoe appeals to the most successful 
type of men-—-young men and others— 
and when once they get acquainted with 
it they wear it continually. 


Further, the “Just-Wright” Shoe has built © 
substantial business for hundreds of: deal- 
ers, has held that business, and has given 
them success. 


The advantages offered to dealers by the 
“Just-Wright” Shoe are even more out- 
standing today. 


Stock 301—Frat Last, Black Storm Calf, 
Seamless Blucher Oxford, 10% Iron Out- 
sole, Full Leather Heel. 


E. T. WRIGHT & COMPANY, Inc. 


ROCKLAND, MASS. 








When writing to E. T. Waicut & Company, Inc., please mention Boot and Shoe Recorder 
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In 


Satin and Black Ooze Calf 
Strap Pumps 


Stock 








No. B-328 sseuveqetennilaa $5.25 


Black Satin Strap Pump, Black 
Ooze Trimmed, 262 Last, 13/8 
Cuban Heel. Welt. 





SIZES AND WIDTHS 


Terms: Net 30 Days 





" wie NO. BeB27 occ GBB 
nf t08 Black Ooze Calf Strap Pump, 
me fed 263 Last, 15/8 Spanish Louis 
. mes Heel. Wilson Process. 











C. P. FORD & COMPANY 


INCORPORATED 


New York: Marbridge Bldg. 


ROCHESTER, N.Y. 








Soft Sole Shoes 


FOR WOMEN 








\ 


COUNTER, SOLE LEATHER. 

EMPERED STEEL SHRANK. 

OUTER SOLE. 

WLLER, SPECIAL TREATED FELT. 

NNERSOLE , ARMSTRONG CORK 
TRERTEO FELT CUSHION, 


LTO 


Softness Against Sole of Foot 






} LASTED TOGETHER 


Made only on cushion sole patterns. Something like it not made. 


Write me personally for samples and prices 


A. J. McNulty, Sales Mgr. 
J. H. BAKER CO. 
117 Lincoln Street 
actory at Beverly, Mass. 


Boston 


“ 


+ 
S FROM THE FIRST DAY 
YOU USE IT YOU’LL NEVER 
REFUSE IT 





Used with our wet process it produces a per- 
fect innersole, as it is easily formed in and hugs 
the lip providing strength where strength is 
most needed. 

“CLIFTON”? COVERING CLOTHS 


“Clifton” backing and plumping cloths are 
for satisfactory results. 


In profitable shoemaking all ‘‘Clifton’’ special- 
ties register high. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 


BOSTON, MASS. 
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In Chicago Every Style 
Meeting with Fair Call 


CHICAGO—One has only to keep 
his eyes on the ground to under- 
stand what a difficult task it is for 
the retail shoe merchant to select 
those styles that are to be carried 
as volume business builders and 
those that may be regarded as 
“high style” and carried with ex- 
treme care. 

About the time an observer has 
decided that tan calf in pumps, 
gored and strap effects and oxfords 
must be the “thing” for a merchant 
to sell—the scene changes and an 
array of blacks in kids, satins and 
calf and patent comes into view in 
a multitude of pattern and combi- 
nation and the thought is lost. Ap- 
parently everything is selling. 


Blonde Satin Is Stronger 


For the past two weeks there has 
been a decided “run” in favor of 
the blonde satins. Not a “run” that 
justifies any belief that this par- 
ticular fabric is going to displace 
any other material in the shoe field, 
but enough to justify reordering in 
the costume booteries and to make 
sure the fact that the new shade 
will have its measure of favor. 

This fall season has been a series 
of experiment. First came the light 
tan shades bidding for favor and 
for a while their popularity hung in 
the balance in the Chicago market 
but they came—and no one can deny 
them a mighty satisfactory place 
now in the wardrobe of the fash- 
ionably dressed woman. Then the 
“sailor” or one eyelet tie came back 
—the strip and strap and bow pump 
to cause some doubt and uncertain- 
ty and then the black velvet pump 
and oxford, the blonde satins—all 
bidding for a place and none cer- 
tain. The button oxford is also in 
the field. They have all attained a 
certain height, the pump leading at 
the present time by considerable, 
and tan calf a certain favorite in all 
styles for some time to come. 


Individuality in Shoe Styles 


One leading buyer said that style 
is a matter of the merchant’s own 
ability to create confidence in his 
shoes and sell the stock that he has 
purchased since each merchant has 
a different conception of the needs 
of his particular trade—and this is 
well borne out by observation of 
both the feet of the passer-by and 
the windows of the stores in the 
shopping centers. 


Where the State Street Store of 
Walk-Over will show a preponder- 
ance of welts low heeled of the so- 
called walking type—a glimpse in 
the windows of the Wollock and 
Bauer or O and G Store on South 
State street shows an array of 
everything else but. 


Men Prefer Black 


The men’s trade is still inactive. 
Little buying is being done in 
comparison with other seasons and 
the demand is spotty. More blacks 
than tans are being sold generally, 
although the call for the lighter tan 
shades holds very well in the lead 
among some of the stores that 
cater especially to the “dressy” 
trade. 


Wholesale Market Quiet 


The wholesale market is not ac- 
tive. Comparatively little quantity 
buying is being done and the de- 
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Better Buying Spirit 


Generally speaking there is 
more willingness to buy. 
There seems to be more confi- 
dence, more interest and more 
money. Gradually shoes are 
taking their rightful place in 
milady’s costuming and older 
footwear is being discarded 
for fall modes. The demand 
has been slow in starting. It 
will probably not generate to 
any large proportions at any 
one time but is getting 
heavier and steadier. And 
that’s better all round for 
business. 











mand is for the less staple lines in 
all kinds of shoes. Orders are small 
and scattered indicating the uncer- 
tainty of the average merchant’s 
position on the shoe question. Fall 
stocks on the jobbers hands could 
stand some pretty heavy action 
without being depreciated to a large 
extent and there is some uneasiness 
felt. 





Spotty Trend to Retail 
Trade in St. Louis Stores 


ST. LOUIS—Business in the re- 
tail field was spotty from all reports 
given by retail shoe merchants dur- 
ing the week ending October 18. 
Some stores announced their busi- 
ness as being on an even keel with 
that of the previous week, while 
others reported that some increases 
were made. 

The one element in the opinion of 
a majority of retail shoe merchants 
that is holding back the expansion 
of the business at this particular 
time is the extremely warm weath- 
er. Summer clothes were seen on 
the streets and it did not require 
any unusual effort to work up a 
perspiration. 

The men’s business suffers most 
from this untimely weather and 
the complaint is usually launched 
against this department. It is the 
general opinion that it takes wet, 
rainy weather with some coolness 
in the air to create a buying spirit 
in the male sex. One of the best 
men’s stores, however, reports that 
it is showing both high as well as 
low shoes and are getting about the 
same percentage of business on each 
of the two styles that they usually 
do at this season of the year. 


The business in the popular-priced 
stores is apparently holding up well. 
This applies only to the women’s 
end of the business. The $5 and $6 
range stores are well filled and Sat- 
urdays in particular find them serv- 
ing aS many customers as can be 
efficiently handled. 

The Saturday business was of a 
healthy variety and most stores had 
a steady trade. One of the popular- 
priced stores had customers waiting 
for fitting chairs, which is not very 
common at this time of the year. 


Styles Remain About Same 


The styles situation is unchanged. 
Some strength in satin was display- 
ed over the previous week. Tan calf 
is still strong in demand and, of 
course, patent continues to run away 
with the style field. Velvets are 
shown in a few of the stores. How- 
ever, their newness prevents any 
prediction as to their trend. 

Pumps are the most asked for 
patterns and a few of the styles 
men wonder at the strong support 
this vogue is receiving. Without a 
doubt it has caused the increase in 
buckles and other ornaments which 
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** Moulded like the Bottom of Your Feet” 





Ann Pennington 
the Famous Dancer, Told Us 


“IT used to get all tired out walking. 
“But MATRIX shoes solved my shoe 
problem. 


“The way my feet ease into the 
moulded innersoles is truly wonder- 
ful. 


“IT am glad to recommend MATRIX 
shoes for women.” 


MATRIX Shoes are made as nature made the foot 
Soles permanently moulded — fit every curve of the foot 


These Styles Are Carried In Stock 


Style B500—Black Kid 6-Eyelet Oxford, Style B502—Black Kid 2-Strap, 13/8 Style B603—Black Kid 6-Eyelet Oxford, 
13/8 Heel, R. T. Lift, a nae Welt, Heel, Goodyear ate AAA, 4%4-9; AA, 11/8 Heel, R. T. Lift, a Welt, 
AAA, 4%-9; AA, 3 ; A, 3-9; B, C A and B, 1 al + 84-0; D, 2-9; E, Ae AA, et A, » 4-0; , 4-9; C and 
and D, 2-9; E, 3-9; z 4%4-9 $5.50 8-9; EE, 5-9.......... 5 $5.75 D, 344-9; 4-8... Lough $5.50 


Style B510—Same as B500 in Brown 
Kid; same sizes and widths $5.85 


Exclusive Makers of Women’s MATRIX Shoes 


ROCHESTER, N. Y. 
New York Office: 299 Broadway, W. D. F. Gibson 
Men’s MATRIX Shoes are made by Alden, Walker & Wilde, E. Weymouth, Mass. 
PTT UTIL LLL LLL LLL PLLA PLL LLL LLL LLL CLUE UCL 


When writing to E. P. Reep & Co. please mention Boot and Shoe Recorder 
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has added from $6 to $10 on the 
sales check because of their pur- 
chase. 


Shoemen Elected to Offices 


A. G. White, advertising manager 
of the Brown Shoe Company, has 
been elected vice-chairman of the 
finance committee of the Advertis- 
ing Club of St. Louis. George E. 
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Gayou, correspondent of the Boot 
and Shoe Recorder, was elected 
vice-chairman of the program com- 
mittee. 


- Williams Takes Vacation 


Charles E. Williams, president of 
the C. E. Williams Shoe Company, 
left recently for a motor trip 
through Illinois. 





Cincinnati Stores Detect 
Some Improvement in Buying 


CINCINNATI—The retail shoe 
business during the week ending 
October 18 showed a slight im- 
provement over previous weeks. 
Warm weather has prevailed for 
the last two weeks, without any 
rain, and many are still wearing 
summer dress. 

Blonde satin styles in operas are 
being displayed prominently. 

Patent leather models are very 
strong, but tan calf.is having a 
good call. $6: 


Styles that Are Selling 


The Smith Kasson Co. showed a 
two-tone small tongue pump, with a 
tan calf quarter, and a patent 
leather vamp with tan stitching on 
the vamp. Button oxfords are 
among the new patterns being 
shown. There is no definite trend 
to style but patterns that are dis- 
tinctive and appealing are selling. 

The small tongue pump, with gor- 
ing beneath the buckle, is a good 
selling number. Buckles are being 
called for to go on pumps. Silver 
brocaded slippers are commencing 
to sell freely. Many stores report 
calls for bronze kid and brown 
satins. 


Lorentz Closes Out 


The Lorentz Bros. Co., a depart- 
ment store located at Race & Elder 
streets, advertised a clearance sale, 
announcing that they were discon- 
tinuing business. 


Shoe Group Meets 


The weekly meeting and luncheon 
of the shoe group was held in the 
sandal room of the Havlin Hotel on 
Tuesday, October 14. R. C. Walker, 
manager of the basement depart- 
ment of Potters Shoe Co., was 
chairman of the meeting. A general 
discussion was held on the style 
situation. Those present reported 


on the percentages of various types 
of shoes being sold. There was a 
wide variation in styles being sold 
in the different stores. Some stores 
reported calls for oxfords, while 
other stores reported practically no 
calls. There was a report on patent 






leather being the most popular for 
women, but certain stores reported 
more sales on tan calf than others. 
H. C. McLaughlin of the Potters 
Shoe Co., gave a very interesting 
talk on the style situation, and in- 
formed the group what had taken 
place at the recent meeting of the 
color card association which he at- 
tended during the week of October 
6. He told them of the new styles 
and colors which would be brought 
out for early spring. 


Potter Employees Meet 


The weekly meeting of the Pot- 
ter Shoe Co. was held on Tuesday, 
October 14, and the results of the 
suggestion sales contest were an- 
nounced. The Red Army again came 
out ahead, but by a very small mar- 
gin. H. C. McLaughlin reported 
the hosiery sales were increasing 
steadily. 





Milwaukee Retail Shoemen 
Notice a Healthy Trend 


MILWAUKEE — Business has 
been going along at a faitly good 
rate in Milwaukee shoe stotes, al- 
though local conditions are not un- 
usually good. While some days may 
show up very well, others are rather 
quiet. The feeling that weather con- 
ditions are partly responsible for 
this situation continues. Stores fea- 
turing higher-priced footwear re- 
port better business than those 
which sell largely to the working 
classes. This is attributed to the 
fact that there is still a good deal 
of unemployment or part-time em- 
ployment, although a slow but 
steady improvement has been re- 
ported for the past two months in 
the employment situation. 

Demand for tan calf in street 
shoes continues and Southern or 
Dixie ties are still one of the most 
popular styles. Merchants are hav- 
ing considerable difficulty in ‘keep- 
ing sized up on this combination. 
Plain pumps, as well as some ox- 
fords, are active, and Caspari & 
Virmond report that Colonials of 
tan calf, and some dull leather, have 
been very good numbers for street 
wear. These have leather buckles, 
or are fitted with steel, gun metal 
or other buckles. Bronze is begin- 
ning to sell for dress or semi-dress 
wear, one high-class store reporting 
a very good business in this line. 
Patents and satins are leaders for 
semi-dress wear. 


Receives Army Contract 


The Menzies Shoe Co. of Fond du 
Lac, Wis., has been awarded a 
$114,150 contract for the manufac- 
ture of 35,000 pairs of service shoes 
for the U. S. army, according to a 
telegram received by S. D. Nichols, 
president of the company. The Men- 
zies company received the contract 
for 35,000 pairs of shoes out of a 
total contract for 55,000, the other 
20,000 to be furnished by the near- 
est bidder. Delivery is for March 
81, 1925. 





Business Reported 
Improving 

An improvement in the tanning 
industry as well as shoe and hosiery 
lines is indicated in the report of 
R. E. Wright of the commercial 
service department of the First 
Wisconsin National Bank of Mil- 
waukee. 

“Conditions in the tanning indus- 
try appear to be decidedly better 
than three months ago,” states the 
report. “A large amount of old 
leather has been gotten out of the 
way. Prices of new leather have ad- 
vanced two or three cents per pound 
‘and per foot, and these advances 
have held. Leather has definitely 
emerged from its period of de- 
pression and is entering upon a 
time of more profitable operation. 

“Much greater activity pervades 
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Our new brogue last, perfect 
fitter. Made of P.& V.108 lotus 
calf, heavy bend sole....$4.50 





In September we shipped our 
customers nearly $500,000 
of “Decidedly Brockton 
Shoes.” About $200,000 
more than September, 1 923. 


Answer — Good Value, 
Latest Styles, Honest Prices. 


Ke ot Brockton SHoE Mrc., Co, Inc. 
<Senansnsne? BROCKTON, MASS. 
BOSTON SALES DEPT. 117 LINCOLN STREET 


Stock Dept. San Francisco, Cal. Atlanta, Georgia San Antonio, Texas 
N. Fourth: St. Chicago, II. 526 Pacific Bidg. 238 Peachtree Arcade 801 Russell Building 


15 
Philadelphia, Pa. 





When writing to Brockton SHor Manuracturine Co. please mention Boot and Shoe Recorder 
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the shoe, textile, toilet goods, candy, 
furniture and automobile tire in- 
dustries than the metal trades. Ho- 
siery demand is somewhat fluctuat- 
ing. Some of the mills are receiving 
a full quota of orders and others 
are doing only a fair business. 

“Employment in Milwaukee in- 
dustries made another small gain 
in September. The Milwaukee Em- 
ployment Office reports having 
found places for about a thousand 
more persons on September than in 
August.” 


Name New Manager 


Harry Miller has been appointed 
manager of the local branch of the 
Ground Gripper Shoe Stores, Inc., 
taking the position left vacant by 
the death of Fred E. Kretschman a 
short time ago. Mr. Miller has been 
with this store for the greater part 
of three years. 


Incorporate Arch Support 
Company 


Announcement has been made of 
the incorporation of the Meyer 
Arch Support Co. of Milwaukee, 
which has been capitalized at $25,- 
000. Incorporators are Abraham 
Meyer, Maurice A. Goldberg and 
Theodore J. Lederman. 


Hosiery Man Dead 


. Fred M. Hanson, vice-president 
of the Everwear Hosiery Company, 
died on September 27. 


Some Advertising That 
Went Across Big 


Advertising of Nunn-Bush shoes 
has been followed out along a 
slightly different line during this 
month, by using as a foundation for 
the advertisements recent develop- 
ments in the field of sports. Follow- 
ing the close of the world series 
games, an advertisement carrying 
the pictures of Walter Johnson and 
“Buckie” Harris were used in ad- 
vertising these shoes. “Washington 
won,” states the advertisement, 
“because of the wonderful spirit 
and superb judgment of its youth- 
ful manager, ‘Buckie’ Harris, and 
the well-seasoned, well-liked veteran 
pitcher, Walter Johnson; both of 
them miracle men. The good judg- 
ment that these two men exercised 
on the diamond is also expressed in 
their wearing apparel.” Then fol- 
lows the statement that both men 
wear Nunn-Bush shoes when off 
the diamond. 

The same idea was developed in 


a slightly different manner when 
the Marquette University football 
team of this city defeated the U. S. 
navy team. In this case, congratu- 
lations to Marquette were followed 
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by the offer of a pair of Nunn-Bush 
shoes to each member of the team. 
“This is our way of helping to cele- 
brate your glorious victory,” stated 
the advertisement. 





Denver District Reports a 
Healthy Economic Outlook 


DENVER—The general business 
outlook in the Denver district con- 
tinues good. Already there has been 
nearly as much building done in 
Denver up until the present time 
this year as there was during all of 
last year, and 1923 was the record- 
breaker building year for Denver. 
Farmers are receiving better prices 
for good crops than any year since 
the war, which is a big aid in get- 
ting the country districts back on a 
good financial footing. Mining is 
good in the state, and cattle raising 
has been more profitable this year. 
The oil situation continues bright 
in the state with a new and large 
refinery being built in Fort Collins, 
and, in fact, everything seems to 
be combining to give retail shoe 
merchants, as well as other busi- 
ness men, a good trade during the 
fall and winter months. 


Kid in Good Demand 


The vogue for kid shoes is more 
pronounced. The formal fall open- 
ing shows many kid pumps and ox- 
fords, in tan and brown shades. 


Henning’s Sell Out 


The $25,000 stock of shoes of the 
Henning Shoe Store, Fifteenth and 
Champa streets, Denver, was pur- 
chased by the Golden Eagle Dry 
Goods Company the shoes are being 
closed out by that firm. The Hen- 
ning store went out of business. 


Selling Pumps Freely 
The Broadhurst-Young store has 
been doing a good business on 
pumps in patent leather or tan calf 
with suede trim and leather heels 
at $14 a pair, in black or brown kid 
or black satin at $15 a pair. 


Patent and Satin Good 


The Gano-Down Company, Six- 
teenth and Stout streets, reports 
four leaders are the “Elaine,” pat- 
terned in satin and in patent; the 
strip pump in patent and satin; a 
new three-strap pump in black 
suede, black kid and patent, and the 
“Janice,” in black kid, satin and in 


patent. These pumps are being re- 
tailed at $10 per pair. 


Adds Shoe Department 


The Neusteter Company, a firm 
specializing in women’s apparel, re- 
cently opened a shoe department on 
the second floor of the new store. 





New Sole for Fine Shoes 


There has been incorporated in 
Massachusetts, The Shoe-Tread 
Corporation, organized for the 
manufacture of a new type of sole 
for fine footwear, particularly for 
sport shoes, athletic, tramping and 
hunting shoes. The material from 
which the sole is made is the result 
of over two years of development 
and experiment in the treatment of 
eotton fibre with rubber latex. The 
salient point is the combination of 
cotton fibre and rubber with a re- 
sultant bonding together of the 
fibre. 

There are many points claimed 
by the company—mainly the ele- 
ment of tensile strength with 
consequent permanent shapeliness, 
without sacrificing the resiliency of 
the rubber. “The presence of the 
latex with the fibre not only gives a 
waterproof sole but one with amaz- 
ing ‘grip,’ a feature equally appar- 
ent on wet or dry pavements,” says 
a statement issued by the company. 
“The sole has no lateral stretch 
and will not draw the feet. Being a 
combination of nature’s products, it 
is tough and durable. Not cheap in 
price, it should, however, prove to 
be one of the best values on the 
market in point of service. Finally, 
the finished material is extra light; 
hence even on the sturdiest shoes it 
is possible to secure the maximum 
of wear with the minimum of 
weight.” 





New Show Case Factory 


Quincy, Ill—The Quincy Show 
Case Works recently opened its new 
factory, known as Plant B. This ad- 
dition is a modern three-story day- 
light building, having a total area 
of 100,000 square feet. 
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Once the exclusive imprint of royalty, the embossed 
gold trade mark is still the accepted symbol of dis- 


tinctive quality. 
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RAUSKOLB GOLD LEAF 
F W. RAUSKOLB COMPANY 


16 FRANKLIN ST. MEDFORD, MASS. 
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many other unusual values 
and styles these 


BOYS’ and GIRLS’ OXFORDS 


are 
TAN CALF OXFORD, WING TIP, BRASS 
EYELET 


IN STOCK 


awaiting your rush ie 
Misses 6205 Ill} to2 


orders G.G. 4475 2%to7 D 
TAN ELKO OXFORD SHIELD TIP 
Childs 6201 8%toll D&E $1.90 
Misses 6200 11%to2 D&E 2.10 
G.G. «47 2%t7 OD 2.60 
GUN CALF, WING TIP, NICKEL 
EYELET 
&E $2.05 
&E 2.35 

2.75 


TAN CALF OXFORD STRAIGHT TIP 
FOR Childs 6361 ties D&E $1.90 ~ Childs 6211 8% toll D 
BOYS “AND Misses 6360 11% to2 D&E 2.10 Misses 6210 l1%w2 D 
GIRLS G. G. 4723 2% to7 C&E 2.60 G.G 4481 2% to7 D 


vette piatinne vn netere. Weimer, Wright and Watkin Co. 
39 S. Second Street, Philadelphia 


and 


Also carried in stock in oxford. 10 cents 
per pair less 


When writing to the above advertisers please mention Boot and Shoe Recorder 
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Sales Totals Show Gradual 
Gains in New York Houses 


NEW YORK—tThe shoe business 
here is growing better, although 
the process of growth is rather 
slow. Continued mild weather has 
had a tendency to retard the natural 
development of the fall season, but 
in spite of this sales totals are 
growing. There are not without a 
certain amount of _ stimulation, 
though. In the matter of increasing 
sales volume by advertised sales, 
the department stores and specialty 
shops have gone much further than 
have the regular shoe stores, which 
apparently are well enough satisfied 
with the present trend to allow the 
season to develop without any arti- 
ficial stimulation. 


Asking for Better Grades 


One of the bright spots in the 
present situation is the apparently 
growing demand for better grade 
merchandise. Many of the shoe 
stores here are now carrying 
higher-priced lines than they have 
for some time past in response to a 
general public demand for higher 
grade shoes. There is little com- 
plaint about prices except in the 
smaller stores in the outlying dis- 
tricts, where business is not as 
good as it was a year or two ago. In 
general, trade is again gravitating 
to the mid-town stores and to the 
stores with established reputations. 

Another good indication of im- 
proved business is the fact that the 
men’s shoe stores are rolling up 
better sales volumes. The demand 
for men’s shoes this fall has been 
much better than it was in the 
spring, and in most cases, better 
than it was in the fall of last year. 


Demand Covers Variety of Styles 


In women’s shoes, new styles are 
developing slowly. The present de- 
mand is spread out over a variety 
of patterns. If any one type is lead- 
ing at present, it is the sailor tie 
pump. Plain or Regent pumps are 
enjoying a good demand in the 
higher class stores. Side goring 
shoes of all types are going much 
better than they were. In connec- 
tion with these the cocarde cover- 
ing, the goring on the outside of 
the feet, has sprung into popularity, 
with not only the higher grade 
trade, but with the medium and 
cheaper trade as well. 

Buckles are selling better than 
ever before, according to most mer- 
chants. The buckles season has de- 


veloped so far that at least one 
store, Saks & Company, is adver- 
tising shoes already fitted with 
buckles at the special price of 
$18.50. 

Strapped models have lost none 
of their popularity, particularly in 
evening shoes, where the lightly- 





Tan Calf Promises 
Great Things 


The biggest development in 
footwear here is the great in- 
crease in the demand for tan 
calf shoes for women. The tan 
craze is growing stronger 
daily and is threatening the 
supremacy of patent leather. 
It is expected to carry right 
into the winter season and be 
a strong seller next spring. 











strapped sandal models in gold and 
silver kid, or in gold and silver 
brocades, are leading in sales. 





Sam Davis Meeting At- 
tended by 400 


One of the most enthusiastic and 
well-attended meetings of the Retail 
Shoe Dealers’ Association of New 
York took place Sunday night, Octo- 
ber 19, at the Cafe Boulevard. The 
occasion was the regular quarterly 
dinner of the organization and was 
termed “Sam Davis Night,” as Sam 
Davis, field secretary of the Na- 
tional Shoe Retailers’ Association, 
was the only speaker on the pro- 
gram. 

Mr. Davis’ talk, which was di- 
rected mainly at the salesmen, who 
with their employers made up the 
attendance of more than 400, cov- 
ered a wide range of subjects and 
was intended to set the boys to 
some serious thinking about their 
jobs. At the conclusion of his ad- 
dress in response to some questions 
he gave a few pertinent facts con- 
cerning association work. 

“The great shopping public,” he 
said, “is independent, sensitive and 
critical. With proper attention it 
can be made responsive and loyal. 
Too few of us realize the everlast- 
ing triangle of trade, made up of 
the customer, the co-worker and the 
concern. Make no mistake about it, 
the customer is the real boss. When 





you get the good-will of the cus- 
tomer you will get his good money.” 


Sell Last 10 Pairs 


Mr. Davis drove home the neces- 
sity of selling “the last ten pairs,” 
the pairs on which real profits are 
made. He abjured the salesmen to 
work for greater self-confidence, 
then analyze themselves and their 
selling methodS and above all to 
create enthusiasm for their work. 

In his ussion of association 
work, Mr.,Davis made a plea for 
more real ‘work on the part of com- 
mittee members. He brought out 
the fact that the National Shoe Re- 
tailers’ Association is the eighth or 
ninth in strength in the country, 
with the automobile chamber of 
commerce occupying first place. Be- 
cause the shoe men are not better 
organized, he said, they have been 
the objects of much adverse legisla- 
tion and other abuses. 

During the dinner, entertainment 
was furnished. Jesse Adler, presi- 
dent of the association was present, 
but, owing to a cold, turned the role 
of toastmaster over to Max Deutsch, 
vice-president. 


Favors Tariff on Imported 
Calfskins 


Sylvan Barnet, of ‘the Barnet 
Leather Company, who recently re- 
turned from a European trip, is 
predicting a still stronger vogue for 
calfskin next spring. He believes 
that women will wear a boyish type 
of low-heeled oxford in light tan 
calf with the gray or tan tailored 
dresses or suits that are expected 
to be worn next spring. As presi- 
dent of the Calfskin Tanners’ Asso- 
ciation, Mr. Barnet is lining up his 
forces for a fight to have a tariff 
put on imported calfskins. 

In his European trip he found 
the calf tanners of Belgium, Ger- 
many Austria and Czecho-Slovakia 
increasing their plant facilities 
with the expectation of capturing 
more of the American trade. Al- 
ready they have a big portion of it, 
says Mr. Barnet. With the cost of 
labor in Europe from a third to a 
quarter of what it is in this country 
and no duty on leather, he believes 
that some tariff action should be 
taken. 


High Shoes Selling 


Boston, Oct. 22 — Robert T. 
Wright of the orthopedic sales de- 
partment of the Jordan Marsh Com- 
pany reports more interest in 
women’s high shoes than in most 
recent years. 
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Eventually! 
DR. DARLING’S SHOES 


Did any of your customers ever tell you the shoes you 
sold them were foo long? Well! that is one of the few com- 
Style B-602 plaints against Dr. Darling shoes. Our customers say a 


Black Glazed Kid, Square Edge, !4 Double lot of nice things about them such as being able to make 
Sole, Fine Felt Cushion Insole, 12-8 Cuban © at more customers,"etc. 
Heel, Rubber Top Lift, Special “Stylese"” 2 better profit than usual, satisfying am 

Combination Last. In Stock AA to E. 39 Th. Dy Darling features can be built into the lightest 


Price $4.20 dress patterns we make. 


Style B-605—Brown Kid...... $4.45 P 
Style B-616—White Nile Cloth.........§8.69 Salesman? Sample pairs or Booklet? 


SHERWOOD SHOE CO. :: : Rochester, N. Y. 


ORIGINATORS OF QUALITY McKAYS 


BOs CASSE LP NRIOL 
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F. S. Root Company —The Direct Mail Specialists— 


Have a Message for the Manufacturer of Shoes — and the Shoe Merchant 


maIsiolasie 


The Manufacturer whois able to offer his merchants 
a series of personal letters mailed to their lists, arms his 
salesmen with ammunition which often exceeds National 
Advertising in effectiveness. 


The Merchant knows that for high returns, the per- 
sonal letter heads the procession. The alert merchandiser 
has his own mailing list—and uses it. He welcomes the 
co-operation of the manufacturer who helps him use it. 
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The personal letter, usually read in the home, gets personal attention. It’s 
advertising that “hits the mark.”’ 


F. S. Root Co.’s experience in preparing and executing Direct Mail Cam- 
paigns is available to any Shoe Manufacturer. 


F. S. ROOT COMPANY—BOSTON 
6 BEACON STREET 
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When writing to the above advertisers please mention Boot and Shoe Recorder 
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Brooklyn Firms Report Two 
Developments in Style Game 


BROOKLYN—New business in 
the Brooklyn shoe district, while 
showing some falling off from the 
activity of September, is holding 
up fairly well. The manufacturers 
believe that much more business for 
this season is still to be done. Retail 
merchants placed theirinitial orders 
cautiously and re-orders will have 
to be sent in to carry the retail 
merchants through the season. The 
good business that has been done in 
Brooklyn so far was not the result 
of any large orders from individual 
manufacturers, but rather came 
from the great increase in the num- 
ber of orders. 


Swinging to Fuller Toes 


Two developments of importance 
in Brooklyn shoe manufacturing 
have taken place recently. One of 
them is a big jump in the demand 
for tan calf footwear, particularly 
from the Eestern section of the 
country which took up the vogue 
later than other sections, according 
to orders received here. The second 
is an apparent swing to fuller toes 
in high-grade shoes. The demand 
for broader toes also is coming 
from New York and other Eastern 
cities, following the demand in the 
Middle West, West and South. 

The demand for tan calf, while 
welcome, is causing some difficulties 
in manufacturing. The shoe pro- 
ducers here assert that it is diffi- 
cult to obtain quick deliveries of 
calfskin at present and that shoe 
production has been held up ac- 
cordingly. 

While tan calf is growing sharp- 





Many Plain Pumps Are 
Being Manufactured 


In styles the developments 
are along the lines laid down 
earlier in the season. A great 
number of plain pumps are 
being turned out by the high- 
grade factories here. Along 
with them are the lightly- 
strapped models and plenty of 
gorings. Oxfords have not 
gone across as well as was 
hoped by many manufactur- 
ers. Plain oxfords appear to 
be in very slight demand and 
the buying of fancy oxfords 
has toned down considerably. 














ly, it has not yet out-distanced 
patent leather, which still holds 
first rank as a shoe material. It has, 
however, displaced satin and suede 
to a large extent. Even black calf is 
gaining ground and more is thought 
of kidskin than for some time past. 


Predict Kidskin for Spring 


In looking forward to the spring 
season, the manufacturers here are 
strongly inclined toward. kidskin, 
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particularly in the gray and sand 
shades. In some quarters combina- 
tions of light colored kid with 
patent leather are being thought of 
as the next development, although 
but little has been seen of them so 
far. 


Kahn in Charge of Buckle 
Business 
The firm of Kahn & Buick, Inc., 
manufacturers of rhinestone orna- 
ments and novelties, has been dis- 
solved. Edward E. Kahn will take 
over the production of the firm, 
which will be known hereafter as 
Edward E. Kahn, Inc. 





Tongue Effects 
Good Calls 


PHILADELPHIA—According to 
one of the manufacturers of high- 
grade women’s footwear here there 
is a good demand for short tongue 
effects with which buckles can be 
worn to advantage. So good is this 
demand and so promising is the 
outlook for its continuance beyond 
the immediate future that this firm 
is making them up for stock. De- 
mand is about equally divided be- 
tween gores and straps. The most 
popular material seems to be tan 
calf, although suedes are also active 
and there is some little call for vel- 
vets. Prices are said to be a good 
deal firmer, and as soon as factories 
have to go into the market and 
make new purchases of sole and 
upper leathers advances will have 
to be asked. Another factory finds 
good demand for buckskin. 

A button oxford, it is making, is 
very popular although strap effects 
and gores are still very active pat- 
terns. This firm finds active call for 
black, gray and dark brown. A 
manufacturer of children’s shoes 
finds good eall for Russia calf high 
shoes and patent low cuts. 


Seven Stores in One Block 


In one square on Germantown 
avenue in the northern part of the 
town there are seven retail shoe 
stores on the west side of the street. 
There are also several in the adjoin- 
ing square. 


Sole Leather Prices Advance 


The feature of the sole leather 
market has been an advance of from 
two to five cents. While there may 
still be more accumulations which 


Meet with 
in Philadelphia 


are being sold below this new price 
they are for the most part odd lots 
and rather undesirable. Good selec- 
tions are reported to be moving at 
the advanced quotations. 


Wise Shoe Co. Opens 


The Wise Shoe Co., which oper- 
ates six stores in New York, four 
in Brooklyn, and one in Newark, re- 
cently opened its first Philadelphia 
store at the corner of 11th and 
Chestnut streets, in the center of 
the fashionable retail shopping dis- 
trict. It sells at a uniform price of 
$6 and is featuring a variety of 
patterns in different materials. 


Demand for Baby Shoes 
Spotty 

Kolb and Company reports that 
the demand for babies’ shoes is 
spotty. Patents and whites are mov- 
ing as well as anything. Both high 
shoes and low cuts are selling well, 
though there is a tendency away 
from slippers. 


60 Styles at $10 


Niederman’s store is featuring 
60 new patterns at $10 a pair. The 
materials include velvets, satins, 
suedes, patent leather, gunmetal, 
tan calf and gold and silver brocade. 
There are twelve different types 
and heights of heels. 


Using Newspaper Adver- 
tising 
Extensive space is being used by 
the Father & Son Shoe Stores, Inc., 
in the advertising columns of the 
daily papers. This firm operates five 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institu- 
tion—needs capable salesmen; young men between 
the ages of 25 and 35 years who have had thorough 
experience in one or more of our lines, and can give 
us the highest references. 


Our company, which started in 1902 with one store, 
now operates 571 retail stores in 41 states. We sell 
dry goods, shoes, notions, clothing and furnishings 
for men, women and children. We do a strictly cash 
business. Our sales in 1923 were $62,188,978. We 
opened 115 stores in 1920, 59 stores in 1922, 104 
stores in 1923 and 96 stores this year. 


By industry, study and determination your prog- 
ress will be rapid in our organization. Under our 
experienced managers you are trained to become a 
manager. When you have qualified 


You are Promoted 


to be 
Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes 
come from the ranks of average men. What we need are young, 
healthy and capable salesmen who have had thorough experience 
in a smal! or medium-sized department store, or are experienced 
in general store work in special lines. The investment of money 
is not necessary for your success with us. The financial backing 
of our company is ample. Briefly, this is our proposition—tested 
and proven over a period of 21 years: 


You come to us first as a salesman in one of our stores. 
During the period of proving your ability you learn the 
greater possibilities of co-operative effort. Your progress 
depends upon your ability and effort. As our new stores are 
opened, managers are selected from our sales force. 


When you make a success of the management, you are sold 

a one-third interest in a new store and become its manager. 
You may afterwards acquire a partnership in ether stores 
which are the outgrowth of the one in which you first re- 
ceived a financial interest. If you do not possess the capital 
to purchase one-third interest in a new store, the money is 
loaned you by the J. C. Penney Company, and you repay it 
from subsequent profits of the store. 

Write today for our booklet, “Working Plan of the J. C. 
Penney Company.” Give your age and number of years’ ex- 
perience in our lines of merchandise in your first letter. We may 
arrange for a personal interview later. All correspondence 
strictly confidential. 


Address your letter to our nearest employment office: 


J. C. PENNEY CO., Inc. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 











IN STOCK 


BALLET SLIPPERS 


BLACK GLAZED KID 
B102—Soft Toe 
Child’s Misses’ Women’s 
6-11 11%-2 2%8 
$1.30 $1.35 $1.45 

B106—Hard Toe Prof. 
Child’s Misses’ Women’s 
6-11 11%-2 2%8 
$2.60 $2.65 $2.70 


GYMNASIUM OXFORDS 


BLACK GLAZED KID 
B205—Elk Soles 
Women’s Men’s Boys’ 
2%-8 6-11 1%-5% 
$1.05 $1.15 $1.05 


B203—Chrome Soles 
Women’s Men’s_ Boys’ 

2-8 6-11 1%-5% 

$1.35 $1.50 $1.40 


n 


Schwartz & Herder, Inc. 


Manufacturers of Ballet and 
Athletic Footwear Exclusively 


241 No. Eleventh Street PHILADELPHIA, PA. 
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Leather Sole Rubber Heel Felts 
for Orders Detailed Immediately 


REG. U.S. PAT OFF. 


RIBBON TRIMMED 
JULLIET, 
STYLE 1025 


QUALITY FOOTWEAR 
C. A. GROSVENOR SHOE CO. 


Worcester Oxford 
Massachusetts 
Boston Office, 139 Lincoln St. 


When writing to the above advertisers please mention Boot and Shoe Recorder 
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stores in Philadelphia. Two of them 
are in the central business section, 
one in the northern section, one in 
the northeast, and one in West 
Philadelphia. 


Comfort the First Day 


One of the main points stressed 
in some recent advertising of men’s 
shoes by the Geuting stores has 
been the idea of getting shoes that 
are comfortable the first day. This 
firm states that owing to its new 
system of fitting shoes, even those 
made of the heaviest leather feel 
comfortable on the customer’s feet 
as he walks out of the store wear- 
ing them immediately after they 
have been bought. 


Evening Slippers Offered 


The Claflin stores are offering 
evening slippers in black satin with 
silver trimming at $15.50 and in 
black velvet with black satin trim- 
ming at $14.50. 


Send Out Broadside 


Another one of the series of 
broadsides announcing the state re- 
tail convention has just been sent 
out by the Pennsylvania Shoe Re- 
tailers’ Association. It is devoted 
entirely to setting forth the advan- 
tages in securing better legislation 
and preventing unfair legislation 
which will result from the proposed 
new association in which the shoe 
merchants of Virginia, New Jersey, 
Delaware, Maryland and District of 
Columbia will associate themselves 
with the Pennsylvania organization 
in what is planned to be the largest 
regional shoe association in the 
United States. It points out the fact 
that individual action in fostering 
or opposing state or national legis- 
lation is weak and unavailing and 
that if several thousand shoe mer- 


chants send their representative to ° 


oppose the enactment of laws detri- 
mental to the shoe interests of the 
country or to remedy certain unfa- 
vorable conditions by action at 
Washington he will be heard and 
his wishes will be respected. The 
coming convention will be the 11th 
annual affair of the Pennsylvania 
Association. It will be held at the 
Hotel Traymore, Atlantic City, on 
Feb. 2, 3 and 4, 1925. 


New Shoe Stores 


W. L. Douglas Shoe Company, 
Cherry and 8th streets, Philadel- 
phia, Pa. 

Wise Shoe Co., 11th and Chest- 
nut streets, Philadelphia, Pa. 
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Tan Calf Gains Strength 
in Boston Shoe Stores 


BOSTON—Several of the $5 and 
$6 stores catering to women, re- 
ported a good volume during the 
week ending Oct. 18. But summar- 
izing the retail shoe situation as a 
whole reveals there is a decided 
lack of steadiness to buying. This 
applies to both men’s and women’s 
departments. However, merchants 
are optimistic that a good fall sea- 
son is in store in spite of the tem- 
porary reluctance of the consumers 
to act in concert and make a steady 
buying period for the present. 

One of the big factors in holding 
back fall buying is the weather. It 
has been ideal for spring, but lacks 
the snap and tang for fall, the 
weather qualities needed to remind 
the public that they’re in a new 
season and need new shoes to fit 
into the scheme of dress. 

Black materials are strong, and 
tan calf in every grade of store is 
steadily gaining strength. Most 
merchants confidently express an 
opinion that it will continue right 
through the coming seasons as a 
popular material. In the lower- 
priced stores, some shoe men re- 
port patent has fallen off as a re- 
sult of the run on tan calf. 

It has been a good season on buc- 
kles thus far. The fact that operas 
are meeting with great favor is one 
reason why buckles.and ornaments 
are selling freely. 

One $5 store, doing a big business 
on Washington street, commanded 
a great deal of attention to its 
women’s lines. It showed several 
styles in tan calf, the most impres- 
sive being a Southern tie carrying 
an inch heel. 

Blond satin, although displayed 
in show cases in high-priced shoe 
stores and departments, haven’t 
taken hold firmly yet. There’s noth- 
ing to indicate that this shoe is in 
for a big run. One store showed a 
blond satin opera with the same 
shade of hosiery in an interior dis- 
play case. 

The manager of a woman’s shoe 
department in a department store 
reported everything was selling. 
That seemed to tell the story in al- 
most every store. There isn’t any 
one pattern that dominates the field. 


Men’s Pattern for Fall 


The Rice & Hutchins stores, of 
which there are three in this city, 
featured a Russia calf oxford for 


men at $8. It carried a heavy welt 
for winter, broad toe and was neat- 
ly finished. Stitchings across the 
instep, from the welt to the lace 
stay, added “dash” to the pattern. 


Encouraging Business 
Report 


The First National Bank in a re- 
port issued October 15 stated busi- 
ness continued to improve. Touch- 
ing on the shoe industry, the report 
said in part: “Conservative im- 
provement in the shoe and leather 
trade of New England continued 
during the past 30 days, with cur- 
tailment less acute as surplus stocks 
dwindled and the trade drew nearer 
to a stable basis. 


Boot and Shoe Club Dinner 


The two hundred and twenty- 
third dinner of the Boston Boot and 
Shoe Club was held at the Hotel 
Vendome, October 15th. It was the 
opening meeting of the largest so- 
cial club in the industry and was 
presided over by President John A. 
Gardiner. The principal speaker of 
the evening was Louis A. Coolidge, 
who spoke on the Child Labor 
Amendment. His principal argu- 
ment was: 

“They tell you that organized 
labor wants this amendment,” he 
continued. “Did you ever think 
why? Because with this amendment 
they can appeal to Congress to pass 
a law, just as they appealed to 
Congress under the interstate com- 
merce provisions of the Constitution 
to pass the Adamson law, fixing the 
standard of hours and wages in all 
industries all over the United 
States. If they can do it under 18 
years of age they thereby create a 
standard which all other industries 
must follow. That is why organized 
labor wants this thing. 

“They want to centre everything 
in Washington. They want to take 
it out of the hands of the state. 
They want to put it into the hands 
of a bureau.” 

John S. Lawrence, president of 
the A. C. Lawrence Co., and of num- 
erous mill organizations, spoke on 
the New England spirit and the 
development of pride in production. 
Joseph A. Parks spoke on “Labor 
and Capital in Partnership,” and 
Mark W. Burlingame on “Selling 
the Wide, Wide World.” 
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Russia Calf Stronger in 


Orders Coming into Lynn 


LYNN—Business is active with 
Lynn firms. Manufacturers are 
gathering in year-end orders, and 
are planning for 1925. Russia calf 
has made another gain. So have 
welts. These appear to be the chief 
new movements. Other styles con- 
tinue “as is.” Patents, velvets, 
suedes and satins are all in demand. 
So are plain pumps, pump effects, 
strap pumps, gore pumps, ties and 
oxfords. 

Lasts show a movement towards 
high heels, even 18/8 heels on for- 
mal dress shoes. Popular novelties 
continue to carry the medium heels. 
Patterns are plainer. But the ele- 
ment of individuality is making 
headway. Buyers are showing more 
individuality in the selection of pat- 
terns, and leathers and lasts, too. 
Doubtless, they reflect the individu- 
ality of their customers. Styles are 
neither standardized, nor all alike; 
each buyer gets the styles that 
please him best. It’s a big order on 
shoe manufacturers, this individu- 
ality of styles. 

Some Lynn manufacturers are 
arguing that the roots of novelty 
styles have grown deeper into the 
trade. They claim that more stores 
are handling novelty shoes with 
success. Many a suburban and 
small town store that used to stick 
to staples, is now handling novel- 
ties. Hence a larger outlet for 
novelty shoes, and a foundation for 
business for next year. 

An amusing comment was made 
by one Lynn manufacturer last 
week. He said: “I’ve been saying all 
this fall that there is no business in 
boots. I’ve just been through my 
workrooms, and I’ve seen more 
boots than I realized we were mak- 
ing. I do not know where all the 
orders for boots came from. Next 
time I talk about styles, I am first 
going to see what I am making 
myself.” 


Orders for Christmas 
Slippers 


More orders for Christmas slip- 
pers are coming. Lynn manufac- 
turers are glad to give a lift to 
Santa Claus. 


New Ideas in Welts 


More storm welting is being used 
on Lynn shoes. Dressy storm welt- 
ing is new. This welting, made es- 
pecially for women’s shoes, is 





Combinations Being 
Made 

Combinations are here 
again, patent and suede, vel- 
vet and patent, patent and tan 
kid, two tones of Russia calf, 
and so on. There is also a com- 
bination of Russia calf and 
reptile grains. 











worked so snugly into the seam that 
it looks as if it grew there. A water- 
proof welt, dye is used for water- 
proofing the welt, as well as making 
its color fast. 


Creighton in California 


Albert M. Creighton is in Cali- 
fornia. He has crossed the continent 
to study shoe markets of the coun- 
try. He will be back to the factory 
next month. 


Bender Shoes 


M. F. Costigan, of the Bender 
Shoe Co., says that Russia calf 
shoes are best sellers, with patents, 
suedes and satins following. Busi- 
ness in kid boots is good. 





In New Quarters 


T. J. Sullivan & Co. have settled 
down in their new quarters in the 
Smith factory on Essex street. 
They moved ahead of schedule and 
made the change without missing a 
day’s production. 


More Welts 


The Watson Shoe Co. is increas- 
ing its production of fine welts. 


Stock Shoes 


J. J. Glover’s Sons are having 
good sales on stock shoes, strap 
pumps of black kid or patent 
leather. 


Samples to Japan 
Wooleather, Inc., of Salem, have 


filled sample orders for woolskin 
slippers and skuffs from Japan. 


52 Weeks’ Production 


Murphy, Gorman & Waterhouse 
are planning their production for a 
steady run of 52 weeks next year. 


Former Dress Shoes Selling 
Well 
A. E. Little & Co. say there must 
be something in this slogan “Shoes 
for the Occasion,” because sales of 
formal dress shoes were never bet- 
ter. 





Activities of Old Colony 
Club for Fall Gommence 


BROCKTON—The October meet- 
ing of the Old Colony Advertising 
Club was held October 15 at the 
Boston Yacht Club, Rowes Wharf, 
Boston, with a large attendance of 
members from the shoe manufac- 
turing and allied trades in Brock- 
ton and the South Shore district, 
also Boston business papers. Fred 
W. Spollett of the Boot and Shoe 
Recorder, who represented the club 
at the recent convention of Asso- 
ciated Advertising Clubs of the 
World, in London, Eng., rendered 
a detailed and interesting report. 
Announcement was made and de- 
tails were given by Arthur J. Chase 
regarding the publication of a 
Brockton District Magazine in the 
interests of the city and the South 
Shore shoe towns, soon to be pub- 
lished under the management of 
John T. Hoyle, formerly of the 
Carnegie Institute of Technology, 
Pittsburgh. A special guest of the 


evening was Clarence DeMar, fa- 
mous marathon runner, who talked 
interestingly on his experiences in 
training. Mr. DeMar said he invari- 
ably found that when he worked 
hardest the results were best. 


Maleolm Arnold Marries 


Malcolm P. Arnold, superinten- 
dent of the M. N. Arnold Shoe Co. 
of North Abington, and son of W. 
Percy Arnold, president of the con- 
cern, was recently married to Miss 
Isabelle S. Reed, daughter of Mr. 
and Mrs. Arthur B. Reed of North 
Abington. 


Eulogizes Douglas 
At the October meeting of the 
Brockton Commercial Club, with 
President Charles E. Moore in the 
chair, tribute was paid to the late 
William Lewis Douglas. Vice-Presi- 
dent B. B. Winslow of the Home 
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National Bank of Brockton spoke 
feelingly regarding Mr. Douglas’ 
remarkable career as a shoe manu- 
facturer, and his sterling worth as 
a man. The late Mr. Douglas was a 
charter member of the Brockton 
Commercial Club and was for many 
years active in its business and 
social affairs. 


Shoe Factory Surroundings 
Attractive 


Where opportunity permits, 
Brockton shoe manufacturing con- 
cerns cultivate attractive surround- 
ings for their factories. There are 
several plants in the city which are 
thus made interesting to visitors 
and passers-by. Proprietors of a 
shoe factory in a neighboring town, 
which has an attractive lawn in 
front, are desirous that this green- 
sward shall be kept in good condi- 
tion by persons who enter. 


Walk-Over Man Leaves for 
Orient 

Capt. J. Warren Baldwin, who 
represents George E. Keith Co. in 
the Far East, sailed recently from 
Seattle, Oregon, to resume his work 
in the Walk-Over interests. Capt. 
Baldwin formerly made his head- 
quarters at Shanghai, China. He 
will make a short stay at that place 
and then sail for Manila in the 
Philippines, where he will be lo- 
cated. 


Manufacturer Ill in England 


A. Freedman, head of A. Freed- 
man & Son Shoe Co., Brockton, who 
recently sailed for Europe, has been 
seriously ill in Manchester, Eng. 
On learning of his illness, his son, 
Abraham Freedman, through the 
co-operation of the authorities, ob- 
tained a passport and sailed on the 
Mauretania within the next 24 
hours. Incidentally, the Mauretania 
made a new record on that trip and 
young Mr. Freedman arrived in 





The Laceless Oxford 


In the lines of men’s shoes 
going out of this city, the lace- 
less, or side gore oxford, is 
prominently featured. This 
pattern, which is made up 
mostly in patent leather for 
dress or dancing, is consid- 
ered by the local manufactur- 
ers as combining novelty, style 
and comfort in men’s dress 
footwear. 
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Manchester within less than a week 
after being notified. 


Wins Golf Tournament 


Hector E. Lynch, Sr., of Howard 
& Foster Co., who is known far and 
wide as one of Brockton’s most suc- 
cessful shoe manufacturers and 
salesmen, has, in his leisure mo- 
ments, developed an excellent game 
of golf. Mr. Lynch recently proved 
this to the satisfaction of his fel- 
low members of the Thorny Lea 





95 


Club, Brockton, when he won the 
cup in a members’ tournament. 


Shoe Store Reopens 


The Metropolitan Shoe Store, 
conducted for many years by W. M. 
Dunbar, and recently closed by Mr. 
Dunbar’s assignment, has been 
taken over by Harry Delano. Mr. 
Delano, who was employed as a 
clerk in the store, has been asso- 
ciated with the retail shoe business 
in Brockton for 25 years. 





Evening Styles Underway 
in Rochester Shoe Stores 


ROCHESTER—A spotty trend 
to the retail shoe business was 
noted in the shoe stores during the 
week ending October 18. Several 
reasons are attributed as being re- 
sponsible for holding back buying 
interest, among them the weather. 

A marked increase in the sale of 
evening slippers has been noted by 
Wm. Eastwood & Son Co. for the 
opening of the Rochester Philhar- 
monic concert season. Silver bro- 
cades at $10 seem very popular. 


“Miss Rochester” Displays 
Shoes 


Jim Olmstead, proprietor of the 
McCurdy shoe department, staged 
a shoe style show to celebrate the 
opening of the new shoe depart- 
ment. 

The new quarters of the depart- 
ment were gay with thousands of 
flame-colored gladioli which banked 
a throne on which Miss Katherine 
Skuse, chosen this fall to represent 
Rochester at the beauty contest at 
Atlantic City, sat in state while 
dozens of new styles in footwear 
were fitted upon her feet. Among 
the new shoes were two oxford 
styles designed by Jim Olmsted, one 
style being of taupe buckskin with 
black leather tip and vamp, and the 
other a buckskin and leather oxford 
entirely in black. 

McCurdy’s are showing pumps in 
gold and sivler kid. This gold and 


silver kid is also used for strap 
ornamentation on velvet pumps. 

For afternoon wear Miss Skuse 
showed light tan slip pumps in 
stage last with high Spanish heels. 
The same shoe, which has the short, 
round toe that is so fashionable, 
was shown in black kid and in 
suede. 

The window display of ancient 
footwear, loaned by K. M. Stone of 
New York City, proved almost as 
attractive as the display of modern 
shoes. Quaint wooden sabots of 
Holland, the bright red Russian 
boots, embroidered in blue silk, the 
Persian bridal slipper of heavily 
embroidered velvet, and the Chinese 
foot covering attracted attention. 


Eastwood Employees Meet 


With the opening of the fall sea- 
son, the employees of Wm. East- 
wood & Son Co. resumed their regu- 
lar series of monthly meetings. At 
a recent meeting, O. K. Johnson, 
president, presided, and introduced 
the speaker of the evening, Ray- 
mond Arnot, who spoke on the his- 
tory of Rochester. 


Emerson Store to Move 

William Brink, proprietor of the 
Emerson shoe store, has secured a 
lease on a store located at 43 East 
Main street, practically across from 
the present location, and will move 
to the new location about April 1. 





Haverhill Plants Are Busy 
with Immediate Deliveries 


HAVERHILL—Factories here 
and in. nearby towns are continuing 
on a good production basis for im- 
mediate deliveries. Future orders 


are being withheld to a great ex- 
tent. Apparently it is the policy of 
many buyers to purchase only for 
immediate needs, and to require de- 
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liveries of today’s orders as early 
as “day before yesterday,” as one 
manufacturer put it. In other words, 
that the conditions under which 


‘merchants are doing business to- 


day calls for quick turnovers of pre- 
vailing styles, and, when these have 
been completed, to seek new styles 
and then repeat the process. This 
makes it difficult for.shoe manu- 
facturers to satisfy their customers 
on deliveries. “However,” says a lo- 
cal manufacturer, “the trade is ap- 
parently committed to these present 
buying methods and there is no im- 
mediate prospect of forward com- 
mitments. The demand for popular- 
priced footwear is the ruling fea- 
ture. 

High grade workmanship, charac- 
teristic of Haverhill’s production, 
backed by the reputation which 
Haverhill enjoys for novelty styles, 
is bringing business to the city in a 
larger volume than for several years 
past. Coupled with price readjust- 
ments which have been made, 
Haverhill is on a firm footing con- 
cerning securing of business. Get- 
ting orders today is a case of going 
after them. Intensive selling methods, 


quick production, and prompt de- | 


liveries tell the story of success, or 
on the contrary, failure, of manu- 
facturing and merchandising shoes. 


Large Stocks in Cuban 
Stores 


A manufacturer, who recently 
returned from his first visit to 
Havana, Cuba, was surprised to see 
the large stocks carried in Cuban 
stores. On this point, he said: 
“Long rows of display windows con- 
taining hundreds of pairs of shoes 
are features of Havana stores. 
These displays, combined with the 
shoes inside the stores, make up a 
tremendous stock of footwear, 
which to the mind of a visitor from 
the States, seems unbusinesslike. 
However, that is the custom. Mer- 
chants maintain continuous bargain 
sales as a means of getting rid of 
as many goods as possible. The op- 
portunities for selling American- 
made shoes in Cuba are much less 
than formerly, owing to the tariff 
laws which have been enacted and 
the shoe factories which are being 
built and operated in Cuba. 

“In addition to the present tariff, 
there is a new 25 per cent duty to 
be placed on shoes, which will still 
further curtail the importation of 
footwear from this country. The 
newer shoe factories in Cuba are 
models of cleanliness and efficiency. 
They are producing goods which 
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supply a considerable part of the 
demand formerly filled by Ameri- 
can shoes. Cubans are free spenders 
and are willing to pay good prices 
for their footwear in men’s as well 
as women’s lines. However, there, 
as here, it is the vopular-priced 
goods that are today the greatest 
sellers.” 

Haverhill always had a large 
share of this business, but there 
will be less in the future than in 
the past, judging from conditions 
that prevail in Cuba at the present 
time. 


Export Trade Not Increas- 
ing 

“It becomes more and more ev- 
ident,” said a Haverhill manufac- 
turer, who has always been identi- 
fied with export trade, “that the 
foreign sales of shoes made in this 
country will decrease as time goes 
on. Most European countries at 
present are not in a position to buy 
of us, while those countries which 
are strong financially have raised 
tariff walls against imported shoes 
and are establishing shoe factories 
of their own. Cuba, Argentine, Aus- 
tralia, and Canada are conspicuous 
examples of this tendency to estab- 
lish factories and to protect them- 
selves against footwear made in the 
United States and other countries. 
In my opinion, we shall have to de- 
pend more upon our trade and less 
upon foreign trade than in years 
past.” 





Franks-Sampson Marriage 


Boston—Miss Esther Sampson, 
daughter of General Manager Wil- 
liam R. Sampson of the United Shoe 
Machinery Corporation, and Mrs. 
Sampson of 46 The Fenway, was 
married in the Old South Church, 
October 15, to William Hunt 
Franks, Jr., son of Mr. and Mrs. 
William H. Franks of New York. 
The Rev. Dr. George A. Gordon, 
pastor of the church, performed the 
ceremony. Miss Sampson was given 
in marriage by her father. Mr. and 
Mrs. Franks will live at 34 Chis- 
wick road, Brookline, Mass. 





Fellows Store Moves 


Cleveland, O., Oct. 23—Fellows 
Boot Shop recently moved to a new 
location at 10408 St. Clair avenue. 
The store is located next door to a 
moving picture theater, and the 
proprietor keeps a spotlight over 
the window display burning until 
the theater performance is over. 
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Dayton, O., Merchants 
Re-elect Officers 


Dayton, O., Oct. 22—The Dayton 
Shoe Retailers’ Club elected officers 
at its annual meeting held early 
this month. P. J. Myer was re- 
elected president, as was the entire 
ticket which held office during the 
year just closed. The officers of the 
club besides President Miller in- 
clude: L. A. Miller, vice-president ; 
John Schoenhals, treasurer; Paul 
E. Johnson, secretary, and A. W. 
Dare, Theo. Gutwein, Henry Hage- 


P. J. MYER 


Re-elected president of Dayton 
shoe merchants. 


man, J. Holland and J. P. Schaffer, 
directors. 

Addresses were given by the offi- 
cers and several guests. Every 
member gave his view on the rub- 
ber footwear situation. 

The subject of advertising a par- 
ticular style of shoe as being out 
of date to promote some other kind 
was discussed at length. Most 
everyone present thought it a poor 
practice and some said often a store 
is injured as a result. Better con- 
fine advertising to shoes that are in 
style, not shoes that are not in style, 
was the sentiment. 





Creese Vice-President 


Walter T. Creese, of Creese & 
Cook Co., Boston, tanners of calf 
leather, was elected vice-president 
of the Naumkeag Trust Co. of 
Salem, Mass., at a recent meeting 
of its board of directors. He has 
served as director of this bank for 
some time. 
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METROPOLITAN SLIPPER CO. 
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Established 1915 
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New Shoe Stores 


Samuel D. Goldsmith, 201 South 
Brand street, Glendale, Cal. 

J. H. Ray, children’s shoes, 
Fourth and Pine streets, Long 
Beach, Cal. 

Harry A. Walker, 308 E. Fourth 
street, Long Beach, Cal. 

Harry Yatman, 142 E. Santa 
Barbara street, Los Angeles, Cal. 

E. Bennett, Washington, D. C. 

Sobol’s, Gainsville, Fla. 

Aaron H. Satovsky Co., Auburn, 
Ind. 

Barskin Department Store, shoes, 
etc., Indianapolis, Ind. 

Kaufman & Wasserman, 211 
Adams street, Boston, Mass. 

Clark & Son, Redwood Falls, 
Minn. 

Baer Shoe Co., Norfolk, Neb. 

Max C. Tucker, Sterling, Neb. 

M. H. Fishman, Plattsburg, N. Y. 

Harry Minces, 1120 Vine street, 
Cincinnati, O. 

The Tut & Bud Co., Warren, O. 

Will Cooday, Eufaula, Okla. 

Carter & Gill, Osceola Mills, 
Penn. 

J. H. McCoy, Wahpeton, North 
Dakota. 





Stephens’ of Ottawa Closes 
after 57 Years 


Ottawa, Canada, Oct. 21—Ste- 
phen’s Shoe Store, for 57 years one 
of the leading shoe houses here, 
will close soon. The. name of the 
firm is A. J. Stephens & Son, E. A. 
Stephens being in charge. The house 
was founded by A. J. Stephens. A 
“Parting-of-the-Ways” sale was 
held and the clientele was given an 
opportunity to buy shoes at whole- 
sale prices. 





“TI keep six honest serving men 
They taught me all I know. 
Their names are What and Why 
and When 
And How and Where and Who.” 
—Kipling. 








Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 








For All the Family 
of C a" 
DRCAMPSELLS 


For Tired Feet” 
HEALTH dutE 


STYLE, FIT 
POWELL & CAMPBELL, 122-124 Duane St.,|NewYork 

















and QUALITY 
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MANHATTAN FINDING CO. 
107 Duane St., New York City 
“KOM-FUT™ ARCH | SUPPORTS 
Shoe Store Supplies 0 “aa every description 


Write today for information 
we any 6 ae Se Se Se oe 
Slippers in stock 














7640 § 


Es 161-2 
* Summer St. BOSTON \7sers 
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EMIL RUBLACK 


Maker of Artistic 
PRICE TICKETS 
Shoe trade i 
my specialty 
Established 1963 
Reet as 














Where to Buy 
Wanted Styles 


«i@ extra Editorial Service to 

** readers, free for the 
onan Write and tell us what 
yeu would like to knew. 

















BOOT AND SHOE RECORDER October 25, 1924 





Recorder rates for space less than 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


7 times 13 times 26 times 52 times mum amount accepted, $1.25. : 
$4.00 $3.50 $3.00 $2.50 desire answers to come in care of this office, twelve words must be 

8.00 7.00 6.00 5.00 allowed in each advertisement for address. When advertisers desire 
12.00 10.50 9.00 7.50 replies forwarded direct to their address, each word of the address 
16.00 14.00 12.00 10.00 to ads must be sent under letter postage. 


Payment in advance is required, 


ne-ei page OSITIONS WANTED—Four cents word for each insertion. 
. ighth ord Minimum amount accepted. ve cents. For other “Want”’ 
advertisements, seven cents per word for each insertion. Mini- 


up to noon on Tuesday of 


must be counted in the abeaiiequeanaal tell tee canaidinaty: Answers 


except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 





“2 YyANTED—Laree specialty house,has several 
good territories opén for 1926,, Only. high- 
ardile salesmen with éxperience will be con- 
sidered. High rate of commission, no drawing 
account. If interested address Box B-98, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 





EW YORK jobber wants live salesman to 

sell their well known lines of women’s 
novelties, men’s slippers and full line of felts 
to an established trade in Brooklyn. Have also 
open Hudson River towns and Connecticut for 
right parties. Want only men with trade fol- 
lowing in these ——. Write giving names 
of former and 1 of yearly 
sales. Address atte care Boot’ and Shoe Re- 
corder, 127 Duane St., New York. 








XPERIENCED side line men wanted to 

earry our ABC line in infants’, children’s, 
Misses’ and growing girls’ turns in Texas, 
Oklahoma, Louisiana, Arkansas, Tennessee, 
Kentucky, Virginia and West Virginia. Many 
numbers in stock. Give references, age and 
what other line you expect to carry in first 
letter. Spring line ready November 1. A. E. 
Brown Shoe Company, Orwigsburg, Pa. 





W ONDERFUL opportunity for side line sales- 
men to make money selling real Indian 
Beaded Moccasin House Slippers direct from 
manufacturers. Line requires but four or five 
samples that can be shown in a moment. State 
territory covered and send references. Wyan- 
dotte Manufacturing Co., 1319 Main St., Kan- 
sas City, Mo. 





Ae Sz. TOUS eo anee's,2 
A taationie Melee Beat Reet oper 


~on Paci 
who knows the trade in this field. A splendid 
opportunity to make some REAL money, on a 
commission basis, for the right man. Applica- 
tions treated confidentially. Address B-99, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





Wwe have an opening for an out-of-town 
salesman of ability. To live-wire, who has 
an established following among the better 
trade only, and who can produce immediate re- 
sults, we offer an attractive line of Brooklyn 
turns, and an interesting proposition. Unless 
you are a go-getter, well recommended, do not 
reply. Mention several of your following in 
application. Address K-711, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





An Opportunity 


Salesmen wanted to - as side line 
the strongest line o pular-priced 
stitchdowns on the OT Desirable 
territories still open. Address B-103, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 














Nationally advertised line of high-grade 
work and out-door sport shoes made in 
Wisconsin will have some exceptionally 
good territories open January Ist. 
Would like to get in touch with men 
with proven sales ability who feel they 
can pat the line over in a big way on 
a strictly 7% commission basis. Ad- 
dress B-69, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 








SALESMEN WANTED SALESMEN WANTED 





Illinois—Arkansas—lTIowa 
We want experienced salesmen to cover the abo ty e make we ¥ UNION 


ve 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Biuches, Outing and Moulder. 
Write for particulars, giving references. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 











LIVE-WIRE proposition for live-wire man to SALESMAN WANTED for the following ter- 
earry in Western Pennsylvania as side line ritory: Arkansas, Louisiana, Wisconsin, 
or otherwise—a short, snappy line of women’s and all the territory west of Nebraska and 
novelties to retail at $5.00 and $6.00. Give Kansas, to sell our line of Growing Girls’, 
experience and reference in first letter. Ad- Misses’, Children’s and Infants’ Shoes, in Me- 
dress P-32, care Boot and Shoe Recorder, 532 Kayed sewed, Tackless McKay, Goodyear 
Perry Building, Philadelphia, Pa. Turns, Stitch Downs and Puritan Welts on 
Commission. Should be sold with ether non- 
SALESMAN for job rubbers and tennis for conflicting lines. Only men with experience 

Philadelphia and vicinity. Must be experi- and established trade will be considered. Ad- 
enced in rubber business. Address B-100, care dress, with reference, H. S. Albright & Co., 
Boot and Shoe Recorder, 207 South Street, Ine., Orwigsburg, Pa. 


Boston, 
ALESMAN for New York City to sell in- 
GALESMEN to handle as side line youths’ fants’ and children’s McKays and turns. 
and children’s stitchdowns. High-grade May have it as a side line also. Good op- 
chocolate elk uppers, unlined; composition portunity for right man. Liberal commis- 
soles. Commission 7%: Only two small samples sion. Address K-709, care Boot and Shoe Re- 
to carry. Manufacturers with shoes in stock. corder, 127 Duane St., New York. 


ca 
Rubberhide Company, Randolph, Mass. 

GALESMAN WANTED—To represent manu- 

WANTED a high-grade traveling shoe sales- facturer of Men’s Shoes with In-Stock De- 

man for a representative line of Goodyear portment, Write, giving full details and terri- 

turn shoes made in Brooklyn. Prefer a man Address B-88, care Boot and 7 Re- 

selling —— ~ One = coast, oo -— 207 South Street, Boston, 

and one entire 

gor ges é@xpérience and complete reference. yg i WANTED for Minnesota, cows 

~- care Boot and Shoe Reeorder, of iiinels high ry, — ys} Hine of 
207 South Stree’ Boston, M. medium a’ grade idren’s an isses’ 
~ ae Turns. Address with references B-56, care 


XPERIENCED rubber footwear salesmen Boot and Shoe Recorder, 207 South Street, 


— to sell 3 ~ ~4 —— line i 
two territories open, Nort! t Arkansas an 
West Tennessee. Must have established » ee ae lg 
no others need apply; an unusual money- ples of popular-priced womes’s ereh support 
making opportunity for hustlers. Box No. shoes to retail at $5.00 and $6.00, also novelty 
B-102, care Boot and Shoe Recorder, 207 South —=— shoes. Quick selling. All shoes in’ stock. Seven 
J m, Mase. per cent commission et . References 
necessary. Westcott itmore Co., Syracuse, 
ALESMEN WANTED—Experienced to N. ¥. 
carry our Novelty line of Turns and Stitch 
Downs in the following states: ALESMEN for a real snappy condensed 
linois, Michigan, Wisconsin, qpetiaity line, branded ladies’ silk hosiery. 
f Colorado, Ariz., New Mexico, Georgia Sold wi tee to dry 
Louisiana, Mississippi, Kentucky, Tennessee, and pin AF 
New York, Kansas and Missouri. The most easily carried. 
popular-priced line on the market today. line now handling. 
Stock proposition. 7% commission. Spring and Shoe Recorder, 207 South Street, Boston, 
novelties — wate. Quality Shoe Company, Mass. 
Rochester, ° 






































THE BOARDMAN SHOE CO. has POSITION WANTED 
pg hg gp tae yp t: =aree 
‘or expe en, 
with established trade, to sell women's EF ag Eg AR Ae 
novelties and staples stock, change. With present ores seven years. Ad- 
straight commission. Give fall. details dress K-710, care Boot and Shoe Recorder, 127 
and references in first letter. Address Duane St., New York. 


564 Atlantic Ave., Boston, 
BUYER and manager désires to make change. 
At present and for the past ten years con- 
nected with large New York chain stores. Only 
first class proposition considered for depart- 
TWO RESIDENT SALESMEN desired ment or chain stores. Address K-714, care Boot 
and Shoe Recorder, 127 Duane St., New York. 


POSITION WANTED—A live-wire shoe man, 
with lifelong experience, now employed, 

















; married; good appearance. Ad- 
dress B-107,, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 























October 25, 1924 BOOT AND SHOE RECORDER 





HELP WANTED WANTED TO PURCHASE MISCELLANEOUS 


T MMERS WANTED sell 
window. display fixtures on commission THE NEW YORK EXPORT ea re 
is. Artistic rning ork, ‘ 
eg eens. Greeny VARNUM 
Phone—Canal 6874 (Trade Mark) 


pusiness opportunity | BUY {eesarsroeestasn| |SIZE STICKS 


Bargains in shoes always on hand for 
special sales and bargain basements 


FO3 Sag department store in Okishoma City. Are Used in All UP-TO-DATE 
Main 00m childven’s shocs, Permanent window | HIGHEST PRICE PAID RETAIL SHOE STORES 
space. Three year lease from Jan. 1, 1925, to FOR 


. 81, 1927. Best location and excellent op- 
poriunities, 214 W. Main, Oklahoma City, SHOE STORES How Is Your Supply ? 


Okla. OR SURPLUS STOCK 
\TTENTION, RETAIL CLERKS—It you Also Purchase Gent's Furnishings, Clothing, ete. THREE STYLES 


have a small amount of capital and desire YOUNG & CO. No. 1, 2, 3 
to enter a dignified and profitable business 815-817 Church St.—New York, N. Y. ig 
without any competition write me. We make Telephone Canal 0356 ‘ English French, American 
eustom lasts and furnish a device for taking ° ® 
easts of feet. Our advertising dept. will co- Standard Measures 
operate with you to get you started. This is a We quick and pay highest cash price 
straightforward, above board business proposi- for retail and wholesale stocks of shoes or rt P - N. 3 
tion made by a reliable concern. If you are any other merchandise. Quantity no object. . rice oO. 

. MOST POPULAR 


the man, our salesmanager will arrange to see 

you. R. E, Hine, 802 M. & M. Bank, Mil- 
$1.50 Each 
“Varnum” Size Sticks 


waukee, Wis. 
are made of Extra 


~~ ‘Stage 1787 

e 

LINE WANTED Quality Maple Wood, 
with Nickel Plated 


OUNG MAN with established trade desires ic 
y to represent, in Greater New York, well é; A + H PA I D rm Trimmings. Makes an attrac- 
known gan sree ya F nay 4 —e in vol- 1 tive fixture for the store, also a 
ume. Best references. ess K-712, care Boot 
for other Leases taken long wearing and useful one as 
and Shoe Recorder, 127 Duane St., New York. over. We will send a rep tative te well. 
investigate and make offer upon request. ~-2 ‘ 
Kalter Cerf. Mercantile Co., Inc. Write Us Direct if Your Dealer 
591 Broadway, New York City Cannot Supply You 


FOR SALE Phono Spring 6160-S161-5168 Frank W. Whitcher Co. 


OR SALE—Shoe store doing ten thousand a 
year business, having approximately four HIGHEST CASH PRICES PAID Manufacturers 


thousand in stock and fixtures. Situated in . We also buy your 

we! town ¢. —— a population, le tities no ob- BOSTON, MASS. 
Southeastern io. Only shoe store in town. holesale. term leases BRANCH, CHICAGO, I 
Repair in connection. Address B-105, Boot and eae =. " » Sd. 
Shoe Recorder, 207 South Street, Boston, Mass. Corres, tial. 


r GLAUB 
OR SALE—Cash or trade for city property. 
F A ee ag hag sg —~ store > ow Yi “MANCHES I ER” 
a live city, Janesville, Wis. City and surround- goods 
ing territory, 60,000 population. Store located nan * (Trade Mark Reg. U, 8. Pat. Off.) 


in the heart of sh i district, tal : ‘ 

et er a CURVED JAW NIPPER 

—— Fn ——- = pon ——- of —-_—— ee? 
. usiness ween - 

000 to $100,000. a — "retiring fren busi- Just the Tool for That Nail 


ness. For communication, Max M. Meisel & 






































BROOKLYN PURCHASING SYNDICATE 
FRANK WA 














ie brizivtetrielrie ih es irri 









































Co., Janesville, Wis. (] The only nipper 
yy ea 

t to out 

the inside 





FOR SALE 


A splendid paying exclusive shoe store : 4 i % tress | } 
in the Southwest; good location, clean Pi \ **Manchester’’ 
No discount; cash only. This i - kinds . 
store is paying a wonderful net profit. : 5 Trade Mark Reg. U. 8. 
Address B-106, care Boot and Shoe Re- ; 1 “ Pat. Off. 
corder, 207 South Street, Boston, Mass. i nip are made of 
= i ade tool steel, 
plated, with a 
curved jaw that en- 


WANTED TO PURCHASE = Site | Some tae 00 Gabe 


WANTED large quantity of Munson Army 
Lasts, D and E widths. Give full u- 
lars, Address B-104, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


GHOES WANTED—A large department store 
7 would buy a few retail shoe stocks of me- 
dium grade and not old styles or manufactur- 
ers’ floor goods. Address P. O. Box 267, 
Youngstown, Ohio. 


CASH PAID 


for entire shoe stocks or surplus stocks of ‘action eed. e 

shoes or other merchandise. Any quantity. . Frank W. Whitcher Co. 

KIRSCH-BLACHER CO., Inc. Furniture ne eg ee 
622-624 ny od N. Y. : ah” Boston, Mass. 161 W. Lake St. 
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BUSINESS REVERSES 


Camden, Ala.—J. E. Stuart, general merchan- 
dise, reported petitioned or petitioner in 
bankruptcy 

Tucson, Ariz.—J. B. Ryland, shoes, etc., re- 
ported offering to compromise at 50 per 
cent. 

Eureka, Cal.—Morgan-Frandsen, shoes, ete., 
reported asking for general extension. 

Glendale, Cal.—Specialty Boot Shop, Joseph 
Goldberg, shoes, reported offering to com- 
promise at 25 per cent. 

Middletown, Conn.—Charles Weinman, The 
Outlet Store, shoes, reported petitioned or 
petitioner in bankruptcy and receiver ap- 


pointed. 
Lagrange, Ga.—J. Q. Hudgins, general mer- 
ndise, reported petitioned or petitioner 
in bankruptcy. 

Chicago, Ill—Sam Seaman (1923 Ogden ave- 
nue), shoes and repairing, reported meeting 
of creditors called. 

Salina, Kan.—J. R. Miller, shoes, etc., reported 
petitioned or petitioner in bankruptcy and 
receiver appoin 

Boston, Mass. —Alfred Gorshel, Al’s Shoe 
Store, reported petitioned or petitioner in 
bankruptcy. 

Haverhill, Mass.—William King, leather, re- 
ported petitioned or petitioner in bank- 


ruptcy. 
Fall River, Mass.—W. J. Patenaude, Pate- 
naude Bootery, shoes, reported assigned. 
Detroit, Mich.—Melville Shoe Corporation, 
manufacturers of shoes, incorporated $50,000. 
Detroit, Mich.—Herman A. Zeitlin, shoes, re- 
ported offering to compromise at 35 per 


cent. 

Riverside, N. J.—Riverside Shoe Mfg. Co., 
shoe manufacturers, reported petitioned or 
petitioner in bankruptcy. 

Brooklyn, N. Y.—Bijou Shoe Mfg. Co., Inc., 
manufacturers of shoes, reported petitioned 
or petitioner in bankruptcy. 

Sigmund Match, Cinderella Bootery (77 
Manhattan avenue), shoes, reported peti- 
tioned or petitioner in bankruptcy and re- 
ceiver appointed. 

Columbus, O.—Murphy Shoe Co. (245 So. High 
street), shoes, reported petitioned or peti- 
tioner in bankruptcy. 

New Kensington, Penn.—George Abrams, 
shoes, reported offering to compromise at 50 
per cent. 

Pittsburgh, Penn.—-Lorch Bros. Co., depart- 
ment store, reported petitioned or petitioner 
in bankruptcy and receiver appointed. 

Scranton, Penn.—Mahon Shoe Co., shoes, re- 
ported offering to compromise at 15 per 
cent. 

Milwaukee, Wis.—Cinderella Boot Shop, Inc. 
(3604 North avenue), shoes, reported offer- 
ing to compromise at 20 per cent. 


BUSINESS CHANGES 


Los Angeles, Cal.—George L. Merz (1053 No. 
Western Srenety’ shoes, reported sold out 
to C. B. Hann 

Mary J. Worthen (1816 So. Main street), 
shoes, sold out to Etta Clara Thompson. 

Chicago, Ill.—Robert Lenox (3849 So. PState 
street), shoes, reported succeeded by E. N. 
Cherry. 

Danville, Ill.—W. C. Lane & Co., shoes, etc., 

succeeded by Bahls, Shoffer & 
Stone. 


Storm Lake, Ia.--C. & E. Bootery, Colby and 
Erickson, proprietors, shoes, reported suc- 
ceeded by W. G. Boggess 

Boston, Mass.—Dewey Shoe Co. (207 Essex 
street), D. Moll lesale shoes, re- 
por’ "recently Gumenstne business. 

Haverhill, Mass.—Victory Shoe Co. of Haver- 
hill, manufacturers, incorporated $25,000. 

Lynn, Mass.—Whitcomb Quality Pattern Co., 
manufacturers of patterns, incorporated 
$50,000. 

Medway, Mass.—Medway Shoe Mfg. Co., shoe 
manufacturers, John Fretz, vice-president, 


retired. 
Haverhill, Mass.—Edward E. Sullivan, slipper 
manufacturer, Arthur H. Sullivan dead. 
Grand Rapids, Mich.—Vane Hof & Boksman, 





reported s 
Trenton, Mo.—Wigley-Glick Shoe Co. 
reported partnership dissolved. 


Maryville, Mo.—Yehle Dry Goods Co., shoes, 
ete, A. C. Lucking and Mrs. Conrad W. 
Yehle retired. 

Winona, Minn.—The Rogers and Schuster 
Shoe Store, ao —_ out to E. 


W. Barthol 
Atlantic City, N. 


etc., moved 

Engelwood, N. J.—Harry 8S. Gordon, shoes, 
reported succeeded Saul V. Mattus. 

New Brunswick, N. J.—Rosenberg & Katz, 
Quality Shoe Store shoes, reported succeeded 
by Quality Shoe Store, yr 

Baliston Spa, N. Y.—George A. Betor, shoes, 
ete., reported succeeded by Glickman & 


Clark. 

Brooklyn, N. Y.—Abraham H. Cte, Inc. 
(586 Knickerbocker avenue), repor sold 
out to oye Stein. 


shoes, 


Inc. 


oes, moved to + yt N. Y. 
New York City—Globe Boot Shop, shoes, etc., 
incorporated $25,000. 

United Slipper Co., slipper —~ % moved 
to 70 Wyckoff avenue, Brooklyn, N. Y. 

Sol Deitel (New System Shoe Sale Co.), 
1840 2nd avenue), moved to 812 Knicker- 
bocker avenue, Brooklyn, N. Y. 

ne meme ine in- 
corporated $10,000 

Cincinnati, 7 *Korros Co., shoes, incor- 
porated $10 

East Palestina 0. oO. “—Teho Pearlman, shoes, etc., 
reported selling or sold out. 

Van Wert, O.—Jones & Jones, shoes, reported 
succeeded by Van Wert 

Eufaula, Okla. — Model” “Clothing Co., shoes, 
etc., rating to we kla. 


K 
Silver & Pearl (5839 Germantown avenue), 
shoes, etc., reported partnership dissolved. 
Crandon, Wis.—Netzel & Paul, The Clothing 
— shoes, om reported succeeded by Wal- 





Changes in Personnel of 
Just Shoe Co. 


Alhambra, Cal.—The Just Shoe 
Company announces the retirement 
of L. A. Wolff as president, suc- 
ceeded by T. T. McCarty. The new 
directorate is comprised of the fol- 
lowing officers: T. T. McCarty, 
president; Charles Pierson, vice- 
president; Henry Mitvalsky, secre- 
tary-treasurer. W. G. Douglas has 
been appointed to the board of di- 
rectors. The company contemplates 
a program of expansion that will in- 
clude the creation of at least two 
new lines of footwear. 


Pittsburgh Sorosis Store 
Observes Anniversary 


Pittsburgh, Pa., Oct. 22—The So- 
rosis Shoe Company of this city 
recently observed the 21st anniver- 
sary of its establishment. Ben K. 
Alward, manager of the store, was 
host at a banquet, and gifts were 
presented to the employees. Ad- 
dresses on merchandising subjects 
were delivered by able speakers. 
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Children Demand High 
Shoes 


Tampa, Fla.~—The Juvenile Shoe 
Co. of this city report that high 
shoes for children during the win- 
ter months are big sellers. Ralph 
W. Groves, one of the proprietors, 
states that while he notes in the 
Recorder that some firms say that 
their sales of high shoes for the lit- 
tle folks are decreasing, he finds 
conditions just the opposite. Mr. 
Groves states that the reason he 
sells so many high shoes for chil- 
dren during the winter months is 
because his store pushes them; it 
recommends them for the proper 
development of a growing foot, for 
the support of their ankles, and we 
have them in stock when the cus- 
tomers want them. I call this to 
your attention in the cause of “Get- 
ting More Shoes Sold Right.” 


Link Up Windows with 
Advertising 


Cincinnati, O.—Clyde P. Steen, 
executive secretary of the Window 
Display Advertising Association, 
gave an address before the Adver- 
tisers’ Club of this city recently. In 
this address, Mr. Steen pointed out 
the necessity of linking up your 
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newspaper advertisements with the 
window displays in order to produce 
the proper effect on the public. Mr. 
Steen states that today, nearly all 
the big department stores plan 
their window displays and news- 
paper advertisements at the same 
time and along the same lines, to 
produce this effect. 





Cites Causes for Failure 


Racine, Wis.—There are a dozen 
primary causes of failure and they 
are the same whether the business 
be a small one-man affair or a large 
manufacturing industry, according 
to Milton J. Knoblock, federal ref- 
eree in bankruptcy of this city, who 
addressed a recent meeting of thé 
Lion’s Club on the subject of “Busi- 
ness Failures and Their Causes.” 
Among the 12 reasons presented by 
Mr. Knoblock were lack of capital 
to start and carry on through the 
building period; failure to take a 
personal interest in the business; 
lack of industry and efficiency; lack 
of personality and the gift of or- 
ganization, and failure to under- 
stand costs, profits and other ac- 
counting matters. 


“T venture to say that 50 per cent 
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curate idea of how much it is cost- 
ing them to carry on their business 
and the percentage of profit they 
are actually making on the capital 
they have invested,” stated Attor- 
SI ‘esinod jo ‘sIyy,, “yoo]qouy Aou 
often the cause of failure.” 





Bracelet Effect on Black 
Satin 


Boston, Oct. 22—One of the new 
notes in women’s shoe styles ap- 
peared at the shoe department of 
the Jordan Marsh Company. It is a 
rhinestone bracelet effect on a black 
satin shoe, narrow rhinestone bead- 
ing extending around the back part 
of the shoe. It is worn on the left 
shoe only. 





Club-like Atmosphere in 
Nettleton Shop 


Cleveland, O., Oct. 23—One of the 
influences having a comfortable ef- 
fect on men patrons of the Nettle- 
ton Shop at 1912 East 6th street is 
the club-like atmosphere inside. It 
is decidedly a men’s store. The in- 
terior is finished in mahogany. 
Roomy chairs and large smoking 
trays add to the inviting atmos- 


of the small merchants have no ac-phere. 
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Keen Buyers 


of footwear specialize on Greeley 
Boudoirs. They have found the 
value 
Greeley Line. Black and 
Colors. Leather and 
Rubber heels. In Stock. 
Immediate deliveries in 
36-pair lots only. 


If your jobber cannot supply you, write us. 


A. W. GREELEY 


Saf 12 Duncan St. - - - Haverhill, Mass. SX 


in the 








VENT! LATIONS 
PATENTED 








APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 


children and 















SAILOR TIES! 


The Big Hit Right Now 


This attractive wing 
bow attached toopera 
pumps will give them 
the smart appear- 
ance of sailor ties. 
Available in black 


and colors. 


$4.50 per doz. 


SURPASS MFG. CO. 
447 MYRTLE AVE. 


BROOKLYN, N. Y. 



















as a fully venti 








Make your stock 
children’s shoer 


ord y 
pe Ae 213¢ 
for immediate action 























Fine Calf Leathers 


Manufecturers of 


‘Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 














BURKLEY 

SHOE CO. Strictly Fine Full-grain Calf Leather 
1156 No. Main Stree: HUNT-RANKIN LEATHER CO. 
Brockton, Mass 106 Beach St., Boston, Mass., U. S. A. 
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Men’s and Boys’ House Slippers 


Evans’ Standard Quality 
NOW IN STOCK 














318K TAN VICI EVERETT 348K TAN VICI BRIGHTON 


Full English Toe ee & Full English Toe 
| Sh, eee rere Sizes, 6-12 FF 
No. 318—Same in Tan Cab No. 348—Same in Tan Cab 


In-Stock Folder Listing Thirty Lines Sent on Request 


Boston Office L. B. Evans’ Son Company New York Office 


110 Summer Street Wakefiel d, Mass. 130 West 42nd St. 


PM ee SI Me LeU M UU LULL © DULL ® DALLA LaLa 


“HIOSTH RI” 
eA (Contact Point of Profits 


As the crystal detector of a radio instrument is the vital contact point between 
the great world of sound waves and your ear—so has “Hosiery” become the 
valuable contact point between your cash drawer and all that the leading hosiery 
manufacturers can do to fill it. 





“Hosiery” is a distinct department of the Boot and Shoe Recorder and is the only 
medium which concentrates on making itself useful to shoe merchants who are 
selling, or plan to sell, hosiery. 


Each month its standing becomes higher and more authoritative. Each month 
for this reason it is more worthy of your careful reading and thought. 


Mel elie e MOTO TU Les 


BOOT and SHOE 


RECORDER 


Mien ieniiiiinen une niie iio Ue LULU Ue LOU LULL LULU ULL SLL AoA bt Lobb 
When writing to the above advertisers please mention Boot and Shoe Recorder 
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B4006—Patent Leather, imitation Turn, 13/8 
covered Cuban heel. C width $4.50 


— Reg illustrated, all Russia Calf. C 
$4.60 


B4715—Tan Calf, B. integien Turn, 16/8 full 
covered Spanish heel. A-C $3.60 
B4714—As Mustrated. Black Velvet. A-C. 

$3.60 


B4713—As illustrated. Patent Leather. as 


As illustrated with 13/8 nee heels 15 cts.! per 
pair less 


B4698—-All Patent Lagthes, imitation Turn, 
-C $4.50 


12/8 covered Cuban heel. A 


B4699—As illustrated, Black Satin, Black 
$4.50 


Suede trimmed. A-—C 


B4700—As .- ~~ Black Suede, 
Leather Perf. € A-C 


poset —As hen mie 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


_ PACIFIC COAST BRANCH, 135 BUSH STREET. SAN FRANCISCO 


‘= 


B4690—Patent Leather Hand Posites | Strap, 
|. ae Turn, 12/8 covered 


B4691—As illustrated, Black Satin, Patent 
Leather trimmed. A-C $4.50 


B4693— As — ye, Black Suede, Patent 
Leather trimmed. A-C $4.50 














THE RIGHT STYLES 
THE RIGHT LEATHERS 
THE RIGHT TIME 


We have them first 


IN STOCK 


for Immediate Delivery 


Patterns that Sell Extra 
Pairs for You. 
Priced Right. 
Terms: 2% 10, aot 30. 

F. O. B. Bos 
25 cents per r 4 in 
36 pair ty number. 


References seamen on new 
accounts 


illustrated, all Russia Calf. C 
$4.50 














B4811-—-Russia ty. Welt, 
Leather heel, res aft. A-C 


B4812—As illustrated, allPatent Leather. 


B4813—As illustrated, Gun Metal Calf. 


my 
B4762— Patent jpte, ‘imitation Turn, 8/8 
covered heel. A-C $4.35 


B4768—As illustrated, all Russia Calf. A-C, 
$4.50 








A 
| S 
Patterns That Are Selling Fast 
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NATURALLY?, 
SUCH FINE SHOES 
AXRE SOLD IN THE 
VERY FINEST STO 





F.& Sibee Enos Sam 


eS N. HL 
STON NEW YORK CHICAGO 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bidg., Room 810 


SALESMEN 
Pacific Coast—Geo. R. Rule New York—Frank Harris Southern paseeb~ ereast Bat Harry White 


BO 














Chicago District—Frank Parker Eastern States—Frank Law 


New England—Louis Bonin 
Middle States—Chas. Reedholm 
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The zest and snap of fall are 
found in the crisp Creighton 
Styles. 











When writing to A. M. Cruiouton please mention Boot and Shoe Recorder 
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IN STOCK 










WHE Fashion Footwear made by 
cM, y 
R? iA Creighton is the product of a fac- 
mSae§ tory where pride in workmanship 
pe care in the selection of materials are 
reflected in the quality of the shoes. 





No. 465 
Creighton models are not freakish—yet Tap Russia Colf 
are alive with style appeal. Condgge Tae Weneions Best 
PRICE, $4.25 


Our In-Stock Service is a practical method 
of having Fashion shoes ready for quick 
shipment when our dealers need them. 


A. M. CREIGHTON 


Lynn 3 $2 Massachusetts 





No. 342 
Patent Leather 


“SELM 
Flexible Sewed—13/8 Covered Heel 
Widths A- 


PRICE, $4.50 
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When writing te A. M. Canitonton please mention Boot and Shoe Recorder 
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HEN a woman goes shopping she 

usually has in mind a certain style and 
a definite price. She is apt to shop around 
until she finds the shoe she wants at the price 
she is willing to pay. 











Lape & Adler shoes will get her the moment 
she sees them. The beauty of style and work- 
manship, the fit, the quality and the price, 
will make a sure sale. 











The attractiveness of Lape & Adler shoes 
makes buying easier for women and increases 
your sales. 





We are ready to prove to you that we have 
the greatest values in popular priced shoes. 
We claim that Lape & Adler shoes cannot 
be equaled in lines to retail at $6 to $8. 











MAKE US PROVE IT 


THE LAPE & ADLER CO., COLUMBUS, OHIO 


HI STYLE—LO PRICE SHOES FOR WOMEN 


























Prominent among the 
best selling models this 
season are the two smart 


models here illustrated. 
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No. 301X 


IN STOCK 


AtoD Widths 
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PATENT LEATHER DANCE, OXFORDS 


Flexible outsoles and insoles. Hollow 
leather heels. Armstrong Cork boxes, 
making a semi-soft toe. Seville last. 
Be prepared for the Thanksgiving 
dances. Mail your sizes today. 


>. @ 4 me Ns 


















































MARION SHOE CO. : 
M ON, INDIANA = 











Se a +. _ =_ ™ a >= 4 A > 2 
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WESTERN QUALITY AND EASTERN STYLE 


























| hoe 


When writing to Marion Suor Co. please mention Boot and Shoe Recorder 
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New York, N. Y. 
Patent Leather 
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LS 
\ 
RUST LEADS a 
Followed Closely ma 
by JAVA a 
. W 
THE new fashion note—combinations of Color Ad 
rr Rust or Color B Java quarters with patent 
vamps. 
Naturally, your store will not be late in bringing 
this new relief from monotonous black to the 
ladies of your community. 
Insure the rightness of the colors. Call for VODE 
Kid—RUST and JAVA in ordering. 
It costs no more to thus make certain of lively 
and authentic colors. 
Linings should harmonize, too. That means 
VODE KID in Browns, Grays, Champagne 
or White. 
All of these shades being analine dyed with 
no surface finish lessen crocking of hosiery. 
We recommend the following “Vode Kid Colors: 
Color Color Color ; 
B JAVA 112 APRICOT st CHAMPAGNE We are makin 
11 RUST 70 JACK RABBIT _—88 BRONZE Color 11—RUS 
A HAVANA BROWN :7e ORIENTAL PEARL BLACK in suitable weight 
for men’s shoes; 
on which we are 
THE STANDARD KID CO — er 
. deliveries. 
209 South Street, Boston, Mass. 
Branch O, ue 
yor d — Chicago Cincinnati 
New York. N.Y Los Angeles St. Louis 
ae a Montreal Rochester 
7o North 4th Street and all leather centers 
Philadelphia, Pa. of the world 
. 
< \ 
S eS 
le a ‘\; - Sg as 
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SWEPT BY AN AVALANCHE 


“Cambridge” 


that new light shade of tan Russia Calf for women 





Instantly Achieves Nation-Wide Popularity 


When we first showed “CAMBRIDGE,” a short while 
ago, as a new lighter shade of tan calf to go with the 
ever popular “SunSet,” we hardly imagined that it could 
achieve such country-wide approval over night. We have 
been literally besieged with orders from shoe manufac- 
turers from Coast to Coast—special delivery—telephone— 
telegraph—and even personal trips to the tannery—they 
want “CAMBRIDGE.” ! 


A beautiful light shade chrome calf leather, 
“CAMBRIDGE” holds its fine finish throughout the 
shoe manufacturing operations 


and — best of all — we can and are filling all orders 
promptly. ; 

If you haven’t seen it, you should ask to see samples — 
we will gladly send sample cuttings on request. 


The House of “SunSet” 


THIS IS A CALF YEAR 


Barnet Leather Co., Inc. 


360 MADISON AVENUE, NEW YORK CITY 
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Distributing Agencies 
SAN FRANCISCO MILWAUKEE CINCINNATI ST. LOUIS ROCHESTER 


DIG 


ad 
— = 
at 2 Yr te 


Boston Distributors 
BARNET LEATHER CO., Inc. 
of MASS. 


Tanneries . »). 
LITTLE FALLS ei aes 98-100 South Street 
j \ Boston, Mass. 
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Brophy Zros. 































































eMelba 


InvariaBy, a new customer is surprised—pleasantly—in the ap- 
pearance and quality of Brophy Bros. Shoes, as they open up. 


And this appreciation grows as the evidence of good ‘materials and 
the “know how” of experience becomes apparent in the stand 
up of the shoes in actual wear. 


To become acquainted with the Brophy Line of Modish McKays 
—Quality Shoes—Popularly Priced—is to find a line to merit 
your continuous enthusiasm. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK§SALESROOM 
89 BEDFORD §ST. 755 MARBRIDGE’,BLDG. 

















When writing to Broruy Bros. Suor Co. please mention Boot and Shoe Recorder 
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N addition to Ever Grip 
we make Vim, a higher 
grade heel at a somewhat 
higher price, and Bull Dog, 
the best possible rubber 
heel which can be made at 
any price. 


BOSTON WOVEN HOSE AND RUBBER COMPANY 
CAMBRIDGE, MASS. 








When writing to Bosron Woven Hose & Ruspear Co. please mention Boot and Shoe Recorder 
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When writing to Atxtnson Biumenretp Co. please mention Boot and Shoe Recorder 
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The Pal 
Style No. 756 
Boy's Mahogany Veal Bal, ep eatte Oak Out-Sole, Gra'n Leather 
Inner-Sole. One-Half Rubber H 
This boy's shoe is handsome in maiyle and "neuen in quality. 
Width in Stock, 
Price—Boy's 2% to 54%. ..... 
Youth's No. 856, 12% t 2... 


The Buddy 
Style No. 757 * 
Boy's Mahogany Veal Blucher, Heavy Oak Out-Sole, Grain Leather 
Inner-Sole. One: Half 1 ubber Heel. 
This strong shoe ni pone the scuffing and kicking of the youth. It 
appeals to hove Reset hp goee ames aan 60 parents Secaase of Ng 


tra durable wearing 
T Width in Stock, D 


Little Gent’s No. 957, 9 t0 12... 0. cece cece cece ween eeceees 2. 


“, NO'KICKS 


on DAVIES’ 
“KICKS FOR KIDS”’ 





HERE’S only one way to make the 

boys’ shoe business safe and profit- 
able and that’s to sell them shoes that 
will stand the “gaff” of hustling feet. 


DAVIES makes “Kicks for Kids” that 
stand hard wear. They make satisfied 
customers because they are built to do 
the work expected of them. 


Neat and attractive in appearance and 
sturdy as shoes can be made. 


Write for salesman or samples. We'll 
send either. 


DAVIES SHOE MFG. CO. 


RACINE WISCONSIN 


The Junior Soldier 
Style No. 2900 
Army Dull Grain Tan Fox Blacher, Double Strength 
Style. One-Half Rubber Heel, Strong Oak Out- 
nner-Sole. 
Some of our customers call this shoe ‘“The Never-Wear-Out.” 
Width in Stock, D 





When writing to Davies SHoz Manuracturine Co. please mention Boot and Shoe Recorder 
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Joan and Hazel 


No. 365 — Price $4.60 
No. 274—Price $4.50 
Black Satin Two Bar Joan with Beaded Black Satin Cut-Out Hazel Ox- 


Front Gore. Dull Calf Trim — Military ford, Dull Calf Trim—DMilitary 


Wood Covered Heel. Boston Last, Wood Covered Heel. Boston 
AA to C. Last, AA to C. 


, : k 
No. 364—Samne in Patent. Price $4.60 No. esfe ee 


All Styles 
Ready 
to 
Ship 


No. 327 — Price $5.25 


No. 273— Price $4.50 Black Suede Two Bar Joan with Beaded 


Patent Cut-Out Hazel Oxford—Military Gore Front — Full Spanish Louis Heel. 
Wood Covered Heel. Boston Last. AA to C. Beacon Last, AA to C. 


Thomson-Crooker Shoe Co. 


18-26 Station Street 
BOSTON - - - - MASS. 


When writing to Tuomson-Crooxer Sor Company please mention Boot and Shoe Recorder 
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HE enthusiasm shown by man- 

464 ufacturers of fine footwear 

over this new shade in the 

Velours line, proves that it will be a 

winner. It is one the consumer will 

readily accept as a good shoe shade. We 

urge you, a retailer of fine shoes, to ac- 

quaint yourself with the Velours line, 
especially this new shade. 


TAWNY VELOURS CALF is finished 
smooth, in a medium light shade of tan. 
This leather is chrome tanned, and pos- 
sesses a fine tight even grain. It will 
| make up into a very fine and durable 








shoe for men and women. 


It bears the P. & V. trademark, an 
Made in Milwaukee emblem which stands for the maximum 
Sold all over the World in service and satisfaction, and carries 
those high standards which all P. & V. 
| leathers must meet. 


| ‘*This is a Calf year’’ 


| 





PFISTER «VOGEL | EATHER Co. 


ILAD . 
MILWAUKEE, WIS. , MO. ROCHESTER, N. Y. 
BOSTON. MASS. CIN . 0. NORTHAMPTON, ENG. 
NEW YORK. N. Y. A MINN. LEICESTER, ENG. 
GO, ILL. SAN . : FRANKFURT, GERMANY 


. 





When writing to Prisren & Voont Leatusr Co. please mention Boot and Shoe Recorder 
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r | She FLORSHEIM SHOE 














y a) 
7 { 
‘ 


THE RIALTO—In Stock 


Florsheim live styles attract trade and hold it — they sell 

readily and make permanent customers. Many styles ready 

for immediate delivery. If there is no Florsheim agency in 
your city, write for booklet, “Stock Styles.” 


Style S-94—Black Calf, as illustrated 
Style S-95—Same style, in Willow Calf (light tan shade) 


Most Styles Retail at Ten Dollars 


Florsheim Stock Styles are reg- 
ular quality and regular price. 


THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS 
Manufacturers + CHICAGO 























When writing to Tux Fronsuzim Suon Company please mention Boot and Shoe Recorder 
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N° business can endure and thrive un- 
less it creates in its customers a firm 
reliance in its will to deliver value for 
value—always. 
Every member of the BEEBE organiza- 
tion is schooled in this thought, which 
has been a fundamental here through all | 
our more than fifty years existence. 
No matter what grade of leather you buy 


from us, our purpose is to see that ét és the 
best value procurable in that grade. 


This is more than assertion—it is firm 
fact. Otherwise, this business would never 
have reached the height it occupies today. 





The BEEBE lines include VICI Kid, CORONA 
Patent, Suede Calfskin, Black and Colored Grain 
Calfskin, Sheepskins, Side Leathers, Calf Linings, 
Splits, Satins and Cotton Goods. 





LGR BRS 
a a bi ov 
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22¢9 SOtwrtry $7.7 
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 < YECK kid 


ICI kid is universally 

known’ as the standard of 
kid leather value. ST here is only 
one VICI Kid. 
It is selected by famous makers of There never bas 
the finest shoes for its consistent sentence 
quality and the grace and rich- 


ness it gives to their product. 


CORONA 


ORONA Patent is giving 

anew meaning tothe word 
patent leather, both in respect 
to the beauty and brilliance it 
gives to shoes, as well as in its 
freedom from trouble in the 
factory 


CORONA-The 
Peerless Patent 
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bring them to the attention of the public. 


To further the cause of more suitable and 
tasteful window displays, we have just pub- 
lished a handy, compact, instructive book on 
Shoe Store Fixtures. It will be sent to mer- 
chants who request it. 


HUGH LYONS & COMPANY 
LANSING, MICHIGAN 


SALES OFFICES 


NEW YORK, 35 W. 32nd St. CHICAGO, 217 W. Jackson Blvd. 
BALTIMORE, 1 N. Eutaw St. BOSTON, 52 Chauncy St. 


The true artistic and enduring quality of the 
Italian Renaissance is illustrated by the 
vitality of its motifs when applied to 
Display Fixtures. No historical period has 
produced designs which harmonize with so 
many different surroundings. In the Hugh 
Lyons Period Design of the Italian Renais- 
sance, every kind of window interior finds 
its complement. 

Your shoes will stand out in a distinguished 
atmosphere if this Period Design is used to 














When writing to Huen Lyons & Company please mention Boot and Shoe Recorder 
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Ves you show 


shoes in this 
newly elected favor- 
ite color of Madame 
Manhattan, you 
want to be able to 
assure the ladies of 


SCHERER’S 


eA pricot 
Lhe Color Elected 
By the Elect 














VERY shoe wise 
man knows the 
authority of 
SCHERER in Col- 
ored Glazed Kid; 
likewise, its ever 
present quality. 


your community that the color is 


To depend on SCHERER colors is 


authentic—the very same which - 
the famous New York shops are 
showing. 


Then be sure to order the shoes made of SCHERER’S APRICOT 


to take the final precaution that 
results in perfection of shoe detail. 


Scherer’s Apricot and Per “fection Brown 


a combination of unusually Effective Richness 


To meet the rapid development of combination effects of rich simplicity, 
these two SCHERER colors provide a most harmonious and distinctive 


blending. 
Samples of all SCHERER colors should be on your desk. 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 
29 Spruce St., New York 


Factory at Newark, N. 7. 


Ch OCYOrs 


© /Kid 


eMeans 
Colors of Absolute 
Fashion Authority 

























































When writing to Oscar Scurrer & Bro., Inc., please mention Boot and Shoe Recorder 
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TONY Chestnut 


Reg. U. S. Pat. Of. 


IKE every TONY origina- 
tion, TONY CHEST- 
NUT has found warm favor 
right at the start, from the 
highest grade type of shoe 
stores and makers who cater 
to them. 


Both agree that our blending 


of TONY RED and TONY 
BROWN makes TONY 
CHESTNUT a shade that 
will continue to please men of 
the type they serve. 


A Rich Blending of 
TONY RED and 


TONY BROWN 


As one competent expert puts 


it—“This TONY CHEST- 
NUT shade of yours is the 
exact balance between dark 
and light brown that we have 
all been hoping someone 
would supply.” 


Get Your TONY CHESTNUT 
Sample Now 





“CALF LEATHERS ARE WHAT THEY WANT” 








CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 


TANNERIES 
DANVERSPORT, MASS. 


SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 





When writing to Crensz & Coox Company please mention Boot and Shee Recorder 
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A STYLEWARD YOUNG MAN’S MODEL 
NEW SPRING TOE EFFECT 


a ea 


STRATFIELD 
Modeled in Tony Tan Calf. An attrac- 


tive perforated pattern in a lace oxford. 


Howard & Foster Co. 


Brockton, Mass. 


IF YOU HAVE NOT RE- 
CEIVED OUR NEW IN- 
STOCK CATALOGUE 
WRITEFORONE TODAY. 


ADDRESS ALL COM- 
MUNICATIONS TO THE 
FACTORY. 


BOSTON OFFICE 
183 ESSEX STREET 


NEW YORK OFFICE 
MARBRIDGEBUILDING 


CHICAGO OFFICE 
SECURITY BUILDING 








When writing tg H 


& Fosrer Co. please mention Boot and Shoe Recorder 
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Under that Toe Is an Armstrong Box 


HE young man who owns the pair of 


shoes shown above has worn them hard 
for two months. 

He has kicked a football with them. He 
is a left foot kicker. Just look at his left 
shoe, at the shapely contour of the toe cap. 

There is an Armstrong Flexible Box 
under that toe to make it spring back into 
shape every time it is depressed. The same 


FARMSTRONG CORK COMPANY, 


Shoe Products Division, 


box keeps the toe line smooth. It adds much 
to the comfort of the wearer because it will 
not become hard or brittle. It will not 
bunch or curl. | 


More than a hundred well-rated shoe 
manufacturers are now using Armstrong 
Flexible Box Toes. Ask for them in your 
plain or capped soft toe lines. Your cus- 
tomers will be delighted. 


Lancaster, Pa. 


Armstrong 


Circle 


Cork Box Toe 








When writing to Anmstrona Cone Company please mention Boot and Shoe Recorder 





November 1, 192; 
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edar Cliff Satin, dominates the footwear seen in fine hotels, 
and fine homes. 


CEDAR CLIFF SATIN with its inherent lustre and fine strong 
texture fortify it for “longer than ordinary wear’’---that’s why shoe 
retailers are always able to get a “better price’ for shoes of 


CEDARCLIFF 


PURE DYE 


SHOE SATINS 


‘“‘Worth a little more to the woman who knows.” 


The CEDAR CLIFF SILK COMPANY, 251-255 FOURTH AVENUE, NEW YORK’ 


When writing to Tux Cevar Cure Sick Company please mention Boot and Shoe Recorder 


Be < the Capitol City as well as in all other prominent Centres, 
C 
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C.H.ALDEN C@ 
Na 


VAL 








HE ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 


of profit, it is distinctly in the interest of 
ALDEN customers. 




















Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 


et i ge Op a, ey SR 











C. H. ALDEN CO. 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 























Made with genuine 
Barbour Storm Welt 























When writing to C. H. Atpsun Co, please mention Boot and Shoe Recorder 
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The New Short 
Forepart Styles 


6 se new short forepart models 
nowso decidedly thevogue lose 
half their charm and selling ap- 
peal unless made on lasts especial- 
ly developed for this new tendency. 


To simply shorten the vamp is to 
only half interpret the new vogue. 
To get not only charming lines, 
but proper fitting and comfort, 
back parts must be changed as 
well as foreparts. 


It is the business of the United 
Last Co. to be first in providing 
the right last for the style of the 


FACTORIES 
BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company Ltd. 
Montreal 
with Branch Office at Toronte 


Old Lasts Cannot 
Correctly Mould 


moment. Therefore, you will find 
in every United Last Co. branch 
or showroom the absolutely cor- 
rect interpretation of the short 
vamp tendency demonstrated in 
actual model shoes made over the 
actual last (an exclusive United 








Last Co. feature). 


United Last Co. 
available to all interested shoe- 
men. To consult with us is to give 
your shoes that absolute perfec- 
tion of detail in line and in fit 
that stamps you as a leader with 


your customers. 


United Last Company 


Headquarters — Boston, Mass. 





service is freely 










SHOW ROOMS 


BOSTON 
212 Essex St. 


NEW YORK 
1402 Bush Terminal Bldg. 


CINCINNATI 
803 Sycamore St. 


PHILADELPHIA 
331 Arch St. 











When writing to Unitep Lasr Company please mention Boot and Shoe Recorder 
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Cutting Nippers 
Climax-UWWC-Bernard 


Three thoroughly dependable nip- 
pers for tack cutting are G/CC, 
Climax and Bernard. Each is guar- 
anteed to perform satisfactorily its 


specific purpose. 
The GAC Tack Cutting Nipper, 
which is probably the most generally 


used, is strongly built of the best of 
tool steel and is cleverly curved to 


United Shoe Machinery 


secure the most efficient results. Cli- 
max and Bernard are equally well 
made, Climax offering the desirable 
feature of removable jaws while Ber- 
nard is of compound construction. 


These three nippers are for cutting 
tacks only. There are other nippers 
in the G/€ line suitable for heel 
nails and the like. 


San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 





When writing to Unrrep Sno Macuinery Corporation please mention Boot and Shoe Recorder 





November 1, 192; 





Corporation, Boston 
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Photograph of a 
HALESOLE in al- 
most the exact posi- 
tion into which it 
. has been bent, un- 
Supported by any 
pressure. This de- 
monstrates a charac- 
teristic peculiar to 
HALESOLE which 
we call 


“‘Lead Pipy’’ 








HEN you bend a HALESOLE 
it tends to stay bent of itself — 
something like a lead pipe. 


Try this experiment on any other sole, 
and see how it springs back into shape. 


In this “lead pipy’” characteristic of 
HALESOLE lies that secret something 
that makes HALESOLE excel all others. 


This “lead pipy” property gives HALE- 

SOLE the virtue of never altering its 

position on the shoe once it is placed 

there. It won't belly out from the bot- 

tom, it won't sand blister—it can’t 
use it is not elastic. 


This same “lead pipy” property of 
HALESOLE is what prevents it from 
cracking, and makes HALESOLE the 
first colored composition sole ever 
produced that would not crack. 








the first colored composition sole 
produced, 


that will not crack. 










Actual wearing tests prove HALESOLE 
gives satisfactory wear and service, and 
does not crack or mark the floors. 


This fact makes it the most ideal sole 
for a child’s shoe, both for school and 
home wear, that has ever been pro- 


duced. 
HALESOLE laughs at all attempts of 


scufhing youngsters to wear it out. 


Behind HALESOLE are the manu- 
facturers who first gave you the per- 
fect crepe rubber sole—RAJAH, and 
we present our new speciality with the 
same absolute confidence in which we 


presented RAJAH. 
HALESOLE has been tested in every 


conceivable way, and we know we are 
safe in claiming its complete superiority 
over any imitation. 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 
Established 1837 
Originators and Sole Manufacturers of 


The Gk Sole 


Laing, Harrar & Chamberlain 
Philadelphia, Pa. 


Distributors to the Leather and Findings Dealers 











When writing to ALrrep Hare Rusner Co. please mention Boot and Shoe Recorder 
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STURDY SHOES “FOR FALL 


IN STOCK "an? Ear Ue 


Pink satin, 50c extra 


IN STOCK 








601 
Soft_Toe 
Black Kid) 
Women’s }|Misses’ 
$1.45 $1.35 
Child’s 
j$1.30 
White kid, 30c extra) 
The Standard for Quality and Comfort 
ALL SHOES GUARANTEED 


BROOKS SHOE MFG. CO. 


6th and Montgomery Ave. 
PHILADELPHIA, PA. 





DUNDEE LAST 


bon 6 Rows Stitching, Double Sole, 
D Wid $5. 


DUNDEE LAST 


Tan Oxford. 6 Rows Stitching, Hea 
aA BCD, and E Wide $5.50 


Oxford. 6 Rows | ae Heavy Single Sole 
Wingfoot Heel. A, B, C, D, and E Wi $5.50 


THE DALTON CO., Inc. 


MFGRS. MEN’S FINE SHOES 
BROCKTON, MASS. 


BOSTON: 183 Essex Street 
GEO. J. LOVELY, GEO. W. MANSON, JR. 


cen eae a a a Siar 


NEW YORK: 651 Marbridge Building é x ; 
GEO. S. DYER (@ = 


HOTEL 
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The Passing of the “Freaks” 








Following the World War came a time of 
instability. Men’s minds ran to extremes. 
After a time of stress and turmoil that broke 
nerves of steel a reaction came of almost 
effeminacy. The unusual was sought for. 
This was true of shoe styles. Freak colors 
came, freak designs, freak materials. We are 
fast coming back to solid Americanism— 
back to normalcy. The solid leather shoe is 
demanded. Rugged shoes for real men, for 
service, for that staunch appearance that 
denotes a solid footing, a manly tread. The 
soles are thick, the heels all leather. 


We are a very large factor in supplying 
this style demand. Our famous tannages for 
soles and top lifts account in a big way for the 
suecess of our shoe manufacturers in meet- 
ing this demand for a solid leather shoe. 


The United States Leather Company 


New York Chicago Cincinnati St. Louis . Richmond 
The United States Leather Co. of Mass. 
Boston 


SELLING AGENTS 


McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 

















When. writing to Tue Unirep Staies Leatuer Company please mention Boot and Shoe Recorder 
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MADE ONLY BY 


THE rh) ae EVENING POST ROBT H FOFRDERER INC. 
ca PHILADELPHIA 





; ¢ ’ : | > 4 2 
4 uae 


‘= Banister presents correct styles 


DECIDED preference for 
Vici kid leather marks the 
current showings of new shoes 
for men. 
For the models shown here, the 
James A. Banister Company 
selects Vici kid because it is the 
Vici kid, used by makers of fine 
footwear for men and women, 
by 





is manufactured exclusively 
Robert H. Foerderer, Inc. 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agenes. LUCIUS BEEBE & SONS, Bonen 
eens nem a ey he eld 


VICI kid 


880 we san orn 


THERE 18 ONLY ONE VICI KID --- THERE NEVER HAS BEEN ANY OTHER 





This advertisement appears in 
The Saturday Evening Post 
of Nov. 1, 1924 and in Vanity 
Fair for November, 1924. 





When criting to Ronert H. Forrverer Inc., please mention Boot and Shoe Recorder 





1, 1925 
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The ‘Vici trade mark — 


an opportunity to join forces 


for greater sales 


| POS the first time in the history of 


the shoe business, the retailer, the 
manufacturer and the tanner have com- 
bined forces for a greater sales volume, 
by showing the VICI trade mark in 
shoes of VICI kid. 


This places behind the sale of VICI kid 


footwear the full effect of the VICI 


national advertising in The Saturday 
Evening Post and leading fashion maga- 
zines, and offers the consumer a definite 
assurance of VICI quality in the upper 
leather. 


VICI kid is the high light of the current 
modes in footwear for men and women. 
Prominent retailers, in conjunction with 
their manufacturers, are featuring iden- 


tified models in VICI kid. 
ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
Selling agencies in all parts of the world 









Robert H. Foerderer, Inc., 
‘is the sole manufacturer of 
the one and only VICI kid. 





When writing to Ros H. Forrperer Inc., please mention Boot and Shoe Recorder 
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UR customers know us to 

be so alert in the creation 
and adaptation of new styles, 
that they invariably are show- 
ing the latest touch weeks in 
advance of competition. 


Allen, Goller Shoe Co. 


Boston Office, 207 Essex St~Factory 60 K Street. South Boston ~  } 




















CROSSETT’S 


TWELVE LEADERS 


at 35,22 


Concentration on styles, and extensive purchases of quality 
leathers, has made it possible to build CROSSETT SHOES 


in twelve special, snappy, up-to-the-minute models at $5.50. 


These twelve rapid selling styles added to the full 
CROSSETT line complete a price range to tune in with 
popular demand. 

Every shoe carries the nationally known trade mark, “‘The 
Crossett Shoe Makes Life’s Walk Easy”—a guarantee of the 
quality of materials and workmanship. 

Behind them is the experience of forty years of quality shoe 
making; forty years of CROSSETT SHOE reputation, 
backed by national and local advertising and merchan- 
dising co-operation. 


For full information and a line of samples, write 


LEWIS A. CROSSETT CoO. 


RAILROAD and BIRCH STS. NORTH ABINGTON, MASS. 


PROFIT results from combining aggressive 
retail merchandising with the prestige of a 
brand with national reputation. 








FCROSSETT SC 


TWELVE LEADERS 





R177—Edinmoor Tan 
Calf, Haig Last. $5.50 






R179—Black Scotch 
Grain, Double sole 
through heel, Haig Last. 

$5.75 






















R178—Tan Scotch Grain, a ~~ R180—A. M. & L. Cadet 

Plump single sole, French ew Calf, French Brogue yo a 

Brogue Last. $5.60 tome $5.50 da 
QUALITY is determined by 
the materials that go into the . , 
shoe - upper and sole leather, T 
linings, counters, trimmings, , o1 
thread, etc.,-the workman- m 
ship and policy. The wise a 
merchant ties up with the s| 
manufacturer whose shoes re 
have an established reputa- 
tion for quality. 














SIC ROSSETT'S | 


TWELVE LEAD E 
















31—Gallun’s 55 Man- R183—P. & V. 104 Lotus 
j inCalf,French Brogue - <= iit Calf, Haig Last. $5.50 
; st. $5.50 











R184—106 Willow Calf, 


d " 7 
darin Calf, Latonia Last. ene tam nian 


| —_-R182—Gallun’s 55 Man- 
$5.50 


THE BUSY STORE is 
busy because its manage- 
ment, general appearance 
/ and the quality of its 
: shoes attracts new and 
retains old customers. 

















R185—Cadet Calf, Mad- 
ison Last. $5.50 ee —@ R187—Gallun’s 55 Man- 
: darin Calf, French Brogue 

Last. $5.60 


R1&8—Gallun’s 55 Man- 

R186—110 Tan Willow darin Calf, Plump single 
Calf, Latonia Last. $5.50 ' sole, brass eyelets, French 
Brogue Last. $5.75 


REAL SATISFACTION 
comes from rapid turning of 
shoes into bank deposits with 
the resulting profit that swells 
bank balance. 
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Style No. S-369—Bo: 
Blucher on HA IG | a with 
bend outsole. Wingfoot rubber heel. 


Big Bowe Select Tan 
yaw iron oak 
boys’ 


tan elk ae dy wy yng ay jurable. 


IN STOCK B,C, D WIDTHS 


Sizes: Boys’, 1 to 6; Big Boys’, 61% to 8. 


ys" and Big 
Boys’ Tan Rus- 
sia Blucher. 
HAIG last. Plain 
toe trouser 
crease Vamp. 
Wingfoot rubber 
heel. This is our 
big selling trouser 
crease — blu- 
cher Same 
a, in * Black, 


S-38 
IN STOCK 
B-C-D WIDTHS 


Style No. S-392 
Boys’ and Big 
Boys’ New Light 
=e 

Ci amp 
cin toe = 

ancy sti 
heel, 


ing, 
Je ace 


IN STOCK 
BC D Le 
izes: Boys’, 

6; 6; Big Boys’, ‘63g 








1924 Excelsior Merchants 
Are Profit-Wise 


They have back of them a combina- 
tion of sellin forces that literally 
will buy the s’ business for Ex- 
celsior 1924 Fall and Winter styles 
everywhere. This is why: 


The Excelsior advertising campaign 
this Fall is blanketing millions of 
live prospects in the big national 
boys’ magazines. 


Linking their stores with this big 
drive, Excelsior merchants have a 
full line of local business builders— 
free newspaper ads, free movie 
slides, free display cards, free win- 
oo signs, pencils, tablets and bal- 
oons. 


pany omy this combination of sell- 
ing forces are Excelsior quality and 
style, dominant for 35 progressive 
years but this Fall surpassing all 
ormer records. 


With a very large stock to draw 
from—over 60,000 pairs of best 
sellers—Excelsior service means a 
monthly turnover for you; imme- 
diate shipment as needed and big 
rofits from a small investment. 
ou simply order from our Com- 
bination Stock Catalog and Dealer 
Help Advertising Booklet. Write 
for it today——now! Price lists will be 
enclosed. 


Here's your key to 
a regular mon 
turnover and ever- 


EXCELSIOR 


MEDAL SHOES 


Ohe EXCELSIOR SHOE Co. bie 
PORTSMOUTH:OHIO 
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“Yes! They Bring 


in New Customers” 


That’s what many shoe merchants have 
told our salesmen! Shaft-Pierce Balancer 
Shoes for little children appeal irresistibly 
to mothers’ price and to their good judg- 


Patent Blucher, Soft 
Toe, Flexible Sole. 


In Stock: 
#6 D, 6344/8 


No, 3371 
Smoked Bear, Lace, 
Soft Toe, Flexible Sole. 


In Stock: 
2/6D, 64/8 
D. 


Immediate Shipments 
Order Your Fill-in Requirements Now 


Shaft-Pierce Shoe Co. 


238 Third Street, Faribault, Minn. 


a? Specialists in Children’s Good 
ee Shoes Since 1892 


iti BALANCER) titi 
“ee 








When writing to the above advertisers please mention Boot and Shoe Recorder 
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A. H.XGEUTING 
of Geutings, Philadelpia, Pa. 
Former President N.S.R.A. 


Our experience with satin shoes, of which we 
sell a very considerable quantity, has demon- 
strated that it is one of the most satisfactory 
of fabrics. This, provided the shoe is properly 
constructed, and when the satin is of quality, 
and made for this specific purpose. 


A. H. GEvutTINc. 
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SHOE SATINS 


SiMe. 








Satin of Quali ty 


R. GEUTING’S statement on the 

opposite page supports our conten- 

tion that properly made satin is one of the 
most satisfactory shoe materials. 


We have produced in DARBROOK SHOE 
SATINS the “Satin of Quality” combin- 
ing lustre, uniformity, strength and beauty. 
Exhaustive tests by representative shoe 
manufacturers substantiate this statement. 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 


Represented by 


W. A. Gallup T. F. Leary Henley & McGaghey G. Fitzgerald D. J. Finn 
Cincinnati Boston St. Louis i New York Philadelphia 
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Sales Action 


WEBER Shoes are swift 
movers. 


They are styled to please the most 
up to date dresser. 


They are made to repay full value 
in service. 


For retailing at $5 to $7.50 they 
are unrivaled. 


Weber Bros. SHOE Co. 
North Adams, Mass. 


New York Office: 1328 Broapway, Marsaincs Broo. 
H. Harris, Rep. 

















Stock No. 100—Gun Metal Calf Bals, Single Sole, Hicks Last 7W . .$3.50 
Stock No. 105—Gun Metal Calf Bals, Double Sole, Hicks Last 7W.. 3.75 
Stock No. 110—Gun Metal Calf Bals, Single Sole, Duke Last 7W... 3.50 
Stock No. 115—Gun Metal Calf Bals, Double Sole, Duke Last 7W.. 3.75 
Stock No. 200—Black Vici Bals, Single Sole, Hicks Last 7W....... 3.50 


REY-SAM-WIDE SHOE 


TRADE MARK 


SHOES MADE TO WEAR 
IN STOCK 








Stock No. 205—Black Vici Bals, Double Sole, Hicks Last 7W. . 

Stock No. 210—Black Vici Bals, Single Sole, Duke Last 7W 

Stock No. 215—Black Vici Bals, Double Sole, Duke Last 7W 

Stock No. 300— Blk. Vici Plain Toe Bals, Single Sole, Bunion Last 7W, 3.50 
Stock No. 310—Blk. Vici Cap Toe Bals, Single Sole, Bunion Last 7W 3.50 


SPECIAL FOR POLICEMEN, FIREMEN AND POSTMEN 
With Barbour Stormwelt 


Stock No. 400—Gun Metal Calf Bluchers, Double Sole, Munson Last 5W..................20000- $4.00 
Stock No. 405—Gun Metal Calf Bluchers, Double Sole, Cub Last 5W..................000000ee 4.00 


Terms—2 Per Cent 10 or Net 30, F.0.B. Brockton 


Every retailer has more or less call for medium price, wide, 
dress shoes. Because of increased demand we now carry these 
twelve numbers IN STOCK, on five different lasts. The 
Hicks is a medium wide toe. The Duke a medium narrow toe. 
The Bunion a full wide toe. The Munson and Cub are 
standard army measurements. Once you start on these shoes 
we know your customers will come back for a second pair. 
We warrant every shoe. These shoes will not be sold by 


Distributed Direct 


Luke W. Reynolds Co. 


MANUFACTURERS 
OF MEN'S SHOES 


agents. The expense of this item is put into the shoes. We 
respectfully ask that you give us the privilege of sending you 
a pair of each, or any part of the twelve styles, for your 
inspection. If they do not prove as we state, return them by 
express, we standing charges both ways. Seeing the shoes is 
proof of our statements. After examination our terms and 
prices are as above, F.0.B. Brockton. These shoes are all 
Brockton Made, and 100 per cent leather. Colored shoes and 


narrow widths made on order only, for four weeks delivery. 


to the Retailer By 
127 “Street Brockton, Mass. 





When writing to the above advertisers please mention Boot and Shoe Recorder 
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_IN STOCK 


High grade turn shoes at our prices constitute a buying opportunity that you should grasp at once. Twenty years at 
turn shoemaking, should assure you that you will obtain shoes backed by an experience that is a guarantee of ex- 
cellence, worth, selling value and profits. We use only genuine French silk cording in keeping with the selected leathers 
and other materials entering into our shoes. Karelis turns are a buy any time. At the prices quoted here, made 
possible by increased production, they are a bargain buy. 


B-423—Genuine Imported Brocaded Silver Turn one-str ap. 


B-443—D’ Orsay -, Turn Pump. Genuine Imported 46 Last, French Cord. Side cut-outs, 15 ed Louis 
Brocaded Silver, 15/8 Spiked Louis Covered 25 Covered “phe my Thin White Kid Linings, $4 50 
Solid ther Counters, to C, 2% to 8. Price ° 


Heel, Kid Lined, ae, rey 46 Last. Price 
B-i13-“Same as above, in ‘Gold Brocade. $5. 00 
TERMS 





(Bows for above come un-attached in envelopes.) 


2% 10 days, Net 30 


OR 
BLACK SATIN 





SINGLE PAIRS 





Twenty-Five 
Cents Extra for 
Single Pairs 


B.504—Black Velvet D’Orsay Opera = ==. 13/8 
Block Covered Heel, Gray Leather Lined = $3. 75 


( Sens for above come un-attached in poner 











PATENT CHROME 
OR GUN METAL 
PATENT CHROME 
OR TAN CALF 


B-834—All Patent Chrome Turn Step-In Pump, Gray 
Leather Lined, 13/8 Celluloid Covered Block Heel, Solid 


Leather Counter, 46 Last, B and C, 2% to 8, $4 00 
Price ~ B-864— Patent Chrome D’Orsay Turn Pum ap. Shes vamp, 


B-833—All Patent Chrome as above, 14/8 Spanish Cellu- 

boid c ‘overed, Full-Breasted Heel, 46 Last, B $4. 00 oat treet Celluloid Covered Block Heel, $3. 75 

and C, 2 

B-314— Fall € Grain Gun Metal Calf, Band ¢. $4. 00 puma te chow. Aa ary Cee, 6 ae $4. 00 
lock Cover: ee an 


KARELIS SHOE CoO. 


Haverhill - - Mass. 
WOMEN’S FINE TURN SHOE MANUFACTURERS 


When writing to Kare.is Suoz Co. please mention Boot and Shoe Recorder 
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A. C. Lawrence Lecines Co. 


210 South Street, Boston, Mass. 
“This is a Calf Year’’ 


When writing to A. C. Lawrence Leatuzr Co. please mention Boot and Shoe Recorder 
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Brogue Popularity Continues! 


T is clear that the Men’s shoe business wants Fall and Winter 
Oxfords with real snap in them. Our recent introduction of half 
a dozen new and distinctive treatments of cold-weather low-cuts has 


encountered a success, in the form of orders from dealers, that is 
highly significant. 
In this collection of new Fall Oxfords the Brogue is scoring strong- 
ly. Our Brogue lasts, wid- 
ened in the forepart to meet 
the season’s best tendencies, 
produce beautiful shoes. 
They give ample opportu- 
nity for our introduction 
of some handsome new pat- 
tern treatments, and they 
compose a line of Oxfords 
that has already created a 
vigorous demand. 


New Fall Brogues 
IN STOCK 


AKE a close look at this 

illustration of our Stock 
No. 055-B, in Tan Scotch 
Grain. (Its companion style 
is. No. 050-B in Black Scotch 
Grain.) The last has the 
slightly fuller forepart that 
will sell briskly throughout Last, Made of No.7 Tan 
the Fall and Winter months, Scotch Grain. (Light shade). 
The bottom is two full oak —. B, Cand D widths,.....$4.60 
soles through to the heel. —_ ane cron make ef Muar tee 
Eyelets are good-size, and re $4.60 


all brass. 
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We supply newspaper electrotypes for Bates Stock 
Shoes. Ask for our special Portfolio, showing seven 
groups of Bates ‘‘Shoes for the Occasion.”’ 


A. J. BATES CO. 


WEBSTER - - MASSACHUSETTS 


INAV ESSSFEASISS 


LAU 


BZ 
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[NEW HERMAN] 
| = IDEA 2 


— 
is the outstanding Success of the Season. 
It's just what youd expect — with Her- 
man’s long experience, high ideals and 


superb facilities focused on the creation of 
a complete and entirely new line of 


Shoes for the Occasion 


STYLE 601 is the choice 

of well-dressed men for street 

wear after six P.M. Of Rueping's : 
black calf on the new Broadway last, it is Fashion's 
mandate and Herman's craftsmanship at their best 





JOSEPH M. HERMAN SHOE COMPANY 


BOSTON, MASS, Makers of Men's Fine Fitting Dress = MILLIS, MASS. 





When writing to Jos. M. Herman Sno Company please mention Boot and Shoe Recorder 
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How Is Your Stock of 
Felts? 


You know what cold weather will mean—a big demand 
for felt footwear. Are you all set to meet it? Don’t lose 
those first sales—have a good supply on hand when the 
time comes. 


In stocking felts for winter profits you naturally want a 
reliable line. You can stand behind every pair of Dolge- 
ville slippers that goes over your counter! The best ma- 
terials we can buy, in the hands of workmen who know 
how to make slippers—that’s the combination that has 
kept Dolgeville at the top for years. 


This new Dolgeville number is a ladies’ slipper that 
will bring you lots of business. It has a padded sole, spring 
heel, silver collar and tongue, silk cord trim and pom- 
pom. It comes in several shades that are sure to attract 
women. This is one of many additions and improvements 
in the well-known Dolgeville line. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, N. Y. 








When writing to Dotcrvitte Fert Snoz Company please mention Boot and Shoe Recorder 
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Mr. Hector E. Lynch, Jr. 


HOWARD & FOSTER CO. 
BROCKTON, MASS. 


‘“*JUDGE IT BY ITS USERS’’ 


When writing to New Castie Leatuer Co., Inc., please mention Boot and Shoe Recorder 
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Open Li ot -: 


To HECTOR E. LYNCH, JR. 


Dear Mr. Lynch: 

We think we are right in saying that few, if any, Brockton firms have 
done more to upbuild and uphold the reputation which is Brockton’s where- 
ever fine shoes for men are bought and sold. 


In achieving the deserved reputation for Howard & Foster shoes,. the 
extreme care and vigilance which you have always exercised in the selection 
of leathers has naturally been and is today an all important factor. 


You have used New Castle HAVANA BROWN Kid for so many years 
that we cannot but regard the fact with considerable satisfaction, not to say 
pride, for we have always preferred to point to the class of users of New 
Castle Kid as the most convincing compliment that could be paid it. 


The best way we know of expressing our appreciation to you is through 
a strict maintenance of that quality which all users of New Castle Kid have 
a right to expect. This we assure you is a duty to which we are keenly alive, 
and in the performance of which we never,relax. 


Sincerely yours, 


NEW CASTLE LEATHER CO., Inc. 
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When writing to New Castie Leatuer Co., Inc., please mention Boot and Shoe Recorder 
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They (ut Out The Risks | 
The risks of style-fitting-mark- | 
downs, are all eliminated where 
Infants’ Shoes are concerned. | 

- | 
>| 
} 


Oo 


TITIO HOLL 


ott Sole Button | Boot. You’ll never know that for - STOCK 


Kid; - $—Soft Sole Button Boot, 
Tea. ond Gray Vie; Fiat iat Peart Bat: “Pairs Per Person’’ a baby can by ‘Black Kid Top. Patent vamp and 


Foxing. Per Do 
consume more shoes than any 
adult—until you give “Ideals” a 
try. Make your Children’s de- 
partment complete by including 
the Babies. 








Headquarters for Infants’ Shoes. 





| Ideal Baby JS} Shoe (Company 


Mrs. A.L. Day, President Danvers, Mass. 
_ 320 FIFTH AVE., ~ BOSTON OFFICE: 12 WEST ST. 616. 
NEW YORK OFFICES: 387 FOURTH AVE. Trade Mark Reg. na 

















Six Newest Fall Patterns 


IN STOCK | » 


No. B—367—Price $5.25 


pig —_~ Three-Strap eo No. B375—Price $5.35 
et Beaded Goring on Straps, 
Covered Wood Caban Heel’ Wilson No. B-378—Price $5.00 Patent Colt Three-Strap, with cut-out 





psn | on center lower strap. 15/8 Spanish 


Tan Calf Sailor Tie, Elastic Under Celluloid Heel. High-grade Hand Turn. 
~ ue, ae a a — Bane 
,0 w 291 Last, Wilson Sewed. 
No. B-800—-Pulss C05" si No B-371—Price $5.00 SIZES AND WIDTHS 
Satin, Three-Strap Pump, Jet Beaded % 2 ay AA 4-8 A3%-8 B 244-8 
Goring on Straps, Black Suede Saddle, Same in Kaffor Kid. C2%-8 D 2-8 
14/8 Covered ood Cuban Heel. Wil- No. B-376—Price $5.00 TERMS: Net 30 Days 
son Sewed. Same in Patent Colt. 


JOY, CLARK & NIER, Inc. 


Rochester, New York 
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ul 
When writing to the above advertisers please mention Boot and Shoe Recorder 
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This Is a Silver Season 


Genuine Imported Silver Brocades 


The Lowest Priced Genuine Tinsel Silver 
Brocades on the Market 


D’ORSAY SUN ee eee 
: OMRU PN ~ enuine Imported _ 
Silver Opera BOG Parisian Silver Brocade 
Pump < sv\ 


16/8 Full Louis Heel fa S22 : A Popular Model 
{Made on Special ‘Aj 2. at a Popular Price 
Pump Fitting Last GH ; 


eee lellliiiiiitielliiiiiiitiellliiiits| 











All Silvers Are Processed to Prevent Tarnish 


Lass Pattern P IN Swan Pattern 


Genuine Imported Silver Brocade, Silver Kid Genuine Imported Silver Brocade, Imported Gen- 
Front-strap, 16/8 Spanish Full Louis Heel uine Silver Kid Trim, 16/8 Spanish Full Louis Heel 


These attractive Silvers are stocked by Hannahsons’ distributors. Price range $4.50 
to $5.00. If you do not know the Hannahsons distributor in your section, writé us. 


PYANNABSON 


HAVERHILL, MASS 








OU MINNOUMMNOMNOM 


PTO M LOMO LOLOL LOLOL LLL LLU LLL LLLLLL@ LULL 
When writing to Hannansons please mention Boot and Shoe Recorder 
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SHOE for MEN 1 ene 
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HE Educator shoe for men needs no introduction—it : . : 
is so well known, both to dealers and consumers. 9 The unsightly, uncomfortable, sep- Ny: there | 
Now we have produced an Educator with a feature that arate and visible arch support is 3¢ every m 
many of your customers have wanted—a shoe with a sup- done away with through the Arch- 4% Not 4 
porting arch that is not clumsy, and that does not injure Elator. +4 in his d 
the normal functioning of the foot. This is a shoe that has a ad 4 were qu 
Rice & Hutchins’ Educator quality, workmanship and 2 See ae Se Se ge + Gere of 
famous comfort. It is a shoe that you can sell because there fectly at the heel, at the ball, under +4 dant 
is a demand for it. the arch and at all points. + reve: 
‘e num had 
Illustrated Above Style 1700 Solid leather soles and counters. iF concept 


The Combination Educator a 2 : 
Black Kid Blucher, A-E. . .. $6.00 Selected upper leathers. Rubber s it had | 
heels. 4 cuse un 


RICE & HUTCHINS fy Foalent workmansip routing FE ye” 
3 INCORPORATED iia EL aee } ss 
13 HIGH ST. BOSTON, U. S. A. we eee eee eee 4 a 


tion and a great advance in arch 
DISTRIB UTI NG BRA NC HES support footwear. vate. 


Rice & Hutchins Chicago Co. Rice & Hutchins New York Co. - It wi 
Rice & Hutchins Cleveland Co. Rice & Hutchins St. Louis Shoe Co. io 

Rice & Hutchins Atlanta Co. Atlas Shoe Co., Boston, Mass. bd to cons 
Rice & Hutehins Baltimore Co. Jos. I. Meany & Co., Inc., Phila., Pa f the sey 


general 
a ee Pee ae et ae a ae ee ee AR RS He ee Te He de De De BES so long. 


When writing to Rick & Hurcuins, Inconroratsn, please mention Boot and Shoe Recorder 
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Ethics in the Business World 


Isn’t It About Time to Scrap the Term ‘“‘Good Will’ 


. T. BARNUM once 
Prremarkea that he 

didn’t care what 
people said about him 
just as long as they con- 
tinued to talk about him. 
He called himself the 
“King of Bunkum” and 
built a tremendous enter- 
prise on the code that 
“there is a sucker born 
every minute.” 

Not all men of affairs 
in his day and generation 
were quite so frank. But 
there seems to be abun- 
dant evidence that Bar- 


and Substitute ‘‘Respect”’ 


Written exclusively for the 
Boot and Shoe Recorder 


By HENRY S. DENNISON 


Mr. Dennison, as president of the Dennison 
Manufacturing Company, is an employer of many 
hundreds of men and women. As a manufacturer 
of merchandise widely used by people the world 
over, he has been forced to go deeply into every 
phase of merchandising to the public. He is, 
therefore, one of the best posted men in the coun- 
try on the manufacturer’s attitude toward the 
retail merchant and consumer and the employer’s 
attitude toward labor. In addition to being head 
of this large manufacturing enterprise, he is 
vice-president of the Boston Chamber of Com- 
merce and a member of the directorate of the 
Chamber of Commerce of the United States. 


Puncturing the “Business 
Is Business” Alibi 


In the first place there 
is an essential difference 
in structure between busi- 
ness and the rest of life. 
Even when business is 
under reasonably stabil- 
ized conditions, there are 
the peculiar difficulties in- 
herent in considering 
men working in organiza- 
tions both as humans and 
yet as parts of machinery. 

But the persistence of 
the “business is business” 
alibi through more than 


num had no monopoly on the “sucker” 
concept of doing business. For years 
it had been general practice to ex- 
cuse unethical business dealings by 
the saying that “business is busi- 
ness,” and while this alibi cannot 
publicly be used with good ef- 
fect today, nevertheless it is still 
too often heard and used in pri- 
vate. 

It will be profitable, therefore, 
to consider why the doctrine of 
the separation of business from 
general morality has held good for 
so long. 














The next step forward 


a century must be accounted for, 
also, by the fact that during that 
century business has been mostly in 
its pioneer stage: ragged, rugged, 
novel, energetic, unreflective. Each 
transaction was unique. The com- 
parisons essential to any discovery 
of what is fair were impossible 
among unstandardized, hand-made 
goods, varied fruits of strange voy- 
ages, and myriads of individual 
dickerings. The first moments of set- 
tled conditions always brought forth 
some such foreshadowings of ethical 
principles as the codes of the guilds; 
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but changes came too fast, repetitions were too few to 
give the ethics of the home, the neighborhood and the 
tribe a chance to disclose its bearings. 


Church Told to Keep Hands Off 


Through a long and rugged youth, business has 
successfully demanded that the Church—or the lay 
preachers and the hated theorists for matter of fact— 
keep hands off and, as one might say, has succeeded in 
enforcing its demand by dodging about so rapidly that 
hands couldn’t well be laid on. 

Against the difficulties of fitting human beings into 
an industrial scheme 
and the raggedness 
of business in its 
pioneer stages, and 
because of the lack 
of sharp differentia- 
tion between right 
and wrong, millions 
of hours of preach- 
ing have made little 
headway. We feel as 
if the preacher had 
given us only theo- 
ries when never the- 

The birthplace of business ethics © ies but only condi- 
tions confront us. 

The longest step out of the pioneering stage 
has been taken when the advantage of mak- 
ing the most out of each transaction begins 
to be lessened by the importance of reorders. 
A generation may pass before its full effects 
are felt—and another before they are appre- 
ciated; but, finally, the value of the reorder 
—of continuous business relations with a rea- 
sonably stable group of customers—gives 
value to a good-will account and begins to 
replace on the banners of established busi- 
ness the old Caveat Emptor—“let the buyer 
beware”—with Caveat Vendor—“let the seller 
beware.” 

It would be well, perhaps, to free the term “good- 
will,” from the taints which cling to it. For both high 
finance and benevolent paternalism have weakened the 
value of the term “good-will”—diluted it, as one might 
say—the one with water, the other with mush. For 
working purposes if good-will means anything it 
means respect. After all it is mutual respect which 
makes continuous business relations more and more to 
the mutual profit of everyone concerned. 




















Long-time Profit Better than One Clean-up 


A good-will “account is of long, slow development. 
Little by little, however, it forces the look ahead and 
builds a dependence upon long-time profit—upon long- 
time prosperity rather than upon scoops and brilliant 
strokes. Many concerns now fully appreciate its value, 
though still too many trust to the smart trading trick 
and the getting-out-from-under, more appropriate for 
the pioneering days. 

To the man of faith, who finds his ethical code al- 
ready given in the inspired word of some high author- 
ity, the significance of the good-will account is not so 


fundamental. To more of us, however, the inspired 
word comes not as a set of detailed instructions, but in 
some such form as the Golden Rule—a word so general 
that we accept it as a goal for our efforts rather than 
a code of working rules for our daily actions. Whiting 
Williams has wisely said that while the Golden Rule 
is unquestionably the sound fundamental principle of 
social engineering, its application in modern complex 
society calls for an encyclopedic knowledge of social 
factors and forces, which few men have. 


Progress Being Made in Right Direction 


Most of us believe in effect that the working rules, 
the ethical codes for business, have got to be ham- 
mered out by the world, whether it acknowledges the 
Golden Rule as its fundamental or not. And in a re- 
spectable number of business men, the will to hammer 
out a set of ethical standards really exists. The more 
stable organizations, and especially these with large 
numbers of men to handle, are sooner or later faced 
with the necessities of discovering some fundamental 
principles to give consistency and an appearance of 
reasonableness to their rules and regulations. Stable, 
dependable quality, some approach to a one-price sys- 
tem, and to consistent terms of sale, become more and 
more desirable, and decisions by managing boards as 
to right and wrong, justice and injustice, begin to 
have their place. 


No Such Thing as the “Economic Man” 


One of the great handicaps in working out a set of 
standards, has been the notion that mankind’s inter- 
ests are purely of the bread-and-butter type. An “eco- 
nomic man” has been pictured intent upon his own 
interest and bending all his energies to becoming finan- 
cially independent. This has had sufficient truth to 
make it plausible, but a half-truth, like half a brick, 
is often the more 
dangerous, because | 





it carries further. 
Long ago it was 
stated that man 
does not live by 
bread alone, but it 
is only recently that 
the industrial impli- 
cations of this state- 
ment have begun to 
have any sort of a 
hearing. As a mat- 
ter of fact, no pure- 
ly economic man 
lives outside of Bedlam. 

What business men are finding themselves in need 
of is knowledge—wide and deep—into the forces and 
influences which move men, a knowledge of social 
psychology inexpressibly wider and more precise than 
any we now have. Any serious study of the good-will 
account, any sincere beginnings of a scientific form of 
management shows up prides, inertias; self-respect, 
stupidities; fears and loyalties, which to leave out of 
account is not to deal with men but “penny-in-the-slot” 
machines. 
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Time Ripe for Experimentation 


This body of knowledge we must have. It is the time 
to analyze, to experiment, to invent devices for a bet- 
ter organization of effort. As we have led the forces of 
material nature into our service, so we must lead the 
forces of human nature into some sort of serviceable 
unity of direction; we must uncover the principal in- 
fluences to which men react, and clear out the sources 
of friction and perversion. This means observation, 
free comparison of data, the invention of symbols, de- 
duction, synthesis, experiment; in fact, it means an 
undertaking in applied science. We are upon the thres- 
hold of a new department in engineering which will 
teach us how to organize the wills of men—organiza- 
tion engineering based upon a science of management. 
Perhaps a warning should be sounded here that all 
institutions which have a tremendous possibility for 
good have an equally tremendous possibility for evil in 
the wrong hands. To keep them in the right hands is 
part of the problem. 

A long, long job, you’ll say. Yes—but no longer job 
than the art of healing saw ahead of itself only a gen- 
eration or two ago. And, meanwhile, we have helpful, 
practical guides toward the goal—in simple common- 
sense. 

Let’s Forget Racial Enmities 


In the first place we can drop most of our pitiful 
amateurish attempts at blaming the human race until 
we can at least begin to understand them. It must 
amuse St. Peter (I doubt if it annoys him) to hear 
the run of men, knowing 1 per cent about their fellows 
and something less about practical standards of moral 
behavior, shouting broadside commendations and con- 
demnations of rich men, poor men, Jews, employees, 
Republicans, Socialists and customers. If, for example, 
we choose to react to the fact that the percentage of 
voting voters in 
United States presi- 
dential elections has 
been steadily fall- 
ing, let us rather 
try to find the be- 
ginnings of the 
causes of so wide- 
spread a phenome- 
non, then shout at 
the voters to wake 
up. If restriction of 
output persists 
among employees, 
let us delve into the 
difficult study of 
causes rather than indulge in the easy pleasure of 
cussing. In few important places will it pay to accept 
moral obliquity or racial inferiority, or some other 
vague comforting generalization as a sufficient cause. 
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How can we determine what is 
the right policy? 














Applying New Principles to Relations with Employees 


But if it is good long-time business to develop a set 
of standards as the working rules making for enhance- 
ment of the respect of our fellow business men for us, 
should we not also expect advantage from the respect 
of our fellow employees? Is the internal good-will 
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account any more safely to be overlooked than the 
external? I am sure the true history of business as it 
may some day come to be recorded, will show conclu- 
sively that neglect of the internal good-will account has 
been much the more costly. We can, of course, properly 
expect the acknowledgment of the Employees’ Respect 
Account to be a later fruitage. For the application of 
the Golden Rule or of any ethical code to those we 
regard as equals, is not only easier, but more natural. 
We have a fighting chance to know what it is the chap 
of our own sort “would that we should do unto him,” 
and our own fundamental reachings for social and 
self-respect sometimes stir us to do it. But all “those 
others”—well, some- 
how they seem dif- 
ferent. Within an 
organization there 
is acute need that 
the term “good- 
will” — smeared all 
over by crude mis- 
understanding as it 
is now—be replaced 
by the word “re- 
spect.” And inside 
an organization we 
must move most 
carefully in humble 
consciousness of our abysmal ignorance. Between em- 
ployer and employee the combination of the Golden 
Rule with ignorance may outsin the godless. 

















Study MEN—not theories 


How to Inspire Loyalty 


Do we know whether it is possible, or upon what 
condition it is possible, for men to be loyal to the legal 
creature we call a “corporation’’? In strict law it is a 
fund of money, not a group of folks. How can we best 
begin to make a living team of it, which can call forth 
and give warrant to the spirit of service which is all 
that is valid about life? 

Can the almost universal disposition to follow a 
leader find place in a factory or great store? And what 
is the psychological analysis of leadership? 


Is there an instinct of workmanship? Is 
there a pride peculiar to making the whole 
of anything? And what is the whole of any- 
thing? Cannot a less ego-centric pride be de- 
veloped in the workmanship of the factory, 
the store, the department, the team? 


And for that pride must not some sense of citizen- 
ship in industry be given place? With employment 
irregular and status inferior, how can the deeper im- 
pulses to produce—those of strong, slow growth—get 
a start? 

You see whereas between employer and employee we 
are at the stage where trial decalogs can be hammered 
out and submitted to test, between employer and em- 
ployee there is still so much of essential fact to be 
discovered that we cannot yet make even a tentative 
constitution of industry which has point beyond its 
narrow shop or trade. 

(Continued on page 65) 
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Miss Business Is ‘‘Getting 
the Money” 


HE political follies of 1924 will soon be over. 

Then look for that popular star, Miss Busi- 
ness, ready to play her part before the great 
American public. She has been rehearsing and 
waiting for November 4 to show the wide, wide 
world what she can do. 

Her first big engagement is an eight weeks’ run 
with Uncle Sam as leading man. The title of the 
play is “Getting the Money.” The show is making 
its best run in those stores that have planned to 
“give everybody their money’s worth.” During 
these eight weeks, Miss Business will put her 
best foot foremost, so that her 112,000,000 
audience will “say it with shoes.” 

To the shoe man there never was a better time 
for his sort of business. His audience is receptive, 


so give it the best you’ve got. For eight weeks the 
American purse will be open for the purchase of 
merchandise and there are possibilities for profits 
in shoes, hosiery and articles of shoe store selling. 


The keynote for the eight weeks’ run is “Useful 
Gifts Make the Happiest Christmas” and we have 
tried to show in this issue some of the paths of 
publicity that will be stimulating and help the 
merchant close 1924 with a profit. 


Time and time again we have urged merchants 
to work collectively in their selling campaign, and 
here is one opportunity for all merchants in town 
in every line of selling to start the season early 
and to make the sales as much as possible on 
practical and useful merchandise. 





Some Flexibility to Style 
Reports 


N November 11, the Style Conference meet- 

ing of the four major branches of the indus- 
try will be held at the Hotel Astor, New York. 
The day previous will be spent by the merchants 
in balancing their opinions on what will be good 
for January, February and March. When the final 
style chart is concluded, it ought to be the best 
common-sense platform for the season ahead. 

Do not interpret the style reports as being 
efforts made to standardize styles in shoes so that 
all shoes are alike and all taste is regulated to a 
common acceptance. It is always a vexing subject 
to debate the difference between individual initia- 
tive and community and craft regulations. Many 
merchants have felt that in following the sug- 
gestions of the style committee they were in 
danger of losing business to competitors who 
placed their individual interest above those of 
the industries agreeing upon a platform. 

Style reports should be working guides based 
on good feeling and honor. No merchant should 
take advantage of the fact that his fellow dealers 
follow the style suggestions and that it gives 
him liberty to put something over on them. The 
ideas in the style program are general in char- 
acter, devised by a union of soverign associations, 
each independent but interrelated because of a 
common purpose, the better selling of shoes at 
retail. 

No one would expect a merchant whose clients 
were almost exclusively actors and actresses to 
conform literally to the suggestions of the style 
committee. Neither would they ask a similar con- 
formity by the dealer in a mining town whose 
sole business is with workers and working shoes. 

The program is designed to be a broad blanket, 
covering the general characteristics of good taste 
in footwear for the opening months of a new and 
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better year, and as such they deserve national 
acceptance, tempered with a dash of community 
caution for you in your town may have peculiari- 
ties that must be accommodated. 













Some Stores “‘Drying Up” 


UR Field Editor has recently been making a 
particular study of old line family shoe 
stores in towns of from ten thousand to twenty- 
five thousand, and he confesses that many of them 
are “drying up.” They have been established in 
their several towns for so many years that they 
feel they are as much a fixture as the city hall. 
They are there and it is up to the public to find 
them. Shoes are carried and it is up to the public 
to take them. 

If the real truth is known, many of these impos- 
ing looking old-line stores are like aristocratic old 
maids, too proud to work and ready to starve first 
rather than change their methods. Not one in a 
hundred of these old-line stores visited by him go 
to the trouble of departmentalizing their stock. It 
is not known accurately whether women’s, or 
children’s, or men’s shoes are profitably carried, 
and hosiery and findings are “handled.” Lots of 
things are kept in stock because they have always 
been carried. 

Now, if these old-line stores would only depart- 
mentalize and concentrate upon a definite range 
of footwear, they would serve their community 
better. They could afford then to carry some 
semblance of a complete stock. The big question 
for a small town merchant to ask himself is “How 
am I different from the general run of family shoe 
stores?” When he has answered this question and 
has capitalized upon it, he has a chance to pull 
himself out of the rut. 

There is a little store in Farmsland, Indiana, 
about 20 miles from Munsey that pulls big town 
customers out to it. The good roads run both 
ways, and this store draws trade because it has 
something to offer of consequence. It carries shoes 
even in AAAA widths within a selected range of 
service, and this is so exceptional that the public 
rides out of town instead of in. 

So many stores use the term “service” and know 
not its meaning. It’s misapplied in sizes and it 
means absolutely nothing in the correctness of 
the shoe for the purpose desired or costume worn. 
All that the salesman sees is the commission com- 
ing to him and the merchant sees nothing but the 
movement of the shoe from his shelves. Is it any 
wonder that the indictment has been made that 
shoe stores serve only when stocks are adequate 
and fear to lose a customer by telling the truth 
about stock and size. 
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The Man Who Serves Best 


O the merchant who fears competition, who 
_§_ fears mail-order methods, who fears chain 
store systems, who fears that he will lose that 
which he has, let the truth unfold, he is also 
afraid to work. There is no factor in merchandis- 
ing more valuable than the energy and personality 
of the individual merchant himself. He is equipped 
by temperament, by being on the spot, by friend- 
ships and by experience with people’s feet to 
render a service which the public will pay for, 
providing he renders it. 

No power on earth can hold customers if they 
get better shoes, better fitting and better values 
elsewhere; all three items together or each sep- 
arately. Therefore he starts with being able to 
give better selection because he buys with his own 
money and ventures in merchandising with the 
belief that good shoes well sold will bring other 
customers and hold what he has already made. 
For fitting service he knows what he can give, and 
if he is wise he gives the best or none at all. When 
it comes to price, well, a good article has been, and 
will command, a fair price with profit, providing 
it is sold right. The American public may look at 
a dollar—in earning it, but it scarcely sees it in 
spending it, providing approximate values are 
given in return. 

We see conspicuously dotting the map, shoe 
stores of a profitable character right in the center 
of a hot-bed of competition, and these well- 
managed stores win out though a neighbor gives 
shoes away. The consistent customer buys twice 
if satisfied once. The consistent customer knows 
the lines of least discomfort lies in a purchase 
where he is known and where approximately the 
same service is possible again. 

If there is such difficulty in finding efficient 
management for stores having absentee owner- 
ship—viz., chain stores, how about development 
within the store owned by one man and by him 
managed. He knows, in common-sense that he has 
got to buy and sell and make a profit betwix— 
it’s hard business with him. He has much at stake 
and is of necessity careful to see that his re- 
sources are not dissipated by reckless buying. He 
comes closer to the customer than any other man 
in the trade. He knows who to put in charge of 
the shoe store in his absence. He weleomes ideas. 
He is not being eliminated by any other form of 
competition—what he is doing is going them one 
better in every phase of merchandising. That is 
why we have such boundless faith in the progress 
and development of the independent shoe store 
merchant. 
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National Survey of Business Conditions 
Made by Wholesalers 


Uniformly Good Business Reported from All Sections Except West Coast 
—Pronounced Improvement in Rubber Footwear Trade 


land Shoe Wholesalers’ Association was held at 

Young’s Hotel, Boston, Wednesday, October 22, 
with President George W. Bliss of Portland presiding. 
The association has had few more interesting get- 
togethers. 

The special guests were President M. M. Converse 
of the Converse Rubber Shoe Co., Clarence W. Huber, 
general manager of the United Rubber Company’s 
New England branch; A. H. Palmer, selling agent of 
the United States Rubber Co., Boston; Fred C. Mis- 
kelly, manager of the Eastern Rubber Company’s 
branch store, Boston, and H. G. Cressenger, manager 
of the Firestone-Apsley Rubber Company’s Boston 
office. 


[iw 1924 fall luncheon-meeting of the New Eng- 


Interest in Farmer a Hopeful Sign 


President Converse, in discussing the general rub- 
ber footwear situation, stated that there has been a 
pronounced improvement in the trade since the first 
of September, and that with the right kind of weather 
conditions the coming season should be an excellent 
one. 

Mr. Converse also made some interesting state- 
ments regarding the country’s agricultural problems, 
this being a subject which he has studied very deeply. 
It is most encouraging, he said, to note the awakening 
interest in the welfare of the farmer on the part of 
the business men of the United States, and their or- 
ganizations. These, he said, are finally beginning to 
realize that the prosperity of the farmer is the foun- 
dation-stone of the nation’s prosperity. Speaking of 
New England agriculture, Mr. Converse said that this 
section, if it went the right way about it, could raise 
90 per cent of the farm products it requires instead 
of having to purchase 85 per cent from the outside as 
it does at present. 


How to Increase Rubber Footwear Sales 


The members discussed a number of subjects of 
interest to the wholesale shoe trade, including uniform 
charges on parcel post shipments, and the monthly 
reports of the Federal Reserve Bank of Boston cover- 
ing wholesale shoe trade conditions. 

There was also an interesting discussion, led by 
John G. Magaw of the Hood Rubber Products Co., on 
the question,-““How Can We Help the Retailers In- 
crease Their Merchandising Turnover on Rubber Foot- 
wear Products Prier to Due-Date of Invoices?” 


How’s Business the Country Over 


During the meeting the secretary read a series of 
interesting special reports from prominent wholesale 
shoe dealers in different parts of the country, giving 


their views as to the trade and general business out- 
look. A summary of these reports is as follows: 

From Utica, N. Y.—“We had a splendid business in 
September and have shown a satisfactory increase for 
the first half of October, but what we do in the future 
will depend largely on the weather.” 

From Utica, N. Y., Report No. 2.—“The farmers 
have had a normal crop return through this state. The 
price paid them for their milk has been most unsatis- 
factory and unprofitable. They are assured better 
prices for the fall and winter months. Milk is the great 
product of New York state, and if the farmer is on a 
money-making basis, business will be good. The mar- 
ketable stocks in the hands of retailers, we feel, is 
lower than in years. They still have a goodly quantity 
of (you know what I mean) in all lines of manufac- 
ture. The wholesaler who has a good stock of leather 
goods and rubbers for the balance of this year will 
have a good business. 


Hand-to-Mouth Buying Persists 


“The industries in our territory are operating on 
the best basis for the year. However, they have little 
business ahead; in other words, the customer is still 
a hand-to-mouth affair. My answer to your second 
question may seem inane, but here it is. Give us a 
sane tariff, honest conduct of government, human 
Christian foreign relations, and this dear country of 
ours will boil over with good-will and business.” 


From Roanoke, Va.—“The first six months of 1924 
business was anything but encouraging, but beginning 
with August, there has been a decided improvement, 
not only in business conditions, but in the volume of 
business we have been able to secure, and I am glad 
to say that October is showing up even better than 
August or September. We confidently look forward to 
increased volume for the balance of this year, which 
we are in hopes will bring the year 1924 up to some- 
thing like normal. 


Crops Better in Virginia 


“Crop conditions in the sections that we cover are 
decidedly better. Farmers and fruit growers have 
more money than they have had in some years. To- 
bacco crops are good, and while the late rains have 
damaged the cotton crop somewhat, we can see no 
reason why we should have an average cotton crop. 
Business in the coal fields is gradually getting back 
to normal. ; 

“As for the future of the small jobber, the writer 
is rather optimistic. The day of large and seasonable 
orders is practically a thing of the past. Retail mer- 

(Continued on page 65) 
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Publicity for the Shoe Store 


Newspapers Are Always on the Lookout for News and the Shoe Merchant 
Can Get Publicity Through News Columns 


chant sees the usual Christmas business, noth- 
ing alarming. 

Father will wait before buying any slippers to see 
how he’ll come out in the great Christmas exchange. 
Mother, if she has to perform a weekly miracle with a 
pay envelope, will put some much needed shoes into the 
children’s Christmas stockings, etc. The shoe merchant 
waits, mostly, during the Christmas holiday season. 

The shoe store is principally an intra-family gift 
shop, but that doesn’t limit it in sales one particle. 
There are plenty of folk who do not do the buying 
they might in the shoe store at Christmas time. 

Furthermore, there are many opportunities other 
than those on the gift list. Publicity through the news 
columns is open to merchants throughout the year, 
although Christmas is, if anything, much the best time 
to “get your name in the paper.” 


. NOTHER Christmas at hand and the shoe mer- 


Something You Cannot Buy 


Publicity is a thing you cannot buy. It is more valu- 
able for this very reason. An editor is governed in his 
acceptance of things for his columns by one thing 
only: will the news be of interest to readers of the 
paper, nothing more. His job is to keep his columns 
filled with interesting, instructive and informative 
matter on current events, etc., etc. 

The merchant cannot lose sight of this fact for one 
moment if he is to get into the reading columns of any 
paper. Publicity is one thing; advertising another in 
the newspaper world. To the merchant, publicity is 
different from advertising in something the same way 
as one’s show window differs from the inside of the 
store. Plenty will look into the store window, but not 
all will enter, for as they feel, looking into the window 
attaches nothing more to it than their pleasure while 
going into the store incurs an obligation to buy. In 
advertising space in a newspaper there is this implied 
obligation, while in the reading columns there is seen 
simply an opportunity for diversion, knowledge, etc., 
to be enjoyed at will. 

One can buy advertising space but not reading 
space. One cannot buy interested readers in any case, 
although, primarily, a_newspaper is bought for its 
news, and that is the first thing that is read. The news 


in a paper is what makes up the daily conversation, 
not the ads. Advertisements interest the individual, to 
be sure, but have not the universal interest that will 
provide a common topic such as the news columns. 

About the only way to get a widespread human in- 
terest in one’s self is to get into the news columns in 
some role. 


Getting into the News 


It’s hard work just as much as anything else. At 
Christmas it’s simply easier work. 

Take a list of Christmas subjects or reasons or ideas 
that will land one in the news columns and contrast 
it with any other time of year. 

There is charity, there is history, there is Christ- 
mas customs of different countries, there is the fore- 
cast of local Christmas business, the biblical associa- 
tions of the shoe, etc., etc. 

It is almost impossible during one Christmas season 
to fully exhaust any single one of these topics. 


Via the Charity Route 


Take, for instance, the charity item. In every town, 
in every city there are needy people. At Christmas, 
when the spirit of thoughtfulness and giving fills the 
air, the merchant who will originate any plan for re- 
membering these less fortunate folk will receive the 
warmest praise and attention. The newspaper will con- 
sent to become a party in the doing of good, for that 
is one of the things that a paper is in existence for, 
to relieve suffering, first through enlightenment and 
then through actual helpfulness. 

In every wardrobe there are bits of clothing that 
the owner will never wear again, but that are still 
good, and which would prove useful to some one. There 
are plenty of societies for the distribution of such 
clothing, but perhaps they are overburdened with 
their duties or in need of money to collect such cloth- 
ing. The shoe merchant with the idea of making his 
store a clearing house for such clothing will have hit 
upon something which will win the interest and co- 
operation of the townspeople. : 

In the furthering of the “cause” a to spread the 
news, the newspaper will give the plan plenty of pub- 
licity. The merchant who is doing this will receive 
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mention in the news article, of course. People will talk 
about it and much good will come from just the fact 
that people become acquainted with the merchant’s 
name. 

Another phase of this would be to get in touch with 
the pastors of neighborhood churches and offer to 
mend the shoes of children in large families, the par- 
ents of which are in the habit of getting aid from the 
church. 

Still another would be to clothe complete, co-operat- 
ing with other wearing apparel dealers, say, ten fam- 
ilies whose names would be supplied by someone in a 
position to know their circumstances. The shoe mer- 
chant being the one to originate the plan would come 
in for the most publicity and the novelty of the plan 
would catch the public’s fancy. 


Via the History Route 

The educational feature is becoming more impor- 
tant in the news columns of dailies all the time. Some 
vie with magazines to some extent in the scope of 
their subjects. 

Christmas yields a wealth of historical material 
that will put the name of the shoe merchant into the 
minds of many. This can be worked out with some in- 
genuity and the paper will publish it. The story of 
Christmas customs is apropos. Should the shoe mer- 
chant happen to belong to a church club, a talk might 
be given on Christmas customs and as something that 
has occurred will find its way into the paper. 

There is nothing so important at Christmas time 
as the stocking, one of the principal articles of the 
shoe store. Something ought to be done to make cap- 
ital of this. 

There are many ways to get publicity. Only a few 
can be mentioned here, and a few examples given of 
the actual articles under the different headings. These 
may be taken and used by any merchant. 

Here are the articles as they would appear in the 
newspapers announcing a merchant’s plan to aid 
charity. 

LOCAL MERCHANT PLAYS SANTA CLAUS 
Public Spirited Citizens Join to Make Success of 
Plan 

“Is there a Santa Claus?” That is becoming the 
great question in the hearts of children who were not 
fortunate enough to be born of parents whose pocket- 
books are of a size sufficient to keep alive this mar- 
velous christian spirit that makes life seem worth the 
living. 

To some kiddies the brilliantly lighted store window 





with its myriad toys; its jumping jacks, dollies wait- 
ing and wishing to be hugged, and real steam engines 
that go; brings a gnawing of the heart strings that 
betokens age beyorid years. Others younger, with a 
simple faith in Santa Claus’ powers, will wake to black 
disappointment on Christmas morn. 

The spirit of Christmas is thoughtfulness and love 
for others, “peace on earth good will toward men” and 
its expression comes in remembrance. All about are 
seen preparations for this day of days. Mysterious 
packages under the arms of homegoers, wagons drawn 
up to doors disgorging themselves of fantastically- 
shaped bundles that are hurried indoors and up to the 
attic before the prying eyes of children can surmise 
their contents. Holly, Christmas trees, gaily-colored 
candles, tinsel, succulent turkeys, sweetmeats; streets 
that are commonplace become bowers redolent with 
the sweet-smelling balsam of the evergreens stacked 
out in front. 

Is it any wonder that the child of the tenaments 
presses his little nose against the chill, maybe frost- 
covered window pane Christmas morning and wonders. 
Where are all those wonderful things seen everywhere 
before the day Santa was to come? Was the chimney 
too small for fat Santa to come down through? Why 
does mother look sad? Do you suppose Santa got the 
letter? 

You Can Make a Child Happy 


Somewhere in your house there is a pair of shoes 
which your children have outgrown. They are worth 
a deal of wear yet, so take them down to Blank’s store, 
where a novel plan for brightening many a child’s 
Christmas Day has been put into operation. 

This merchant has offered to act as a clearing house 
for local charity organizations in supplying much- 
needed footwear. Each pair of shoes received will be 
re-conditioned and turned over to those conversant, 
with conditions for distribution. The plan serves a 
two-fold purpose, that of bringing cheer to the child 
and relief to the parents, and the utilization of shoes 
that otherwise would do no one any good. 

The plan is deserving of success, and if taken up by 
others ought to lighten the burden of now over-taxed 
institutions for this work. 

The Christmas spirit is love; its expression is in 
remembrance. One’s own Christmas will be brighter 
for having remembered others outside of friends and 
family. Shoes are beginning to pour in and each tap 
of the hammer in straightening up a heel or making 
a sole whole again will echo in a Christmas chime for 
its new owner. 
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The Gift Certificate 


Hunt says, “has everything been said that can 
be said about any one Christmas thing?” and 
then goes on to recount one after the other of interest- 


[i Christmas Certificate again, but as Leigh 


ing things that will never be exhausted of interest as 
long as Christmas endures. 

Many merchants, when asked about their plans for 
giving the Gift Certificates wider popularity, were en- 
thusiastic; others, while agreeing that it is the real 
way to get Christmas business, seemed lukewarm on 
the subject. 


Certificate of the store to be hung up in the center of 
window, either vertical or flat, suspended by black 
twine with a gift or two on it. In the case of the latter 
a sign at the bottom front of window reading, “The 
Gift Certificate—Christmas’ Magic Carpet,” will tell 
the story. 

From the ceiling suspend strings of black thread or 
twine with patches of cotton at irregular intervals 
with Gift Certificates interspersed along the twine as 
though the certificates were falling with the snow. 
Attach the cotton 
in this fashion; 





Growing in Impor- ; = — 
Gift Certificate 


tance Yearly 


The Gift Certifi- 
cate does not get 
the thought it 
merits as a factor 
that is  increas- 
ing in importance 
yearly. 

The cost is rea- 
sonable; the results 
gratifying. Put it 
in newspaper, di- 
rect advertising 
and window. The 
public will accept 
the Gift Certificate 





lay the thread on a 
table and daub glue 
We on it at intervals, 
—— mm 6then take little 
: ™ tufts of cotton and 
lay them on twine 
or thread, also at- 
tach the certifi- 
cates in this way. 
When this dries it 
is ready to hang. 


On the floor of 
the window is an 
outdoor snow 
scene. Go to the 
toymaker for toy 
houses or a church 





as a Christmas in- 

stitution. It saves time and energy, encourages early 
shopping because of ease of purchase, and prevents 
useless giving. 


Window Display for Gift Certificate 


Every year in every town there are one or two 
stores originating window displays that set the town 
“a-talking.” 

Such displays lose in value if changed too soon. A 
good display ought to stand long enough to let every- 
one see it if it is of sufficient interest to cause com- 
ment. 

Therefore, in planning the window display sketched 
above, the expense of two or three windows may be 
put into one. The background is black cloth with a 
sheen to it stretched tight over rear panelling. A sign 
painter will make an enlarged reproduction of the Gift 


and build up 
around them with cotton batting for a “snowed-in” 
effect. Sprinkle the entire window with Christmas 
snow. In the foreground display the gifts, with a 
certificate attached to each article all made out to 
bearer or to John Doe for the amount that the article 
costs. 


This scene will serve for a day and night window. 
Little electric lights in the toy house or church will 
shed its rays out the windows onto the snow. If the 
big Gift Certificate is suspended flat, a spotlight may 
be trained on it, and the shoes on the floor of the win- 
dow illuminated with tiny electric bulbs. 

The sketch gives one an idea of the window finished, 
although it isn’t necessary to follow this exactly to 
have an effective display. This is to stimulate thought 
and the Recorder is anxious to get photographs of 
windows patterned along the lines here laid down. 
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Gifts of Heart and Head 

Christmas giving is not a fashion, it is a feeling, 
“a dinner of herbs where love is.” 

When a child can say, “Granny gave me these,” 
morning after morning for months to come, about its 
slippers, skating boots, whatnot—Christmas sentiment 
lingers in that household. 

Our Christmas gifts typify thoughtfulness, personal 
solicitude and are beautiful to the eye, also. 

Rubber boots—the kind that will never develop a 
trace of cheapness. Finest of rubber, they will stand 
continued wear without cracking. They will save in 
doctor’s bills many times their cost by keeping dry the 
feet that revel in snowdrifts and slush. 

Hosiery—the woman-to-woman gift, always appre- 
ciated and in good taste. The favorite shade of the one 
you wish to remember is here, and think of the fun 
she will have picking out just the ones she wants. 

Men’s Slippers—‘“that come like the benediction 
that follows after prayer” each evening. Now he won't 
have to worry about getting “all slippers and nothing 
else.” If he has a pair he can get something else. An 
ideal way for the children to pool their money for a 
real gift purchased as a surprise. 


BS a mr 


Gift Certificate 


The modern rival of the Magic Carpet is the Gift 
Certificate. Where this marvelous carpet of fable took 
its passengers to any lands their fancy dictated, the 
Gift Certificate offers the one who receives it the gift 
of their very own choice. 

To carry the wishes of the giver a gift must be 
acceptable, it must fill a need near to the heart of the 
recipient that will bring a daily blessing to the giver. 
One does not always know the mind of another, but 
there is always the Gift Certificate. With the name of 
a reliable store, noted for years for its quality, ready 
to meet the demand, there is nothing left to be desired. 


Gifts of Heart 
and Head ™ 
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Christmas in the Shoe Store~ 
Blanks) 
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Count up last year’s gifts—the ones you liked best. 

Aren’t they the ones you could use oftenest? 

Well, that’s why footwear is so important for Christ- 
mas giving. 

One can’t have too many changes of shoes. Truth is, 
most folks haven’t ENOUGH shoes for either comfort 
or style—so think of footwear— 

Delicate hosiery; smart, party pumps, etc., if you 
want your gift appreciated. 

Our shoes will initiate many who receive your Gift 
Certificate into an entirely new idea of value in shoes. 
That’s a good Christmas present in itself. 


I’m Thinking More of Folks’ Feet This Year 


Christmas in the Shoe Store 


Sounds like the beginning of a poem, doesn’t it? But 
it isn’t. Just a way of saying you will find the true 
Christmas spirit here .. . gifts that carry YOU with 
them into the hearts of those you remember. 


You cannot find a single article in this store that 
would not be a welcome gift for the one to whom you 
send it. 


Mother, father, brother, sister, sweetheart spring to 
one’s mind as the eye travels over such beautiful 
things. 


Beautiful socks that will make father feel like a 
youngster, they are so carefully fashioned and of such 
luxurious material. 


Smart footwear that will prove a revelation to 
mother, who’s beginning to think she must wear “old 
ladies’ ”’ shoes. 


Buckles for daughter that will make those lively feet 
seem livelier as they sparkle from atop a pump. 


Christmas novelties that will make you realize it’s 
Christmas in the shoe store. 





Im thinking More 
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To Those You Love Best 


Here’s a list of pretty things to buy this Christmas. 


You could almost do your entire shopping at our 


store, but of course you won't. 


You'll buy gifts here for those you know best. Your 
money will be well spent and the gift will express 
nicely the very things that most want to give—com- 
fort, happiness, style, long service, distinction. The 
qualities of our shoes would make as long a list as the 
one following. They are the kind you would want to 
give to those whose friendship you value the highest. 


(List of suggestions follow here) 





“The Happiest Christmas! 
== 
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Inhimate Cifts 
that carry sincere 
wishes ~—__> 






















































































The Happiest Christmas 


On Christmas morning one can tell from their gifts 
just what was in the mind of those who sent them. 

If father’s remembrance happens to be a pair of the 
aristocratic pumps shown above, “I want my daughter 
to look as well as any other girl,” is spoken plainer 
than words could convey. 


A prettier present would be hard to find. 
And, father, you remember the satisfaction YOU get 


out of shoes bought here. 

(Daughter, perhaps Dad’s bewildered about a girl’s 
present—so mention our Gift Certificate plan where 
he'll hear. You know the rest. Dad hasn’t fallen down 
yet.) 
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The sketch to the left is for a booklet cover 








size to fit in a regular business envelope. 

The bottom sketch is a typical layout of inside 
pages. These may be used as leaflets, too, for 
enclosing in packages and for sending out in the 














mail on the first of December, etc. 














Copy for Booklet 


Do you think of the shoe store as you plan your 
Christmas shopping? 

More and more people are shopping here each 
Christmas for substantial, acceptable gifts. 


A friend’s baby, a girl chum, most anyone you can 
think of can be nicely remembered with footwear. 

















So many accessories have become fashionable now- 
adays that there really isn’t a limit to choice. 


























The boudoir, the ballroom, the great outdoors all 
have their variety of footwear peculiar to themselves. 




















There are plenty of new things, too, that will surprise 





as well as delight. 

This book of reminders is for your convenience. 
Draw up your chair and your list and start checking 
off as you turn these pages. It’s fun. And it’s satisfac- 











tory, too. 
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Ethics in the Business World 
(Continued from page 53) 


Why Be Honest? 


I seem to have said, that until we know enough to 
construct an all around code of business ethics, we 
must be guided by our long-time selfish interests. And 
to be quite honest I don’t see any very real difference 
between the two. How can a man do his duty—follow 
his ethical code—unless some part of him wants to, 
finds it to its desires and interests to? Isn’t the old 
conflict of duty versus inclination more exactly a con- 
flict of the inclination of the deep-seeing, far-seeing 
part of any man with the inclinations of his immedi- 
ate, narrow and shallow part? There is no less of a 
conflict and no less sacrifice here; for any red blooded 
man’s temporary desires can put up a real scrap. But 
it is not a sacrifice of a whole man to some external 
law or power; it is a sacrifice of the less worthy, less 
eternal, less external fraction of a man to a more 
worthy, more universal fraction. 


To state the problem another way, are we 
to be honest because it is the best policy, or 
because it is right to be honest? I say to this 
that it makes no real difference if only we 
look ahead and abroad far enough when we 
define “best policy.” 


Honesty is the best policy for that part of each of 
us which lives on into the future, and out among its 
brethren; and the deeper into the future and the 
larger the number of its brethren it takes into account, 
the better policy it is. Because the good of a man is so 
closely linked with the good of his kind, an enlighten- 
ment of self-interest thrown far enough ahead is a 
true guide to the good of mankind—a code of ethics. 

If it will be guided increasingly by this type of con- 
sideration, business management becomes a great task 
of bringing into integration the short-time and long- 
time interests of investors, workers and customers— 
a great and dramatic engineering task—constantly 
creating and recreating organized wholes serviceable 
to man, out of the impulses and resistances, the run- 
nings together and pullings apart of nature—but of 
nature at work in man. 

And the practice of engineering is a profession as 
soon as it becomes marked by the five criteria of 
professional status: 


1. The employment of expert intelligence; 

2. The free and 
open use of the 
methods and the 
fruits of science; 
Fealty to a code 
of ethics; 

A motive of serv- 
ive to mankind 
greater than the 
motive of service 
to one’s self and 
one’s own; 

= A consequent 

1 public respect 

and recognition. 











Let’s investigate instead of 
cussing 
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A glance back over the history of the now accepted 
professions gives grounds for confidence that business 
management is not ill-started. The aim must be for 
self-respecting business men to reach for all the best 
attributes of the older professions; to help bring on 
the day when competition will be no struggle for spoil 
but a rivalry for excellence; when an employer must 
have not only a command of capital and a knowledge 
of merchandise, but a broad and proven social fitness 
to influence the lives of his thousands for lasting good, 
to make men as well as merchandise; when an unquali- 
fied employer will come to be looked at with as much 
disgust as is now the unqualified lawyer, doctor or 
teacher—as a menace to the peaceful progress of his 
fellow men. 

And unless some new kind of history is in the mak- 
ing, this day will be reached, not by a substitution of 
the motive of service for the motive of profit, but by a 
steady and, we may hope, rapid increase of the motive 
of service to a more effective and finally a predominant 
strength. 





National Survey of Business Conditions 
Made by Wholesalers 


(Continued from page 56) 
chants all over the country are buying closer to their 
wants than ever before, which necessitates their buy- 
ing closer at home, and from the wholesaler who car- 
ries a stock ready to ship the day the order is given. 
We are selling today a number of city merchants that 
we have never been able to interest before.” 


Southern Textile Trade Picking Up 


From Knoxville, Tenn.—“The outlook for the whole- 
sale shoe trade in our section for the remainder of 
1924 is fairly good. In years gone by our section was 
largely agricultural and mineral. Today the textile and 
various other kinds of manufacturing industries are 
quite a controlling factor. These have either been 
closed down or running on short time for several 
months, but today practically all of them are running. 

“As to the first six months of 1925, I do not feel 
competent to give you information worth while. I feel 
that the presidential election will have little effect on 
business, as I believe either Mr. Coolidge or Mr. Davis 
will give us a safe and sane administration as far as 
it is possible for them to do so. As you know, Congress 
has for some time been destructive rather than con- 
structive toward 
business, and we feel 
that there is ‘the 
milk in the cocoa- 
nut.’ I believe, how- 
ever, that business 
people generally are 
tired of politics in 
business, and see no 
reason why the 
wholesale distribu- 
tors should not have 
a fair business if 
they will adjust 
themselves to condi- little 
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tions which prevail today. “Less changing styles, fewer 
kinds and greater turnover is necessary for success.” 
From Los Angeles, California—“With reference to 
the general outlook for the wholesale shoe trade in 
Southern California, desire to say that at the present 
time the shoe business is not what was looked for. 


Disturbing Elements in California 


“Southern California especially, in 1924, has not 
had its usual business. First we were affected by the 
drought; second, the hoof and mouth disease. Then 
our building operations, which were far above normal, 
dropped to less than normal, and finally the forest 
fires. 

“Stocks of merchandise are not heavy, and should 
we have the early rains, the shoe business will not only 
show a decided improvement, but will be up to stand- 
ard. If we do not get the early rains, the outlook for 
the remainder of this year is not promising. 

“Experts in real estate and building construction 
are of the opinion that January, 1925, will see consid- 
erable activity. 





Widow of C. L. Copeland Indemnified 


Boston, Mass.—The large circle of friends of the 
late Charles L. Copeland, who for a long term of 
years represented the C. H. Alden Co., and who was 
killed last summer in the collision on Long Island 
Sound between the Steamship Boston and an oil 
tanker, will be pleased to hear that a large indemnity 
has already been paid to Mrs. Copeland for herself and 
her children, and that this may be added to consider- 
ably in the future. In connection with the payment of 
this indemnity certain very unusual circumstances 
arose which should be interesting to every business 
man or employee. 

While the law of Massachusetts requires all employ- 
ers to cover their operatives by indemnity insurance, 
the employer is not obligated to extend this to sales- 
men who travel outside the limits of the state. Never- 
theless, such insurance is offered, and C. H. Alden Co., 
learning of this fact, insured their traveling repre- 
sentatives against accident in whatever part of the 
United States they might be, without informing them, 
however, of this action in their behalf. 

After Mr. Copeland’s death this fact was revealed, 
and application for indemnity was made to the Trav- 
elers’ Insurance Co., who issued the policy. 

Then another peculiar circumstances was disclosed 
in that the accident occurring upon the high seas did 
not actually fall in United States possessions. 

Despite this fact, the insurance company voluntarily 
offered the following: A payment to Mrs. Copeland of 
$6,400.00 at once, in addition to-which a suit would be 
undertaken by the insurance company in her behalf, 
in the event of the success of which she would receive 
the total sum (including the original indemnity paid) 
of any judgment rendered in her favor by the court. 
In case the judgment were unfavorable, she would still 
retain the original indemnity paid. 

In addition to this the insurance company waived 
its usual and legally defined allowance of 20 per cent 
of any judgment obtained in court action for legal 
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fees; in short, they undertook a suit in Mrs. Cope- 
land’s behalf at their own expense and risk, without 
any legal expense entailing to her whatever. 

Now inasmuch as any suit brought in this connec- 
tion cannot be handled in Common Law, but must be 
tried in a United States District Court under Mari- 
time Law, an unusually heavy expense is liable to be 
borne, since experts in Maritime Law are not numer- 
ous and, therefore, expensive; also, various hearings 
of pilot boards and investigating committees must be 
attended, with their added burden of cost for such 
service. 

So that the action of the insurance company must 
be regarded as a most liberal and broadminded one, 
under the circumstances. But even with the willing- 
ness of the insurance company to do as they did, they 
could not by law pay Mrs. Copeland the indemnity of 
$6,400.00 without C. H. Alden’s consent, since on pay- 
ment of this indemnity the insurance rate charged 
from that time on would certainly become higher, as 
such rate varies from year to year, according to what 
is known as “experience” in expense in the various 
factories or other institutions covered by indemnity 
insurance. The company’s consent was freely given, 
however, and the indemnity paid, as above described. 

This case is not only unusual because it is the first 
of its kind known to have occurred upon the high seas, 
but it also serves to illustrate very vividly to those 
who in these days are too prone to argue the heartless- 
ness and non-consideration of the employer of labor 
toward the welfare or protection of the members of 
his organization that many a precaution has been 
taken for the benefit of the employee of which he 
knows nothing. 





L. B. Evans’ Son Co. Issues Statement 


Wakefield, Mass., Oct. 29—To offset the effect of 
greatly exaggerated rumors concerning curtailed pro- 
duction in the plant of the L. B. Evans’ Son Company 
because of labor troubles, the following statement has 
been issued by the company: 

“The L. B. Evans’ Son Company has had some labor 
trouble the past month which has handicapped produc- 
tion in some departments. At the present time, how- 
ever, over 100 employees are at work and orders can 
be put through very close to the usual schedule. Even 
happier conditions prevail in our in-stock department 
where orders for our extensive line of men’s house 
slippers are being filled without delay.” 





Cash Offer for Emerson Co. 


Subject to ratification at a meeting of the Emerson 
Shoe Company on November 5, the factory at Rock- 
land and the shoe stores in many cities will be sold 
to the highest bidder. 

The latest offer, from Edward Freedman, Inc., of 
New York, is in the nature of a cash settlement of 
approximately a million dollars. The other offers 
necessitate purchases of stock. 

Mr. Freedman is interested in a group of stores in 
New York City and is brother of M. L. Freedman of 
the Diamond Shoe Company. 
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are of guaranteed all leather construction. Soles are 
cut in our own factory from high grade flexible oak 
tanned and Chrorre retanned bends, wear-resisting 
to a remarkable degree. 




















Stock No. B-738—Patent Leather Flexible Welt Blucher, 
Backstay and Smoked Eyelets, Black Stitched and White 
Welting. nA. 
3 to 5—8$16 per pair 
5% to 8—$81.90 per pair 
8 be to 12—$2.25 per pair 


A Hundred Styles of 
Flexible Turns and Flexible Welts 


CARRIED,IN STOCK 


Write for New Fall Catalog 
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Smpe rial Chilorens Shoe Corporation 


MANUFACTURERS 


ROCHESTER, N.Y. 
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D26 Wos. “Brownbilt™ All 
Over Black @jSatin ‘“‘Re- 
= Pump, Pl. Toe, 
6/8 Cov. ood Spanish 
Heel, Imit. Turn, Thrill 
Last. —s 3144/8 














Same in all over Patent 
Leather. Price....... . $4.15 


Same in allJover Tan Calf. 
i $4.50 











THE DRESS APPEAL 


is one of the strongest of feminine characteristics. Your success— 

and ours—is bound up in offering the styles with the strongest 

fashion appeal. Here is a new pattern that meets every requirement. 
In Stock November 10th 
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St. Louis Standard Since 1878 
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For 1925 


Shoes That Sell 


SIMPLE statement but full of meaning to thou- 
sands of retailers all over the Unites States, who 
are interested in making 1925 a profitable year. 


It represents a suggestion to select the right shoes; and 
the St. Louis Shoe Manufacturers and Wholesalers 
Association is working along that line. 


It is our desire to so line up Styles as to assure merchants 
that one-half of the work toward bigger sales will have 
been done when they make selection from our lines. 


In order to forcefully present this idea we invite you to our 





Pageant of Footwear Fashions 
January 5, 6 and 7, Hotel Statler, St. Louis 


for a Program both Educational and Entertaining. 


The educational feature will Nothing freakish or bizarre, all merchan- 
consist of six style reviews, dise will register 100 per cent for the 
introducing forty live models, retailers and the consuming public. The 
displaying the newest and ofs entertainment is being worked out by a 
latest in shoes, augmented special committee to fill the gaps between 
by the smartest dresses and the different shows and between each 
gowns. : : : : individual promenade. : 


ST. LOUIS SHOE MANUFACTURERS 
AND WHOLESALERS ASSOCIATION 


MEMBERS 





“Shoes “4e# Sell” 
Fagedn tA footwvatr Fashions 


0-7 1925 - Hutevi 7 


BOYD-WELSH SHOE CO 
BRAUER BROS. SHOE CO. 
BROWN SHOE CO 


Seonemaas SHOEMAKERS, INC 


ENTRAL SHOE CO. 
F.,C. CHURCH SHOE Co. 
CREEL, MAULDIN & 


AMBERS, INC. 


FRIEDMAN- ouELDY SHOE Co. 
HAMILTON-BROWN SHOE CO 
JOHANSEN BROS. SHOE CO 
JOHNSON-STEPHENS & 


SHINKLE SHOE Co. 


W. H. LAMPE SHOE Co. 


McELROY-SLOAN SHOE CO. 
JOHN MEIER SHOE CO 
THE MOORE SHOE Co. 
PEDIGO-WEBER SHOE CO 
PETERS SHOE Co. 


ROBERTS, a & 
AND SHOE CO 


SAMUELS nen | co. 
SHOE SPECIALTY MFG. CO. 
TRAVASO SHOE ia 


TWEEDIE FOOTWE 
CORPOR ATION 


UNITED SHOE MFG. CO 
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LIGHT TAN CALF 


THE SEASON'S FAVORITE 


HERE ARE TWO OF OUR 
LEADERS 


EVANGELINE AMERICAN BEAUTY 


GOODYEAR WELT FLEXIBLE McKAY 


STOCK NO. 6014 STOCK NO. 6103 


TAN CALF OXFORD TAN CALF ONE-STRAP 
9/8 oo HEEL 13/8 COVERED CUBAN 
° $4.00 





IMPROVED CUSHION SOLE SHOES 
DR. A. REED, PATENTEE 


This is not the original Dr. A. Reed cushion shoe 
previously patented, but his latest invention. 


A complete assortment of styles in this ever popular line 
always in stock. 


STOCK NO. 3211 
WOMEN’S KID OXFORD 
KID TIP 


80 COMBINATION LAST 
eee WELT 
4.50 








Made by 


A. H. Berry Shoe Co. 


186 Lincoln Street, Boston Portland, Maine 


When writing to A. H. Berry Suor Co. please mention Boot and Shee Recorder 
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EW processes of tanning are first tested and de- 
veloped in the Gallun experimental tannery. 
After the process has been perfected under the direction 


of experts it is then applied on a larger scale in regular 
production. 


ALLU 


Always Standard 


° Ep ° ~~ ° “~*~ * “pe * ~~ * . ° e e 
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The Reason for a ‘Better Leather 


at an Equal Price ; 


HE Gallun tanneries manufacture leather in both chrome and . 
vegetable tannages. Chrome is generally considered a leather 
of lower cost. Vegetable Tan is recognized as the right material 
for the best shoes. It is the leather that is chosen where price is . 
no object. 


























Realizing that the Vegetable Tannage produces a leather so 
superior in appearance, in fitting quality and in permanence of 


shape, we have sought to place these leathers within the reach ( 
of every merchant. Extensive experimental and development work : 
has resulted in economies and a standardization of process whereby 

Vegetable Tanned leather can be made and furnished to the trade ( 


at an equal price with good grades of chrome. There is a grade 
and weight of Aztec Calf for every grade of shoes. 





Aztec Calf is a leather of Vegetable Tannage. It has many fine 











qualities which cannot be found in Chrome. ° 
BONNIE BROWN ‘ 
COPPERTAN ‘ 
SAFFRO 





are three of the most popular shades this year and are in great 
demand by the makers of the highest class of men’s footwear. 


You will find it safe and profitable to follow the judgment of 
America’s best shoemakers, and specify Aztec Calf in your orders e 
for men’s shoes. 


For samples of colors in vegetable tannage, send to Dept. B. 


A. F. GALLUN & SONS CO 
MILWAUKEE, WIS. : 


ATHERS: 


lj of Excellence ~ | 
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NOTE THE HUG 
AT THE HEEL-—- 
AND THE GRIP 
ON THE FOOT 
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| pa. THE CLEVERLY CONCEALED GORING IN THE STRAP 
WHICH KEEPS THIS PERFECT FITTING OPERA AS SNUG 
AS A WILLOW BARK. A SPECIALLY DESIGNED 10-8 HEEL 
BALANCES AND MAINTAINS THE FIT. 


KIMBALL & SHERMAN CO. 


HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 








When writing to Kimpact & Suerman Co. please mention Boot and Shoe Recorder 
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OTICE THE WAY THE HIDDEN GORING IN THE STRAP 
BINDS AND MOULDS THIS PUMP TO HEEL, IN-STEP 


AND TOE. THE BROCADE ADDS CHARM TO THE FITTING 
WHY CONSIDER 
ANY IMITATION? 


QUALITIES. 
BUY REAL TURNS 


KIMBALL & SHERMAN Co WITH OUR REPUTATION 


HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 





When writing to Kimpatt & SHERMAN Co. please mention Boot and Shoe Recorder 
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CUIR DE NEIGE 


(SKIN OF SNOW) 


SAT eae 
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UIR de NEIGE, like all Evans Leathers, 
made to mp you make a Bi tate f 


to help in building up the demand : fc 
shoes. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY | 


(Branches in All Principal Shoe Centres) 


tandardize on... 
Evans Brands 

















riting to Jouse R. Evans & Company ahease « mention Boot and Shoe Recorder 
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“Getting More Hosiery Sold Right” | 
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A TRIUMPH! i; PRN URGE 

: py & CE ENO CEs LoD asks el 
Triumph Hosiery is made on fine gauge, 
spring needle machines, equipped with 
our special attachment for making the 
tightly knit-in “ankle that clings"—a 





triumph in hosiery tailoring. 





Triumph Hosiery is made of sturdy, lus- 
trous yarns: the best we can buy—a 
guarantee of long life, and repeat sales 
“Satisfactory Service or A New Pair” is 


not our slogan; it is our warranty to you 


Style 80, heavyweight pure silk and arti- 


4 


| 
j 


ficial (twisted), *8.00 per dozen. Style 


TH 


444 “Band-O-Green,” heavyweight, pure 


a | 


thread silk, 10,75 per dozen. 


- j WAMe 


nh 
si 


TY 


iif 
Mi 


A complete stock of thirty colors is carried 
at our New York Salesrooms, for immediate 


' 


rt SF 


delivery. Sample and color card sent 
upon request. 


Ariumph Hosiery Mills 














MILLS: Third & Cumberland Sts., Philadelphia SALES OFFICE: go2-910 Broadway, N. Y. C. 


— _ 2 | —s - (ene ee . 
Copyright, 1924, Triumph Hosiery Mills, Inc 
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Dorasury is nota 
selling point, but a buying 
point. A hose that gives 
twice the ordinary wear 
does not have to create a 
demand—it meets it. 


THE PURE THREAD SILK USED 
IN DUBBELIFE HOSIERY IS 
TREATED BY A PATENTED 
CHEMICAL PROCESS TO GIVE 
DOUBLE WEAR. 


Lansdale list of colors 


Arab Sand 
Bunny 


Dusk 
RoseJShell 
Mauve 
Ghost Gray 








Lansdale Silk Hosiery Co., Inc. 
LANSDALE, PENNA, 
Sole Selling Agent: 
A. L. ULLMAN, 389 Fifth Ave., New York 
































WEA CARS 
OA @) WEE #\ 


The Sheerest of Silk Hose Toughened for wat A 
\ ~ 


YF ‘\e S ala 
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WA, JK 


Issue of November 1, 1924 





HOSIERY SECTION 























Look for the TRIPLE WEAR 
two RED ; GARTER BAND 


lines " REINFORCED 








hil 


Lock Chain 
Stops Runs— Remarkable Improvements 


ona 


Style No. Full Fashioned Stocking 


BOA (Patent Pending) 


The two red stripes marking the Reinforced 
Triple wear garter band make it easy to attach 
the garter at the reinforced point. This addi- 
tional reinforcement prevents garter tears due 
to friction of the rubber button—and the steel 
clasp. 


The lock chain feature is a positive stop to 
runners that might start in the knee portion 
of the hose. 


rh, The only Every pair of this style is guaranteed twelve 


Bog ” strand silk and is so stamped. 


ing Toe , 
and Heel The toe and heel of this number are con- 


structed of 8 thread mercerized of extra fine 
Exclusios Agencies can quality and this is no more bulky than the 
be arranged with leading ordinary 4 thread toe and heel generally used 
stores. in stocking construction. 


TRIPLE WEAR HOSIERY MILLS 


\ 2046-78 EAST ERIE AVE. PHILADELPHIA, PA. Y, 


JA 
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The well dressed woman will welcome 


THE UNDERHOSE THAT IS KNIT TO FIT 
AT FOOT, ANKLE AND CALF 


After a thorough investigation we have found a hosiery manu- 
facturer who has succeeded in producing the ideal underhose. 
The foot, ankle and calf are specially knitted to give perfect fit— 
making it the most attractive underhose on the market. Mixed with 
the fine soft wool, is just enough cotton to prevent shrinkage— 
thus assuring thorough comfort and long wear. 


“Never Seen” will bring you repeat business, and we highly 
recommend this to our trade. We will be glad to send you a 
sample order. 


Flesh color only sizes 8'4 to 10%. 


No. 1146 Knee Length.......... .$6.25 per doz. 
No. 1145 Full Length........... .$8.00 per doz. 


In Stock for Immediate Delivery 


TRIPLE WEAR HOSIERY MILLS 


2046-78 EAST ERIE AVE. PHILADELPHIA, PA 


N 








y 








7 
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Panoramic view of the magnificent entrance to the store of G 











tee Shoe Company, San Antonio, Texas. 


“Nothing we could say would be 


too strong a recommendation” 


HAT iswhat the Guarantee Shoe 
Company, of San Antonio, Texas, 
thinks of McCallum Silk Stockings. 
The picture above shows the luxurious 
entrance to this exclusive store. The 
merchandise displayed for sale is in 
keeping with the appearance of the 
store itself. McCallum Hosiery is 
featured, and, as a recent letter says, 
“The fact that we feature McCallum 
Hosiery in our store is a recommenda- 
tion for the quality of the merchan- 
dise. Nothing we could say would 
be too strong a recommendation.” 
McCallum Silk Stockings are 
recognized everywhere as the one 
brand of full-fashioned silk stock- 
ings that belongs in exclusive boot 
and shoe stores. No matter how 
large a store may be,no matter how 
varied the demand for stocking 


styles,there are enough McCallum 


Hosiery department of the Guarantee 
Shoe Company. ‘Note the glass-fronted 
storage drawers, and the artistic display 
of McCallum Silk Stockings in the 


counter case.. 


styles to provide an ample selection. 
Yet, no matter how modest a store 
may be, no matter how small its hos- 
iery department, there are McCallum 
styles to make a well balanced stock 
for even the smallest of shops. 
Everything that a modern hosiery 
department needs in full fashioned silk 
stockings is in the McCallum line. Re- 


tail prices start at $2, and range as high 
as your customers want to pay. Even 
the popular priced styles have the long. 
lived beauty that outlasts wear and 
washing, which has beena famous Mc- 
Callum attribute for three generations. 
The McCallum line is sold out for 
fall—no deliveries can be made before 
January first. After that date a few 
selected names will be added to the 
roster of McCallum dealers. You may 
join the family of McCallum dealers, 
which includes the most successful 
and most exclusive boot and shoe 
shops in America. Write now for 
details of the McCallum Intro 
ductory Offer, and arrange in 
advance to start the New Year 
with a stock of the highest 
grade, most beautiful, and most 
profitable full-fashioned silk stock- 
ings made. McCallum Hosiery 
Company, Northampton, Mass- 
achusetts, U.S. A. 


We Callum 


SILK BUSI ERY 


YOU JUST KNOW SHE WEARS 
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A CHRISTMAS SUGGESTION 


Practically every worth-while family in your city will see this advertisement in one or the other of the leading 
women’s publications suggesting Gordon Hosiery for every member of the family. Remember that December is 
the peak month in stocking sales, so look over your stocks now and mail your order for needed sizes and colors. 
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Father wisely solved 
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— | yy £ his Christmas shopping 
: pe aa FE problem when he 
net a bought Gordon Hosiery i 
ous Me. for the whole family 
rations. But how hard for them 
out for to wait until Christmas 
e before to break the string! 
e a few dal 3 F For mother, the lus- 
: to the 1a trous, heavy H300 and 
oe | H6oowhich have given 
dealers, 

her such wonderful ser- 
ccessful 

vice in the past; for 

nd shoe a 
now for sister, the more frivo- 
. Intro- lous chiffons forthe gay 
nge in eal Making Christmas Last Long Christmas parties, 
y Year ai while little Bobby and 
ighest- {als The great variety and completeness of the Gordon line, Jane have visions of 
1 most | all manufactured under the same high standard, offers a the sturdy wools that 
< stock- ia wide choice of satisfying gifts, for men, women and withstand the hard- 
losiery children, at the desired price, which will still be giving ships of rough out-door 


Mass- 


service long after the Christmas season has been forgotten. play. 


Nearly all good stores carry Gordon Hosiery. It is 
costly to buy “‘just any stocking To get the best 
and achieve economy always ask for Gordon by name 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


New York Boston 
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Style No.3907. Pure worsted. A featherweight 
English ribbed stocking (ribbed to the toe.) 
Made en imported machines. An exception- 
ally trim-fitting sport stocking. Colors: Black, 
Brown Heather, Faun, Gun Metal, Man- 
delay, Oxford. Price $13.50. 





SPORTS HOSE- 


made a new way—on imported machines 
for perfect ankle fit 


Pinehurst or Lake Placid — wherever 
hosiery must combine smart style with 
practical comfort—for sports wear, you ll 
find Allen A feather-weight wools and 


silk-and-wools in favor. 


Shaped for ankle-clinging fit,a new way. 
On specially-imported machines. They 
combine the perfect trimness of full- 
fashioned silks with the luxurious com- 
fort of fine spun woolens. 


The patterns are new, up-to-the-minute 
Hosier y —but in perfect taste. A wide assortment 
For Men, Women and Children of sports hose for your better class trade. 
Underwear Offered by producers of fine hosiery for 
For Men and Boys Only more than two generations. 


THE ALLEN A COMPANY, KENOSHA, WISCONSIN 
CA = — Ko 
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Gelling 
More Hosiery 


Sold Right 
(CP 
































A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


Chiffon Hosiery Far Ahead in Race for 
Style Supremacy 


HE hosiery style situ- Season -May Establish New 
ation has become con- 


siderably simplified 
during the last month. When 
we say chiffons in the nude, beige and soft tan 
shades we have said pretty nearly all that is to be 
said about silk hosiery from a style angle. And 
from a style angle silk hosiery is pretty nearly the 
whole story. Fashions this season favor silk 
hosiery to an unusual degree, and it would not be 
surprising if this season turned out to be the best 
on record for the silk hosiery trade. 

During the past summer there has been con- 
tinual discussion as to the future of chiffons. The 
view was pretty widely held that they had seen 
the height of their vogue and that they were going 
to be displaced to a large extent by heavier 
weights. The Boot and Shoe Recorder has never 
shared this view. It has always held that the 
peculiar daintiness and elegance of chiffons makes 
them and will always make them unrivalled in 
their appeal to women and in their desirability for 
smart wear. It has predicted a continued vogue for 
chiffons during the present season. 


Chiffons Contributing Big Volume 


This prediction is being more than fulfilled. 
The demand for chiffons has increased during 
recent weeks to a remarkable extent, and there 
is now no doubt whatever about their leadership 
as a style proposition. In point of volume they 


Records in Sale of Silks 


will probably be bigger this 
season than they ever have 
been before. In the Gotham 
Hosiery Shops last week for 
instance, 48 per cent of the total sales were in 
sheers, as compared with 52 per cent in the regular 
weights. And while this proportion may not hold 
true for the average store it may be regarded as 
fairly representative of the trend. It indicates that 
chiffons, while undisputed leaders from the point 
of view of style, are also extremely important 
from the point of view of volume. 

In colors, the Recorder’s prediction that the 
nude tints would continue in vogue is alsobeing 
fulfilled. During the summer there was a general 
tendency throughout the trade to look for a re- 
turn of darker colors, and as fall approached there 
appeared to be some trend in this direction. But 
within the past month or so it has been rapidly 
reversed. Not only have black and the other dark 
colors failed to gain, but they have actually de- 
clined. To cite the experience of the Gotham 
Hosiery Shops again, black represented 19 per 
cent of the sales during the week beginning Sep- 
tember 30; in the following week they dropped 
to 18 per cent, while for the week beginning 
October 20 they had dropped to 16 per cent. 


Medium Gray Good in Regular Weights 


There has been a decline also in the demand 
for such other dark colors as gunmetal and 
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graphite. Gray, which was much touted earlier in 
the season, has failed to show up to any important 
extent, although there is a fairly good demand for 
medium gray, particularly in the regular weights. 

The nude, beige and soft tan shades are really 
the big bet in silk hosiery. In fact, nude might 
properly be termed the predominant tone in 
hosiery fashion, if we include under nude the 
variety of shades ranging from pale flesh to deep 
sunburn tints. They lead both for street and eve- 
ning wear. For evening wear especially they are 
without rival. However, attention may be called 
to the very marked vogue of gold and silver for 
evening wear. They go with the metal brocades 
which are being so much worn for evening 
frocks. 


Boot and Shoe Recorder 


White also is good among evening shades, as 
well as some of the pastel shades, such as orchid 
and peach. An innovation in smart hose forformal 
wear is ombre colorings—thatiscolorings that vary 
from light to dark tones in the same stocking. For 
example, the color may shade from a delicate 
orchid at the garter welt to lavender at the toe. 

Novelties are virtually out of the running in 
silk hosiery. The only exception is the fine lace 
clock, which is smart for evening wear. The clock- 
ing is very delicate. A novelty offered for women 
who want something unusual in fine hosiery for 
formal wear is a combination of Jacquard lace and 
embroidery, very fine and sheer. Very sheer silk 
mesh hosiery is available for women who can pay 
the fancy prices it commands. 


Wide Variety of Novelties in 
Men’s Half Hose 


N men’s half hose there is an active market re- 
ported, with novelties leading the procession. 
Plaids, checks and stripes are being bought in all 
kinds of materials, including silk and wool, silk 
and mercerized, artificial silk and mercerized, 
artificial silk and wool. Plain wool or silk-and- 
wool half hose with drop-stitch effect in solid 
colors are well regarded for later in the season. 
Heavyweight silks, or silk and artificial silk com- 
binations, in plain colors, retailing at 50 cents to 
$1 a pair, are in good demand. In the lower price 
ranges, plain mercerized or artificial silk and mer- 
cerized get the bulk of the business. 

Practically all color combinations are noted in 
sports hose, but the backgrounds play safe in cor- 
dovan, tan, gray and blue. A variety of opinion 
is expressed in regard to a prolonged run of pow- 
der blue, but a certain domestic representative 
states confidently that it will be included in next 
spring selling. A hand framed golf hose, which 
does the American hosiery industry credit, has an 
unusual block pattern of various colors, the blocks 
being formed by throwing the ribs on top of the 
stocking. It has a full-fashioned foot and is priced 
at $36 a dozen. 


Demand for Soft, Fine Socks 


That there is a demand for soft, fine half hose 
seems demonstrated by the reception of a new 
line of two-toned silk and wool hose for men. Al- 
though out but a few weeks, the delivery date has 
twice been pushed ahead because of the unex- 
pectedly large number of orders received. 

Importers of wool hosiery have been keenly dis- 
appointed at the lack of interest exhibited by re- 
tailers in the summer months. Practically no ad- 
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vanced bookings were secured and, in many cases, 
samples were passed up without a glance. Conse- 
quently, the gamble in quantity, color combina- 
tion and style was entirely the importer’s. His 
judgment regarding the requirements of the com- 
ing season was arrived at in the dark. Stocks are, 
therefore, small; should there be an early pro- 
longed cold snap there will be considerable short- 
age. One English representative stated that in 
such a contingency novelty half-hose would be 
particularly affected. As there is considerable 
“home trade” vogue for this class of merchandise, 
and some shortage of wool, prices may stiffen. 


Fancy Tops for Children 

In children’s lines there continues to be a very 
active demand for 7/8 fancy tops and the finer 
plain staples. The market on all children’s lines, 
except lower-end staple numbers, is notably 
strong, and trade is lively. On infants’ fancy top 
socks, however, the market is weak and there has 
been ‘considerable slashing of prices during the 
past’ month. 





Chicago Reports Interest in Blue, 
Pink, Henna 


Chicago, Oct. 28—Hosiery shows a still 
stronger leaning toward the delicate shades and 
blues, pinks and henna hues are appearing in styl- 
ish shop windows. This is going to be a wonderful 
season for hosiery volume. Sales in loop shoe 
stores, where full stocks are carried, have leaped 
enormously in the past thirty days, one merchant 
placing his increase over an already large volume 
at nearly 50 per cent. 
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Prepare Now for Holiday Hosiery Business 


(om bination Offers and Gift Boxes Will Prove Attractive Bait; 
Thermometer (Contest for Sales People 
tay 


Christmas Hosiery Prize Contest - Nov.3™ to Dec.27"1924. 
Spaics count 1 point - 10 points needed “te qualify. 


subject, and are buying 
the light shades that are 
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« O your Christ- 
1) mas thinking 
' early” is a good _| Smith 

slogan to tack up above 

your desk, particularly 
with reference to your a les 

hosiery department. A bit iso 60 

of careful planning now ES 0 

will remove the clouds of 40 | 40 

uncertainty and put in 3° 3° 

their place the positive as- ” 
surance of good results. 
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Lewis generally predominant. So, 


Little Bingle 
. 100 lee f ] . 
+0 I». therefore, in planning 
il | your color requirements it 

l,0| will be well to consider 

il4o| this fact carefully before 

| buying. 
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Three Pairs for $5 
Sounds Good 


“Referring again to 
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combinations, remember 





The following sugges- 
tions, prepared by a 
hosiery buyer, will be 
found helpful: 

“This season in your 
merchandising, you will 
find that special prices on 
three-pair combinations of. 
hosiery will be very ap- 
pealing — combinations 
such as one pair of sport 
hose and two pairs of silk,or 
three pairs of silk hosiery, 
full-fashioned in assorted 
colors and sizes, etc., at a 
special price which repre- 
sents a decided saving to 
the purchaser over buying 
the same hosiery singly. 

“Place your order now 
for holly or some other 
simple Christmas box that 
really looks like Christ- 
mas when displayed. 


Pair Sale 


Women’s Hosiery in Men’s Window 
y 


“Successful hosiery departments will begin im- 
mediately to display their hosiery well to the front 
of the window, and will show plenty of it. In the 
men’s window will be shown hosiery for sister 
and mother and for someone else’s sister, all at- 
tractively packed in Christmas box@§, with catchy 
signs quoting the single pair price,&and the com- 
bination price and stating clearly the saving. 

“With reference to the selling of women’s 
hosiery to men, it has been pretty generally found 
that in past years the men bought black to the ex- 
clusion of all other colors, but this year we are 
finding that men are asking for advice on this 


Here’s how to conduct the thermometer contest outlined in 

this article. Each thermometer represents a salesman and 

the man who comes nearest to breaking the thermometer 
gets a worth-while prize. 


Quota. 





Graph of hosiery sales for use in stimulating that end of 

your business. Dotied line represents actual sales in 1923. 

The dash line shows hoped-for sales in 1924 and the solid 
line shows actual sales in 1924. 


them in your advertising. 
Our experience has proven 
that certain well-thought- 
out combinations are very 
good pullers, especially 
when priced very attrac- 
tively. Also, we have made 
up combinations to suit the 
individual customer and 
where the hosiery is at the 
same unit price, such as 
$1.85 a pair, we have 
made the combination of 
three pairs for $5.00. 

“Tn the instanceof astore 
having charge customers 
or a very good mailing 
list, an attractive hosiery 
folder can be prepared 
following up the combina- 
tion idea. 


Stimulation of Salesmen 

“We have found that special premiums to sales- 
men on hosiéry have gone a long ways toward 
stimulating an interest in the hosiery department, 
but in addition to that a hosiery contest based on 
the sales in pairs, has produced results which were 
surprising. I have reproduced a form on which 
each man is represented as a thermometer. This 
contest is planned to run over a period of eight 
weeks beginning November 3, or a little later, 
and ending December 27, or it could end Christ- 
mas Eve, December 24. 

“A good prize for’ first place should be offered, 
one that is worth while fighting for, and a second 
prize also. This form can be reproduced very 
easily on plain wrapping paper or other material, 
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A woven-in sports pattern in a full-fashioned wool hose. 
Imported by Kreuger Tobin Co. 


but should be mounted and hung where the sales- 
men can see it frequently. 
up each week, or better still, every day. Concerns 
from whom you purchase your hosiery will gladly 


send up a salesman who 
knows hosiery if you de- 
sire, and he can help put 
it across for you. 


Set a Quota 

“I have also prepared 
a simple graph showing 
the pair sales for this 
period in 1923, the ex- 
pected sales quota which 
for the sake of illustra- 
tion, was set at a gain of 
25 per cent over last year. 
Also is shown the sales 
line for 1924, merely to 
show how this would look 
when completed. This also 
could be mounted and 
shown to the sales people 
during the contest. 

“To the retail shoe mer- 
chant carrying hosiery and 
making a business of it, 
the foregoing suggestions 


It should be posted 
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Derby-ribbed full-fashioned heavy silk in a two-color 


effect, offered for the Southern winter resort trade. 


EE ees 


pressed can also be used to like good advantage 
in other departments as well. But it has been our 
experience that few departments of a retail shoe 
store bring as satisfactory results for the amount 


of effort and thought ex- 
pended as the hosiery de- 
partment. Merchants have 
within their hands the 
power to convince the buy- 
ing public that the slogan 
“buy hosiery in a_ shoe 
store” is a reality and not 
a vapor. 

When all is said and 
done, however, it is on the 
combination offer and the 
cheery Christmas box that 
most dependence can be 
placed, particularly if the 
merchant expresses his 
perfect willingness to ex- 
change within a reasona- 
ble time provided the 
wrong size has_ been 
bought. It is very fre- 
quently the case that a man 
buying hosiery for his 
“best girl” has no idea of 
the proper size and the 


sa 


: . Men’s light weight, full-fashioned half hose, white base : d . 
will be found helpful if with twvo-colored jacquard patterns. Designed for the same holds true of the girl 
tried. And the ideas ex- buying for the man. 


Southern winter resort trade. 
Issue of November 1, 1924 
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HOSIERY SECTION, 


He Makes Them Think “Hosiery” Every 
Time They Think “Shoes” 


Liberal Display, Bonus Scheme and Half a Dozen Orher “Stunts’ Used 
to Boost Business by W. A. Knight, of Portland, Oregon 


OR more than 20 years 
fe word “shoes” to a large 
- number of the most de- 
sirable patrons of Portland, Ore- 
gon, has meant only “Knight’s.” 
Recently Will A. Knight, who 
founded the store nearly a quar- 
ter of a century ago and has built 
not only one of the largest exclu- 
sive shoe stores in the city, but 
one which can boast the most 
profitable and permanent clientele, 
decided that “Knight’s” and 
“shoes” should mean something 
more. While Knight’s has main- 
tained a small hosiery stock dur- 
ing the past 18 years that the 
store has occupied the prominent 
location on Morrison and Broad- 
way, Mr. Knight has realized the 
growing and logical importance 
of hosiery to a shoe store. Now 
it is not only one department of 
Knight’s which sells hosiery, but 
every department; not only one 
salesman but every salesman— 
and no longer “Knights’s Shoes,” but “Knight’s 
Shoes and Hosiery.” 


How Knight Went About It 


The methods adopted at Knight’s which are so 
successfully building hosiery sales and getting 
customers to think “shoes and hosiery” are worthy 
of careful analysis by every dealer who desires to 
build up this department. The psychologists de- 
clare that one of the normal reactions to the word 
“shoes” is “hosiery” or “stockings,” so the dealer 
who does not capitalize on this reaction with his 
customers is simply losing out where nature has 
prepared the way for more business. 

The ways in which Knight’s is getting cus- 
tomers to think “shoes and hosiery” include: 

1. Concentrating upon one featured line. 
2. Featuring hosiery in every department. 
3. Suggested selling—developed by sales- 
men’s bonus and a sales contest. 

4. Frequent buying—rapid turnover. 

5. Displays and advertising. 


MISS L. E. LONG 


Buyer and manager of the Knight 
Store’s hosiery department. “Practically 
every woman who purchases one pair 
of our hosiery,” she says, “returns to 
our store for her next hosiery purchase 
if she is a regular shopper in the city.” 


To realize the importance of 
concentrating upon one featured 
line it is necessary to know upon 
what the success of the Knight 
company has been built. 
“Knight’s” in shoes has always 
meant quality—the dependable 
quality which brings the same cus- 
tomers again and again, until 
Knight’s has become a family af- 
fair, almost a city tradition. The 
average sale in women’s shoes is 
for $12.50. It is to this quality 
of customer that Knight’s hosiery 
must appeal. 

“We found it best to select one 
make of hosiery for our featured 
line,” explains Miss L. E. Long, 
buyer and manager of this de- 
partment. “For this we chose a 
line in which we had faith—one 
which we could with confidence 
sell to our customer knowing its 
absolute dependability. The result 
of this policy is that once we get 
a customer we have her for all 
time. Practically every woman who purchases one 
pair of our hosiery returns to our store for her 
next hosiery purchase if she is a regular shopper 
in the city. 

“The stock which I select for this type of cus- 
tomer—and I believe it is a range which will meet 
the best shoe store business—is neither the most 
expensive nor the least. In the featured line we 
stock nothing but full-fashiond hosiery and noth- 
ing retailing at more than $4.50. I have some 
novelties and some silks in another line as low as 
$1.50—nothing under that. The volume of our 
business, however, is done on a $2.50 hose with 
numbers at $2.25, $2.75 and $3.50 going well. 
We have service hose at $2.00 and $2.50, but 
find that we sell three pairs of the $2.25 to one 
of the $2.00 service hose. The chiffons at $3.50 
also take a large volume of our business. 


Sales of Twelve Pairs at a Time 


“I find that these prices are the ones which ap- 
peal most strongly to the woman who comes in 


Issue of November 1, 1924 





HOSIERY SECTIORN , 


Se i at eae me i ee 


Women’s hosiery department in the Knight store. Note the clever but inexpensive Hallowe'en trim. 


and buys from one box to a dozen or more pairs 
at one time—she is a valuable customer to culti- 
vate, and we have a constantly-increasing number 
who buy their hosiery in this way. This woman 
wants a good dependable hose of a fine—but not 
extravagant—quality, and she is sure to come back 
if she is well pleased. In this way we are building 
a clientele of women who come for their hosiery 
when they are not purchasing shoes. Our number 
of these customers is steadily increasing. 

“Another thing which I observe carefully is not 
to sell matching hosiery if it is possible to avoid 
it. If you match hosiery to shoes a washing of the 
hose or a cleaning of the shoes is sure to change 
the colors and the customer will be displeased. We 
try always to sell contrasting colors. 

“For this reason, as well as others, I believe it 
wise to buy small stocks and re-order frequently. 
The colors are newer, the stock fresher and, of 
course, the turn-over more rapid. On one sport 
hose I have re-ordered five times in two months— 
but I am thus sure of having no dead stock on 
hand. I only order a few dozen of one kind at a 
time—but order frequently enough to never let 
the stock get too low. In this way I have an 
average turn-over on the featured line of about 
seven times a year. The hosiery stock invoices 
from $3,000 to $4,000 in the women’s depart- 
ment—and considering that some of this must be 
in the less expensive, slower-moving number, on 
the featured brand I get a turn-over in less than 
two months.” 
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Five Hundred Pairs Per Month 


The average volume in women’s shoes each 
month is about $15,000, which means about 1,200 
pairs. Miss Long’s average monthly sale is more 
than 500 pairs of hosiery. Catching one out of 
every two or three customers is not the highest 
average, but when it is considered that the hosiery 
section has only been actively building up business 
for two years it shows what may be expected in 
the next two years. 

Featuring hosiery in every section of the store 
is only another evidence of the Knight policy in 
building for permanent customers—a footwear 
service for the family. The children’s department 
on the balcony floor has a prominent hosiery sec- 
tion. The large glass display case, recently added, 
has been placed directly at the head of the sloping 
incline which leads to this department. Displays 
are also made on the cases in front of the fitting 
chairs. The same stock-buying policy is maintained 
in this section and dependable hose of the same 
well-known brand is featured. In this department 
the pair volume of hosiery equals the volume of 
shoes. Staples are emphasized with the volume in 
woolen socks centering on a $1.25 number and in 
long stockings at 50c and 60c. White and black 
the only colors carried in children’s silk hose. 


Men’s Business Shows Big Gain 


Business in men’s hose has increased 75 per cent 
since the men’s shoe section was moved to a 
separate room and the hosiery displayed and 
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stocked in the same department. Men’s hose had 
been sold in the women’s section until, with the 
recent remodeling of the entire store, a new sec- 
tion was created for the men’s department. This oc- 
cupies a down-stairs location, and is fitted up after 
the manner of a club room, where men are com- 
fortable and safe from feminine eyes while trying 
on shoes. The men’s hosiery section was moved 
at the same time and presto! sales leaped—it ap- 
pears that men also like to purchase their hosiery 
in private. 

“Another reason for our big increase is our 
added display space,” says L. C. Mansfield, mana- 
ger and buyer of this department. The built-in 
foot mirrors, which are a feature of this depart- 
ment, give a display shelf above them—directly 
in front of the customer, and so low that they 
cannot be over-looked. Five of these are used for 
showing hosiery. Display shelves are also built 
above the mirrors and a number of these are used 
for hosiery displays. 


Hosiery All Over the Department 


“You can’t sell hosiery unless you show it,” 
Mr. Mansfield declares—“We keep our stock out 
of sight, but we keep new, fresh displays all over 
the department, and with each pair of shoes sold 
we suggest the proper hosiery. We find our big, 
substantial business is built on staples. The better- 
dressed men to whom we appeal do not go in so 


A ribbed sport stocking in a variety of color combinations, 
from the line of Onyx Hosiery, Inc. 
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strongly for novelties, although we have a small 
stock of new wools and lisles and keep them on 
display. They move, but we do not get a great 
volume in this line. Our volume business is done 
on full-fashioned silk at $1.25, and our stock in- 
cludes numbers from 50c to $3.00. We keep all 
of our stock low; there is then no chance of dead 
stuff or deterioration in the silk.” 

But even three sections cannot build up hosiery 
volume, Mr. Knight believes, unless every sales- 
man in the store is selling hosiery as well as shoes. 
For this reason he has changed the advertising 
policy of the store so that every Knight advertise- 
ment—and there are many—now reads, “Knight’s 
Shoes and Hosiery.” To get every man in the 
house working to build the hosiery section Mr. 
Knight devised two plans—a bonus system and 
a sales contest. 


How the Bonus Works 


The bonus system has been in operation about 
a year and its results assure its being retained. 
Every salesman is given a monthly five per cent 
bonus on the sales of hosiery or shoe findings 
which he suggests. After his sale of shoes is made 
he does not forget to remind his customer of 
hosiery, suggest the proper color, take her to the 
hosiery section and introduce her, explaining what 
kind of shoes she has purchased and the hosiery she 

(Continued on page 99) 


Full-fashioned sport hosiery in black and white with the 
color knitted all the way through. A winter resort forecast 
from Kreuger Tobin Co. 
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Hosiery Market in Stronger Condition 


eActive Demand Noted in Dost Lines; Stocks -Are (lean and Raw 
«Material ‘Prices Are Firm 


HE improvement in the hosiery market, 

noted in these columns last month, has 
continued steadily, and the market at 

present appears to be in better shape than at any 
time since 1920. Not only is demand very active, 
but stocks are clean and raw materials are firm 
or rising—-so that there is none of the price weak- 
ness and uncertainty that has disturbed the mar- 
ket for so long. Not all lines of hosiery, . of 
course, are in an equally favorable position. There 
are some lines on which demand is relatively 
weak. But the market as a whole is notably strong. 
The improved consumer demand is being re- 
flected in mill production. Most mills are working 
full time, and in some cases they are behind on 
deliveries. This is particularly true of the direct- 
to-retailer mills, which have adapted themselves 
to the hand-to-mouth buying policy being pur- 
sued by distributors. Mills selling through the 
wholesale trade are finding conditions less satis- 
factory, although here, too, there is improvement. 


Scarcity in Some Lines 


The relative scarcity of wanted lines for nearby 
delivery is having the natural effect of inducing 
jobbers to place more forward business, particu- 
larly on staple lines where the style element is 
not an important factor. On silks the continual 
uncertainty as to the color trend is enough in itself 
to curtail forward buying materially. The steps 
now being taken to standardize hosiery colors 
ought to help this situation a lot. 

The improvement in the market during the past 
month has been especially noticeable on silks and 
staple cotton goods. The 
position of cotton goods 
has been extremely bad 
for several seasons. But 
production meantime has 
been so severely curtailed 
that the market has 
worked into a relatively 
strong position. In silk ho- 
siery, full-fashioned lines 
have shown the most 
marked improvement, but 
lower-end, full-fashioned 
numbers seem to have lost 
ground as compared with 
the better mock seam lines. 


Issue of November 1, 1924 


Men’s full-fashioned half hose in gray with a blue 
jacquard design from the Onyx line. 


Consumers seem to be looking for better quality 
in the hosiery they buy. They have been educated 
to low-priced silk hosiery by retail merchants 
themselves, but at the same time they have been 
given some education in the matter of quality. So 
much of the special sale hosiery has proved un- 
satisfactory that women are beginning to scrutinize 
wearing value more closely. 


Average Price Under $2 


As a general rule they are still averse to paying 
more than $2 a pair for silk stockings. Such prices 
as $1.45, $1.65 and $1.85 continue to be the most 
popular. But better qualities are being sought at 
these prices. The arrival of the social season has 
naturally brought an increased demand for finer 
and higher-priced hosiery, and stores catering to a 
high-class trade are doing a very good business on 
fine specialties ranging in price from $5 to $10 a 
pair, or even higher. But this doesn’t alter the 
fact that the favored price range for the great 
majority of women is $1 to $2—and they want 
good value for the money. 

It is a question, however, whether manufac- 
turers can keep the price of good silk hosiery down 
to its present low level. Present prices, as previ- 
ously noted, were based on silk at around $5 a 
pound. Since then it has gone up to over $6 a 
pound, and as these lines are being written it is 
showing a distinctly higher tendency. Some well 
posted men in the market are predicting that raw 
silk will go to $7 a pound before long. 


Prices May Advance 

A further upward move- 
ment in raw silk will un- 
doubtedly force an ad- 
vance on silk hosiery. 
Prices are being kept to 
their present relatively 
low level by severe com- 
petition and particularly 
by the competition of arti- 
ficial silk mixtures. The 
use of artificial silk in 
hosiery manufacture has 
been increasing at an ex- 
traordinary rate. But the 
demand for artificial silk 
(Continued on page 97) 

















a 


ee ee 


quality 


lucated 
rchants 
e been 
ity. So 
ed un- 
utinize 


paying 
prices 
> most 
ght at 
yn has 
- finer 
gtoa 
ess on 
$10 a 
‘r the 
great 
want 


jufac- 
down 
revi- 
$5 a 
$6 a 
it is 
well 
tf raw 


Boot and Shoe Recorder 


HOSIERY 








eo 








a 3 


iN Fg 
Nye 


GOTHAM 


INVISIBLES 


Praveucec 


OTHAM Invisibles at a dollar 

a pair supply so much com- 
fort at so small a cost, afford so 
much beauty at so little expense 
and are so economical in compari- 
son with woolen stockings that 
they sell in a flash. Women know 
they have always wanted Invisi- 
bles the moment they see them. 
Sizes are large, small and medium. 


«t NOV. 7. —_ 


SECTION, 


GOTHAM 


GOLD STRIPE 


REG U.S PAT. OFF 


Your Market — 
Every Woman 


dt Your Profit — 
ZA Comfortable 


Your Selling — 


Nothing has been easier 


Worn under silk stockings, 
Gotham Invisibles are ankle-to- 
knee, warm, flesh-colored, knitted 
spats. Demand lasts the winter 
through but naturally is keenest 
at the first decided change of 
weather. 








Have Invisibles ready. Prompt 
deliveries on goods ordered now. 


GOTHAM SILK HOSIERY CO., Inc. 


Sole Distributors 
389 Fifth Avenue, New York 
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The model is wearing a STA- | he 
STRATE on her left 


eg and an 
ordinary hose on her right. Note 
how the STA-STRATE band keeps 
the seam straight. 


HOSIERY SECTION 


+ LEWEST is one a ahead of them all. 





“STA-STRATE”’ 


TRADE MARK REG. 


An Instant Success! 
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No garter is necessary with the 
STA-STRATE stocking when it is 
rolled—The specially woven band 
fits snugly and keeps the stocking 
trim, neat and in its place 


Since publishing this announcement last month we have received countless inquiries and 
orders from leading merchants in all parts of the country. 
The STA-STRATE feature is meeting with immediate and universal acceptance in the trade 
and is acknowledged a great step forward in the hosiery industry. 
The chief feature of this number is the inch and a quarter band of canary colored specially 
woven fabric which is knitted into the full-fashioned stocking just below the knee. This serves 
to anchor the seam of the hose in its place at the back of the leg. 
The pulling around of the stocking seam, which is inclined to make the most expensive hose 
look shoddy, is now entirely obviated by this new feature. 
This fabric clings snugly to the calf of the leg and not only ACTS AS A GARTER when the 


stocking is worn rolled but also KEEPS THE SEAM STRAIGHT in back. 


No longer will it be necessary for your customers to wear an elaborate set of garters to keep 
their seams straight—this marvelous new feature made on special machines by expert weavers 


does away with all this. 


Arrangements can now be made for exclusive representation in your own community— 
ACT TODAY! We repeat, this is not a fad but a great forward step in the hosiery industry. 
Price $15.00 per dozen. All Colors. 


HARRY WEST 


Full Fashioned Hosiery NEW YORK CITY 


259 FIFTH AVENUE 
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Children’s woolen hose which can be worn rolled down or Interesting gathers io Bond? eoelen golf hose with patterns 
full length. From the line of Dr. A. Posner Shoes, Inc. woven all the way through, also from the Posner line. 


for all kinds of purposes has been so large during its business has been good in both silk and wool, 


the last few months that this fiber, too, seems and lisle and wool plaid effects. Shoe stores find 
likely to advance in price before long. that service hose are more active than chiffon at 
There continues to be an active interest in silk the present time. Russian calf, tony tan and simi- 


and wool hosiery, although 
the mild weather of the 
past month has naturally 
lessened activity of these 
types. The trade generally 
believes that the present 
fall and coming fall and 
winter season will be very 
good for silk and wool 
mixtures, both plain and 
in- fancy patterns. There 
is little interest in all wool 
goods as a whole, but’fine, 
lightweight numbers in at- 
tractive patterns are good 
sellers. 


Plaid Sport Effects 


Selling 


Milwaukee, Wis., Oct. 
29—Silk and wool hose in 
plaid sport effects are be- 
ginning to sell, according 
to reports from both shoe 
and department stores. 
One shoe store states that 





lar shades, matching tan 
calf shoes, are very active 
at the present time, and 
tan shades are still good. 
Gun metal has been espe- 
cially good in chiffons, but 
this shade is also selling 
in service weights. 

One shoe store notes an 
increasing business on 
black chiffon. Hosiery 
priced about $1.95 is par- 
ticularly good. Caspari & 
Virmond states that men’s 
plaid silk and wool sport 
hose have been selling in 
a $2 quality. This store is 
going into imported silk 
and wool hosiery for both 
men and women. 





Artificial silk plaited 
over wool and artificial 
silk mixed with wool are 
lines which are attracting 

A jacquard pattern in three colors on a whole back- considerable attention for 
ground, in men”s full-fashioned light-weight wool hose. the winter season. 
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Individuality 


The “C.C.” stands for the 
embroidered embossed ravel 
stop stripe in contrasting 
colors that positively stops 


runs. 


Beautiful Show Cards 
Furnished 
with First Shipment. 














THE SENSATIONAL DOLLAR 
SELLER FOR THE HOLIDAYS— 


No. 79 C. C. has special features throughout which place it on the 
highest plane for Style and Service 

The garter welt is extra elastic and strong. The welt seams (ordi- 
narily the weak point in a stocking) because of our special mechanical 
construction, are not only stronger but smooth and invisible as in Full 
Fashioned. 

The 22-in. boot is made of silk and new process art silk, giving a 
soft smooth lustre. 

The ankle and foot are specially constructed for trim clean-cut ap- 
pearance with pumps and low cut shoes. 

The toe and heel are so reinforced as to give the maximum of service 
without thickness. 


For the Personal Gift 


Whether one pair in a dainty box, or 3 pairs, or 6 
pairs, the C.C. individuality and painstaking construc- 
tion and finish of this Starkist number make it an 
ideal gift stocking for the holiday trade. 


Colors 


Airedale Cameo Lariat Or. Pearl 
Black Cordovan Log Cabin Otter 
Blush Cosmos Mandalay Piccadilly 
Bombay Fr. Peach Melon Racquet 
Buttercup J. Rabbit Nude Silver 


Price $7.85 per Doz. in Beautiful Starkist Boxes 


The STARKIST HOSIERY CO. 


Sole Mill Agent 
ROBISCHON SALES CO., Inc. 
389 Fifth Avenue - - New York City 
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He Makes Them Think “Hosiery”’ 
Every Time They Think “Shoes” 
(Continued from page 93) 
js interested in. He does not forget because he is 
getting credit and a bonus on everything in the 
way of hosiery or findings which she —. 
[he sales contest, in the six weeks which i 
lasted, brought $5,000 worth of extra business bi 
the hosiery and findings department and further 
impressed the salesmen with the importance of 
suggested sales. The force was divided into the 
Reds and Blues—with a captain for each team. 
For each suggested sale the man received one red 
or blue disk at the end of the day. Each disk had 
a cash value of 2%c and the salesman who had 
won the most at the end of the contest received 

an additional cash prize. 

[here were also cash prizes for the salesman on 
each team who had suggested the sales which 
amounted to the greatest volume. The contest 
not only increased immediate sales but it estab- 
lished all salesmen in the habit of suggesting 
hosiery. To every customer hosiery is suggested 
and, even if she does not purchase, the idea of 
“shoes and hosiery” is being implanted in her 
mind. 

Hosiery in Windows—Always 
The strategic location of the women’s hosiery 
section is, in itself, its strongest advertisement. It 


A very fine ingrain full-fashioned silk chiffon with lace 
clock from Julius Kayser & Co. 
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occupies the corner section directly to the left of 
the entrance where it is easily seen from every 
part of the main salesroom. All shoe findings and 
the reserve stock of buckles are kept at this de- 
partment, but stock is concealed in the front sec- 
tion of the shoe stockroom which runs, like an 
alley, around the entire main salesroom. 

Each day window display space is devoted to 
hosiery—the men’s and women’s in their respec- 
tive windows, and children’s coming in for atten- 
tion every time shoes from this department are 
shown. 

Hosiery Ads in New Shoes 


Advertising goes still further in the slips that 
are inserted in every pair of shoes. If milady did 
depart without hosiery there is another reminder 
in her new shoes. These are interesting little 
folders calling attention to the special merits of 
the featured line. 

With the entire selling force boosting hosiery 
and each department featuring it, the patrons of 
Knight’s are rapidly coming to think just what 
Mr. Knight wants them to think—“Knight’s Shoes 
and Hosiery.” 





About now the forehanded merchant catering 
to the Southern winter resort trade, begins to take 
stock. There is a wide variety of heavy sport silks, 
lisles and light-weight wools for women; while 
for men an almost equal variety is to be had. 





Be 





neil pe . half hose for men, also with jacquard 
pattern. Shown by courtesy of Onyx Hosiery, Inc. 
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DR. POSNER’S DIPLOMA GIRL LINE of full-fashioned and | 

mock seam hose has gained nation-wide acceptance. Made for | Carried In Stock 

girls 12 to 17 years and women with slender limbs. This line of hose has opened up| No. 802. 

a new market. | Pure Thread and 
| Seam. 

fashioned number is tailored from super fine, pure thread silk, and the mock seam Sizes, 744-10. 

number of pure thread and new art silk, which is unusually pleasing to the eye | $8.00 per doz. 


+ ; Te , ; pm . -— New Art Silk Mock 
[he miss and junior miss can now buy silk hose “Just Like Mother's.” The full- 


and touch. No. 801 


Shoe stores feature the “Diploma Girl Line” with good results. General and de- | Pure Thread Silk 
| Full-Fashioned. 


partment stores have discovered a demand unfilled heretofore. | Sizes, 744-10 
oizes, /7/2-1U, , 


Deliveries for holiday business are being made now. Our stocks are complete— | $13.25 per doz. 
including a variety of all the popular colors. Mail orders receive special attention. 








A copy of our new catalog will be sent on request. 
DRAPOSNER SHOES lhe 


142 WEST BROADWAY - - NEW YORK CITY 
The Only House Specializing in Children's Hosiery Exclusively 
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Capture that Lost Hosiery Volume! 


GET THOSE SALES THAT SLIP 
THROUGH YOUR FINGERS 


— And build up a quality business at the same time with 





One Gwenty Five 


THE PURE THREAD SILK STOCKING 
At $9.00 


A cheap stocking may be essential at this time and represent good 
value for the money and a high priced stocking also essential. But 
the big volume, the satisfactory volume and the easiest volume to 
get, lies in between. 

What of a stocking that compares in silk, knitting and fashioning 
with good full-fashioned hosiery, but sells around $1.25, without 
the sacrifice of a good substantial profit—a stocking that far excels 
in quality, anything being sold in full-fashioned goods at anywhere 
near the price and is simply above comparison with the usual mock 
seamed goods selling around a dollar? 

Don’t you realize the possibilities? Is it any wonder that stores find 
their sales jumping up 40 per cent after the introduction of ONE 
TWENTY FIVE? 

And you’ll understand when you examine the stocking. You know 
pure thread double extra cracked silk when you see it. You know the 
difference between boarding the shape and knitting it. You know 
the merits of a spring needle machine that has special attachments 
for shaping the leg and narrowing the ankle. You know reinforce- 
ments when you see them and you know a strikingly beautiful 
packing when you discover it. 


And So Does Y our Customer 











Get These ‘‘Ad’’ Helps 





And when she asks the price of a stock- 
ing that looks like at least $1.69 value 
and finds it extremely less, what’s the 
result? You know and so do we. Then 
why not decide mow to get that business 
that must be slipping away if you do 
not carry and feature ONE TWENTY 
FIVE? 

Send for samples while you are think- 
ing about it. And remember, that every 


inch of the pure thread silk in this 
stocking is guaranteed against runs and 
irregularities of all kinds. 

This is not a “run” guarantee, it’s @ 
Stocking guarantee. 

That will clinch any sale if you need 
it, but you won’t. The price and the 
quality will make it a two to one seller 
with any similar stocking made. 

Why not prove it? 


RAY-MOND HOSIERY CO. 


138 Fifth Avenue, New York City 





A New Free “Ad” 
Service 


For buyers of “ONE TWENTY 
FIVE.” A service of striking illus- 
trations. A service of business-getting 
copy. A service of sales suggestions. 
Send today for your copy. 
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“Send Us More!”’ 


HAT’S what dealers are writing and 
even wiring us. The idea of the Miller 


Service Hose, No. 300, the hose guaranteed 
against first runs, has gone over big with 
hundreds of dealers and thousands of wo- 
men. The fact that we guarantee to re-knit 
the first run in any Miller Service Hose, 
No. 300, carries a tremendous appeal. 

Many dealers have asked us how we can 
afford to make such a sweeping guarantee. 
We tell them to examine the hose, to feel its 
magnificent quality. The splendid work- 
manship and materials that go into the 
Miller Service Hose, No. 300, enable us to 
offer a guarantee against first runs, because 
we believe that first runs won’t appear. 
No wide-awake dealer can afford to be with- 
out this rapid repeater that means satisfied 
customers. 


Miller Service Hose No. 300 


A full-fashioned, heavyweight stocking 
made from pure thread silk with extra 
fine mercerized top, having plenty of 
give at the top. Reinforced at heel and 
toe. Made very full. Offered in all lead- 
ing shades. Retails at $1.75. Price 
appears on ticket. A guarantee with 
every pair. In boxes of quarter dozens. 
$14.50 a dozen. 


Now is the time for you to go after the 
cream of the fine hosiery trade. Artistic 
counter cards that tell the big story of 
the hose guaranteed against first runs 
will be sent immediately upon request. 


MILLER HOSE 


Miller Hosiery Co., Inc. 
220 Fifth Ave., New York 


Sales representation open for certain territories 
Write today 
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Adding the 
touch that 
means so 


much in Chiffon Hose! 


This beautiful full-fashioned, all-silk 
chiffon stocking, with its decorative 
clox in contrasting color at the welt 
to prevent runners, will be an attrac- 
tive number for the holiday trade. 


This creation is exclusive with us. 


All silk dip dyed 42 gauge full-fashioned 
chiffon with contrasting color “Garter Clox”’ 
In the following shades: 


Airedale Blonde Satin Nude 
Amber Gold Rose Blonde 
Atmosphere Gun Metal Russian Calf 
Beige Blonde Neutral Shell 
Black Silver 


Price, $19.50 per dozen 


Permit us to send you a sample order 
of a dozen of a color 


H. HILLELSON & SON, Inc. 


3-5-7 WEST 22nd ST. 
NEW YORK 


ESTABLISHED 1888 


—__ _ 
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These exclusive half hose will be 
the fastest sellers for the holidays 


These Scotch Plaids are not printed or extracted, but 
are genuine ingrain. They keep their rich, attractive 
coloring after wear and washing. Made in a wide 
variety of patterns and color combinations. 














907—Lisle Tan body, 706—Lisle and Silk Grey 
White and Brown plaids.$7.75 body, Lavender and 

908—Lisle Grey body, Black plaids $9.50 
White and Red plaids.. 7.75 1005—Silk Grey body, 

709—Lisle and Silk Blue Red and Black plaids.. 11.090 
body, White and Black 1007—Silk Silver body, 
plaids 9.50 Dark Green and Black 


70!—Lisle and Silk Tan plaids 11.00 
body, White and Black 1011—Silk Light 
} body, dark Tan plaids. 11.00 
Lot 1008—Silk, same as cut—Price $11.00 
Lot 1014—Silk, same as cut—Price $11.00 
Lot 505—Silk and Wool, same as cut—Price $13.00 


Many Other Combinations in Silk and Wool 


Order to-day before it is too late 


The HIRNER HOSIERY CO. 
ALLENTOWN, PA. 


a eee Sole Mill Agent: 
7 ROBISCHON SALES CORP. 
389 Fifth Avenue 

New York 


HIRNER HOSIERY 
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It’s more or less your own choice whether your 
hosiery counter is just a convenience to an occasional 
customer or a big factor in your business and a 
source of real profit. 


The wise merchant doesn’t believe that he must 
take a loss on “DEAD STOCKS.” Colors that have 





PEERLESS HOSIERY DYEING CO. 
PLEASANTVILLE, N. J. 


HOSIERY RE-DYERS 


Xours $ 


wrth ae 








We Ni 


Fa (lle 


ene! 





gone out, faded and soiled numbers that once meant 
loss, now mean profit. Redyeing the hosiery by the 
—— METHODS makes the hosiery new, up 
to date. 


Look over your stock now, send us your hosiery so 
we can make quick return to you enabling you to 
have them for the holiday calls. 

















Limbs for Hosiery 

















Also Wood and Metal Display Fixtures 
J. R. PALMENBERG’S SONS, Inc. 


Founded 1852 
63-65 West 36th Street, New York 
CHICAGO BALTIMORE 
204 West Jackson Blvd. 122 W. Baltimore Street 


BOSTON SAN FRANCISCO 
26 Kingston Street 11 First Street 
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“The Place to Sell Hosiery 
Is the Shoe Store” 


i oe 


Nine months ago “Hosiery” started to 
preach that text to an audience of over 
10,000 attentive shoe merchants. 


The sown seed is growing with amazing 
rapidity. All over the country shoe merchants 
are putting in hosiery departments. Each 
month the idea grows bigger. 


So we say to you—the place to sell hosiery 
easily, is to the shoe merchant. 


The Boot and Shoe Recorder, through 
this Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 





Ooo 
O 














BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


Boston, Mass. 


ee a a a a a a a ot a a a a a a a a a a a a aa at at at at st ah st st ak se slab ah ae uk a shat ate ah ate ot 











9909999999999 909990909999) 








Issue of November 1, 1924 








Boot and Shoe Recorder HOSIERY SECTION 


Let Rosaine 


bring you 
bigger profits 
9 " vr ‘ 





TRADE MARK 





LL PARIS is wearing chiffons with narrow lace clox. 

Stylish New York women have already adopted this 

latest turn of fashion and the vogue is rapidly spreading 
to other parts of the country. 


Rosaine 1500 is this much-wanted lace clox chiffon at a 
popular price. It is more than the equal of $8.00 to $15.00 
imported chiffons. It has all their sheerness, all their fine 
appearance, and much better wearing qualities. With a 
Paris label it would pass for imported itself. 


The first store to show Paris lace clox chiffons in your 
city is going to get the business. The demand is there, 
waiting for someone to cash in on it. Put Rosaine 1500 
on display, and they will sell—fast. 


$21.00 a dozen in shades shown on Color List. Immediate 
deliveries. Send for a trial order today. 








The Rosaine Line Consists of Full-Fashioned Numbers Only 


5017—Pure dipped-dyed 
silk hose, 8-in. lisle top, 
per doz. $14.00 America, per doz... $16.00 fon, per doz 


1209 A—The first popular- 1506—42 gauge, pure 


priced chiffon made in dipped-dyed, sheer chif- 
$12.00 


H 


1210—A heavy, pure = + ay a antes 1500—Narrow Paris Clox 
dipped-dyed, all silk hose, too and oak ‘Soot “ chiffon, very sheer, full- 
per doz. $20.50 ach $14.00 fashioned, per doz. $21.00 


1504— Medium _ weight, 5017—Out size, African, 300 — Sheerest chiffon, 
pure dipped-dyed, silk Black, White, per doz. with Vee Top garter pro- 
hose, per doz $12.00 $15.50 tection, per doz......$17.50 


$2 
‘ 


ait 
i 


Be 552 S25252525252 S285 2525252525 25252525252525250505252625069—IIe 


ROSENHAIN CO., Inc. 220 Fifth Ave., New York 


Rosaine SHo 
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— As Advertised 
| 











in National 
Magazines 


“Onyx Pointex” styles 
255 and 355 are nation- 
ally advertised in maga- | 
zines and newspapers as | 


$1.95 sellers. 


Styles 350 and 450, the | 
latter of which is illus- | 
trated here, ‘are adver- 


tised to sell at $2.75. 


These numbers offer a 
remarkable opportunity 
for the well-conducted 
hosiery department to 
insure steady business 
on standard, well adver- 
tised merchandise, at a | 
price whichinsures rapid | 
turnover and continued 
profit. 


Nos. 255 and 355 
are lisle top silk stock- | 
ings in medium and chif- | 
fon weights, respectively. 
They are to be had in 


the latest shades at 
$15.50 


Nos. 350 and 450 
are all silk, medium and | 
chiffon weights, respec- 
- || tively, and come in an 
= — : ‘| equally attractive color 
= ’& \ _ || range at 
Wy $21.00 


N z 
| = sh! “Onyx” Hosiery Inc. 


Manufacturers New York 
AMTAVTAMANTAITAINAITAITANTAIITANTAITAIIAITANTANTAITAIIATTAIAITAIIIA |p8 


“Onyx” ® Hosiery 
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B. S. T. A. Increasing Its Membership 


“Billy Noll,”’ Secretary of Boston Association, ‘“‘Rounding "Em Up” for Big Attendance 
at National Meet, January 9-10—A Selling Story 


LLIAM NOLL, Secretary 

W of the Boston Shoe Trav- 

elers’ Association, is mak- 
a big “round up” of all salesmen 
going out from the Boston market 
for membership in the B. S. T. A. 
He is also “getting after every 
delinquent member of the associa- 
tion. His idea is to make a 100 
per cent showing of the “Boston 
bunch” at the annual convention 
of the N. 8S. T. A., January 9-10, 
which is now only ten weeks away, 
both as to attendance, and voting 
privileges. 

“Billy” is a firm believer in the 
benefits accruing from associa- 
tion; he is an earnest and thorough 
worker, and if any salesman es- 
capes his watchful eye, he will 
surely be the exception. For Billy 
is out to “corral ’em all,” and he 
knows how, as his twenty-four 
years of efficient work for the Bos- 
ton bunch testifies. Billy repre- 
sents the Foster Rubber Co. of 
Boston. 


Minor Layton on Trip 


Minor R. Layton, one of the best- 
known salesmen covering Michi-. 
gan, Indiana and Northwestern 
Ohio, is now on his territory with 
the Whitman & Keith line 

Minor, as he is known among 
shoemen, has sold Whitman shoes 
for a number of years and ranks 
high in the esteem of his asso- 
ciates in the Whitman & Keith 
organization and with the large 
stores in his territory, where his 
judgment is frequently sought. 

Mr. Layton is very much en- 
thused over his line of new styles 


which includes eight new lasts, 
new patterns and other style fea- 
tures. Mr. Minor writes—“I am 
trying to make this a record sea- 
son on account of the splendid 
qualities in materials, lasts, pat- 
terns, and workmanship, which 
have ever characterized the 
products of my firm during its 41 
years of high-grade shoe making. 


Drake With Marion 


Ernest Drake, for the past 
three years connected with the 
Hanan & Son, St. Louis store, has 





MINOR R. LAYTON 


Who covers Michigan, Indiana 
and Northwestern Ohio for 
Whitman & Keith Co. 


resigned to accept a position with 
the Marion Shoe Company of 
Marion, Indiana. He will join the 
company in a sales capacity and 
will have St. Louis and surround- 
ing territory for his field. Drake 
has been active in the retail shoe 
business for a number of years 
and during this time has made 
many friends who wish him suc- 
cess in his new venture. 


“Gene” Bailey Says North- 
western Conditions O.K. 


E. A. (“Gene”) Bailey, secretary 
of the Northwestern Shoe Trav- 
elers’ Association of Minneapolis, 
who represents the firm of Bion F. 
Reynolds of Brockton writes to the 
national office from Portland, Ore., 
that conditions in that section are 
very good; that California condi- 
tions are improving. He states that 
the crops of the Northwest have 
resulted most satisfactorily and 
that everything in general looks 
O.K. to him. Mr. Bailey says that 
he intends coming to the N. S. T. A. 
and N. S. R. A. convention, Jan- 
uary 9-10 and 12-16, and has 
ordered reservations in Boston ac- 
cordingly. 


Lou Webster with Heywood 


Lou Webster, who for many 
years covered New England for the 
Emerson Shoe Co., and who more 
recently covered Greater New York 
for this house, is now connected 
with the selling force of the Hey- 
wood Boot and Shoe Company, Wor- 
cester, Mass., in the territory of 
Greater New York. 
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Business Is 


Good with the 


Proven, ARCH 
ee 


Dealers everywhere are finding it a 
ready seller and a quick repeater 
because it provides complete sup- 
port for the foot arches—for the 
arch across the ball, where callouses 
form, as well as the one from heel 
to ball where sagging bone structure 
causes tiredness and pain. 





Patent Applied for 


VEN ARCH Shank— AT 
strong, springy and. perspire Made for WOMEN, too. 
tion —supports the arches — 
without hampering the muscles. Write for catalog. 


No. 872—Black Kid Bal, 13 Iron Sole, Rubber 
Heel, Custom Last. Equipped with Proven Arch, 


Ww > 
No. 873—Same as above in Tan Kid : i 
The 
& Co. 
trips. 
them 
. et Hunte 
Hamp 
nectic 
Warre 
York 


Patent Applied for New 
No. 876—Black Bleached Calf 

The PROVEN ARCH Shank Quarter Li Lining, 13 roa Soe Rubber Heel, Wall es eal, Combinat = he. 1s Sole, Bole New 

and a Cushion cemented be- treet Last $5.50 | ae : mation No w- ~o 96.50 South 


tween insole and outsole re- —Same 
snave ol eistacies to test com ie. OFF as above in Cater 88, moe. ° ter, ] 
‘ort. 


No. 870—Same as No. 876 with Storm Welt. .$5.75 Centr: 
No. 871—Same as No. 877 with Storm Welt. .$5.75 











Rolan 
diane, 
Stonefield-Evans Shoe Company, Rockford, Illinois Tena 

A. Ell 
Caroli 


CHICAGO SALES OFFICE LOS ANGELES SALES OFFICE KANSAS CITY SALES OFFICE tana; 


J. Wurmser, Security Building A. L. Sendall, 325 Consolidated Building R. W. Martin, 923 Walnut Street Se 

















When writing to Stonerizip-Evans Snor Company please mention Boot and Shoe Recorder 
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Vv. C. OLSEN 


Who travels Wisconsin for The 
Cahill Shoe Co. 


The above is V. C. Olsen who 
has been traveling in the State of 
Wisconsin and is about as well 
known to the retail shoe merchants 


in this section as any salesman- 


who has ever traveled it. 

He is now in his territory with 
the Cahill Line and is meeting 
with splendid success this season. 
He is one of the fellows who is 
always “on the job” and when or- 
ders are being placed he gets his 
share. 


Mr. Olsen is showing the “Ca- 
hill Catchy Creations.” 


Bass Salesmen on Trips 


The salesmen for the G. H. Bass 
& Co. have started on their fall 
trips. The territories covered by 
them are as follows: Harry W. 
Hunter covers Massachusetts, New 
Hampshire, Rhode Island and Con- 
necticut. A. Craig covers Maine; 
Warren B. Goodnow, Northern New 
York and Vermont; M. T. Morss, 
New Jersey, Maryland, Southern 
New York, New York City and 
Southern Pennsylvania; I. F. Fos- 
ter, Northern Pennsylvania and 
Central and Western New York; 
Roland H. Calden, Ohio, Michigan, 
Minnesota, Illinois, Wisconsin, In- 
diana, North and South Dakota and 
Iowa; R. B. Leavell, Jr., Louisiana, 
Texas, Oklahoma and Arkansas; C. 
A. Ellis, George, Florida and South 
Carolina; Elmer J. Carter, Mon- 
tana; Dave E. Houston, Colorado, 
Idaho and Utah; Jasper B. Kruger, 
California, Oregon and Washington. 








How to Sell Concentra- 
tion 
(From the “Weekly Shoe Sales 
Bulletin,” written by one hun- 
dred shoe sales managers, 
compiled by C. A. Dickens of 
Chicago.) 


“We have been urging our 
salesmen to sell concentra- 
tion to their old customers by 
proving what they would save 
on a smaller stock and the 
business they would gain and 
hold by always having sizes 
which is always an easy mat- 
ter when only one line is 
sold. But there is another 
way to sell Concentration. 


“Instead of telling the cus- 
tomer how much he will save 
and make, show him how 
much he is losing by not 
throwing out  non-selling 
lines. Many merchants are 
deaf to prospective profits, 
whereas they cannot stand 
the harrowing thoughts of 


* actual loss. 


“There is a'deep philosophy 
in this that wise salesmen 
are taking advantage of. It 
is based on the motive in hu- 
man nature that is sure, 
strong and fixed. You can use 
it with telling effect. We 
have heard of salesmen who 
have gone back to those ac- 
counts whom they did not 
sell, and they have sold them. 


Those Vicious Odds and Ends 


“It is easy to prove why a 
merchant is losing money by 
tying up all his capital in 
odds and ends he cannot sell. 
He has lots of needless in- 
vestment in shoes and in 
sizes that do not sell. 


“Only by concentration in 
a line to a grade can a mer- 
chant always be in a position 
to fit customers. 

“You can increase your 
volume by convincing mer- 
chants that they are actually 
LOSING money by not con- 
centrating. Study it out. 
YOU CAN DO IT. You can 
easily reason it out, and like 
the adding machine man, 
show him his loss. If you 
do that in a friendly and logi- 
cal manner you will have 
wen your way into his store.” 
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GEO. B. CHAMPLIN 
With Lind Shoe & Slipper Co. 


Champlin With Lind Shoe 
& Slipper 


Geo. B. Champlin has recently 
joined the salesforce of the Lind 
Shoe & Slipper Co., and will cover 
Illinois, Indiana, Iowa, Michigan, 
Minnesota, Mississippi, Ohio, and 
Wisconsin, for this house. Mr. 
Champlin started out on his ter- 
ritory today, November 1, with his 
new line of novelty shoes, which 
he states is of unusual interest to 
the volume buyer. 


Boyden Salesmen on Trips 


The Boyden Shoe Manufacturing 
Company held its semiannual sales 
meeting at the factory in Newark, 
October 1. 

Following a series of talks by 
members of the firm and by the 
superintendent of the factory there 
was a banquet given at the Berwick 
Hotel. 

The boys have left for their re- 
spective territories with the big- 
gest and best line that the Boyden 
Shoe Manufacturing Company has 
ever presented to the trade: W. E. 
Wilson, the South from Baltimore 
to Hanava; Burke Lotspeich, from 
Kentucky to Texas; Elmer L. 
Smith, the Middle West; J. C. Cop- 
page, the Pacific Coast; Robert B. 
Smith, New York City, Pittsburgh 
and Philadelphia; John S. Whitte- 
more, New England, New York and 
Pennsylvania. They are all enthusi- 
astic about the line and feel that 
the coming season will be their 
best. 
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95 ce 
retailers 


Here are three unusual 
values, priced so low as to enable 
you to offer them at $5.00 and clean 
out in short order. 


If you could be here in our 


$6057—Black Calf Blucher Welt Oxford. stock department and see these 
8-8 Wingfoot heel. No. 226 last. AA to,D. shoes, you wouldn’ t hesitate a 


Same in Tan Calf..0.00 2220 00005.5°3.35 moment to place your order. 


See TE TE. oc ccc ccccosscecese Ge 





When we say they are un- 
usual values, we mean it. 


We have only a limited 
amount of these shoes ready to 
ship at once, so send your order as 
quickly as possible. 


S6033—Black Kid Welt Oxford. 13-8 
Wingfoot heel. No. 210 last. AA to D. 


now. 


Our previous advertising on this 

e has been devoted to our 

ARCH REST line, therefore, 

there may be many merchants 

who are not,thoroughly familiar 

— Ng oo Irving cope 

: ine. It willgtake only a few o 

S064 Parent Kay Oxted. 15-6 these shoes to convince you that 


Wingfoot heel. 206 last. AA to D. 
Price $3.35 they, also, are money-makers. 


Jrelrving Drew Co. 


PORTSMOUTH, OHIO 


When writing to Tux Irving Drew Co. please mention Boot and Shoe Recorder 
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How 
STETSON 


“SNAPPY TIES”. 


“SNAP UP” SALES 


Told by STETSON DEALERS 
NATIONALLY 


October 6, 1924. 


The Stetson Shoe Company, 
South Weymouth, Massachusetts 


Gentlemen: 

We received the final shipment of Wo- 
men’s and Men’s Snappy Ties, and we 
have just this much to say, that had we 
not purchased the Snappy Tie —— 
across the board, we never would have 
made the increases that we have shown in 
the past thirty days. 





The women especially have tired of straps 
and cutouts and the Snappy Tie Proposi- 
tion arrived at an opportune time, the 
something different that is exclusive, well 
tailored and dressy, and they have taken 
the women in the city of Dayton by storm; 
in fact, we feel that having Snappy Ties 
we have put one over on competition. It is 
a pleasure to sell them as they are pleasing 
to the eye and fine fitters, as they give the 
same protection and comfort as oxfords 
plus the stylish effect that can only be had 
in Snappy Ties. 

Merchants who have not purchased the 
Snappy Ties are losing a wonderful op- 
portunity of increasing their business and 
should take advantage of Dept. 5. 


With best wishes for your continued suc- 
cess, we are 








Yours truly, 
Tue Bucx-Gutwein SHoz Company 
Per Tozo Gutwein, President 
Dayton, Ohio 


“Get Stetson 
Snappy Ties” 


THe Stetson SHOE COMPANY 
INC. 
SoutH WeymouTs, Mass. 


When writing to Tux Stetson Suor Company, Inc., please mention Boot and Shoe Recorder 
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The Lane Technical High School 
Basket-Ball Team of Chicago, win- 
ners of the city championship. All 
wear Keds. 


In a letter signed by every mem- 
ber of the team, these champions 
say, The floor-gripping ability of 
Keds was largely responsible for 
the successful season we have just 
completed.” 


“The floor-gripping ability of 
Keds’’—that’s why every basket- 
ball year wins new friends for Keds. 
Here are shoes that meet every 
basketball need. The thick, rugged 
soles grip on any playing surface. 
The strong canvas uppers are long- 








This crack basketball team wins a 
championship on Keds 


wéaring and cool. A double foxing, 
extending from toe to shank on the 
inside of the foot, protects the shoe 
from the strain of dragging the toe. 
No wonder Keds are the choice of 
players who know good shoes! 


Thousands of basketball teams 
will soon be buying equipment— 
and Keds. This year more Keds 
will be sold for basketball and in- 
door sports than ever before. A 
line of athletic Keds will bring you 
big winter profits. 


United States Rubber Company 
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EPORTS from several sec- 
Ri of the country denote 

shoe stores and shoe depart- 
ments of department stores are 
commencing early to move their 
stocks of gaiters and novelty gait- 
ers for the 1924-25 winter season. 
One of the reports, testifying to 
the early season alertness of a 
shoe department manager, comes 
from Milwaukee, Wis., where Gim- 
bel Bros. featured one of the new 
novelty gaiter styles by employing 
a living model. 

A pretty girl, wearing a fur 
coat and gaiters, forcibly called 
attention of women to the fact 
that novelty gaiters were in stock. 
She paraded up and down a small 
platform in the shoe department, 
the association of the fur coat 
and gaiters serving to warn the 
women that it was opportune to 
buy gaiters. The demonstration 
was for only one day, the primary 
idea being to acquaint the public 
with the novelty style. However, 
a good business was reported by 
Manager Charles A. Collar and he 
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Pretty Girl Model Employed to Show 
Novelty Gaiter Style 


Milwaukee Shoe Department Devotes a Day for a Unique Exhibit of Its 


Leader for Winter 


plans to repeat the plan several 
times during the coming season. 
The model at intervals removed 
the gaiters from her feet, show- 
ing the interested persons how to 
adjust the novelty features. 

This method of advising the 
public concerning gaiters has not 
been used much. The question of 
practicability, of course, depends 
upon the size of the store and town 
or city. In a large city where 
crowds of people are going by a 
window it-is a good method for 
announcing something new in 
gaiters. 

The most common and effective 
methods for bringing the attention 
of the public to gaiters is by win- 
dow and interior displays and 
daily newspaper advertising. By 
showing gaiters in the window and 
at conspicuous places in the store 
you will force the attention of peo- 
ple on your merchandise. 


Sold Novelties as Christmas Gifts 


Of course, the great factor in 
the movement of gaiters is the 
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The above demonstration was used by the shoe department of Gimbel 
Brothers of Milwaukee to introduce a novelty gaiter which the store will 
feature this season. A model from the department gave the demonstra- 
tion, showing the crowds of people who gathered around the platform 
how to fasten the boots and pointing out the advantages of the new style. 
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weather, and until there is a 
period of snowy, cold and favor- 
able weather for wearing rubber 
foot coverings, it will be difficult 
to impress the public on the ad- 
visability of buying gaiters early. 
But one large store, selling both 
men’s and women’s rubber foot- 
wear merchandise, during the few 
weeks preceding Christmas a year 
ago, sold many pairs of novelty 
gaiters for women. They were 
bought as Christmas gifts, the fact 
that they were something new in 
footwear coverings probably hav- 
ing something to do with their 
popularity for this purpose. No 
doubt, an appeal to make a nov- 
elty gaiter a Christmas gift to 
some woman friend would get 
across to many women. 





New Wholesale House 


New York, N. Y.—The Pitman- 
Lasher Shoe Co., a new wholesale 
house here, announces that it will 
carry novelty and general shoes for 
women. Their immediate territory 
will be the Metropolitan district 
and New Jersey, with considerable 
concentration in New Jersey. J. L. 
Pitman has heretofore been con- 
nected with the retail end of the 
business, and at the present time 
conducts and will continue to 
operate a retail establishment in 
Newark. Irving Laskowitz, the 
other partner, has been identified 
more particularly with other ap- 
parel lines. 





McLaughlin in Charge 


Lynn, Mass.—The McLaughlin 
Shoe Co. has succeeded MacLaugh- 
lin, Conway Co., makers of fine 
novelty shoes at 264 Broad street. 
Charles D. MacLaughlin continues 
as manager. Charles E. Conway has 
retired. He was president of the 
company. 

The new company is occupying 
larger quarters next door. It is fit- 
ting up with new equipment, with 
the intention of making better 
shoes and more of them. It will 
continue making fine novelty styles. 
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‘‘Industrial Relations’’ 


(Editorial, from the Shoe Workers’ Journal) 


HILE the above title may be broad enough to 
cover a very wide range of discussion, it is our 
desire, at this time, to discuss only those rela- 

tions that must exist between employers and employees 
in factory industry, and particularly in the shoe industry. 

“We take it for granted that all will admit that there 
must be some kind of relations between employers and 
employees, the only question being just what kind of rela- 
tions shall exist. 

“There are employers in the shoe industry who think 
these relations should be dictated and dominated by the 
employer—paternalistic and despotic. Worked out to its 
last analysis this policy automatically controls the private 
lives of employees as well as their factory lives. It makes 
cringing slaves of workers. It makes local tyrants of em- 
ployers and gives them political control of small industrial 
towns or cities. 

“This paternalistic control is perhaps accompanied by a 
show of pretended fellowship or beneficence. The boss or 
his deputy, the foreman, slaps the supposedly docile work- 
man on the back with a ‘Good morning, Jack,’ and the 
workman, furious inside, knows that the slap was one of 
ownership rather than one of friendly interest. It is much 
like a farmer slapping affectionately a prize ox that works 
well in the yoke. 

“For the benefit of those who believe in paternalistic 
or dictational control of relations with workers we wish to 
say that we hear of numerous instances in which the slap- 
stick buffoonery of autocratic employers is most keenly 
resented by workers who know what it means even though 
they endure it in silence. 

“In one recent instance a worker so patronized, immedi- 
ately the back-slapping boss had gone along, said to an- 
other worker—‘I would like to kill that — — —. 

“We take it that the true test of industrial relations is 
whether there is respect on each side toward the other. 
Without that respect there can be no loyalty. The employer 
is entitled to no more respect and loyalty from the em- 
ployees than he himself is willing to accord and demon- 
strate to them. 

“Not master and slave but brotherhood in industry is 
the true relation between employer and employees. That 
brotherhood must be accompanied by a scrupulous respect, 
each for the rights of the other. 

“The workers should not interfere with the manage- 
ment of the industry nor should the owners of the business 
deny any of the personal rights of the employees. This is 
the bed rock foundation on which to build 
that mutual respect that leads to loyalty 
and success. 

“In our shoe industry we have a large 


&S 


committed themselves to the theory of mutual respect 
and non-encroachment. 

“In many of these factories the relations are very fine. 
Production is orderly and prompt; disputes are few and 
easily and quickly adjusted; and peace and arbitration is 
of value both to employees and to employers. 

“In others, we regret to say, a spirit of strife is con- 
stantly manifest. The signed agreement is looked upon 
more as an instrument to compel a semblance of peace than 
as an agency of co-operation through which.to establish 
and maintain the most desirable industrial relations. 

“This state of affairs we keenly regret. If it is brought 
about by fault on our side we desire to correct the fault if 
such correction is within our pow r. Candor, compels us to 
say, however, that this condition is more often due to con- 
stant attempts on the employer’s side to take advantage 
of the agreement rather than to co-operate with and 
through it. 

“Efforts at sharp practices are made, if not by the heads 
of concerns, by subordinates. For these acts of subordin- 
ates the owners are responsible even though they do not 
know of or countenance such acts. The heads of concerns 
are presumed to know of the acts of subordinates executives. 

“The signing of a peace agreement is not the end but 
the beginning of a true and far sighted labor policy. Such 
an agreement may be a chart of successful labor manage- 
ment or it may be a source of continual friction. The 
employer can and does choose which it shall be. 

“We think we are qualified to express an opinion on 
these matters by our experience of twenty-five years in the 
operation of such agreements with a great many different 
shoe manufacturing concerns. We can point to many con- 
cerns with whom these relations have been as pleasant and 
satisfactory as relations, human in character, could reason- 
ably be expected to exist. 

“In other cases things have not gone so smoothly. We 
think these more perfect relations are too important to 
successful industry to allow any bull-headed foreman, or 
too clever or self-advertising representative, to jeopardize 
by bungling attempts at sharp practices that fool no one 
but incense everybody. 

“To the end that the benefits intended by our arbitration 
policy may be completely realized by all the parties in in- 
terest, we suggest that both sides to our agreements give a 
more strict allegiance to the spirit of the contract, as well 
as a strict compliance to its letter.” 





Shoe retailers are requested to carry full 
lines of shoes bearing the Stamp, and all 
friends of rd and equitable labor relations 


WORKERS UN are requested to 





number of concerns who have, by signing 
our Union Stamp and arbitration contract, 


oi 


Factory 


of shoes bearing the Stamp furnished on 
request. 


BOOT and SHOE WORKERS’ UNION 
246 Summer Street, Boston, Mass. 


COLLIS LOVELY 
General President 


CHARLES L. BAINE 
General Secretary-Treasurer 








When writing te Boor anv Suoz Workers’ Union please mention Boot and Shoe Recorder 
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Buckles in Great Demand 
in Chicago Shoe Stores 


CHICAGO — The pendulum of 
style swings back and forth across 
the merchant’s mind—across the 
minds of the buyers and seldom 
does it pause long enough on any 
one thing to keep it prominent. 
Early this spring there was much 
said, and some buying done, on shoe 
ornaments. Many merchants bought 
heavily—some sparingly. The twist 
of fortune seemed to bring the 
most trade to the fellow who hadn’t 
them—the least to the fellow whe 
had. It begins to look now as 
though buckles will meet with big 
favor. They are appearing in all 
sorts of places on the new black 
footwear. On the side, at the throat, 
on gored oxfords, straps and on 
eyelet ties and pumps. Even the 
heavily encrusted heels are again 
showing themselves in the fashion 
shops. 

The Alfred J. Ruby store and the 
Wabash avenue store of F. E. Fos- 
ter and Co. have some striking 
ornamental displays on black foot- 
wear—and not all of it is evening 
footwear. The Foster store also has 
a very attractive window of tan 
footwear, noticeably darker in 
shade than the current showings 
are generally, and running through 
a wide variety of patterns, oxfords 
leading. 

Influence of Button Oxford Felt 

The button oxford is influencing. 
other footwear—two State street 
stores, one carrying high-priced 
footwear, and the other catering to 
the six and seven dollar trade, are 
showing a gored oxford with bead 
trimmed elastic front and three 
pearl buttons ornamenting the out- 
side of the shoe. This pattern is 
varied, too, with small jewelled 
ornaments taking the place of the 
buttons. 

The South State street store of 
O’Connor & Goldberg has a whole 
window of solid black footwear— 
black calf, patent, suede, velvet and 
satin, almost a complete reversal of 
a few weeks ago, when the same 
window was almost wholly tan. 
Black calf and patent are leading in 
the street types and the satins ap- 
pearing more in strip patterns and 
fine strap models of an evening 


type. 
Below Normal Basis 


The stores selling the higher- 
priced merchandise have still to 


strike the stride of sales volume 
on seasonably-priced merchandise 
normally in full swing at this time. 
Sales are well attended during the 
shopping hours of ten-thirty to 
three or four o’clock, when there is 
a noticeable falling off of patron- 
age. Even the noon ..ours, normally 
busy ones in all stores in the loop, 
have failed to produce anywhere 
near a normal level. 


Spats on Display 

Spats have made their appear- 
ance with the strip pump in the 
windows of the Cutler store—the 
first seen on State street in some 
time, and the shortening skirt and 
continued fair weather may bring 
some spat trade back, although it 
is doubtful that anything more 
than a few scattered demands will 
materialize. 


Men’s Buying Is Slow 
Men’s shoe stores generally re- 


port a rather discouraging busi- 
ness volume. Stocks are still pretty 
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Eyelet Tie a Leader 


The eyelet tie at present 
seems to be the style that has 
held the most of the design- 
er’s attention and many 
beautiful variations of this 
mode are shown. It has so 
many dainty variations that 
it has made itself a distinct 
mode, that is one of the most 
popular sellers in Chicago 
today. 











high, few of the fall shoes having 
been sold. Even sales fail to tempt 
the men buyers to any great ex- 
tent. Light tans are stronger than 
they were thirty days ago. 

O’Connor & Goldberg’s West 
Madison street store is showing a 
tempting array of men’s footwear 
priced at $6 to $8 that ought to 
encourage any man to buy. Tans 
are leading in this display and the 
soft toe oxford is prominent. 

Most merchants are waiting for 
brisker weather, feeling that foot- 
wear sales will be considerably in- 
creased and incidentally many look 
forward to the sale of a greater 
percentage of high shoes than a 
year ago. 





Better Tone to 


Retail 


Situation in Cincinnati 


CINCINNATI—tThe retail shoe 
business showed a marked improve- 
ment over the previous weeks dur- 
ing the week ending Oct. 25. This 
is probably due to cooler weather. 
Business for October this year did 
not show any gain over a year ago. 
The upper grades of shoes, from 
$7.50 on up, are nearly on a par 
with a year ago, but the cheaper 
shoes shows a decrease in sales 
compared with a year ago. 


Patent Leading Material 


Patent leather leads the sales in 
women’s footwear, but the demand 





The Best Sellers 

Regent pumps and one-eye- 
let ribbon ties are among the 
best sellers in the better 
grades of shoes, but in the 
cheaper grades, straps and 
gore effects are the most 
popular. 














for tan calf is steadily improving. 
Most of the merchants are short of 
tan calf. They expect tan calf sales 
to run very close to patent leather. 
Aecording to one of the leading 
stores, for the past four weeks, 
sales show that patents had the 
first call, with the demand for tans 
second, and satins third. Their fig- 
ures show that patents sell two to 
one over satins and tans show a lit- 
tle better percentage than satins. 

The children’s business showed 
improvement over the previous 
week. 


W. C. Roose Speaks 


The Retail Group held a luncheon 
and meeting on Tuesday, Oct. 21, 
in the Sandal Room of the Havlin 
Hotel. They invited all traveling 
men or. out-of-town retail shoe mer- 
chants to attend. The meeting was 
devoted mainly to the felt slipper 
business, and the report on the 
style, and prices prevailing on fall 
footwear were taken up. At the 
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SHOE STYLE FROM THE QUALITY VIEWPOINT 


The highest development of Style for Occasions is in Patent 
Leather creations of Ster.inc quality—in leathers that reveal 
the beauty of fine skins and possess a wearing, fitting, 
comfort-quality which creates goodwill in shoe stores. 


Sterling Colt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY BOSTON, MASS. 
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next meeting, they will continue 
their discussion on the same sub- 
ject. Among the visitors was W. C. 
Roose, Sales manager of the A. J. 
Bates Shoe Co., Webster, Mass. He 
spoke on the shoe industry and 
problems of the retail shoe mer- 
chant. 


Potter Staff Swells Extra 
Sales Total 


The weekly meeting of the Pot- 
ter Shoe Co. was held on Tuesday, 
Oct. 21. The meeting was turned 
over entirely to the discussion of 
the Suggestion Sales Contest. The 
captains gave their usual “pep” 
speech. The Blue army came out 
ahead in the previous week in the 
number of suggestion sales made. 
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The company reports that not only 
small items are sold by suggestion, 
but that.a good quantity of large 
articles, such as buckles, rubbers, 
and even extra shoes, are sold in 
this manner. H. C. McLaughlin an- 
nounced the results of the Potter’s 
football team in the contest with 
Ironton. Potter’s football team in- 
cludes many college stars. 


Good Call for Velvet 


One of the new patterns at the 
Smith Kasson Co. is a velvet, side- 
tie pump with satin quarter and 
satin covered heel, with a satin 
ribbon tied on the side. This style, 
and velvets in plain pumps, have 
been good sellers. Other stores do 
not report as many calls for velvets 
as this store. 





Tan Calf, Patent and 
Satin Lead in St. Louis 


ST. LOUIS—In the retail shoe 
field during the week ending Oct. 
25 it was just another six days’ 
business. Marking time adequately 
describes the activity of the trade. 
The reports from a number of re- 
tail shoe merchants indicated a 
rather spotty week, with good and 
poor days evenly divided. The week 
in some stores showed a shade in- 
crease in sales over the previous 
one. Others stated that for the 
most part the figures were un- 
changed on the comparison. 

The weather turned cool the 
early part of the week, and this 
acted as a slight incentive for addi- 
tional sales. However, towards the 
end of the week there was a ten- 
dency to ease off. Saturday’s sales 
were of a healthy variety. 

Some compleint is being heard 
that a growing demand is becoming 
stronger for cheaper shoes. This 
trend is not in one group of stores 
but seems to be apparent in all 
classes. The popular-priced stores 
appear to be more crowded and this 
applies particularly to the Satur- 
days. Even during the week the 
$5.00 and $6.00 range stores are 
more active than those with a 
high scale of prices. 

Tan Calf Consistently Popular 

The style situation has become 


almost stable and little change is 
recorded throughout the retail 


shoe belt. It is merely changing the 
places of tan calf, patent and satin 
to suit the demands of a particular 
store. However, tan calf is still in 


strong demand with a majority of 
the retail shoe merchants unable to 
fill the many calls received each 
day. The shortage exists in all 
stores. 


Sonnenfelds Have New 
Model 


The shoe department at Sonnen- 
feld’s is showing a new pattern in 
tan calf. It is a front gore, con- 
cealed with strips of leather and 
has an imitation side-button effect 
with four buttons attached. A 17/8 
Spanish Louis heel is carried. 


Big Day for Famous-Barr 


Jimmy Young, manager of the 
children’s and men’s shoe depart- 
ment of Famous-Barr Company, 
stated thet their “St. Louis Day 
Sale,” held October 25, was 6ne of 
the largest events of its kind ever 
held. The sale is an annual event 
wit?, tae store. 


St. Louis Shoe Retailers 
Meet 


The monthly meeting of the St. 
Louis Shoe Retailers’ Association 
was held October 23 at the Ameri- 
can Hotel Annex. Fred H. Maxted, 
president, presided. M. M. McCain, 
vice-president and general manager 
of the Shoe Mart, presented the 
“Dress Well and Succeed” cam- 
paign and outlined what part the 
retail shoe men could play in sup- 
porting the campaign. He pointed 





Black Suede Gains 


Black suede is receiving 
some call in the demand. In- 
creased sales for this mate- 
rial are being reported and 
many believe with some heav- 
ier weather the popularity 
will increase. Velvets, where 
they are being shown, have 
received favorable approval. 
One popular-priced store re- 
ported it bought them spar- 
ingly and could have sold 
many pairs more if they had 
them on the shelves. 











out the advantages of the propa- 
ganda and the appeal in the adver- 
tising that would be run in the 
morning newspaper which would 
stimulate the men’s footwear busi- 
ness. A discussion followed, in 
which a number of retail shoe mer- 
chants participated. All spoke in 
favor of supporting the idea. 

President Maxted was authorized 
to appoint a number of members on 
a committee to solicit the retail 
shoe merchants and present the 
plan. There will be full pages of 
advertising urging men to dress 
well and wear shoes for the occa- 
sion, as well as reader notices in 
which the proper shoe styles will 
be discussed. A window card will 
tie up each store that contributes 
to the plan. In addition to having 
the support of the St. Louis Retail- 
ers’ Association, it is heavily sup- 
ported by the Associated Retailers, 
which includes all the large retail 
establishments. 

A style forum was introduced in 
which all members participated. In 
the men’s field, it was generally be- 
lieved that heavier stubby types of 
shoes were wanted and at present 
are good. Some call is being heard 
for heavier leathers. Tan, of 
course, is outselling black in the 
popular-priced field three to one, 
according to some of the mer- 
chants. In women’s styles it was 
stated that pumps with low heels 
would probably be shown shortly. 
L. F. McConnell, buyer for Nu- 
gent’s, was made a member of the 
organization. 





Sabel Makes Change 


Duluth, Minn.—Paul M. Sabel, 
shoe buyer at the Lake View store 
for the past two years, recently 
resigned and is now acting in the 
same capacity for the First Street 
Department Store. 
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Three New 


Growing Girls’ Styles 
Just Added To 
Our IN-STOCK Department 


—and they re fast sellers! 


Send for Our Laest Color Catalog 
of Complete Stock Styles 


Style No. 560—Tum 
Patent Leather “Bretton" Tie 
9/8 Covered Heel 
Widths A, B, C 
PRICE, $4.35 


Style No. 561—Turn 
an ‘“Naco”™ Calf 
“Bretton” Tie 

9/8 Covered Heel 
Widths A, B, C 
PRICE, $4.35 


Style No. 971—Welt 
Tan Calf 
“Blucherette™ Oxford 
8/8 ““Wingfoot™ Heel 
Widths B-D 
PRICE, $4.25 


BURDETT SHOE CO. 


TURNS AND WELTS 
LYNN - - MASS. 
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BLACK OR TAN—Art Silk 5/16 in. Tubular 


This is the lace ired for the ular TWO, THREE 
or FOUR EYELET T IES. ant 


STOCK NO. 103 
Doz. Pr. 


We are Headquarters f: 
Leather Bows, Ribbon ‘ese, 


Rhinestone Ornaments, Etc. 


LINCOLN STORE SUPPLIES CO. 
1508 Washington Ave., ST. LOUIS 
Shoe Store Needs Novelty Findings 


“Smooth Inside as @ Miller's Wing” 


A NEW BLUCHER 
MOCCASIN BOOT FOR 
GROWING GIRLS 


No. 724—Chocolate Elk, Water- 
_ proof Sole, 214-8 $2.75 


IN STOCK 


Here’s an addition to our line, just the shoe for 
the active girl. Sturdy Elk uppers—and a 
waterproof sole. Assembled the Miller Way— 
with no metal in its construction, except to 
attach rubber heels. 

We will gladly send you samples of this shoe, 
and of any other in our complete Children’s line. 


MILLER SHOE COMPANY 


J. E. DAY, M@r. 


SALEM - - - MASS. 
Sample Room, 110 Summer St., Boston, Room 22 





When writing to the above advertisers please mention Boot and Shoe Recorder 
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Merchants Desire Cold 
Period as a Stimulus 


MILWAUKEE—A few days of 
cooler weather at the close of 
October acted as a slight stimulus 
to the shoe business in Milwaukee 
stores, although the majority be- 
lieve that a spell of very cold 
weather and rain or snow is 
needed to bring out any large de- 
mand for fall and winter shoes. 
The few weeks preceding have 
been only fairly good in Milwau- 
kee stores as clear warm days 
have kept people’s minds on other 
things than winter clothes. 

Opening of the social season, 
and a number of parties given in 
observance of Halloween, in- 
creased the demand for dress and 
semi-dress shoes, particularly in 
patents, satins and metal cloths. 
Men also took more interest in 
styles for dress occasions, al- 
though more of this business is 
found later in the season. Patents 
and satins in several styles are 
selling for semi-dress wear, and 
some stores are also selling vel- 
vets. Brocaded gold and silver 
slippers are proving more popu- 
lar than the plain gold effects for 
formal dress occasions. 

Rhinestone buckles are shown 
on some models and promise to 
show up very well as the season 
advances. One high-class store 
finds that bronze slippers are very 
good for women who want an in- 
dividual shoe and are willing to 
pay for it. This store has been 
selling brocaded metal slippers 
for evening wear, and notes the 
popularity of patents and satins 
for semi-dress. Tan calf is popular 
at this store for every-day use in 
oxfords, pumps and Colonials, and 
difficulty has been encountered in 
keeping complete size lots. Other 
stores have been selling patents, 
satins and tan calf in rather plain 
effects. Pumps with small bows, 
or ties have been favored. 


Enlarge Shoe Department 

Gimbel Brothers will have one 
of the largest shoe departments in 
the city as a result of changes 
which were made during the lat- 
ter part of October. The women’s 
shoe department, located on the 
first floor, has been enlarged and 
the remaining space between that 
department and the Sycamore 
street side of the building has 
been turned over to the men’s and 


boys’ shoe departments,. formerly 
located on the third floor of the 
building, and the children’s shoe 
department. 


Open New Store 


The G. E. Hillyer Shoe Co., which 
was organized a short time ago, 
has opened a store in the new store 
and apartment building recently 
completed at Farwell and North 
avenues. The store is in a shopping 
center of the east side of the city 
and is at the junction of six 
streets. G. E. Hillyer is head of 
the company and manager of the 
store. 


Nichols Elected Officer 


S. D. Nichols, superintendent of 
the Menzies Shoe Co., was elected 
vice-president of the Association 
of Commerce at Fond du Lac, Wis. 
Mr. Nichols has previously been 
identified with the industrial 
bureau of the association. 


Open New Department 


The local store of the Bedell Co. 
recently held a formal opening of 
the enlarged shoe department 
which has been under the man- 
agement of the company since 
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Sept. 15. The department has been 
given more than double the origi- 
nal space, and new furnishings 
and fixtures have been added. The 
department now has 50 chairs for 
customers, in addition to several 
upholstered davenports. Mr. Weiss 
is manager. 


Warns Against Solicitors 


The Association of Commerce 
secretary at Waukesha, Wis., re- 
cently issued a warning against 
two men who had been soliciting 
shoe orders in a house-to-house 
canvas. The men required a de- 
posit on orders taken for future 
delivery, and a number of women 
failed to receive the shoes. The 
warning also contained the request 
that local women call the asso- 
ciation in regard to the integrity 
of any house to house canvassers 
who are soliciting business in that 
city. “Investigate before you in- 
vest” is the advice given. 


Provides Shoes for Style 
Show . 


Egelhoff Brothers supplied the 
shoes for the style show held at 
the Garrick theater of Fond du 
Lac, Wis. Satin slippers and 
pumps, as well as patent and light 
tan calf in low heeled styles, pre- 
dominated. The show was given 
through the co-operation of six 
business houses of the city. 





Detroit Shoe Merchants 
Look Forward to November 


DETROIT—October business in 
Detroit shoe stores was disap- 
pointing to most shoe merchants. 
The brighter prospects of the 
early days of the month were not 
realized. Merchants are now look- 
ing forward to November and De- 
cember to develop business that 
will make the year’s showing bet- 
ter. 

J. E. Wilson, manager of Chis- 
holm’s Boot Shop, expressed the 
belief that shoe merchants are 
looking for too much in the way 
of business. They are measuring 
their business by the standards 
set during their best years. “If 
we'd accept business as it is now 
as the normal condition, and get 
out and hustle for better things 
we would probably be more satis- 
fied than we are,” he said. 


There is little to report regard- 
ing styles. Many merchants say 
that there is little to be said of 
any particular style, as the public 
is nibbling at everything. Straps 
are selling well, although pumps 
and gore effects are probably gain- 
ing in popularity. 

The I. Miller Salon at Russeks 
are featuring “The Troisette,” a 
model in three straps. Others of- 
fered are a three-strap gore; a 
strap effect, with open-work in- 
step; a plain pump ornamented 
with a silk or satin bow. These are 
representative of the offerings of 
practically all the stores, which 
include straps, gores and pumps. 


Patent for Street Wear 


Tan Calf has a good call. Some 
merchants question the continued 
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CHIC! 


The word that best describes the 


LE “AMCO” KLASSIC 
line of bows for pumps, ties 
or gorings. Illustrated are 
two of the best numbers 
which are very much in de- 
mand. Send your order in 
NOW for prompt delivery. 


8475—Triple bow of Moire Ribbon in $667—Tie effect bow “ee 
Black, White, Brown, ‘Ten and Blonde Bleck, White Brows, Tan ast Blonde 
colors, as shown by ' : colors, as shown by 

JOHNSON, STEPHENS & < CHOUTEAU SHOE MFG. Co. 


SHINKLE SHOE CO. 
Can be had also in Satin or Grosgrain. Can be had also in Moire or Satin. 
Per Doz. Pair, $6.00 


Per Doz. Pair, $12.00 


ABE MANHEIMER & COMPANY 


14th AND LOCUST STREETS, ST. LOUIS 
“WHILE OTHERS TALK QUALITY, WE GUARANTEE IT" 





Novelty Pumps for Immediate Delivery 


An opportune purchase of Women’s Novelty 
Pumps offered to the trade at 
remarkably low prices. 


K275—Women’s Chrome Patent Leather, Side Gore Pumps, 
McKay, Pretty Cut-outs at Instep, Leather Sock Lined and Quar- 
ter Lined, good quality Outersole, 12/8 Military Rubber Heel. 
Sizes 3-7, 4-7. Price | 


K280—Same in 8/8 Flat Rubber Heel. Sizes 3-7, 4—7. Price, $1.75 








K285—Women’s Patent Leather Two-Eye Tie Oxford, Blucher 
Pattern, McKay, Leather Quarter and Sock Lined, Leather Outer- 
sole, 12/8 Military Rubber Heel. Sizes 4-7, 4-8. Price... .. $1.75 


K290—Same in Tan. Sizes 4-7, 4-8. Price 
K295—Same in Patent, 8/8 Flat Rubber Heel. Sizes, 3-7, 4-7. 


K300—Same in Tan, 8/8 Rubber Heel. Sizes 3—7, 4-7. Price, $1.85 


A post card will bring “Our Mail Traveling Shoe Salesman,” which 
will acquaint you with our merchandise and service. 


M. FINKOVITCH, Inc. 


138 LINCOLN ST. “The Distinctive Wholesale Catalogue Shoe House” BOSTON, MASS. 


When writing to the above advertisers please mention Boot and Shoe Recorder 
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popularity of tan calf, but con- 
tinue to reorder in small quanti- 
ties. Patent leather is leading all 
others for day wear. 





Men’s Trade Is Slow 


Business in men’s lines appear 
to have fallen off. Perhaps this is 
due to the fine weather during 
October. Men do not buy until 
they actually need a pair of shoes, 
as a rule. When wet weather comes 
a rush is looked for. Tans and 
blacks are equally popular, with 
a growing demand _ for high-cuts 
continuing in some stores. 


Fyfe’s Health Week 


Health Week was featured at 
the R. H. Fyfe & Co. store during 
October 20 to 25. <A. O. Day, 
general manager, states this is to 
be featured as an annual event, 
inaugurated for the purpose of 
impressing the public with the 
fact that the entire shoe business 
is not devoted to style lines. “We 
have been stressing the style busi- 
ness so much that people are apt 
to forget that we carry the more 
staple lines, and corrective foot- 
wear. Health Week is intended to 
stimulate the sale of corrective 
footwear as its immediate objec- 
tive, but we feel that its advertis- 
ing effect on our business will con- 
tinue for many months. Customers 
who get the right kind of footwear 
for their comfort and well being 
will come back. Style hunters 
range over the whole territory. 
They may come back, and they 
may go elsewhere.” 

Charles Henry Brown, the in- 
ventor of the Arch Preserver 
shoe, was at the store all week 
and gave lectures on foot troubles 
and corrections, which were well 
attended, as weil as advice as to 
the needs of the customer to over- 
come foot troubles. 


Window Displays Attract 


During October there were a 
number of very attractive window 
displays installed in the down- 
town stores. 

Hallowe’en displays were nu- 
merous. The Chisholm Boot Shops 
used the natural corn in the shock 
with pumpkins and squash as 
decoratives. 
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Pumps and Straps Lead 
Fort Worth, Texas, Trade 


FORT WORTH—“Give us a few 
cool days, and just watch the peo- 
ple buy shoes,” remarked one re- 
tail shoe merchant. The warm 
days of October caused people to 
put off buying winter footwear. 
Women are wearing lightweight 
clothing, so have put off buying 
new shoes until the time when 
they shall wear coats and suits. 
One sees many satins being worn. 
Shoe merchants, however, report 
that tans are becoming more popu- 
lar at this time than satins. Pumps 
and straps are being sold. 

The weather is also influencing 
men’s buying. Since many men buy 
not so much for style as necessity, 
one shoe man was of the opinion 
that it would take a rain to con- 
vince them of the need for new 
shoes. 


Light Tan Popular 
The young men, who are more 
influenced by style trends, are buy- 


ing oxfords of the lighter tan 
shades. Sport styles predominate 
in their choices. Clever advertis- 
ing letters, to acquaint students 
with the merchandise in the vari- 
ous shoe stores, have been sent 
out by merchants. 


Beacon Men Hold Confer- 
ence 


Beacon store managers of Texas 
and Oklahoma held a conference 
in Fort Worth, October 20, with 
L. E. Langston, Southwestern Dis- 
trict Manager and H. E. Slayton, 
of Manchester, N. H., president of 
the F. M. Hoyt Company, makers 
of Beacon shoes. Among those who 
attended this conference were: 
Jack Wallace, Ft. Worth; Gillis 
Wallace, Wichita Falls; Joe Wal- 
lace, Oklahoma City; W. H. Evans, 
San Antonio; Earl Brittain, Dal- 
las; M. O. Walkner, Houston; J. 
T. High, El Paso. 





Business Fair Is Report 
Coming Out of Cleveland 


CLEVELAND—Business in this 
city is fair. That applies to all 
lines. It is so with retail shoe mer- 
chants. There are shoe merchants 
here, who are doing more business 
now than they did a year ago. But 
they probably are in the minority. 

Trade was advancing steadily 
during the latter part of Septem- 
ber and through the first week in 
October. Then came a let-up. 
Stores are doing business at a 
fairly good rate. October has 
never been a shining light for 
sales, for it comes after fall is a 
month old and before the real win- 
ter shopping season starts. 

The banks report that deposits 
are steadily increasing, while the 
shops in the city increased during 
September their number of em- 
ployes. Buying has been a little 
more conservative as the day for 
the election draws near. Mer- 
chants here, however, are very op- 
timistic about the immediate fu- 
ture. The present situation is cer- 
tain to bring about a greater vol- 
ume of buying over a _ longer 
period. 





Oxfords Favored for Street 
Wear 


At the present time the demand 
for black and tan shoes is nearly 
equal. Merchants report black 
shoes appear to be more popular 
here than they were last year, 
when tans were the great favorite. 
Oxfords maintain their usual 
place at the head of the list for 
the favorite street wear. 

Gun metal and calfskin in black 
are very good sellers, while mer- 
chants are also having a good run 
on black suede. These are popular 
for wear at the theatre and musi- 
cales and dress affairs. Black 
satin, however, is the favorite 
shoe for these affairs. With the 
formal opening of the season for 
musicales last week, shoe mer- 
chants report quite an increase in 
sales of dress shoes. 


Feltman Store to Open 
Store rooms in the Union Trust 
Building will be thrown open to 
merchants in a few weeks. One of 
(Continued on page 130) 
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Warm Weather Holds Back 
Steady Buying in Boston 


BOSTON—Continued periods of 
mild weather during the week 
ending October 25 did not provide 
the necessary impetus to bring the 
volume of sales up to expectations 
in retail shoe stores. The lull in 
buying, noticeable for the past 
three or four weeks, continued, 
but merchants are confident that 
a decided change in the weather 
will provide the desired force to 
stimulate buying. Both men’s 
and women’s trade is similarly 
affected. 

In one of the high-grade women’s 
departments, where prices range 
from $9 to $18, the manager re- 
ported he noticed a tendency on 
women to grade up on their 
choices. Some of the $5 and $6 
stores on a few afternoons, did a 
good volume in women’s novelty 
shoes, but this condition applied 
to few houses. 

Women’s styles remain the same. 
Black materials are in high favor 
and tan calf, as expected, con- 
tinues to develop a_ gradual 
strength which promises to make 
it a popular leather for many 
months to come. 

Men are buying freely of wide- 
toe patterns on the basis of the 
trade being done, but men’s store 
managers. report a spotty trend for 
some weeks past. Several of the 
leading men’s stores in their ad- 
vertising and window displays, 
stress the wide toe models as style 
leaders. 


N. S. R. A. Convention 
Headquarters 
The convention committee of the 
National Shoe Retailers’ Associa- 
tion has opened an office at Room 
412, Chamber of Commerce Build- 
ing. Here all matters in regard to 
reservations of space for the big 
meeting, January 12-15, may be 
discussed and sales of space made. 
L. F. Kunstman, field secretary, 
makes his headquarters at the 
above address until the conven- 
tion. All contracts and checks may 
be sent to the N. S. R. A. home of- 
fice, 224 South Michigan avenue, 
- Chicago, Il. 


George Jones Joins Wilbar’s 


George O. Jones, formerly of 
the Willson Shoe Shop, and a con- 
nection with Rice & Hutchins, 


Inc., covering ten years, is now 
in charge of Wilbar’s Quality 
Shoe Shop, 85 Summer street. Hy 
Bluestein, the former manager 
here, is now at the new Wilbar 
store, 455 Washington street. 

This Summer street store fea- 
tures very attractive merchandise 
at one price—$6. It has an at- 
tractive hosiery department and 
has recently been selling many 
new numbers in plaid silk effects. 


GEORGE 0. JONES 


Manager of Wilbar’s Quality 
Shop 


“ ‘Style and Goodness, is our slo- 
gan,” said Mr. Jones in a recent 
interview. 


Effective Hallowe’en Trim 


The children’s shoe department 
of the Gilchrist Co. was bewitch- 
ingly trimmed during the week 
ending October 25. And with this 
trim has been that of one of the 
large windows on Washington 
street, with its background of 
black and yellow streamers, por- 
tiere effect; its black cats, witches, 
and three little figures, dressed to 
represent characters from Mother 
Goose rhymes. A full array of chil- 
dren’s shoes, from baby up to boy- 
hood and growing girls was well 
displayed. This window “led the 
way” to the children’s shoe depart- 
ment, where “Mother Goose,” in 
the person of one of the young 
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women of the store, Miss Dyer, 
gave “at homes” for the past ten 
days at the home of her celebrated 
ancestor, “Mrs. Elizabeth Goose,” 
the original Mother Goose, whom 
her printer son-in-law made im- 
mortalized. 

The wall decorations were aug- 
mented with new scenes from the 
familiar Mother Goose melodies, 
painted by one of the young men 
in the art department of the Gil- 
christ Company, who gave to his 
work a treatment especially pleas- 
ing to the little folks. The lighting 
fixtures were adorned with long, 
fringed crepe paper shades, in 
black and orange, on which 
witches and black cats sported— 
there were fringed portieres and 
window drapes, and pumpkin 
faces, and all around the room ran 
a border of yellow, with Hal- 
lowe’en figures in black. The 
women: salespeople wore witch 
hats in black and orange. 


Boston Salesmen to Meet 


The Boston Retail Shoe Sales- 
men’s Association, Inc., will meet 
on Monday evening next, November 
8, at 6:15 P.M., at DuPonts, 40 
West street. Hon. J. J. Higgins, a 
former district attorney, will tell of 
“Incidents Connected with a Dis- 
trict Attorney’s Office.” Percy E. 
Thayer, chairman of the education- 
al committee, and Helen M. Haney 
of the Boot and Shoe Recorder edi- 
torial staff and Chairman of the 
publicity committee of the associa- 
tion will stage a demonstration on 
expert shoe fitting. 


Opens New England Insur- 
ance Department 

The National Retailers’ Mutual 
Insurance Company, the official in- 
surance carrier for the National 
Shoe Retailers’ Association, and 
the Massachusetts Shoe Retailers’ 
Association, has established a New 
England Department with offices 
at Beacon and Raleigh streets. It 
is in charge of H. E. Stone, an in- 
surance man with long experience. 

The New England Department 
is completely equipped to issue 
policies, make inspections, and 
give all the incidental insurance 
advisory and engineering service. 


Some Retail Advertisements 

Fletcher & Co., Ltd., showed a 
new oxford for fall, The “Mac- 
Duff.” It is a rugged type for out- 
door wear, in either tan or black 
grain leather, broad toe and wide 
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heel with a heavy wide edge sole. 

The ‘shoe department at The 
Shepard Stores advertised a black 
velvet opera pump at $8.50. It 
carried a small tailored bow of 
patent leather. The same pattern 
eame in black suede, dull calf and 
patent. The heel measured 10/8. 

The E. W. Burt & Co. store, at 
32 West street, advertised 11 fall 


models at prices ranging from 
$6.50 to $11.50. 

The J. L. Esart Co., selling John- 
ston & Murphy shoes, featured a 
Scotch-grain model with a reverse 
welt. 

One of the new Regal styles is 
a winter-weight oxford, made of 
grain leather, carrying a weather- 
proof storm welt. 





Haverhill Concerns Find 
Immediate Delivery Demand 


HAVERHILL—“With November 
4 close at hand and the re-election 
of President Coolidge fairly well 
established in the minds of busi- 
ness men,” said a Haverhill shoe 
man, “nevertheless, buyers of 
shoes continue to purchase only 
for immediate needs. This seems 
to be a universal condition. All 
concerns in Haverhill, so far as 
my information goes, are selling 
shoes practically for immediate de- 
liveries only. Merchants seem to 
have in their minds that either 
the prices for shoes. might be 
lower than at present or that the 
demand might be less. With these 
two factors being considered they 
continue to be cautious in pur- 
chasing. 

“Regarding prices, it seems 
quite certain that these will be no 
lower. On the contrary, I believe 
that higher prices for shoes are 
inevitable in the near future. The 
leather market is in a firm condi- 
tion, with higher prices being 
asked on some lines. Merchants, 
who are buying on price only, will 
find, I think, during the next few 
months that there will be a grad- 
ual increase in prices for shoes. 
With wages continuing at a fairly 
high rate, and with rising prices 
a prospect, it would seem to be 
part of wisdom for buyers to com- 
mit themselves further in. ad- 
vance than they have done for the 
past year or more. It certainly is 
not unreasonable to ask a buyer 
to plan at least 25 per cent of his 
buying a few weeks in advance, 
and thus give the factories an op- 
portunity to have their organiza- 
tions in a position to insure de- 
liveries at the desired period. The 
difficulty we have now is that mer- 
chants. wait until the last mo- 
ment for all their goods and then 
want them delivered within a 
week or two. 

“This is putting a heavy burden 


on the manufacturer, one which is 
not only unjust .o him, but un- 
favorable to the merchant. The 
sooner buyers appreciate the im- 
portance of changing their policy 
from ‘hand to mouth’ buying to 
forward ordering at least for a 
moderate percentage of a season’s 
business, the more satisfaction 
they will obtain from the factories 
where they buy their goods. There 
is no doubt in my mind that busi- 
ness will expand materially dur- 
ing the next few months, and that 
in the early part of 1925 we will 
have a period of marked pros- 
perity. This, with the increased de- 
mand for goods, will naturally 
raise prices. The forward looking 
merchant will benefit by anticipat- 
ing these conditions.” 
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Popularity of Pumps 

The pump pattern in women’s 
footwear is continuing to grow 
in favor. In the sales of Haverhill- 
made shoes this pattern is a prom- 
inent figure. In connection with 
this pump popularity, it is inter- 
esting to note a new and practical 
device made by a Haverhill con- 
cern. Dalrymple-Dudley Company, 
manufacturers of slipper orna- 
ments, have placed on the market 
a strap under the name of “Pump 
Hold,” from the fact that it holds 
the pump snug to the foot. A 
beaded front and flexible back 
makes one size serve for all feet. 
This is an exclusive and original 
idea with the Dalrymple-Dudley 
Company, and one which has at- 
tractive possibilities for the retail 
shoe merchants, with special ref- 
erence to holiday trade. 


Bradley on Shoe Color 
Board 


Everett Bradley of the Bradley 
Shoe Co., Haverhill, was recently 
appointed as representative for 
this city on the committee of the 
National Boot and Shoe Manufac- 
turers’ Association which is plan- 
ning a color forecast for 1925. 
This committee is working with 
the leather and hosiery industries 
as a means of harmonizing color 
schemes in apparel and shoes. 





Patent, Tan Calf and 
Black Suede Leaders 


PHILADELPHIA — There has 
been very little change in the shoe 
factory situation here during the 
week ending October 25. Demand 
is disturbed over operas, straps, 
and gores with patent, tan calf, 
and black suede the leading mate- 
rials. Production keeps up with 
the average factory running to 
about 85 per cent of its capacity. 
Factories have not advanced their 
prices although there have been 
increases in the upper and sole 
leather markets. Most of the fac- 
tories have so far been able to get 
their stock at the old prices, but 
predict advances when they have 
to go into the open market and 
buy. One factory reports good 
business on ladies’ boudoir slip- 
pers and on men’s Romeos for the 
holiday trade. 


Demand Is Light 


Bradstreet’s review of local busi- 
ness conditions says that whole- 
salers and jobbers of shoes report 
that demands are light and mostly 
for women’s novelty footwear of 
the cheaper grades. Prices are 
holding firm. Collections are poor. 
Dun’s report states that there has 
been improvement in the call for 
leather, the most noticeable in- 
crease being in the demand for 
black kid. 


Shoe Manufacturer Dies 

William Morris, president of the 
Reed Cushion Shoe Co., died a 
few days ago in this city. He was 
born here in 1854 and for some 
time was president of a wholesale 
jewelry firm. About fifteen years 
ago he assumed presidency of the 
Reed Cushion Shoe Co., which he 
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held until his death. He was also 
widely known as a banker and a 
philanthropist. 


Retail Merchants Meet 


Approximately 125 members of 
the Philadelphia Shoe Retailers’ 
Association attended the October 
meeting held in the I. Miller store 
on Chestnut street on Wednesday 
evening, October 22. George Mc- 
Laughlin, the president, presided. 
He introduced Lee Reineberg, the 
president of the state organiza- 
tion, who talked on the advertis- 
ing campaign being conducted in 
various towns and cities to edu- 
cate the people on the question of 
shoes for occasions. He also out- 
lined the plans for the coming 
convention in Atlantic City. 

The next speaker was M. G. 
Harper, of the Walk-Over stores, 
who spoke on the necessity of co- 
operation between retail mer- 
chants and manufacturers. He 
stressed the fact that retail mer- 
chants, by buying from a few 
manufacturers instead of many, 
can keep the mills going and se- 
cure better service 

George Geuting spoke on men’s 
shoes with especial reference to 
selling the lighter weights in sum- 
mer instead of showing heavy 
winter shoes. It was the decision 
of the majority of those present to 
feature lighter weight shoes for 
men next spring. 

C. C. Bane, of the I. Miller store, 
and the host of the evening, talked 
on women’s styles. He pointed out 
the fact that it often pays to spe- 
cialize, that is, one store make a 
feature of velvets, another of Rus- 
sia calf, and so on. By so doing, 
all of them could do a profitable 
business. 

Horace Gentel, the popular sec- 
retary of the association, reported 
that six new members had been 
added to the list since the last 
meeting. Other features of the eve- 
ning were talks by Jules Winkle- 
man and William Geuting, and the 
appearance and talk of “Miss 
America,” the winner of the At- 
lantic City pageant. 


Making Black Kid Exclu- 
sively 

One of the largest manufactur- 
ers of glazed kid here reports that 
he is making black exclusively. He 
finds no call for colors and is not 
even making the lighter colors for 
trimming and lining purposes. He 
finds that medium grades are sell- 
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ing better than skins of either the 
top or lower selections. While 
there is no call for high shoes ex- 
cept the few staples which are al- 
ways in demand, skins are selling 
fairly well in the larger sizes for 
oxfords. Prices show no changes 
as manufacturers are unable to 
get more money for their product 
and unable to sell it any cheaper 
because of the firmness in the raw 
stock market. 


Oxfords Lead in Demand 

The Weber Shoe Company re- 
ports that it is selling very few 
high shoes but that business in 
oxfords is quite active. Tan calf 
and patent leather are the fea- 
tures of the market. Very little 
black is moving. There is very lit- 
tle call for shoes without boxes. 
Perforations and stitching are dy- 
ing out. 


Velvets and Suedes Good 


The Bett Shoe Company reports 
that while the retail trade is still 
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buying sparingly there is very 
good business in velvets and 
suedes. Demand is almost exclu- 
sively for black There is very 
little call for patent leather. Tan 
calf is quiet now but promises to 
become more active later on. Gore 
and strap effects both sell well. 
While the tendency is towards 
plainer patterns, there is still 
brisk demand for fancy shoes in 
the medium grades. 


Fewer High Shoes Than 
Last Year 


The Hanover shoe stores report 
that, while some high shoes are 
being sold, they are not as active 
as last year. The younger men are 
asking for light shades of brown 
with stitching and perforations 
while the older generation is ask- 
ing for the darker shades in 
plainer effects. There is still quite 
a bit of demand for toes without 
boxes, though crepe soles are pass- 
ing through a seasonal lull. 





Baltimore Shoemen Expect 
November to be Big Month 


BALTIMORE—Optimism on the 
business situation stil continues. 


Wholesale houses report good ac= 


tivity. Several of the larger houses 
have been compelled to fall back 
on night work in order to catch 
up with the present demand. 

According to a report of the 
Baltimore Association of Com- 
merce “The retail merchants from 
all over Baltimore’s territory re- 
port better conditions.” It is be- 
lieved by the outlying retail shoe 
merchants that a considerable 
dent will be made in a number of 
their stocks during November, 
which will send them back into 
the market for replacement. 


Wyman’s Buy Out Urner 


Wyman’s Shoe Store has taken 
over the Urner Shoe Store, 111 
E. Baltimore street. The former 
bought the Urner stock which is 
now being sold at reduced prices. 
The Urner store will be known as 
the Wyman’s Men’s Shop. 


Some New Models for Men 


Louis Robinson, buyer and man- 
ager of men’s shoes at L. Slesinger 


& Son, reports several new lines 
of Nettleton shoes have been in- 
troduced in his department. Among 
them is a black, also tan Picca- 
dilly calf blucher oxford on the 
new broad toe Dundee last, 
straight tip with heavy single sole. 


Material Reports Differ 


Shoe store reports differ as to 
which materials in shoes are the 
most popular. Some maintain that 
patent is in greatest demand. 
Others would have it known that 
black suede leads in sales. Tan 
calf is gaining popularity. Velvets 
are selling. One shop reports that 
requests for brown suedes have 
been numerous. 


Hess’ Windows Attractive 


While repairs were going on at 
the N. Hess’ Sons store attention 
was attracted to the store win- 


dows. A wooden partition was 
erected while the repairs were 
being made, but two large show 
windows were built into the 
temporary front. An entrance was 
also made and there was no in- 
terruption in business. 
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Merry-Go-Round for Chil- 
dren 

The shoe department at Hochs- 
child, Kohn & Co. installed a 
Merry-Go-Round. It is stationary 
and children are seated there 
while being fitted. The child who 
is attracted by the novelty of this 
feature has his attention taken 
away from the fitting. The seats 
are arranged so that the parent 
can sit next to the chiid. 


Honigsberg at Gold’s 


Samuel Honigsberg, formerly 
with Hochschild, Kohn & Co., is 
now buyer and manager of the 
new shoe department opened at 
Louis Gold Co., 28 W. Lexington 
street, by the Globe Boot Shops, 
Inc., 181 Duane street, New York 
city. The department is located 
on the first floor front and sells 
women’s shoes, ranging in prices 
from $5 to $9. 





Men’s Broad Toe Patterns 
Leader in Brockton Plants 


BROCKTON—The predominat- 
ing last in men’s oxfords shown 
by Brockton shoe manufacturers 
is the broad, round toe, carrying 
a wide edge; this emphasizing the 
solid substantial quality of made- 
in-Brockton footwear. Manufac- 
turers say that the call for shoes 
on this last is universal and that 
merchants in all parts of the 
United States are thoroughly 
“sold” on its good-fitting qualities 
as well as its style. Variations of 
this last show a lower toe effect. 
This type of last also carries quite 
a spring, as in contrast to the flat 
tread which has been featured for 
several seasons in the men’s type 
of heavy oxfords for fall and win- 
ter wear. Manufacturers say that 
men’s oxfords are now practically 
an all-the-year-round product. For 
that reason more attention is given 
to designing this type of footwear 
than at any previous time. 


Young Concern Increases 
Business 


One of the _ rapidly-growing 
young houses in the city is Craig, 
Reed & Emerson, Inc., which has 
been in business for about four 
years. During that time the con- 
cern has made a steady growth. 
Two floors of the Ideal Factory 
Building are occupied where 
“Snappy Shoes for Young Men,” 
as they are termed, are produced 
at practically full capacity of the 
plant. 


Laceless Oxfords in Stock 


Novelties, as well as staples, are 
now considered as important fea- 
tures of Brockton factory in-stock 
departments, thus indicating de- 
velopment of advanced ideas in 
line with requirements of the re- 


tail shoe merchants. Along this 
line it is of interest to note that 
Churchill & Alden Co., manufac- 
turers of the Ralston smart styles 
for young men, have added to 
their stock department the “Beau- 
nash” laceless oxford, which was 
recently featured by this house in 
its exhibit at the Brockton Fair. 
This dance oxford is made up in 
patent colt with insert of elastic 
webbing, and flexible sole and 
leather heel. This shoe is fea- 
tured in the Churchill & Alden 
Company’s national and business 
paper advertising as one of the 
season’s outstanding styles. 


Credit Man for 24 Years 


George J. Smith has been asso- 
ciated with M. A. Packard Co., 
makers of the Packard shoe, as 
credit man for the past 24 years. 
On October 24 Mr. Smith reached 
the age of 77 years. In recognition 
of this event his office associates 
presented him with flowers, cigars, 
and other tokens. He also re- 
ceived many cards of congratula- 
tion from business and social 
friends. Mr. Smith has been asso- 
ciated with credit work in Brock- 
ton factories practically his entire 
life, enjoys robust health and is 
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The “ZR-3” in Shoes 


Taking advantage of the 
interest the public has mani- 
fested in the United States 
dirigible ZR-3, the Brockton 
Shoe Manufacturing Co., Inc., 
has brought out a style in 
their line of men’s welts 
which they have entitled 
“ZR-3.” This shoe is made on 
the newest brogue last of a 
popular pattern, and is rep- 
resentative of up-to-date 
young man’s footwear. It is 
interesting to note that in 
September the Brockton 
Manufacturing Co., _ Inc., 
shipped to customers, shoes 
to the value of nearly $500,- 
000, which was about $200,- 
000 more than for the same 
month of 1923. 











recognized as one of the most ca- 
pable credit men in the Brockton 


trade. 
————7~ § 


Features Local Products 


The saying that “A prophet is 
not without honor save in his own 
country” is refuted by Baker’s, 
the leading retail shoe store in 
this city, which featured in a re- 
cent advertisement in the local 
papers, Co-operative Shoes for 
men and the Barbour Stormwelt, 
both of which are made in Brock- 
ton. 


Hendrick Is Speaker 


George B. Hendrick, sales man- 
ager for W. L. Douglas Shoe Co., 
was the principal speaker at a re- 
cent meeting of the New England 
Daily Newspaper Publishers’ As- 
sociation held at the Copley Plaza 
Boston. Mr. Hendrick’s topic was 
“Problems of National Advertis- 
ing.” The meeting was the largest 
in the history of the organization. 





Weather Blamed as Cause 
for Reluctancy in Buying 


ROCHESTER—A general slug- 
gishness was reported by the 
Rochester shoe merchants during 
the week ending Oct. 25. The mer- 
chants are doing a good deal to 
stimulate business, but the public 
seems to have lost the desire to 
buy which characterized the local 


shoe business during September. 
Various reasons are given as the 
cause of the present let-down; 
such as the election, the unseason- 
ably warm weather, etc. 

The style situation has changed 
very little. Satin is still in big de- 
mand, due to the warm weather. 
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Answers the comfort appeal 1 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

‘porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


t 
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Nhe Shoe with the Gawkord 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Tan calf patterns in strip pump 
patterns are good sellers in most 
of the downtown stores. Patent 
leather is a big seller, but several 
merchants note a slight let-up in 
the demand for patent, which they 
attribute to the unseasonably 
warm weather. 


Plan Larger Department 


B. Forman & Co., specialists in 
women’s wear, recently opened a 
shoe department, featuring high- 
grade novelty footwear, and are 
enjoying a good volume of busi- 
ness. Frank Guinivan, manager of 
the shoe department, is already 
making plans for an enlarged de- 
partment to properly take care of 
the business. 


Sells at One Price 


The La Salle Boot Shop an- 
nounces a new price policy and will 
hereafter feature men’s and wom- 
en’s shoes at the one price of $6. 
This store formerly featured shoes 
at $7.50, but Fred Myers, the pro- 
prietor, feels that a much greater 
volume can be obtained in his par- 
ticular location at the lower price 
and will hereafter feature $6 shoes 
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Permanent Model 


The success of the recent 
shoe style show at the Mc- 
Curdy store convinced Jim 
Olmstead, manager of the 
shoe department, that a per- 
manent shoe model would be 
of great service in selling 
footwear, and he has added 
Miss Katherine M. Skuse, 
Rochester’s most. beautiful 
girl, who represented this 
city at the recent Atlantic 
City Beauty Pageant, as a 
permanent member of the 
store’s sales staff. 

Miss Skuse will not act as 
a saleswoman, but will be 
used to model footwear and 
assist the sales staff in mak- 
ing sales to women who are 
unable to make up their 
minds as to the shoes they 
like the best. 











exclusively. To attract new cus- 
tomers, Mr. Myers gave a pair of 
$1.50 silk hosiery to every pur- 
chaser of women’s shoes during 
two days. 





Pittsburgh Merchants Oppose 
Selling Direct to Consumers 


PITTSBURGH—At a meeting of 
the Pittsburgh Shoe Retailers’ As- 
sociation held on Thursday, Octo- 
ber 16, 1924, the matter of manu- 
facturers and jobbers selling mer- 
chandise to factories and mills 
throughout the Pittsburgh district 
was again discussed, and a resolu- 
tion was adopted voicing the senti- 
ment of every one of the seventy- 
five members present as being op- 
posed to this method of distribu- 
tion. One of the Pittsburgh manu- 
facturers and jobbers, who had 
been accused of this practice was 
The A. S. Kreider Co., and the fol- 
lowing letter from the Kreider Co. 
was read at this meeting: 

“Dame Rumor’ has called our 
attention to the fact of certain 
members of the Pittsburgh Shoe 
Retailers’ Association taking ex- 
ceptions to any manufacturer or 
jobber selling the Cooperative 
Buying Committee of Employees 
of the Westinghouse Company, of 
East Pittsburgh, Pa., and while or- 
dinarily we would not take any 
recognition of such rumors, in this 





particular instance, we believe it 
is no more than fair to the Pitts- 
burgh Shoe Retailers Association 
as well as ourselves to state our 
position concerning this. 

“As a matter of fact we have not 
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solicited any business from this 
concern for the past three years at 
least and do not recall having seen 
their representative in our house 
for a year or more and the amount 
of business they have been giving 
us by phone or mail during that 
time has been so small as to make 
the account practically a dead one 
so far as we are concerned and in 
view of the fact that members of 
the Pittsburgh Shoe Retailers As- 
sociation feel that this concern is 
unfair competition for them, we 
have discontinued the sale of our 
merchandise to this account and 
would kindly ask that you inform 
your members to this effect. 
“Assuring you that it is always 
a pleasure for us to co-operate 
with the Retail Shoe Dealers’ Asso- 
ciation in every way we possibly 
can and with best wishes for the 
success of your association, we 
remain, 
Yours very truly, 
The A. S. Kreider Co., 
Per H. C. Harnish. 


Intent on Stopping Practice 

Secretary Morris Browdy re- 
ports: “The Pittsburgh Shoe Re- 
tailers’ Association feels very 
grateful to The A. S. Kreider Com- 
pany for its stand in this matter 
and it is to be hoped that other 
manufacturers throughout’ the 
country, who follow this practice, 
will soon realize that such methods 
are not only detrimental to the in- 
terests of the shoe retailer, but 
also finally to the manufacturers 
themselves. 

“The Pittsburgh Shoe Retailers’ 
Association has pledged its moral 
support to have this practice 
stopped.” 





Lynn Factories Making 
Great Many Calf Styles 


LYNN, MASS.—Manufacturers 
are making up shoes to fill in 
stocks for the year-end business, 
and are planning for 1925. There 
is much optimism concerning next 
year. Russia calf shoes, the 
leading development of October, 
continue in brisk demand in No- 
vember. Last week some New York 
buyers were offering premiums 
for good styles in tan calf foot- 
wear. 

Combinations, in new develop- 
ment, reveal patent vamps with 
colored kid quarters; Russia calf 
vamps with brown suede quar- 


ters; suede shoes, of black or 
brown, with trimmings of kid; 
Russia calf with alligator trim- 
mings, and so on through a long 
list of combinations. One sample 
swatch of kid shows 26 colors, 
most of them open to use in com- 
binations. In growing girls’ lines, 
boots with novelty tops, are sell- 
ing. The same is true of misses’ 
and children’s shoes. 

Patent, velvet, suede and satin 
all continue in use. A new sample 
line of very high grade makes an 
unusually strong showing of pa- 
tent leather shoes. 
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Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 
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BOSTONFANS 


Commonweattu Swot & Leatuern Co. 


WHITMAN, MASS. 











Cr Shoe 


FOR MEN Brockton, Maes. 








Howard. f SHOES 


BROCKTON, MASS. 


Address all communications to the factory. 











Short Vamps Are Very Good 


In lasts, French types are 
strong; that is, shoes with short 
vamps and round heels, medium 
high for street wear, and from 
16/8 to 18/8 for dress wear. Last 
shops were slowed down in early 
November. 

Pattern makers continue to dis- 
play wide range of models. They 
run from plain pumps to boots. 
New favor is shown to straps. 
More strap patterns than ever are 
there. Plain pumps have not 
pushed straps out of style by any 
means. One straps are much fa- 
vored. A new shoe has a strap 
which is as wide as the vamp is 
long. It is quite Frenchy. It is for 
afternoon dress wear. 


Anklette Styles Shown 


Designers are showing draw- 
ing of bootees. Some call these 
anklettes, and one firm uses the 
name “ankle garter shoe.” The 
main idea of them is to adorn the 
ankle on the line of and above 
the knobs of the ankle bone. A 
score and more of variation on the 
pattern are shown. 

Oxfords continue in good repute, 
and the same is true of ties. A 
number of oxfords are made with 
storm welting. 

The variety of styles in Lynn 
shops is more abundant in early 
October than in June, despite the 
fact that the winter is usually con- 
sidered adverse to novelty styles, 
while fancy shoes are in high 
favor in the good old summer time. 
For this, there are several rea- 
sons. Lynn is increasing its sales 
of shoes to the south and to Cali- 
fornia, where it is warm and 
sunny through the winter. 


The Price Question 


The price question is up again 
for prices of leather and materials 
have lately advanced in a strong- 
er measure than at any time dur- 
ing the past three years. How- 
ever, the price question is dne to 
be threshed out in the coming Bos- 
ton market. Sufficient be it to say 
this time that Lynn styles are not 
only in greater variety, but are 
more beautiful specimens of foot- 
wear than have hitherto been of- 
fered to the shoe-buying public. 


Jewel Shoes at Little’s 


After a person looks at the jewel 
shoes, for ballroom wear, in the 
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Richards & Brennan Co. gn Randeiph, Mass. 











SNAPPY SHOES 
FOR YOUNG MEIN 
Up to the minute Styles. Selling 
values unsurpassed. Priced to please. 
Investigate. 
CRAIG-REED & ~~ eaten Inc. 
Brock 
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AUCTION TRADE SALES 
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SHOES AND RUBBERS 
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TURN FOOTWEAR 
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factory of A. E. Little & Co. he 
has to ask himself if he has been 
really looking at shoes, or has 
been dreaming about them. 

Satin shoes are corded with gold 
and have sock linings of cloth of 
gold. Silver shoes have sock li- 
nings of cloth of silver. 

Shoes of the purest white 
amongst leathers are adorned with 
gold kid, in nail head, or basket 
weave patterns. Their ornaments 
are of gold. 

Checkerboard patterns of black 
and white are on vamps, while 
quarters are of patent or white 
leathers. Delicate laces are set 
into satin shoes like cobwebs. 

Heels sparkle with jewels, not 
in the shining array of brilliants, 
but with tiny stones, blue sap- 
phires, amythests, garnets and 
rubies, too, tiny jewels, sparkling 
in the heels like fire flies in the 
dusk of a summer night. 


School Starts 


Lynn’s shoe school is well under 
way in its new quarters. It has 
accommodations for 100 students, 
and 48 are now enrolled. The 
school has arranged to admit non- 
resident pupils. Lynn students 
have their tuition free, for the 
school is maintained by the City 
of Lynn and the State of Massa- 
chusetts. R. H. Mitchell, of the 
Mitchell, Welch Shoe Co. is chair- 
man of the Board of Trustees. 


50 Cents a Week 


“Fifty cents a week is_ the 
amount the average girl pays for 
wearing my shoes,” says a Lynn 
manufacturer. “She buys four 
pair a year, or a pair a season. 
She pays $6 a pair for them, or 
$24 a year. That figures out 50 
cents a week, roughly speaking. 
Considering that the shoes are 
pretty and attractive, as well as 
useful, I call this no great ex- 
travagance.” 


Edward Cruise In Charge 
of Merchandising 


Cruise-Sullivan Company _re- 
ports that Edward Cruise, son of 
Richard J. Cruise, president of the 
firm, is now in charge of mer- 
chandising succeeding Nat Weiss, 
who is no longer with the com- 
pany. The concern is making a 
line of novelty McKays and is 
prompt with deliveries. 
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SHOES & STOCIUNGS 

FOR INFANTS .CHILDREN 
AND YOUNG LADIES 
DR. DRA POSNER SHOES. NC 












“ELAM” . 
Flexible Turn Shoes 


For the Jobbing Trade Exctustvely 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Bosten Office 16 Columbia Strest 


INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs — these pages may read 
— an 
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Goring *::: 


Russell ManufacturingCo. 
Middletown, Conn. 





The One 
Waterproet 
Leather That 
Takes and Re- 
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CREEBSE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Boston, Mass. 
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Dry Foot Welting 
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Cleveland 


(Continued from page 121) 
them, on the Superior avenue side, 
is to be occupied by the Sam Fel- 
stein organization. It is the first 
store of that organization to be 
located in this city. Felstein has 
his headquarters in New York 
city. 

The Cleveland store will be lo- 
cated on the ground floor of what 
is said to be the second largest 
bank building in the world, it be- 
ing excelled in dimensions only by 
the Equitable Trust Building in 
New York City. The building is 
situated at the Northeast inter- 
section of Euclid avenue and E. 
9th street. That is the busiest 
corner in the city of Cleveland. 

On account of the rent proposi- 
tion, merchants here have not been 
very keen to open ground-floor 
shoe stores in Euclid avenue. Since 
the war rents have been advanced 
there to such an extent that many 
feel that it is too great a load for 
a merchant handling a single line 
of merchandise to carry. 


Neubaurer Store Closes 


The Huron Square store of the 
Neubaurer stores has been closed. 
The stock was closed out entirely 
in a three-day sale. The Huron 
Square store was located only a 
short distance from the main Neu- 
baurer store on Ontario avenue 
and it was felt that the one store 
was able to cater sufficiently to 
the needs of that community. The 
main store, by the way, has been 
remodeled and redecorated. The 
space devoted to sales has been 
greatly increased, and the store is 
now one of the finest appearing in 
the city. 





Use Air Mail in Speedy 
Deliveries 


Providence, R. I., Oct. 28—The 
Reynolds Company, manufactur- 
ers, shoe ornaments, buckles, shoe 
specialties, etc., recently resorted 
to the Air Mail Service as a meas- 
ure to fill urgent small parcel or- 
ders from California. 





30th Anniversary 


Orlando, Fla., Oct. 27—The Yow- 
ell Drew Co., a large department 
store with a fine shoe department, 
recently observed its 30th anniver- 
sary. James E. Windham is mana- 
ger of the shoe department. 
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Do You Know? 


That you ean buy or sell it through 
the “Where to Buy”’ columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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Woburn Products Exhi- 
bition 

Woburn, Mass.—Thayer, Foss; 
Beggs & Cobb, and the Kean 
Leather Co., displayed leather at 
the Woburn Products exhibition 
recently. The United Shoe Ma- 
chinery Co. has its “wooden shoe- 
makers” or mannikins, which il- 
lustrate the methods of making 
Goodyear welt shoes. Shoes in this 
display were from the factory of 
the Watson Shoe Co., Lynn. Shoes 
made by Kimball & Sherman, of 
Haverhill, were used by several 
Woburn firms to illustrate the way 
their leather looks when it is made 
into shoes. 


The hues of the leather, includ- 
ing patent leather, were the 
brightest and the most varied that 
has been arranged in Woburn. Be- 
sides blacks, there were reds, 
blues, greens, browns, nudes and 
even pinks. The colors were 
astonishing. 





New Shoe Stores 


Julius Gallober, 346 So. Broad- 
way; Fred Janul, 711 No. Nor- 
mandie street; F. G. Johnston, 511 
W. Washington street; Chester 


*McTague, 77th street and Ver- 


mont avenue; J. D. Parker, 4809 
Second avenue; all in Los An- 
geles, Cal. 

S J. Diaz, San Marcos, Cal. 

William B Johnson, Hancock, 
Md. 

Leon Mallon, shoes, etc.; Paint- 
er & Tranz, shoes, etc., both at 
Harrisonville, Mo. 

L. A. Windsor, 3824 30th street, 
San Diego, Cal. 

Florsheim Shoe 
Chestnut _ street, 
Penn. 

G. E. Hillyer Shoe Co., Farwell 
avenue and North avenue, Mil- 
waukee, Wis. 


Store, 1723 
Philadelphia, 





RA SASRE ABS CABS, 


WHERE TO BUY 4 





For All the Family 


“Cushions of Comfort 


For Tired Feet” 
— 


STYLE, FIT 
POWELL & CAMPBELL, 122-124 Duane St., NewYork 











and QUALITY 
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MANHATTAN FINDING CO. 
107 Duane St., New York City 


“KOM-FUT™ AR 
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CLASSIFIED AND OPPORTUNITIES 1 oa ea {sigenaelle 


Recorder rates for space less than one-eighth page per 





13 times 26 times 52 times 
$3.50 $3.00 $2.50 
. 7.00 6.00 5.00 
12.00 10.50 9.00 7.50 
16.00 14.00 12.00 10.00 to ads must be sent under letter 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


7 times 
$4.00 
8.00 














SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED for the following ter- 
7 ritory: Indiana, Illinois, Arkansas, Louisi- 
ana, Wisconsin, and all territory west of 
Nebraska and Kansas to sell our line of grow- 
ing girls’, misses’, children’s and infants’ 
shoes in McKay sewed, tackless McKay, Good- 
year turns, Stitchdowns and Puritan welts on 
Commission. Should be sold with other non- 
conflicting lines. Only men with experience 
and established trade will be considered. A 
dress, with reference, H. S. Albright & Co., 
Inc., Orwigsburg, Pa. 


GALESMEN : To handle as side line youths’ WELL-KNOWN LYNN manufacturer has 
and children’s stitchdowns. High-grade openings for several experienced salesmen. 
chocolate elk uppers, unlined; composition Line consists of 12 styles comfort shoes 
soles. Commission 7%. Only two small sam- (turns), all carried In-Stock; 6% commission 
ples to carry. Manufacturers with shoes in paid weekly. State territory desired, refer- 
stock. Rubberhide Company, Randolph, Mass. ences, etc., in first letter. Enclose photo if 


convenient. Address B-118, care Boot and Shoe 
SEVERAL desirable territories open for Recorder, 207 South Street, Boston, Mass. 
high-grade, experienced salesmen to sell Lion 
Brand shoes for work and outdoor, and line of WANTED —Shoe salesman for di 
popular-priced dress shoes. Give complete in- priced line of men’s shoes for Cleveland S ALESMAN for job rubbers and tennis for 
formation as to experience and territory de- and Ohio territory. Apply B-110, care Boot Philadelphia and vicinity. Must be experi- 
sired, also references. Harsh and Chapline and Shoe Recorder, 207 South Street, Boston, enced in rubber business, Address B-100, care 
Shoe Co., Milwaukee, Wisconsin. Mase. Boot and Shoe Recorder, 207 South Street, 








Illinois—Arkansas—lIowa 


We want experienced salesmen to cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 
Write for particulars, giving references. 

NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 











XPERIENCED side line men wanted to 

earry our ABC line in infants’, children’s, 
Misses’ and growing girls’ turns in Texas, 
Oklahoma, Louisiana, Arkansas, Tennessee, 
Kentucky, Virginia and West Virginia. Many 
numbers in stock. Give references, age and 
what other line you expect to carry in first 
letter. aertee line ready November 1. A. E. 
Brown Shoe Company, Orwigsburg, Pa. 




















SALESMAN : To carry a Brooklyn line of 
ladies’ turns for the western coast on a 
strictly commission basis; factory A 4 500 
pairs daily. Address B-108, care and 
Shoe Recorder, 207 South Street, Boston, Mass. 


HELP WANTED—Salesman with a large re 
tail following, to sell 

line of children’s stitchdown shoes 

foot sandals for New England, New York and 





Pennsylvania. State references, salary and ex- 
perience. Address B-109, care Boot and Shoe 
Recorder, 207 South Street, Boston, b> 


SALESMAN WANTED for Georgia and 
Florida to carry manufacturer’s line of in- 
fants’ to misses’ jum and fine turns; best 
numbers carried in stock. References required 
— first letter. Rohrer & Co., Orwigsburg, 
a. 


THE fastest growing Stitchdown manufac- 
turers of Children’s Shoes in America de- 
sires the services of producing salesmen with 
a strong following to carry medium gra 
of staples and novelties in: Arkansas; New 
Mexico and Arizona; Northern Illinois, in- 
cluding Chicago ; nsas; Nebraska; Towa ; 
California. No objection to side-line men pro- 
vided results can be obtained. The Pride Shoe 
Company, 1627 Locust Street, St. Louis, 
Missouri. 











GALESMAN WANTED for southern whole- 
sale trade. Eastern manufacturer of wom- 
en’s novelty shoes has an opening for an ex- 
perienced and reliable salesman who covers 


the southern jobbing trade. Must have good,. 


clean record and be a real producer. For fur- 
ther information address Box B-111, care Boot 


Boston, Mass. 





WANTED—To represent manu- 

i of Men’s Shoes with In-Stock De- 
age Write, giving full details and terri- 
Address , care Boot and Shoe Re- 

> 207 South Street, Boston, 





and Shoe Recorder, 207 South Street, B 
Mass. 


ROOKLYN—Manufacturer of high-grade, 

novelty McKay women’s shoes, am 
priced line, desires connection with live-wire 
salesman of proven ability to cover southern 
and western states. For the right caliber man, 
there is a good opportunity. Give full informa- 
tion in first letter. J. M. Postman, 57 Hope 
St., Brooklyn, N. Y. 





WANTED— Experienced salesman to show, as 
a side line or otherwise, some thirty sam- 
ples of popular-priced women’s arch support 
shoes to retail at $5.00 and $6.00, also novelty 
shoes. Quick selling. All shoes in stock. Seven 
per. cent commission . weekly. References 

. Westcott itmore Co., Syracuse, 





EXPERIENCED SALESMEN to as 
side line or otherwise, factory line of 
ladies’ one-straps, boudoirs and comfort ox- 
fords and men’s turn operas, Everetts and 
Romeos to case lot buyers only. Salesmen that 
travel their territories closely preferred. Com- 
mission basis only. The following territory is 
open: Mississippi, Louisiana, Arkansas, Okla- 
homa, Texas, New Mexico, Arizona, Califor- 
nia, Oregon, Washington, Montana, Colorado, 
North Dakota, South Dakota, Kansas, Mis- 
souri, Iowa, Hliinois, Wi Mi ta, In- 
diana and New York. Give references in ‘first 
letter. National Shoe Mfg. Co., 22nd and Le- 
high Ave., Philadelphia, Pa. 








GALESMEN to carry side line of i 

Commission basis. Address K-715, care 

vest and Shoe Recorder, 127 Duane St., New 
ork. 





Practical salesman wanted by large rub- 
ber facturer to handle complete shoe 
cement line. Excellent opportunity for ag- 
gressive man. Give experience and refer- 
ences. Address B-112, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 











SALESMEN 


If you have customers to could 
= a LF of fine, tall-feshioned, "i chif- 

nm clocks, w not 
ca the DAKIN line? Send for a set of 
samples and color card and ive refer- 
_ The Dakin Knitting Mills, Milton, 








GS ALESMEN—For side line, a low-priced 

shoe sold for factory filler. Prices 
right. Commission 7%. One sample only; 
easily sold. Rubberhide Co., Randolph, Mass. 





We are lining up our sales force 
for the coming season, starting 
January 2nd. Will have a few 
choice territories open for the right 
men. Our line of medium-priced 
men’s dress welts can be carried in 
a couple of grips. Better selling 
styles carried on floor. Liberal 
commissions. Steady positions. 
Write or wire immediately B-113, 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





























POSITION WANTED 


EXPERIENCED and capable shoe buyer., 
manager and salesman is open for 

tion. Ma jience. 
references as 

business 

Address B-114 

189 W. Madison St., Chicago, Ill. 
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POSITION WANTED 


FOR SALE 











GHOE BUYER and manager of high-grade 
footwear experience desires to 

change. Address B-115, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








BUYE® and manager desires to make change. 
At present and for the past ten years con- 
nected with large New York chain stores. Only 
first class proposition cons for depart- 
ment or chain stores. Address K-714, care Boot 
and Shoe Recorder, 127 Duane St., New York. 








HELP WANTED 








GIMPLEX Foot X-Ray Machine, 110 volts 
alternating or direct current. Machine is 
— new, in excellent condition, shee 

pecially for orthopedic work. Cost 0.00. 
will, sacrifice for $550.000. Steaks 's Boot § Shop, 
845 Eighth Ave., New York, N. 


GHOE BUSINESS—Atlantic City, N. J.; 

100% location, Atlantic avenue. Sell for 
less than price of stock and fixtures.. Owners 
gains a building business. Address Shoes, 
49 N. Tallahassee Avenue. 


For SALE—Factory and am for 
making 500 pairs of growing girls 

and children’s McKays. Located in * conteal 
Pennsylvania. Halifax Shoe Co., Halifax, Pa. 


















WANTED— Advertising man and window 
trimmer for shoe and clothing business. 
Must know how to advertise shoes. None with 
less than five years’ experience need apply. 
John Sewell & Bro., Miami, Fla. 








Wanted in the Middle West a practical 
shoe man who understands patterns thor- 
oughly, one who can take models through 
the fitting and lasting departments, make 
corrections, order patterns and check them 
up when received. A big opportunity for 
the right man. State age and experience. 
Write B-116, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 














AGENCY WANTED 


AUSTRALIAN MANUFACTURER (H. O. 
Sydney, N.S.W.) with branches in all 
states of the commonwealth, calling on whole- 
sale and retail boot and shoe houses, is desir- 
ous of securing suitable agencies to be worked 
in conjunction. Particulars to “Ford,” Box 
241, G. P. O. Sydney, N.S.W., Australia. 





Retail shoe busi ducted profitably 
over 50 years. Located in center business 
district in live and growing community 
near Syracuse, New York. Owner retiring 
account of ill health. This is an exceptional 
opportunity. Address K-708, care Boot and 
Shoe Recorder, 127 Duane St., New York. 

















WANTED TO PURCHASE 


GHOES WANTED—A large department store 
would buy a few retail shoe stocks of me- 
dium grade and not old styles or manufactur- 
ers’ floor goods. Address 0. Box 267, 
Youngstown, Ohio. 


THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW yous. N.Y. 








SLOW 5S 
BUY {SUR SURPLUS STOCKS FOR 
ENTIRE STOC 


Bargains in shoes al Rand Se 





LINE WANTED 


MANUFACTURERS’ or wholesalers’ line 
women’s novelties wanted for Philadel- 
phia and vicinity. Address Box P-34, care 
Boot and Shoe Recorder, 524 Perry Building, 
Philadelphia, Pa. 








y OUNG MAN with established trade desires 
to represent, in Greater New York, well 
known manufacturer or jobber selling in vol- 
ume. Best references. Address K-712, care Boot 
and Shoe Recorder, 127 Duane St., New York. 


WANTED 


Factory line of shoes to sell in the follow- 
ing territory: Eastern Pennsylvania, New 
Jersey, Delaware and Eastern Shore of 
Maryland. Address Box P-36, Boot and 
Shoe Recorder, 524 Perry Building, Phila- 
delphia, Pa. 























BUSINESS OPPORTUNITY 


W ILL lease basement shoe department in a 

popular-price department store. Live 
Michigan town of fifty thousand population. 
Party who leases department must purc 
stock on hand. Address B-117, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, 
Ill. 








A TIENTION, RETAIL CLERKS—If you 
have a small amount of capital and desire 
to enter a dignified and profitable business 
without any competition write me. We make 
custom lasts and furnish a device for taking 
casts of feet. Our advertising dept. will co- 
operate with you to get you started. This is a 
straightforward, above board business proposi- 
tion made by a reliable concern. If you are 
the man, our salesmanager will arrange to see 
you. R. E. Hine, 802 M. & M. Bank, Mil- 
waukee, Wis. 








HIGHEST ace PAID 


SHOE STORES 
OR SURPLUS STOCK 
Alse Purchase Gent's Furnishings, Clothing, etc. 
YOUNG & CO. 
816-317 Church St.—New York, N. Y. 
Telephone Canal 0356 


MISCELLANEOUS 
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We quick and pay highest cash price 
for retail and w le stocks of shoes or 
other merchandise. tity no object. 
‘or 80 years our spec a 
Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, P 


610 Broadway, 
Phone Stagg 1757 








CASH PAI 


for shoe stores er surplus stecks ef shoes 
for other merchandise. Leases taken 


Kalter Cerf. Mercantile Co., Ine. 
591 Broadway, New York 
Phone Spring oe-Star bie 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. 1 no ob 
a Fr or i term leases 

en your or us. 
Correspondence confidential. wotebtisned 
1890. MAX GLAUBERG 

313 Church Street, New York 
We also purchase clothing, hats, furn 
goods, etc. Phone Canal 








Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
knowledge so that he who runs through these 
pages may read—and learn. 








Metal [Shoe Fitting Stools 


and Floor 
Mirrors 







No. 141 
Write for 


este, THE CHICAGO 
ana Prices WIRE CHAIR CO. 


621 N. La Salle! Street, Chicago, Ill. 








Milbradt Rolling 
Step Ladders 


are made in a great man 

styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less = save 


the wear and on 
your shelving, an’ help 
the a ice your 
store. Shi subj to 
approval and satisfaction 
guarant 


Write for our latest cata- 
a 
store fixtures. 5 
Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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BUSINESS REVERSES 


Fresno, Cal.—Bagley’s Bootery, shoes, re- 
ported offering to compromise at 60 per 


cent. 
Redondo Beach, Cal.—J. J. Hinds, shoes, re- 


ported assigned. 

Seaford, Del.—A. I. Diamond, shoes, reported 
petitioned or petitioner in bankruptcy. 

Chicago, Ill—Standard Shoe Co. (3229 So. 
Halstead street), shoes, reported meeting of 
creditors called. 

Ira Mark (1605 Taylor street), shoes, re- 
ported petitioned or petitioner in bank- 
ruptey. 

Lynn, Mass.—T. Frahk Lynch Shoe Co., shoe 
manufacturers, reported offering to compro- 
mise at 33 1/3 per cent. 

Minneapolis, Minn.—Chapman Bros. Shoe Co., 
wholesale shoes, reported offering to com- 
promise at 20 per cent cash. 

Atlantie City, N. J ae Auerbach (London 


Oe . reported of- 
fering to compromise at 25 per cent cash. 
Plainfield, N. J.—Boston Shoe Market, Morris 
B. Block, proprietor, shoes, peti- 

Ceneé or pe in bankru 

Brooklyn, Y.—Michael Pelli. "The Union 
Shoe BN, 217 4th avenue, shoes, reported 

meeting of pe called. 

New li, Y.—Morris Weinstein, shoes, 

i'm eeting of creditors called. 
Y.—William C. Curtis (2454% 
os reported petitioned or pe- 
titioner kruptcy. 
Leonard Gallo (2282 2nd avenue), shoes, 
reported ng of creditors called. 

Cincinnati, O.—Harry Drackenberg Dracken- 
berg’s Shoe Store, shoes, reported petitioned 
or petitioner in bankruptcy. 

Baker, Ore.—Baird Shoe Store, shoes, 
ported petitioned or petitioner 
ruptcy. 

Erie, Penn.—Bloeser, Feist & Rundstrom, Ma- 
jestic Shoe Shop, reported offering to com- 
promise at 65 } per cent cash. 

Everett, Penn H. H. McFarland 
(Shipping Point, Tatesville, Pa.), shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Johnstown, 


Penn.—Moses Suchman, shoes, 
zy petitioned or petitioner in 


roerEe- Penn.—George H. West Shoe 
Co., Ine. (26-28 No. 4th =a soueenane 
shoes, reported petitioned petitioner in 
bankruptcy. 

Memphis, Tenn.—Frank Marino, Royal Shoe 
Co., shoes and repairing, — peti- 
tioned or petitioner in bank be 

Mospert News, Va.—Morris Friedberg, shoes. 

reported petitioned or petitioner in 


Ny 

Norfolk, Va.—H. Cohen, Broadway Clothing 
Co., shoes, ete., ~ > om offering to com- 
promise at 35 per cent. 

Milwaukee. ‘Wis. —Cierzki Bros., Bernard Cier- 
zki (716 Lincoln avenue), shoes and find- 
ings, reported assigned. 

Cinderella Boot Shop, Inc. (3604 North 
avenue), shoes, — petitioned or peti- 
Tuyiburt Shoe Co., manu- 


tioner in bankrupte 
Preston, Ontario— 

facturers, reported offering to compromise 
at 25 per cent. 


BUSINESS CHANGES 


Lodi, Cal—Enterprise Shoe Co., shoes, etc., 
incorporated $75,000. 
Los Angeles, Cal.—Every habe Fae 
Shop, shoes, ete., incorporated $5: 
Stamford, Conn. —M. Simon, - hy "reported 
selling or sold ow 
Dover, Del. “Sample Shoe Shop, shoes, incor- 
porated $5,00 
Aurora, Ill. _ Cohen, shoes, died. 
Colchester, Ill.—Henry Terrill & Sons, shoes, 
ete., reported selling out to McNally Bros. 
and Dance 
Pontiac, Til. —Pontiae Shoe Mfg. Co., manu- 
lw 4 of shoes, C. R. Reynolds, presi- 
nt, d 
Co., manufac- 
000. 


Lynn, Mass.—Princeton Shoe 


shoes, 
now at 617 Elizabeth avenue, 


Elizabeth, where operates in wife’s name, 
Unio: Hl N. J.—Bluebird Bootery, shoes, 
nion . J— % 
store reported closed. 
Cleveland, O.—Ernest H. Miller (3716 Fulton 
road), » reported succeeded by Frank 
— O.—Simes Shoe Co., shoes, re- 
succeeded by Schvonhale Shoe Co. 
Philadelphia, Penn. ie. Reed Cushion Shoe 
Sa Inc., Kg So. 18th street), shoes, Will- 


iam Morr i, poomaeat, died. 
Philadelphia, n.—Sternfield, Weil & Co., 


el ga 18th street), hides, etc., David 


Gutend, Texas—R. L. & Co., shoes, 
— by Altman & Sons. 
Northifeld Youn, & 


I 
Aberdeen, Wash.—Hodge & Preble, shoes, etc., 
reported selling or sold out. 





Shoe Factory for Humboldt, 
Tenn. 

Humboldt, Tenn.—The Coble 
Shoe Company is now erecting a 
brand new shoe factory building 
which will be modern in every re- 
spect. It will be a one-story brick 
structure, well ventilated with sky- 
lights the full length of the build- 
ing, and the side walls will be prac- 
tically all glass, with floor space 
sufficient to produce 2,000 pairs of 
shoes daily. Men’s popular priced 
dress welts will be made in this fac- 
tory. Building is expected to be 
completed and ready for operation 
by November 15th. 


Fond du Lac Style Show 

Fond du Lac, Wis.—Shoe mer- 
chants co-operated with other mer- 
chants of this city in holding a very 
successful Fall Festival, an annual 
event in this city. Crowds of peo- 
ple walked up and down Main 
street on the opening night looking 
at new styles in special window dis- 
plays and seeking for numbers on 
gifts also displayed in the windows. 
Corresponding numbers were dis- 
tributed to families in the city and 
surrounding territory, and the gift 
was presented to the person who 
succeeded in matching the numbers. 








WANTED TO PURCHASE 


CASH PAID 


- Bt a A HY 
shoes or other 
Prempt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 » New ¥ N. Y. 
"Phone Spring 1403” 
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PUBLISHED WEEKLY IN INTEREST 
OF THE RETAIL SHOE MERCHANT 
by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
Aarne oo 5 yey ~ 
Wants, For Sales, etc., see Want Page. 
Every is taken BOOT 
SHOE’ RECORDER’ to west or = 


statement y te mislead ite'readers. The 
publishers payne. the right to 


reject an 
line with this policy. 
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Write for Catalogue 
Success 


Corp., St. Louis, 
Kirkwood, Mo. 


( Cie 
DIES 


% inch at 12 cents per 
running inch. 
14 inch at 17 cents per 
running inch. 
Minimum 15 inches 
QUALITY 
ARANTEED 








PROMPT 

DELIVERY Gu 

FOLEY & HALLQUIST 
1313 North 7th St. 

ST. LOUIS oO. ce 
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Abenzcase  American~oy 
Solid Leather 
Men’s and Boys’ Work and Dress Shoes 


Made by 


Ohe MENZIES SHOE CO. 
Fond du lac, Wis. 





Profits in Boudoirs 


can be obtained easily by 
showing your customer the 
Greeley line. Made 
right, to look well, and 
wear. Black and colors. 
Leather or rubber heels. 
36 pr. lots only from 
stock. Deliveries daily. 


If your jobber cannot supply you, write us. 


A. W. GREELEY 
bx 12 Duncan St. - - - Haverhill, Mass. 35 


IN 
STOCK 











Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 


Tuscan Calf— 


Russia Calf— 











Strictly Pine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 























.\] SOLE 
Z |} \LEATHER 
_Z&Z |counter 











TEMPERED 
STEEL SHANK 


SELECTED LEATHER 
OUTER SOLE 
SPECIAL TREATED 
FELT FILLER 


ARMSTRONG CORK INNER LASTEO 




















WITH TREATED 
WOOL FELT CUSHION TOGETHER 








The construction of the 


BAKER ’LTH SHOE 


is the answer 
TO WHOLESALE AT $4.50 


Write me personally for samples and prices 


A. J. Mc NULTY, Sales Mgr. 
J. H. BAKER CO. 


117 Lincoln Street, 
Factory at BEVERLY, MASS. 


Boston 









APPROVED BY 
MEDICAL MEN 








ENTILATIONS children's shoe: 
Ve OATENTEO complete by sending 



















WHERE THE BUYER 
SEEKS THE SELLER 


In the CLASSIFIED ADVERTISING SEC- 
TION of the Boot and Shoe Recorder. 


The “want ad” does not attempt to create 
desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out the want ad. It is a 
case of the buyer seeking the seller. 


Boot and Shoe Recorder Classified Advertising 


can do for you what it is doing for others. Keep 
it in mind—and in action. 





When writing to the above advertisers please mention Boot and Shoe Recorder 
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Build Christmas Business 
noorueer With Rangeley Moccasins 


Feature Rangeley Moccasins in your Christmas 
Advertising—It Will Pay. 


Suggest them to your customers as a Christmas 
Gift, both pleasing and practical—they will 
appreciate it. 


The Christmas selling season offers you a real oppor- 
tunity to try out the famous Rangeley line of true moc- 
casins made by G. H. Bass & Co., specialists in outdoor 
footwear for nearly half a century. 


SKI MOCCASIN 


More than 100 styles In Stock—Estimate your Christ- 
mas requirements and order them today. You won’t re- 
gret it.—Catalog on request. 


Special Christmas Electro and Gift Certificates Free 
Write for them 


G. H. BASS & CO. 


SNOW SHOE MOCCASIN 
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Eventually! 
DR. DARLING'S SHOES 


Did any of your customers ever tell you the shoes you 
sold them wear foo long? Welll that is one of the few com- 
Style B-602 plaints against Dr. Darling shoes. Our customers say a 
Black Glazed Kid, Square Edge, 4 Double ot of nice things about them such as being able to make 


Felt Cushion nate 
ee ‘Rake me Sak noche “meer a better profit than usual, satisfying more customers, etc. 


Combination Last. In Stock AA to E. 33-9. Tp. Dy Darling features can be built into the lightest 
Price $4.20 dress patterns we make. 


Style B-6i6—White Nile Cloth......... $3.50 Salesman? Sample pairs or Booklet? 


SHERWOOD SHOE. CO. :: : Rochester, N. Y. 


ORIGINATORS OF QUALITY McKAYS 
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CQ rected to complete the fall and winter cofume; in keep- 
ing with fashion’s decree for footwear of smart simplicity, 
the light and dainty yet Surdy Goodyear Welt oxfords fin- 
ished with “Diamond ‘Brand (Visible) FaS Color Eyelets are 
the shoes of the hour for Sport and Street wear. No other type 
of shoe combines so completely perfect comfort, faultless fit and 
corret Syle, Always insift on Goodyear Welt shoes with 
“Diamond ‘Brand (Visible) Fas (olor Eyelets. : 


UNITED FAST COLOR EYELET COMPANY 
Manufalurers of 
DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 





“Diamond ‘Brand (Visible) 
Fast Color Eyelets have 

uine celluloid tops which re 
tain their ricvinal finish 
indefinitely and actually 
Ie ldeetifed by the nse Sap 

4 tt, the two tr 
raised diamonds on ther 





When writing to Unrrep Fast Coton Eveter Company please mention Boot and Shoe Recorder 
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Style 3920R Combination 

Shoe 

Kid Polish on No. 209 last. Medium 

toe. Kid tip. Flexible Welt. 72 inches 

high. 12-inch heel with rubber top. 

Ball two widths fuller than instep. 

Instep normal. 

In Stock—A, 4% to 9; B, 3% to 9; 

C, D, E, 3 to 9. Price 
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Berks nti! 


They’re Still Wearing Boots and 
Don’t Forget It 


You don’t hear so much about them, and the rotogravure sec- 
tions and fashion magazines may not picture them, but there 
are thousands of women who still wear boots and either cannot | 
or will not wear any other kind of footgear. 

There are dealers in every part of the country who realize this 
fact and always have looked to us to supply their needs. Conse- 
quently we have an unusually large and complete line of boots 
in stock and the retailer can fill his needs at an instant’s notice. 
We carry the load and you reap the profits. 

Recently we have added two new numbers to the line: No. 
3920R, pictured above, and No. 3971R, a similar model with 
slightly broader toe and lower heel. 

No. 3971R Combination Shoe. Kid Polish on No. 215 last. Medium toe. Kid 
tip. Flexible Welt. 72 inches high. 1%-inch heel with rubber top. Ball two 


widths fuller than instep. Instep normal. 
In Stock—A, 442 to 9; B, 3% to 9; C, D, E, EE, 3 to 9. Price 


J. J. GROVER’S SONS CO. — Lynn, Mass. 
‘*Soft Shoes for Tender Feet’’ 


Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 
ing NEW YORK OFFICE 5 North Wabash Avenue 


Little Build 
80 Boylston Street Marbridge Bidg., 47 W. 34th St. Corner Madison 





_ AF 


Vol. 86, No. 8. Published every week the Boot and Shoe Recorder Publishi seco! 
ing Com , 207 South St., Boston, \ nd-e 
ter April 15, 1922, at the Post Office at Mass,, under the act of Congress of March 23, 1879. Subscription whan Uhasearone Printed usc 
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‘‘cleans like 
a china cup” 
































WHITE LEVOR 
GRAIN KID 





When writing to G. Levon & Co., Inc., please mention Boot and Shoe Recorder 
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“Whitest Whites 


Leather to be permanently white and 
washable, is not merely the result of a “Lucky 
find.”” 


(Z Long experience, and many daily 


grinding details and minor problems met and 
overcome in the tanning of The Whitest White 
have earned and maintain the confidence given to 














WHITE LEVOR 
GRAN KID 


‘“‘THE WHITE HOUSE OF AMERICA”’ 


TANNERS 
Gloversville, New York 








New York, Boston, Milwaukee, St. Louis, Cincinnati 






Good Colors Are 


BEAVER RACQUET MEDIUM GREY GOLDEN BROWN HAVANA BROWN 













When writing to G. Levor & Co., Inc., please mention Boot and Shoe Recorder 
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Local Service that 


became International 


ACK in (18547it wasannounced that a 
railroad intended extending a line north 
from Milwaukee, with a terminus at 
Fond du Lac, Wisconsin. 

Among those who then pioneered to Fond du Lac} 
and acquired property was William '|Ruzping. JHe| 
brought his family with him in an ox cart —the, 
form of conveyance best suited to the rough, boggy 
trails of those days. One of his sons, Fred, hav-| 
ing learned the craft of tanning with hemlock 








There were no middle men in Wisconsin in the 
fifties. Indians and farmers went direct to the 
tannery for their leather 


bark (a method very crude in comparison 
with present process of leather making), he 
“set him up” in the tanning business. 

Perhaps our readers will exclaim at that— 
“A tannery in a place that the railroad had 
not yet reached!’ But the railroad was not 
essential to the tanning business then, for the 
leather was not sent to shoe factories in distant cities. In 
fact, there were none tosend it to. The factories had not yet 
come. The product of the tannery (upper, sole and harness 
leather, sheepskin linings) was sold direct to the con- 
sumer on what is now called a “‘cash and carry” basis. 

The original Rueping tannery consisted only of the 
two-story clapboard building shown above, with 1200 sq. 
ft. of floor space and a capacity of 6 skins and 2 hides per 
day. The one-story sections in the picture were added 
later. 

The farmers drove up to buy their leather, frequently 
with produce to offer in exchange. They would procure at 
one time enough leather to make shoes for the entire 
family and the “hired man” for a years supply, and 


The farmers requently brought produce to 
swap’ instead of paying entirely in money. 


hold it until the arrival of the journeyman shoemaker, 
who traveled from farm to farm, staying several days or 
a week at each. 

Indians had crude methods of their own of curing 
skins, but preferred the vegetable tanned leather from 
the tannery for certain purposes. They came, some- 
times bringing venison, quail and other trophies of the 
hunt, which were tendered in part payment. 

Fred Rueping, a son of Wm. Rueping, assisted the 
customers in selecting skins and in marking on them 
the patterns for shoe uppers. Sole and heel leather for 


When writing to Frev Ruerino Leatuer Co. please mention Boot and Shoe Recorder 
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e required number of shoes were rolled up in the skins 
p be used for the uppers, together with shoe pegs, 
read and wax. 

On four separate occasions the prosperity of the little 
interprise was threatened by the advent of competitors 
the neighborhood, but the trade could not be coaxed 
way and the newcomers did not long remain. 

In the town itself journeyman shoemakers began 











Sole leather. pegs, thread and wax, were rolled 
up in the skins and _ customers took them 
along. 


bpening shops of their own, where they did their work 
and their selling. There were others in towns along 
he railroad, which was then completed, and some of 
these also chose to buy Rueping leathers. As time 
vent on, more and more were added to their number, 


and the Rueping tannery was no longer a_ local 
institution. 
Then, from 1875 to 1885, shoemaking machinery 
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came into use and factories were opened, especially in 
the East, also in Milwaukee and Chicago. By 1885 


’ Rueping Leathers were extensively used by middle 


western factories and were beginning to gain a foothold 
even in New England. 

With the broadening of the market for its product, 
the business grew at such a rate that the plant had to 
be enlarged twelve times from 1854 to 1917, while the 
fame and the use of Rueping Leathers extended across 
two hemispheres to nearly every country on the globe. 






The journeyman shoemaker traveled from farm 
to farm, at each stop making a year's supply of 
shoes for the family and the help. 


On the site of the old frame “shack” of 1854, which 
was errected merely to give the boys an opportunity to 
show what they could do, stands a modern plant of eleven 
units on a plot of ten acres with a total floor space} of 
500,000 sq. ft. And in this plant the Fred Rueping 
Leather Co. is now celebrating its Seventieth Anniversary. 





FRED RUEPING LEATHER COMPANY 


FOND DU LAC, WISCONSIN 


Boston 
Chicago 


Cincinnati 
San Francisco 


Branches: 


Montreal 


New York 
England 


St. Louis 
Northampton, 


Milwaukee 


When writing to Frev Ruepinc Leatuer Co. please mention Boot and Shoe Recorder 
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S. O. S.—B.V. D.—P. D. Q.—C. O. D. 


That’s the economical message sent to his wife by a traveling 
man who went West with a trunkful of heavy underwear, 
and ran into hot weather. 








F that man were in the shoe business, he 
would be one of our best customers. 


For economy’s sake alone he would take to 


COFFEE WILO 


COFFEE WILO is not only COFFEE WILOis more than 
the best leather forchildren’s | economical, it is ideal for 
shoes—it is the only high growing feet. 

grade leather that can be Add these COFFEE WILO 


figured economically in talking points to your lines 
medium priced shoes. of children’s shoes— 





st 


extreme softness with substantial service and health 
through permitting the feet to “breathe.” 


Be sure you get 
Our Sport Colors what you order 
Red, White, Blue, Green, The Leather that if you specify 


Chocolate, Light Smoke, 
Log Cabin, Beige, Silver Sells the Shoe 
Gray, Dark Gray, Dark 
Smoke, Cocoa, Pearl, 


Tangerine, Black, Olive. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of Ww | \ Oo Leathers 


—BRANCHES— 
10 Spruce Street, New York 308 Leather Trades Bidg., St. Louis, Mo 
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When writing to C. D. Kepner Leatuer Co. please mention Boot and Shoe Recorder 
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In-Stock Styles 


The Demand for 
Opera Pumps 
Is Increasing 

Steadily 


~ cs c= ev 








Net 30 Days Net 30 Days 
; “Parish” 
Telegraphic Code Word “Paris Telegraphic C Word “Palm” 


Women’s Black Satin quarter and vamp, Lois 
Pump, Astor last, McKay sole, 2-inch, wood, 
covered, Spanish Louis heel. 


Women’s Patent quarter and vamp, Lois 
Pump, Astor last, McKay sole, 2-inch, wood, 
covered, Spanish Louis heel. 





AA 4% to8 
AA 4% to8 
A . 4 to8 — rt ot 


é s*e:* | Faultless Fitters | 3: O14 to 1% 














Stylish Strap Styles 
That Are Fast 








Sellers 
B 496 P $5.60 B419T $5.25 
Net 30 Days Net 30 Days 
Telegraphic Code Word “Torpedo” Telegraphic Code Word “Titanic” 
Women’s black satin quarter and vamp, black : Women’s Patent quarter, vamp and bar straps, 
ooze collar and center strap, one-strap Cupid two-strap Lacey sandal, stitched imitation 
Sandal. Montrose last, McKay sole, 1%-inch, lace stay, McKay sole. Shelburne last, 14-inch 
wood, covered, Spanish Louis heel. wood, covered, Cuban heel. 
an ‘% to 8 AA 5 to8 
: 4% to 8 A 4% to 8 
B 4 to8 n B : 4 to8 
B 4) tos Send for Catalogue B 4), tos 











UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bdg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Building 
TIGER & McNUTT 130-132 West 42nd St., Room 1521 Los Angeles, Cal. 
Representatives S. A. McOMBER, Representative G. C. McATEE, Representative 








GB NE US I 2 CL CON 


When writing to Utz & Dunn Co. please mention Boot and Shoe Recorder 
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YOU WANT MORE BUSINESS AND MORE PROFIT 
HAVE SOMETHING TO SELL BESIDES THE SHOE 


Sell the GLOVE-GRIP Feature, Built into ARNOLD SHOES, 
And Your Prestige and Profits Will Show a Gratifying Increase 


Styles for Men and Women Carried In Stock. Write for Catalogue-S 
























































THE MALCOLM 


MODEL S418 MODEL S419 


Glove Grip Oxford, Tan Dundee ~ Half Glove Grip Oxford, Black ey Calf, He 
Rubber Heel. Sizes: AA and A, 7 to 11; B, Rubber Heel. Sizes: AA and A, 7 t o il 
6 to 11; C and D, 5 to 11. IN STOCK. 6 to 11; D, 5 to 11. IN STOCK. 


PRICE $6.95 PRICE $6.95 


When you go out to buy a new car you consider its features of comfort, efficiency and safety 
and on these you become sold before favoring a purchase. It is exactly so with all things today and 
shoes are no exception. More business and more profit is wanted. Have something to interest—to 
sell—besides the shoe. In the Arnold Shoe is the Glove-Grip feature, perfectly practical and 
patented because it is practical. The Glove-Grip feature improves the lines of the shoe, maintains 
the shoes’ good looks, provides better fitting qualities and assures comfort to wearers from the 
first day worn. It’s a pleasure to sell Arnold Glove-Grip shoes, and it’s profitable too. 


EFFECTIVE SELLING AIDS FURNISHED WITHOUT COST 


M. N. Arnold Shoe Company 


Factory—North Abington, Mass. 
NEW YORK OFFICE—127 Duane Street BOSTON OFFICE—10 High Street 


When writing to M. N. Annoty Suoz Company please mention Boot and Shoe Recorder 
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Reed’s 
Styles 





The Trixie 
Side ribbon tie modeled over a 


round short vamp toe in Velvet, 
Satin, Patent and Suede. Choice 
of 15/8 Spanish Louis or Box 
Heel. 

Thirty day delivery 











NE of many Reed styles that smartly 
dressed women will be quick to appre- 
ciate. 


You can recommend them with enthusiasm 
because you know they fit and hold their 
shape. And—in Reed Shoes—always the 


greater Profit and Turnover assurance. 


-E. P. REED & CO. 


Rochester, N. Y. 


New York Office: 299 Broadway, W. D. F. Gibson 




















When writing to E. P. Rezp & Co. please mention Boot and Shoe Recorder 
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(THESE wonderfully staunch 
and sturdy boots of long 
mileage, need only to be shown 
to your customers and the sale 
is practically made. The call of 
the great outdoors means that a 
your customers will be calling 
The ORIGINAL CHIPPEWAS. 
























Be ready to answer the call. 


No. B574—Men’s 16-inch Chocolate Waterproof Chip- 
pewa Chrome Goodyear Welt. Hand-sewed Vamp. Pac 
Style. Single Sole. Last 36. Widths A to E. In ee. 
C, D and E $8.5 


No. B 573—Same as above, 12-inch ‘ $7.00 





No. B571—Same as above, 8-inch. In Stock D and E 
only $5.50 


No. B 534—Women’s 15-inch Chocolate Waterproof Veal. 
Hand-sewed Vamp. Pac Style. Goodyear Welt. Unlined. 
Single Sole. Last 40. Widths A to E, In Stock $7.00 


No. B 533—Same as above, 12-inch ‘ $6.25 


Ne. B593—Women’s 12-inch Chocolate Elk. Machine 
Sewed Vamp. Pac Style. Goodyear Welt. Unlined. Single 
Sole. Last 40. Widths A to E, In Stock $5. 


No. B 593%—Same as number B 593 in Tan Elk......$5.50 
No. B 594—Same as number B 593 in 15-inch............$6.25 
No. B594%—Same as number B 594 in Tan Elk....$6.25 


No. B 584—Men’s 16-inch Chocolate Eisendrath’s Water- 
proof Paris City Veal. Goodyear welt. Hand-sewed 
Quarters and Welt. Pac Style. Single Sole. Last 36. 
Widths A to E. In Stock, C, D and E eee $10.00 


No. B 583—Same as above in 12-inch $8.50 





No. B-574 No. B-584 


t 
{ \\ CHIPPEWA SHOE MF6.CO. 
: CHIPPEWA FALLS. WISCONSIN 








-°°0 OED © <u > 





. J. Gross, Simmons Bramhall Corp { 
301 E. oo Bt. Los Angsien, | Cal., emery | 7 ~~ Belfast, Maine, 
, —— Bro. & Fullbright, 4th S Portland. Oregon, Hutchinson Bros. Shoe Co. 
Athens, Georgia, No. Calif Wash. Oregon, Idaho, Utah Fort Smith, Arkansas, — 
Ga.. Fla.. No. and Se. Carolina. and Nevada. Arkansas and Oklahoma. 





When writing to Curprewa Suor Mee. Co. please mention Boot and Shoe Recorde 
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fatailored Goring, Pum wide 
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ast and Carryin a covered '% 


Cuban heel with Uskide top lift 
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ER RY paed RE SPREE RY PYF Si 


The professional e i © 


endorsement of 
Kosloff is shown 


elit inner, 


The new I. Miller Ballet slipper has 
Me, Seohne made a typical I. Miller success! 


of the Dancing 
Masers Associa . A Strong demand is now being felt by 


tion of America, on 
ats ei _ dealers everywhere. Motion picture 
Ne assccache faa films demonstrating the features of this 
5 new Ballet have been shown to 
thousands of dancing teachers at the 


recent conventions. 


From now on, teachers will be recom- 


7 
¢ 
. 
; mending this Ballet to their pupils. 
$ 
4 
+ 
$ 
x 








Sens Sapam : For this new Ballet, with Unbreakable 

ofa Bieghcta Toe, Flexible Arch and other features 

helped win ser has been endorsed by Pavlowa, by 

L Miller Ballet. Te; Kosloff, by Chalif, and other great 
danseuses. 


Someone must supply this demand 


Write or wire for complete information 
and sample runs. 





ee IN STOCK 


ease is the result 3 
Tuller Balle, aah Black kid~box toe $3.35 Black kid~soft toe $2.25 
/ Pink Satin~box toe 3.60 Pink Satin~soft toe 2.50 
Sizes: 7 Children to 7 Women 


Terms—Net 10 Days 


jag Miller 
int, a por- 
a h will 
over to the 
and stock- 


a 
nance f a # I. MILLER & SONS 


ie Carlton Avenue, Brooklyn, N. Y. 


ress 


When writing to I. Mitter & Sons, Inc., please mention Boot and Shoe Recorder 
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No. 415—Price $3.75. 
Patent Pauline Oxford, Dull Calf, 


Wing Tip and Saddle, 9/8 Rubber tomers of the need for 
Heel, Belmont Last. AA to D. the better foot protec- 
No. 414—Same style in Tan Calf. tion which these Good- 


Price $3.75. 














will remind your cus- 


year welted oxfords 
will provide. Are you 
ready for them? 





Oxfords 
ar 


e 
Good 


and getting better. 


These snappy fall 
days, with a hint of 
colder ones to come, 





No. 406—Price $3.75. 
Dull Calf Mildred Oxford, Pinked 
Wing Tip and Fox, 9/8 Rubber 
Heel, Belmont Last. AA to D. 


No. 407—Same style in Tan Calf. 
Price $3.75. 











THOMSON-CROOKER SHOE CO. 


18-26 Station Street 






















No. 403—Price $3.50. 

Patent Blucher Oxford, Plain Toe, 

Creased Vamp, 8/8 Rubber Heel, 
Hackney Last. AA to D. 


No. 401—Same style in Dull Calf. 
Price $3.50. 


No. 402—Same style in Tan Calf. 
Price $3.50. 





BOSTON $s 


Besides carrying in 
stock a complete line 
of seasonable oxfords 
—we aim to have in 
stock at all times the 
newest models in nov- 
elty footwear. 





MASS. 








IZ 


Catalogs sent on 
request. 















No. 588—Price $4.00. 
Boarded Tan Calf Blucher Oxford, 
Plain Toe, Rajah Crepe Sole and 

Heel. Hackney Last. AA to D 









When writing to Tuomson-Crooxer Suoz Company please mention Boot and Shoe Recorder 
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*“Gro-Cord” Soles 

are of finely com- 

unded live rub- 

with every in- 

built cord, gum coated for 

long wear as in a cord tire. 

No other sole is like ““Gro- 

Cord.” No other sole has all of it’s 
advantages. 


Your customers want comfort, flexi- 
bility, and long wear. “Gro-Cord” 
supplies these features and many more. 


R tative manufacturers produce “Gro- 

Cord” Soled shoes. Write—and their names 
will be sent you. Include ““Gro-Cord” Soled shoes for 
work, dress and sport in your next order and give 
your customers what they most desire. 


gia Northwestern Leather Co. 
Distributors 14 South St., Boston, Mass. 
A. C. Morand Co. <A.R. MuellerCo. Edward C. Mueller 


204-6 Sacramento St. 258 Fourth St. 1627 Locust St. 
San Francisco, Cal. Milwaukee, Wisconsin St. Louis, Mo. 


When writing to Tut Lima Corp Sore ann Hest Co. please mention Boot and Shoe Recorder 
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PIED PIPER 


OXFORDS FOR MISSES AND BIG GIRLS 


a well-balanced and attractively perforated pattern; full vamp, extra tip, 
soft toe. 

Made solid leather throughout over splendid fitting lasts. Each oxford 
has a patented nail-less heel seat and patented nerve-resting shock absorber. 
The Pentler & Short Patented Improved Welt process—THE GREATEST 
TRIUMPH IN PRESENT-DAY SHOEMAKING—makes these oxfords EX- 
TREMELY FLEXIBLE. 


Unusually low prices for such attractive low shoes. 
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IN STOCK C AND D WIDTHS a) 
No. 7204—Pied Piper Highest Grade Chrome Patent Blucher Oxford. Sizes 1114 to 2. Price. ... $3.25 
No. 7214—Pied Piper Highest Grade Brown Elk Blucher Oxford. Sizes 1144 to 2. Price. . . .$3.25 


No. 6485—Pied Piper Lustrous Black Calf Blucher Oxford. Sizes 214 to 8............000005: $3.85 


_. Send for Pied Piper In-stock Catalog showing low shoes and high shoes, 
combinations, sport styles and dress numbers for little infants, infants, 
children, youths, misses and growing girls—a great assembly of high-grade 
juvenile footwear ready for immediate delivery. 


Maiathon Shoe Co; 


WISCONSIN 


“ 


< 
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OE (OO 


_ 
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When writing te Marnatuon Suor Co. please mention Boot and Shoe Recorder 
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N addition to Ever Grip 
we make Vim, a higher 
grade heel at a somewhat 
higher price, and Bull Dog, 
the best possible rubber 
heel which can be made at 
any price. 


BOSTON WOVEN HOSE AND RUBBER COMPANY 
CAMBRIDGE, MASS. 


When writing to Boston Woven Hose & Ruspsper Co. please mention Boot and Shoe Recorder 
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New OnEs Now READY 


( =FORWARD | 


SERVICE SHC 





=... _ 


a 





No. B_159 No. B 155 
ors kas No. 15 ( Wi No. 17 (Li 
inebago Calf, Color No. Color 8 a Lest ait o. 

Medium Tan), Leather Lined ; Color.) Brass Eyelets with 

Leather Heel Pads; Heavy made Perforation on the Lace Row and Te 

with Barbour Stormwelt. Leather lined ; Leather Heel 
Pads; SOLID LEATHER CON- 

Widths, B, C, D. Sizes 6 to 11. STRUCTION THROUGHOUT. 

PU sbtascasdchedoccosecocces $3.60 Widths, B, C, D. Sizes 6 to 11. 
PUEEE, BB. ccc ccccccceccocences 50 


No. B 139 
SAME AS ABOVE We illustrate above three new numbers “Current 


hy ke Styles” that have been added to our stock depart- 
ment. The numbers featured here are the last word 
in good style, good workmanship, good material, 
—_———_ - and, you must parents at good prices for the retail 
SHOES TO RETAIL | dealer who wishes to pass on to the consumer ex- 
traordinary values at popular prices. 

from $5.00 to $7.00 ; 

we ties The numbers illustrated above are manufactured 
e Manufacture two brands of . . 
hoes: in our Nashville Plant. 


red in Nosh SUPERIOR DELIVERIES 
tured in Chicages Sn SUPERIOR SHOES 





SS Ee. a 


ONWARD 


SERVICE SHOE Co. 






SERVICE SHOE Co. 


MANUFACTURERS OF 


Men’s Stylish Standardized Styles 


NASHVILLE, TENN. 


Solid Solid 


LEATHER READY FOR DELIVERY NOW! LEATHER 


Construction 




















When writing to Service Suox Co. please mention Boot and Shoe Recorder 
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THOMAS K. KELLY 
PRIVATE OFFICES ---- WINNISHIEK BLOCK 


PRESIDENT OF 2548 NICOLLET AVENUE PRESIDENT OF: 
LISERTY STATE BANK OF ST PAUL MINNEAPOL'S 267TH STREET ST. BANK OF a 
FIDELITY STATE BANK OF MINNEAPOLIS MINNESOTA Tv. K. KELLY INVESTMENT Compa! 


November 8, 1924. 


JUST IMAGINATION 


Some merchants imagine that there is a long swing between success 
and failure, and they are always envying the man who is successful. 


Why don’t you, Mr. Merchant, reverse this philosophy? I know you 
will find it a wonderful asset if you will study the situation and analyze 
why-some merchants fail. 


The gospel I have preached for the last thirty years makes sure your 


stepping over the pitfalls of failure and guarding against the errors of 
the merchants who have failed. 





There’s over twenty thousand merchants doing business along suc- 
cessful lines in the United States and Canada, who have experienced 
Kelly Service. The merchant who starts in early waving the banner of 
success along the advertising route will create a substantial foundation 
for the biggest fall and winter trade ever. 


We do not ask an unconditional surrender of your own opinion, but 
if you will just inquire of any reputable wholesalers, manufacturers, 
your own banker, or Dun’s or Bradstreet’s 


They will tell you that we could not conduct an organization of over 
four hundred people, all wrapped up in the promotion of better business 
for the retail merchants, unless our campaigns were successful like the 
one just completed for The Logan Shoe Company of Hannibal, Mis- 
souri, where we sold over $6,000 worth of shoes at a splendid profit. 





Business and prosperity don’t come to him who sits back and waits 
— it is the sincere, aggressive merchant who makes the biggest success. 


We can work with you to bring about a banner fall business—just 
write fully about your situation and full details will be sent you. 


. a 
Sincerely yours, 


Nh Kelly 


President 


THE T. K. KELLY SALES SYSTEM 
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artha Washington 


Dress and Comfort She 


Combining exceptional attractiveness 
with utmost comfort ~ quick salabil- 
ity with staple wea « «© « « 





These Martha Washington shoes are 
good looking. They will sell easily, 
quickly. Six months from now they 
will still be selling in volume. No 
dealer who buys them will close 


them out at cut prices. They will 
never be found on the bargain table. 








That is the repeated performance of 


Martha Washington Dress and Com~ 
fort Shoes. That is the reason why 
ten thousand merchants sell Martha 
Washington shoes profitably and in 


volume. 














In Stock Service ~ 


but orders subject to two 
weeks delay at present 
due to tremendous de- 
mand that has made 
increased output 


necessar y- 








Order Now! 


F. Mayer Boot & Shoe Co. 


ay Milwaukee 

















When writing to F. Maver Boot & Suor Co. please mention Boot and Shoe Recorder 
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The easiest style to fitis a 
Gored Shoe 


Goring is here to stay in good shoe- 
making, because no other means of 
adjustment gives such fitting value— 
such easy access—such perfect adherence 
to the lines of the foot at all times. 





All heights of instep or shapes of foot 
are the same to a gored style—no but- 
tons to set over—no ugly gapping at the 
sides. 


In only one way can gored shoes fail to 
give your customers anything but per- 
manent delight and pleasure and that is 


This style is made with an inch 
and a quarter strip of HUB 
GORE concealed by the buckle. 
No ordinary colonial style could 
give such conformity to feet of 


—if cheap goring is used. 
Insure your shoes against any such 


needless happening by specifying HUB 
GORE in your orders—the standard 


varying shapes, though of the since 1888. 


same shoe size. 
You know HUB GORE and its two- 
year guarantee. 


EVERLASTIK, INC. 
CHELSEA, MASS. 
1107 Broadway, New York, N. Y. 


All genuine HUB GORE bears 
this trade-mark 





r 7 
Backed by the 
guarantee 
of the largest 
makers of 
elastic fabrics 
in the world. 4 

















When writing to Evertastix, Inc., please mention Boot and Shoe Recorder 
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What is STYLE? 


What leather ? Will shoes]be 
trimmed ? 


What styles will be the most 
popular? Why? 


The N. S. R. A. Convention will boil 
down STYLE and LEATHERS. 


STYLE EXPERTS will talk. 
LEATHERS will be defined and ex- 
perts will give their opinions. 


Get the facts. Don’t Guess. Let’s 
Make 1925 shoe business better. 


ON TO BOSTON 


January 12, 13, 14, 15—1925 
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GOLD and SILVER BROCADES! 


IN GOLD IN SILVER 


WIDTHS : SIZES 
A-B-C 3 to 7 


Made of Genuine French Imported Brocade Trimmed with 
Genuine German Imported Gold and Silver Kid 


No. 310—Genuine French Imported Silver Brocade, trimmed with 
Silver Kid, 17/8 Louis Spanish Heel. 


No. 312—Same with 14/8 Baby Spanish Heel. 


No. 311—Genuine French Imported Gold Brocade, trimmed with 
x0ld Kid, 17/8 Louis Spanish Heel. 


No, 313—Same with 14/8 Baby Spanish Heél. 


‘Duane_S hoe (ompany, 


& CORPORATION 


143 DUANE STREET, NEW YORK 
Factory: Haverhill, Mass. 


ri. (as ex Loe ¥ ox ¥ ons tar, Md 
ane rate a Rees r naar are A Cpe. So RS RS aes “ay 
a Ae apap aye id =) ee ER ae Ea (a) ed = Apis a - 
™ ea poe s7$0 WE rt Po 125% ms CT os ome Le i? 


When writing to Duane Snore Company please mention Boot and Shoe Recorder 
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= 
Jem ohansen's 
J Feeture Arch 


rer mae eV 


Look for trade mark 





They have 
Made Fashion 
Comfortable 


The ARCH you need 
the STYLE you want 











OHANSEN 


Feeture Arch Shoes 


WITH THE FEETURE-FIT HEEL 


Steadily the Johansen Feeture Arch franchise becomes more 
and more valuable to the one merchant in a town who gets 
it. Advertising in women’s national magazines reaches four 
million people, month in, month out. New styles are ready 
to prove again that here i is real style in a real comfort shoe. 
Merchants have quickly “‘gotten the idea” that it pays to 
carry “‘rigid-flexible shoes” and thus satisfy their customers, 
whether they have asked for rigid or flexible shanks. Lots of 
stylish models in full range of sizes and widths — right 
in stock. 


We aren’t satisfied with every dealer in the list; we’re open 

to changes here and there. In some cities we haven't yet 

connected the wires. Glad to give 

details to men who know they can ake 
elightfu 


handle the proposition. Write — 27800 
or better still — wire. FLEXIBLE 








RIGID 
to support 


Johansen Bros. Shoe Co. |{6 Sq) 82:5 
ST. LOUIS, MO. [ : 








When writing to Jouanstn Bros. Suox Co. please mention Boot and Shoe Recorder 
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ou A Luxurious Leather 
But Not a Luxury 








cA pricot 


The new color favorite APRICOT is now charm- 
ingly presented in STARBUK for the benefit of 
those manufacturers and retailers who specialize in 
fashionable shoes at moderate prices. 


In contrast with patent leather or in whole shoes 
APRICOT in STARBUK produces most delightful 
color harmony with the present prevailing garment 
colors. 


Many have told us they consider APRICOT STAR- 
BUK the most beautiful expression of this shade, 
the popularity of which is spreading everywhere. 


You should have a sample before you. 











TOLMAN, Dow & Co., INC. 
176-180 LINCOLN ST. : BOSTON, MASS. 


Rochester, N. Y. Greater New York 
Mr. A. E. Perry New Castle Leather Co. 
22 Andrews St. 100 Gold St. 





St. Louis, Mo. Cincinnati, Ohio 
T. M. Fitzgerald & Co. F. George Mohr 
1602 Locust St. 202 E. 7th St. 


General Representatives for Continental Europe 
New Castle Leather Co. 
Headquarters: Paris, France 
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| Told by STETSON DEALERS NATIONALLY 


PARK-BRANNOCK COMPANY 
SYRACUSE, N. Y. 
321 SourH Satina STREET, 


October 11, 1924. 
STETSON Stetson Shoe Company, 


a bi nga 
” assachusetts. 
“SNAPPY TIES pnt 
The ten different lines of ‘Snappy 
“SNAP UP" SALES riectititiconiysaneeh yc 
should be complimented on the 


extremely good fitting qualities of 
these shoes. 


Every number has proven to be 
good and has opened a channel for 
increasing the sale of women’s 
Stetson shoes in a big way. 


We are thoroughly sold on ‘‘Stet- 
son Snappy Ties.”’ 


Kindly ship our duplicate orders 
at the earliest possible moment. 


Very truly yours, 


PARK-BRANNOCK COMPANY, 
Otis C. Brannock, President 


“Get Stetson 
Snappy Tees” 
THE Senden SHOE COMPANY 


INC. 
SoutH WeymouTH, Mass 


“They've Got to be Stetson to be Snappy” 


When writing to Tux Stetson Sno Company, Inc., please mention Boot and Shoe Recorder 
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New findings profits 
Jrom new Repco Brushes and Daubers 


HE new line of Repco Brushes Repco Daubers are made only in the 
and Daubers offers a fine op- stapled type. Like the brushes they are 


; f the finest stock and finish. 
portunity for additional findings piercer: 


Repco Brushes are made in six differ- 
profits. 


ent types. The Daubers are made in four 


No shoe store is complete without _ different types. 
a stock of Repco Brushes and 
Daubers. Customers recognize 
their valueinstantly andlittleeffort windows 
is necessary to promote their sale. 


Show them 


in your 





Repco Brushes are made in both the 


stapled and wire drawn types. The wood Akron, 

and bristle stock are the best that can be a 

put into brushes and are equally good in Baltim: 
both types, while the wax finish is care- Sinaia 
fully applied and is lasting. The two types ~ es 
differ only in the method of fastening Brook! 

the bristle knots. Buffalo 
Charlo 

For Sale by ss 

Shoe Findings Jobbers Clevela 

Dallas, 

© ° e Daven 
United Shoe Machinery Corporation, Boston | =: 
San Francisco Branch, 859 Mission Street one 

LK. Krieg Company, 39. Warren Street, New York City | tr 


When writing to Unirep Suon Macuinery Corporation please mention Boot and Shee Recorder = 





8, 19% 
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Remington, Cash Registers 
Where they are put through their paces 


IS is the Final Inspection De- keen-eyed, expert final inspectors, 
partment. Here each Reming- it’s right. 

ton Cash Register receivesthelast This is one of the reasons why 
of many rigid tests the Remington 
and inspections Cash Register is 
given it during the known as the new 
course of its con- and better Cash 
struction. If it Register. You 
gets past these ought to see it. 





November 8, 1924 
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Sioux City, Ia. 


REMINGTON CASH REGISTER CO., Inc. 







Akron, Ohio 

Fa x Y. Factory and General Sales Office, Ilion, N. Y. Siete tiiese 
anta, ° +3: > " 

> renga Subsidiary of REMINGTON ARMS COMPANY, Inc. StrineGeld, Ohic 






Makers of Remington Firearms, Ammunition and Cutlery 
In Ci da: Remington Cash Register Company of Canada, Ltd. 
557 Yonge Street, Toronto, Ont., Canada 


Louisville, Ky. Philadelphia, Pa. 


St. Louis, Mo. 

St. Paul, Minn. 
Syracuse, N. Y. 
Tacoma, Wash. 








Binghamton, N. Y¥. 
Birmingham, Ala. 
Boston, Mass. 
Bridgeport, Conn. 



















Fargo, N. D. 







Brooklyn, N. Y. Fort Worth, Tex. Madison, Wis. Pittsburgh, Pa. Tampa, Fla. 
Buffalo, N. Y. Fresno, Calif. Memphis, Tenn. Portland, Me. Toledo, Ohio 
Charlotte, N. C. Grand Rapids, Mich. Miami, Fla. Portland, Ore. Toronto, Ont. 
Chicago, III. Harrisburg, Pa. Milwaukee, Wis. Providence, R. I. Trenton, N. J. 
Cincinnati, Ohio Hartford, Conn. Minneapolis, Minn. Reading, Pa. Utica, N. Y. 


Cleveland, Ohio 
Columbus; Ohio 
Dallas, Tex. 
Davenport, Ia. 
Denver, Colo. 


Houston, Tex. 

Indianapolis, Ind. 
Jacksonville, Fla. 
Jersey City, N. J. 
Kansas City, Mo. 


Nashville, Tenn. 
Newark, N. J. 


New Haven, Conn. 


New Orleans, La. 
New York City 


Rochester, N. Y. 


Sacramento, Calif. 
Salt Lake City, Utah 
San Antonio, Tex. 


San Diego, Calif. 


Vancouver, B. C. 
Washington, D. C. 
Wheeling, W. Va. 
Wichita, Kan. 

Wilkes-Barre, Pa. 







Des Moines, ia. Lansing, Mich. Oakland Calif. San Francisco, Calif. Wilmington, Del. 
Detroit, Mich. Little Rock, Ark. Oklahoma City, Okla. Scranton, Pa. Yonkers, N. Y. 
E. St. Louis, Ill. Los Angeles, Calif. Omaha, Nebr. Seattle, Wash. Youngstown, Ohio 






There is a Remington Cash Register built to fit your business. Get in touch with the Office nearest to 
you, and you will find our representative there willing and glad to make a complete demonstration. 





BOOT AND SHOE RECORDER 








RECEIVER’S SALE 


The Sam B. Wolf Shoe Company 


Two modern shoe plants, each a complete unit, for 
the manufacture of women’s shoes, one at Cincinnati, 
Ohio, the other at Seymour, Indiana. 

The undersigned Receiver of The Sam B. Wolf 
Shoe Company is directed by the Court, in an action 
pending in the Court of Common Pleas of Hamilton 
County, Ohio, case No. 191518, and an action pend- 
ing in the Circuit Court of Jackson County, Indiana, 
No. 1195, to take sealed bids for the following: 

1. All or any part or parts of the machinery, 
trade fixtures, furniture, dies, lasts and pat- 
terns belonging to the defendant Company 
at its Cincinnati plant; 

. All or any part or parts of the machinery, 
trade fixtures, furniture, dies, lasts and pat- 
terns belonging to the defendant Company at 
its plant in Seymour, Indiana, together with 
the leasehold of said plant; 

. The good will of defendant Company, to- 
gether with all of its trade marks and trade 
names, including “The American Girl,” “Mary 
Stuart,” and any other trade marks owned by 
the defendant Company; 

. Also all other property belonging to de- 
fendant company, saving and excepting stock 
of leather and findings, shoes on hand, cash 
and accounts and bills receivable. 

The Cincinnati plant is located at 412 West 
Seventh Street, in a building specially constructed 
for the manufacture of shoes. The Receiver, how- 
ever, has not elected to take under the Company’s 
lease, and future occupancy must be under agreement 
between the successful bidder and the owner of the 
premises. Its present motorized equipment, with the 
use of only part of its available floor space, supplies 
a capacity of approximately 900 pairs per day, con- 
sisting of women’s McKays, Welts and Turns. Cin- 
cinnati has a pre-eminent reputation for the manu- 
facture of quality shoes. 

The Seymour plant was equipped within the last 
six months, is thoroughly modern in equipment, and 
well adapted for the economical manufacture of 
women’s Welts. The installed capacity is about 500 
pairs per day, but there is ample floor space for in- 
creased Welt or McKay production. The labor situa- 
tion at Seymour is highly favorable as to compe- 
tency, cost and supply. The lease is regarded as an 
advantageous one. 

The Company, and its predecessor, have been in 
business for more than thirty years, have an estab- 
lished good will, and its trade marks, “The Amer- 
ican Girl” and “Mary Stuart,” are widely and favor- 
ably known. 

Bids should be addressed to the Receiver in sealed 
form, with certified check of the bidder for 10% of 
the amount of bid. 

Such bids will be received until 12 o’clock noon on 
the 19th day of November, 1924, and will remain un- 
opened until that time. 

All bids are subject to acceptance or rejection by 
the Court. 

Terms: Cash on or before 15 days from date of 
acceptance of bid and confirmation by the Court, 
delivery to be made on payment. 

Sale is to be free and clear of all claims of cred- 
itors and parties in interest. 

Inspection of either or both plants can be had on 
application to the Receiver. 

Inventories are on file in Court, and duplicates 
may be examined at the office of the Receiver. 

Any further information desired may be had from 
the Receiver. 

Cohen, Mack & Hurtig 
Simeon M. Johnson Attorneys for Receiver. 
William J. Rielly ) 
MORTON J. HELDMAN, RECEIVER, 
No. 412 West Seventh St., 
Cincinnati, Ohio. 








Vertical Files 
Strength—*"4 welded steel construc- 


Rich, baked-on ena- 


Appearance—sel.' Olive green or 
grained finish. 
P. * 
Smooth Operating — (ye 


pension—smooth sliding, noiseless drawers. 
Capacity—Sreci*! construction gives 
greatest possible filing space. 
**Allsteel’’ guarantees 
Long Life—tong life, beauty and sat- 
isfaction. 

. u Cases, ; 

Shelving, Files, Desks, Transfer Cases Safes, 
THE GENERAL FIREPROOFING CO. 
Dealers Everywhere 



































When writing to the above advertisers please mention Boot and Shoe Recorder 
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It would not be possible to give the 
guarantee that goes with every pair of 
Goodyear Wingfoot Heels, if Goodyear 
W ingfoot Heels were not the very highest 
and finest quality on the market today. 
Read the Wingfoot guarantee again: 








GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 








When writing to Tut Goopvear Tire & Rusper Co., Inc., please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER 


A typical 
case of 
foot trouble 


O you know what each of these 

figures represent? If a good 
prospective customer came into your 
store and complained of such condi- 
tions, would you know how to handle 
the case? 


You will find many such feet as this 
but you probably don’t recognize them 
because you are not an efficient and 
specially trained foot comfort man. 
When you once master the foot 
trouble and foot comfort subject, you 
have added the greatest asset to your 
store that is possible. 


Weak foot where ankle tips in ond 3 downward. 
dons show inently on 
of toes. (5 ; Ham 

) Prominent ankle. 


(1) Weak ankle. (2) Ten- 
t (3) Contracted toe. (4) Corns, top 
lammer toe. (sf Baloreed great toe joint. (7) Flattened arch. 


Let’s study this foot and see 
what can be done for it 


As most foot troubles have their origin in 
the weakening of the muscles and liga- 
ments which permit the arches to sag and 
break down, that is what has happened in 
this case. By fitting Dr. Scholl’s Foot- 
Eazer, or if it is a severe case and a heavy 
person, a Dr. Scholl’s Tri-Spring or Tru- 
Span Arch Support, all muscular and liga- 


Dr. Scholl’s Foot-Eazer is the greatest 
fected for relieving and correcti 

en down are 
strain, stops friction and pressure a’ 
and pains accompanying arch trouble. 


mentous strain is removed and the arch 
of the foot is gradually brought back to 
normal position. This correction eliminates 
friction and pressure which has caused the 
corns and callouses. 


Dr. Scholl’s “3” Necessities—Foot Soap, 
Balm and Powder—should invariably be 
recommended to relieve soreness and ten- 
derness and to loosen up the muscles. The 
corns and callouses will respond to Dr. 
Scholl’s Zino-pads. When there is con- 
siderable enlargement of the great toe 
joint, a Dr. Scholl Bunion Reducer should 
be used. 

The Dr. Scholl Method of Foot Correction is the 
simplest thing in the world because it is based on 
true, scientific orthopedic principles. Immediate, 
permanent, satisfactory results are invariably pro- 
duced when this method is carefully followed. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Comfort Appliances 
and Remedies in the World 


CHICAGO NEW YORK 
213 W. Schiller Street 62 W. 14th Street 


TORONTO 
112 Adelaide Street, E. 
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SHOES 


GROWING GIRLS, MISSES and CHILDREN 


= 


A.1 Combination Lasts 


Carefully Designed Patterns 


IN STOCK 
FOR 
IMMEDIATE 
DELIVERY 


No. 9581—Mahog. Brn. Cf. Lace. Oxf. Ko-Rec- 

Toe, 8/8 Rub. Heel. Sizes 244-8, Widths A-D, $3.60 

No. 9582—Same as above in Black Cf. Same sizes, 

widths and prices. 

No. 9585—Pat. Colt Lace Oxf. Ko-Rec-Toe, 8/8 

Rub. Heel. Channel Sole. Sizes 244-8, ae 
85 


No. 9834—Gro. Girls’ Brn. Cf. Polish Ko-Rec-Toe, 
8/8 Rub. Heel. Sizes 244-7, Widths A-D.. .$4.15 

‘0. 8834—Same as above in Misses’ sizes 1144-2. 
Rub. Heel. Widths A-D 25 
No. 7834—Same as above in Child’s sizes 844-11. 
Spg. Heel. Widths C & D $2.90 

(Above style made in Black Cf. also, carried in 
stock, same widths, sizes and prices.) 


No. 9202—Gro. Girls’ Black Cf.@Perf. Lace Oxf. 
Modified Last, 8/8 Rubber Heel, Price $3.85 

A Width, sizes 4-8 

B Width, Sizes 3-8 

(C & D Width, Sizes 244-8 

The above style under No. 9260 in stock in 
blucher cut, short square broad toe, Rub. |Feel, 
Sizes 244-8, Widths A, B, and C. Price... . . $3.90) 


Tue ]_.]).St1ckes SH (0. 


MANUFACTURERS 


RED WING, MINN. 














EFA? 


STICKLES 


KO-R "TOE 


DE MARK 
on. rat. 
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The Famous 


: 


Shoe = MEI 


UNION MADE 










Style 734B 
Dark Tan Willow Calt 
117 Lace Oxford 
Wizard Last 
Bleached Calf Lining 
Price, $3.85 
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Solid Selling 


Consists in making the first sale 
“take’’ so positively with the cus- 
tomer that he always returns to 
you for the next pair. 


Weber shoes average higher in 
making solid sales than any men’s 
shoes you can buy to retail at $5 to 
$7.50. 






WeEsBeErR Bros. SHOE Co. 
North Adams, Mass. 


New York Office: 1328 Broapwar, Maxrsripor Bio. 
H. Hanrats, Rep. 
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Russell Moccasin Footwear 
will help your business— 





In the Russell line every desire of the sportsman and outer 
is anticipated—it contains boots for hunting, fishing and 
hiking—shoes for camping, canoeing, scouting, skiing and 
golfing—comfortable slippers for house wear. Every pair is 
built from quality materials for wonderful comfort and 
service. 


Puss ells 


‘The Walton’ 


A double vamp boot, made of the finest waterproofed 
French veal leather. Sturdy, yet flexible; light in weight 
without sacrifice of durability. 


“Never Rip’? seams on vamp and around the toe piece. 
Soles of flexible, wear-beating Maple Pac leather. Four 
layers of leather between foot and ground. Heights 6 to 18 
inches, all sizes, modified army last. 


Write for catalog and dealers’ prices. 


THE W. C. RUSSELL MOCCASIN CoO. 
927 Capron Street $3 83 Berlin, Wis. 




















When writing to the above advertisers please mention Boot and Shoe Recorder 
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Carter’s Kangaroo 


Gives you the “jump” 
on the other fellow! 


Think of being able to sell genuine KANGAROO 
SHOES at medium prices—what a “jump” that 


Famous gives you on the other retailers in town! That is 
; exactly the opportunity we offer. 
e * Our KANGAROO line is incorporated right into 
Fitting ast our regular line; the Lasts and Patterns that you 


know so well are still made in our regular leathers— 
and, in addition, Twenty Numbers are made also 
Now In Stock of KANGAROO. All of these twenty KAN- 
GAROO numbers are carried IN STOCK for your 
convenience. 
Does it pay to “specialize, then concentrate?” These 
KANGAROO numbers are the latest proof that it 
does! 





It’s your move now. 


The factory that specializes on KANGAROO and 


Snappy Young Men’s too. 


Can be ordered in dozen 
lots or single pairs 











GET THE “EASY GOING” LINE 
No. 530 MUNCH LAST TWENTY 


Genuine Kangaroo imported from Australia. Made with 

Double-flex Soles. Widths B, C, D, E. Sizes 6 to 11. KANGAROO 
Price $4.35, less 4% 20 days. 

No. 476 (A ~omuaaien | ane _ mtiet on SHOES 
Made with Genuine Brown Kaffor. Double-flex Soles. 
Widths and sizes same as above. Price $4.25, less 4% IN STOCK 
20 days. 





No. 596 SAME LAST AS ABOVE 
Made in Havana Brown Kid (Red Line 


C rw ee Mes nm Support, also, MADE everypart 
- e idt! i 
as above. Price $3.95, less 4% 20 days. SOLID LEATHER 


No. 756 SAME LAST AS ABOVE 
Made in Holland Brown Kip. Regular 
Soles. Widths C, D, E. Sizes 6 to 11. 


SOLID LEATHER, oe pa slag SAD Mailed on Request 
Inchading the Box Toe. Specialize--then Concentrate 


J.W. CARTER CO. 


Specialty Manufacturers of 


en's and Boys’ 
“Goodyear Welt Dress Shoes Popularly Priced 
NASHVILLE ,T ENNESSEE 
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What do 


HIS FIRST QUESTION: 


How did you get this way? 


I; your banker were to ask you tomorrow 
how much your stock is worth, could you 


tell him 100 cents on the dollar—or 40, 50 


or 60 cents? 
Facing the Truth of the Matter 


@Isn’t it a fact that you have too many lines—bought 
from too many sources—with the result that your stock 
is too large, your turnover too small, your profits tied 
up in slow-moving merchandise—dead styles, broken 
lines, many makes? You are up against the question: 
“On how much of my stock am I doing business?” 


Have You Resisted the Weekly Temptation? 


GH h 
you pores “the ‘Waty Sesnet A Thousand and 
thing in New York,” cau- —= 

One Styles ~ and 
Only a few that Se// 





tiously produced, tempt- 
ingly presented —always a 
brand newstyle, week after 











FROM A PROMINENT RETAILER 
(Name furnished on request) 
July, 1924. 

“We have handled Queen Quality shoes now for 
about ten years and our business has grown consist- 
ently right along. 

“We find they are exceptionally good fitters and we 
practically have no complaints on the wear, and the 
best part is that they keep a large ‘In Stock’ Depart- 
ment in Boston, New York and Chicago, which we use 
to our very good advantage. 

“We particularly emphasize the fact that it is a line 
on which you can do your entire ladies’ medium and 
semi-fine business, from Welt Sole Oxfords to the dain- 
tier, lighter, covered heel, light-weight shoes. 

“If we were to start in business tomorrow in another 
town, our first thought would be, could we get Queen 
Quality shoes?” 











week —and you think you 

must have it before some- 
body else? Perhaps you were sold — but do you 
know, this minute, how many of these ill-bought 
shoes you still own? 


Too Many Shoes? No! 
Too Many Kinds 


@If your sales are slow, your profits low, the trouble 
may not be the size of your stock, but the way you 
bought it! A style here, a style there, bought from 
too many sources, varying quantities of one line 
or another, bought any time and all times, “to keep 
abreast of style” —and now you have an accumu- 
lation—not a stock—and want to know how you 
can get out from under. Aren’t you just about 
ready to say: “ Never Again!” and get back to tried 
and proven principles—to pick a good line, buy it 
right, push it and stick to it? Isn’t it time to con- 
centrate on what you can sell at a profit? 


QEPSCLOROLECEEORGRTOSRRO RATER ESAT ODOR RTSSTAERORTORCHC HARARE EE At eR scree et Teeeter 


0 


THOMAS G. PLAN -- 


/ ' 
(ATTTTTITITINITIIIII IL 
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® think? 


HIS BEST ADVICE: 


You must concentrate your Lines 














\ HE best advice a banker can give is to adopt 
\ ‘La policy of concentration upon a few rather 
than many sources of supply, picking the lines 
that will give you service year in and year 
out—the longest, strongest lines adapted to 
your class of trade, your range of prices, 
your requirements in style—allying your- 
self with supporting manufacturers who 
know that their business depends upon your 
success. 


A Line to Feature at $5 to $7.50 


@.Do these prices cover 


Tie uptoad the = of Ye a" 
. ness? [hen pick a goo 
Good Line and ., line, long enough and 





tick to it 7 strong enough to con- 
centrate upon. Pick it 


for its reputation, its 


trade-drawing power, its adaptability to your 
PICKING A LINE FOR requirements, and for the service that backs 


_ CONCENTRATION up every effort to develop your business. 


@.Somewhere there is a line that will take Picking a Line for Concentration 
care of the bulk of your business. The 


“Queen Quality” line will meet up to 
100% of your requirements for women 








@Somewhere there is a line that will take 
care of the bulk of your business. The 
iii e o> 71: ° 
and young women; but if it is already foneen Quality — meet up to 100% 
Ct Nama is tet RSH of your requirements for women and young 
y eee women; but if it is already handled in your 
the’ same— adopt the safe, sane, success- locality, our advice is still the same—adopt 
ful policy of concentration on lines on the safe, sane, successful policy of concen- 
which you can do most of your business tration on lines on which you can do most 
—at a profit! of your business—at a profit! 


@.And if the “Queen Quality” line is open 
in your locality, and you want to be shown, 
ee ATT TTT», we'll be glad to send a salesman armed with 


beeen ‘oh me}, Peis) proof of what concentration on America’s 
OMPANY * Seg? 
N , i 


best-known make can do for you. 
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Here’s the Solution of the 
Cross-word Style Puzzle! 





M 


/ 











No. 6464 
TURN 











No. 6464—Black Calf Suede Regent Pump. 
$4.50 


No. 1007—Patent Sailor Tie. A to D... $4.60 ins Hs 46> cam ahaneeederws becare ke 
No. 1008— Black Satin Sailor Tie. B to D $4.60 No. 6465—Black Velvet magint Pome. ry to 
~ _— — on = wed = 4. 85 No. 6462 . —Patent Regent Pump. A to D. $4.00 
No. 1010—Combination Sailor Tie, i "Patent No. 6463—Black Satin Regent Pump. B sa.00 


Vamp, Light tan a and tongue, tan bow 
to match. Ato C... : $4.85 
All Above ememenet 14 8 Spanish 
Louis Heel. 















No. ea eas | ~ 3 tan calf Regent Pump. 

Peet Tes ee ere $4.50 
on Above Numbers carry 14/8 
Spanish L ouis Heel. 





om” <i 
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No. 1001 —Black = Calf Sailor Tie, 10/8 


FIT mag aoe, kit ee $4.85 
No. 1020—Patent Mule Pump, 10/8 wore 000— Patent Sailor Tie, 10/8 Block Heel. 
GUARANTEED Heel. A to D.... $4. Pee $4.66 | 
No. 1021—Black Velvet Mule Pump = 4 


The quality of these shoes includes | 
Gray vici kid linings, special extra | 
Fine quality shoes attractively wide grain leather shank pieces and 


Sutach Braid. 10/8 Block Heel. A to D. . .$4.25 














priced and styled. 9} iron fine quality soles. 7 
- ] 
THESE STYLES WILL SOLVE YOUR PROBLEM | 


THEY ARE SELLING FAST—GET YOUR SHARE OF BUSINESS 


Wire Your Order NOW to Insure Delivery 
Terms: 2%, 10 Days; Net, 30 


POWELL & CAMPBELL 


MANUFACTURERS WHOLESALERS OF DR. CAMPBELL’S HEALTH SHOES 


122-124 DUANE STREET . - : NEW YORK f— 


When writing to Powett & Camppett please mention Boot and Shoe Recorder 
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| THE LOTUS 
SHOE 


Made in England 


. 3 
ef ga 
\ if fe 
aX 

| sf 
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IN STOCK 


Style No. 775—A Scotch Grai Rally "Round, Men! 


Blucher Oxford, on our famous IVE the good old sporting instinct a chance 
rocker bottom last now being e ° 
adapted a Ch ebentry. An ol the to bubble. Here, in Boston and decidedly 
year ’round shoe. In Stock, the distinctive dresser will find the one 
liné of doggy-durable men’s shoes which Eng- 


land’s sporting crowd wear as a matter of course. 


Lotus Shoes 


The Rolls-Royce of Footwear 


Nothing, absolutely nothing, like ’em in the 
United States. The aces of British golf wear 


Style No. 774— Tan Scotch Grain them—but they are also a shoe for street wear. 
Blucher Cxford, Double Upper. 


“ee va cues aa There are nine In-Stock styles of these all- 

leather shoes with a Blue-Book following the 
world over.-They are carried in Boston, widths AA to E. Send for booklet. Also 
150 samples of made-to-order styles on display. 


We offer you the sales rights in your community. Send for samples of our Eng- 
lish Cable Laces. Nothing like them in the United States. 


The Toomay Company 


145 South Street, Boston 
Sole Selling Agents for Lotus, Ltd., in the United States 








When writing to Tur Toomay Company please mention Boot and Shoe Recorder 
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AYLOR-MADE?” is our pledge of the solid value in 


these shoes. 


The names suggest that relief which the shoes actually 


deliver—at a price,that the average man or woman can 
afford to pay. 


Their smart lines do not betray the wearer’s feet. 


Their remarkable sales increase is the best proof of their 
profit making possibilities. 


Priced for Retailing at $7.50 and $8.00 


Leathers as Selected 





Carried Nationally By 116 Wholesalers 


Who are Supported by Our 
12 pr. Lot in-Stock Service. 


L.E-Taylor Company 


BOSTON , MASS. 
FACTORIES AT BROCKTON AND NEW BEDFORD 


When writing to E. E. Tavtor Company please mention Boot and Shoe Recorder 
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HAT’S the way you must have your 
shoes today—if you want to make any 
profit. That’s the way you can get 


Herman’s Police Shoe No. 19 


And you'll get the shoe that men on their feet all 
day universally admire, respect and want. The 
shoe that’s made especially for Policemen, Fire- 
men, Motormen, Conductors, Drivers, Collectors 
and others who long for real foot-comfort and 
must have their money’s-worth in 

$4.75 


wear. 


Herman’s Navy Shoe No. 851 
“stock-shipment” shoe. 


$3.50 


is another swift-selling 
Good-looking enough for wear anywhere. 
And easy on both feet and purse. 


Don’t let business go by because your stock is shy. 
Use the coupon—or wire your order and HERMAN 
will see that you get YOURS right away! 


Joseph M. Herman Shoe Company 


Specialists in SHOES and Service 
BOSTON and MILLIS, MASS. 











No. 851—A regulation 
Navy Pattern whole 
quarter Blucher. Made 
of good quality Gun 
Metal Calf on the fine 
fitting Cadet last. Half 
double sole, rubber 
heel. A moderate 
priced, stylish and 
comfortable all-pur- 
pose shoe.. .$3.50 

Sizes D, E, EE 

5 to il 
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No. 19—The famous Herman 
Police Shoe—the best known 
shoe of its kind. Made of 
high-grade Gun Metal Calf, 
on regulation U. S. Army 
Munson Last. Full box toe; 
built-in arch support; 
stormproof rubber welt; 
Goodyear Wingfoot rubber 

h Wonderful value 
at $4.75 
Sizes: A—7 to 12; 

D, E, EE—6 te 13. 


Use this Coupon 


Jos. M. Herman Shoe Company, 


Millis, 8 
Gentlemen—-Please ship AT ONCE pairs of 
o. 19, at $4.75 per pair; and 


Herman’s Police Shoe, 
pairs of No. 851, at $3.50 per pair. Following sizes: 





When writing te Jos. M. Heaman Snox Company please mention Boot and Shoe Recorder 
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Now-Step Out! 


Election Is Over! 


It’s good business to believe in good business — now and 
later. Bed-rock business conditions the country over are 
sound as a dollar. The alibi artist with the jelly-fish spine 
has gone dry of excuses. 


eI) ij ATP = <q] mess Ray oT 
eemmresiii ; _ : : _- oF sae = 


One Hundred and Twelve Million men, women and chil- 
dren are going to wear and wear-out their shoes just as they 
always have. Everybody—manufacturers, wholesalers and 
merchants are going to sell these millions of pairs. 


We, the H. M. & H. Shoe Co. are known as makers of 
good McKay shoes — the better kind, if you please, — hand 
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lasted, made in temper, in beautiful patterns. Because the =v. fc 
average salesman’s samples don’t mean a thing —we suggest a" 
you ask us to submit samples out of daily shipments to our ay 

customers. =; h: 

Thomas H.-Maxwell |) « 

Pres. and Sales Mgr. é sh 

a} 


Go Ca 
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With inside gore 


HENNESSEY MAXWELL and HENNESSEY. |4 | 
Lynn ,Massachusetts 
126 Summer Street, Boston 
“MADE GOOD TO MAKE GOOD’| 
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Press It Flat — It Springs Right Back 


Naturally, then, the Armstrong Soft 
Box will please all your customers, and 
fort. when your customers find that the toe can 

But all of your customers want both. be tramped on, only to spring back to its 

original shape, they will be delighted. 


= 
7 
he 


ITH some of your customers, style 
comes first. With others, it is com- 


Because the Armstrong Soft Box Toe 
has all the elasticity of cork, because it re- 
tains its shape, it adds real comfort to a 
shoe, and it preserves the style lines. 


For your customers’ greater satisfaction, 
it will pay you to specify Armstrong Boxes 


in your next order of shoes. 


ARMSTRONG CORK COMPANY, = Shoe Products Division, Lancaster, Pa. 


Armstrong 
Circk. Cork Box Toe 


When writing to Anmstronc Core Company please mention Boot and Shoe Recorder 
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Selling Two Pair 
in place of One -- 


HE Educator Play Shoe has a definite 

purpose—a shoe that is built for play 
wear, a shoe that will stand the “gaff” and yet 
permit the necessary comfort and growth of 
children’s feet. 

Educators are also made for dress and school 
wear. In other words there is an Educator for 
every occasion. 

Your trade as well as countless thousands 
of people all over the country know Educators 
through national advertising and the enjoy- 
ment of wearing them. 

You can sell that extra pair on the basis of 
economy in having Educators for school, dress 
and play. The play shoes shown here are a 
— few of many styles in stock now. Order 
a few pair to-day. 


RICE & HUTCHINS : 


INCORPORATED 
13 HIGH ST. BOSTON, 


DISTRIB UTI pn ana NC HES 
Rice & Hutchins Chicago Co. Hutehins New York Co. 
—_ & Hutchins Cleveland Co. Rise Py Hutchins St. Louis Shoe Co. 
& Hutchins Atlanta Co. Atlas Shoe Co., Boston, Mass. 
Rive & Hatchins Baltimore Co. Jos. I. Meany & Co., Inc., Phila., 


U.S.A. 


-— Makers of Educators for the Entire Family — 


\. 
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Style 4425 $2.75 
Little Gents’ Russia call Biu- 


T 

Single Sole, A. 

ber heel. 9-13 44, C-E 

Style 4424—Same Dull A 4 


Style 4332—Same with Hooks 
and Eyes. 75 
Style 

Hooks an and | Eyes. . 


Sty le 4410 $2.60 
Misses’ Russia Calf Pol. Edu. 
Play Shoe. Whole Qtr. Rubber 
Heel, Heavy Single Sole, Ca 
Toe, Goodyear Welt. cE. 
113 


4-2. 
Style 4410X—Same, ost s, 


8 $2.1 
Seale 4411—Same in Dull Calf, 
me prices. 
Style 4412—Same in Blucher 
Same prices. 


Style 4361 $2. 
L. G. Russia Calf Blu owt 


Style 4362—Same as Calf. 
7 


$2.7: 
Style 4334—Same. Sote Lea 
Cap Toe, Russia Caif . .$2.75 
Style 4337—Sare Sole Lea 
Cap Toe, Dall Calt..... .$2.75 
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Let Us “Specialize” to Serve Better 


The Only Hope of Salvation for the Retail Shoe Trade 
Is in Individually Owned Shoe Stores 


By WILLIAM PIDGEON, JR. 
Rochester, N.Y. 















Pp HE present situation in - powerful, selling forces, some of them 
ae The second of an interest- : 

the retailing of shoes |ling series surveying the|| controlled by manufacturers, make for 
present some outstand- complexity of shoe distri- a form of competition that the indi- 
ing facts, some of them bution. The first appeared vidual-owned shoe store finds it im- 

October 25 and covered the é ’ 
so strong that they family shoe store. Mr Pid- possible to meet. As this tendency 
bear looking into. The || geon champions the special-|| seems to be here for quite a while 
outstanding fact is that we are in a ty store which follows along and has not yet reached its fullest de- 
changing economic order. The coming || the next step in distribu-|| velopment, some grave questions pre- 


of the chain store and the larger, more om. sent themselves to the retail trade. A 
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few of these, seems to me, 
are of enough value to stop 
and consider seriously. 

The first is, Where does 
the average individually- 
owned store fit? 

Then we raise another 
question: Is there room for 
shoe stores, other than 
chain stores and manufac- 
turers’ stores? 

Still another question: If 
so, what shall be the line of 
their operation? It would 
seem, in view of the fact 
that people require personal 
service in all other realms 
of life, in clothes, in their 
food, and in their habits of 
living, regarding their pleas- 
ure and comfort, it would 
naturally follow that in the 
realm of footwear there must 
be a vast number of people 
who will not buy shoes on 
the “nickel in the slot” idea. 


Price Is Not Entire Shoe 
Problem 


This is no argument against chain stores or manu- 
facturers’ stores, because they have their place, but it 
is the intention to show that thousands and thousands 
of people will not buy footwear that way, and because 
of this fact, there is a vast field for the individually- 
owned store that has for its idea a permanent well- 
grounded scheme, carefully planned and laid out, a real 
service to the community, in the realm of footwear, 
price not being the prime consideration. 

I believe this to be so, and am so thoroughly con- 
vinced of this that J believe in stores developed along 
this idea of some special service to the community in 
which they live, in footwear. The only hope of salva- 
tion for the shoe retail trade is in individually-owned 
shoe stores. 

Let Us Specialize 

Every community has a large enough following so 
that the foot and shoe problem can well be divided into 
specialized lines. One store could feature, perhaps, 
orthopedic footwear, another comfort footwear, an- 


It is up to you where she goes for shoes. 
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other excelling in children’s 
shoes, another developing 
the work shoe idea, another 
might be the style element 
itself. This: would give the 
individual owner a chance 
for the display of those great 
qualities of personal touch 
and human service, that 
appeals to most folks. 

As proof of the above, 
note that the chain store 
itself is a form of specialized 
store, and has already made 
this their special world. They 
are simply fitting themselves 
to a new economic law and 
recognize this consciously or 
unconsciously, but the fact 
remains that they are spe- 
cialists. If this is so, and the 
average shoe merchant finds 
that he cannot compete with 
that form of specialization, 
he must either quit or find 
some other form of spe- 
cialization, one that does 
not bring him in direct 
competition with chain store 
specialization idea. 

In other words, if a retailer, any place, in any town 
or locality, is merely selling shoes without enthusiasm, 
or profit, or idealism, or joy, two courses are left open 
to him and only two. In the long run, either he will 
have to quit the business voluntarily or involuntarily, 
most times at a loss, or he will have to study his prob- 
lem, analyze his own thought and mind, and find some- 
where in his make-up some one thing that he loves 
and that will inspire him in the shoe game. It may be 
one of scores of ideas, but if he can sell himself this 
one over-mastering idea, then his one chance is to de- 
velop his business so that in his community he will 
become an outstanding factor along that line. 

In short, the average shoe dealer will have to spe- 
cialize or quit, this is' the law of the new economic 
order in all realms of life, and selling shoes must 
come into this realm. This will ultimately extend to 
the manufacturer also, as it is already largely doing 
now. 


How a Sale Is Made in Mr. Pidgeon’s Store 


Our Field Editor Reveals the Secret of Specialization and How a Store Is 
Made a Real Service Station 


RS. SMITH enters store, is courteously spoken 

to and welcomed. Mrs. Smith wants a pair of 
shoes, says she has never been fitted correctly; at any 
rate, she seems to be bothered more or less with her 
feet. The salesman does not rush immediately for a 
pair of shoes and does not seem over anxious to show 
her any models, but rather talks in a sympathetic 


manner about her problem and tries to discover some- 
thing of a helpful nature. 


Convincing the Customer that She Has Feet 


Mrs. Smith is seated, takes off her shoes. He takes 
her foot measurement in different ways and discovers 
her right foot is larger than her left, suggests that 
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before he begins to fit her feet they might see her 
foot underneath the X-Ray machine. Mrs. Smith notes 
how cramped her toes are in her old shoes. She returns 
to her seat and her mental attitude is 75 per cent sold 
on whatever the salesman shows her after that. 


After several trials, a pair is found that satisfied the 
customer and the salesman. In order to impress the 
customer with the earnestness of his service, the sales- 
man then says that it might be a good plan if he made 
a record of this size and width for future reference. 
Mrs. Smith gladly agrees to this ninety-nine times out 
of a hundred. Then on the sales slip is recorded her 
name and address, with 
her correct size and 
width. This also gives 
the salesman the oppor- 
tunity of knowing her 
name and when the 
transaction is finally 
completed, he does not 
address her as “Madam, 
we thank you, come 
again,” but he ad- 
dresses her by her own 
name, which pleases 
her and leaves an im- 
pression that has far more power to bring her back 
than “Good day.” 











The test of fitting. 


The Service-Station Idea 


Now the sales slip with her name and address and 
record comes to the office, it is taken by the office 
force and each time there is a new customer, an index 
card is made out, registering all the transaction. If it 
is an old customer, the card is found in the office file 
and the new record is added which gives a more com- 
plete record of all her transactions. If she is a new 
customer, a personal letter is then written to her and 
dated ten days ahead and is not sent out until that 
date. This comes to her in about ten days or two weeks 
with a sense of friendliness and pleasure in that the 
store has remembered her purchase. It serves to build 
up the personal contact which we all love to feel and 
to which we respond as to no other force in life. 


She Is Not Forgotten 


This completes the transaction, except for the fact 
that if her card does not show a second sale in seven 
months, another personal letter is addressed to her, 
thanking her for her previous purchase, and telling 
her that new styles of footwear are at hand, and also 
opening up the way for any complaints that she may 
have. The response from this seven-months’ letter is 
so great that it is almost impossible to believe, either 
in complimentary letters or in complaints received, 
both of which are welcomed. 

These cards in the file are kept in four different 
groups, one group registering all the present year 
customers, 1924; the other groups of 1923 who have 
not repeated, customers of 1922 who have not repeated 
and customers of 1921 who have not repeated. The 
count of these cards is taken every six months in each 
group; it is then possible to tell between six months 
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how many customers from the old groups of apparently 
lost customers, have been brought back and put into 
the working group of the present year, 1924. 








CHART A—Names counted in file at a certain 
date in 1924. 


1924 customers. 2880 
1923 customers... 2705 
1922 customers.... piates 783 
1921 customers . 484 














CHART B—Names counted in file six months 
later. 


1924 customers.... 4783 
1923 customers.. 2253 
1922 customers... 680 
1921 customers.. 445 














This means that 1923 customers have been added 
to the 1924 lists in six months, but what is really 
important, 674 old customers have been brought back; 
452 from 1923; 183 from 1922; and 39 who haven’t 
bought since 1921 have returned. The decrease of the 
1923, 1922 and 1921 customers means that they have 
returned and made purchases and their cards have 
been transferred to the 1924 column. Estimating an 
average purchase of $10 is made, these 674 customers 
who came back in response to repeated appeals means 
a volume of $6,740. Isn’t that worth going after? 


The Customer Retained 


Records of this sort are not hard to keep and do not 
overburden the office 
force. Many interesting 
side lights result, for 
example, one finds that 
on August 9th of this 
year, 105 customers 
made purchases who 
never crossed the thres- 
hold before; came in in 
response to regular ad- 
vertising or had been 
sent in by satisfied 
customers. 





YOUR SHOE SToRA 














Who is not proud of HIS OWN 


The Basis of Service 


Mr. Pidgeon’s idea of selling shoes is summed up 
in a sentence in which he says, “All customers, it 
makes no difference how many you have, should be 
treated and handled exactly as though you had only 
one customer, and this one customer was paying all 
the rent, buying all the shoes and paying all the 
expenses, how carefully would you guide that one 
person, how eager to have him return for more shoes, 
how willing to do anything in your power to make 
his visit to your store a thing of pleasure, and how 
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hard you would try to develop that spirit which 
would induce him to ‘come back.’ If this is so, and it 
is so, how then can you multiply these things which 
are fundamentally basic and right to meet the needs 
of hundreds or thousands of customers.” 

This simple process is what has led Mr. Pidgeon to 
use the following ideas in his store. 


Making Permanent Customers 


In Mr. Pidgeon’s store a record is kept of all major 
purchases. The name and address and record is taken, 
and an index of all the customers is kept under the 
names and addresses, 
also an index of all cus- 
tomers under the sizes 
and widths that they 
wore. The result of set- 
ting up a list of this 
character and faithful- 
ly checking it each day 
against the sales and 
keeping it up to date, 
leads to a form of real 
business development. 
It has a tendency to 
make the trade in that store permanent, because you 
have the names of your customers, and continually 
writing to them leads them to feel there is permanency 
and homeness in your store. This is human, but very 
valuable. 

Second, this also develops and brings to your store, 
words and letters that are complimentary and kind 
towards you. Hundreds and thousands are different 
and all sorts of compliments and complaints, which 
you consider an asset rather than a liability. This is 
one of the most valuable things, because it allows you 
to definitely know where the trouble spots are and 
correct them. 











Keeping Customers by Mail 


This form of merchandising also builds up a mail 
order list because it was unsought and is a by-product. 
People buying shoes from you, whose records you 
have, move away tomorrow. Probably they will have 
difficulty in being fitted in some other place, so they 
write in or come in for foot service from all parts of 
the country. This would be impossible without the 
records you have on the cards, and the power it gives 
you to actually render them the service. This also 
does another very important thing, competition will 
naturally draw many of your customers from you, but 
they too, will have difficulty in being served in the 
other stores to whom they go. If you have the names 
and addresses, and continually drop them a line, even 
though it does not produce an immediate sale over a 
period of one, two or three years, you will find many 
of these customers coming back to you again, because 
if you will faithfully render them a high-grade form 
of helpful service in your merchandise that will surely 
win out in the long run, to show how these returns 
take place, and the story as told by these facts, that 
week and month, in and out, shows a gradual building 
up of business that is irresistable. 
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To the man who wants to make a fortune in the 
shoe business over night, this method cannot be used, 
but to one who dreams of building something for the 
future that is permanent and sure and that is built 
solid among the shifting sands of chain store compe- 
tition and cut-rate shoe stores, something of this kind 
is the only sure way. 


A Reservoir of Trade 


Mr. Pidgeon’s idea is that the sales resistence is 
less On an old customer who has once been in the store, 
one who knows your clerks and is used to your shoes, 
although that customer has failed to return for some 
reason, it is easier to bring that person back than it is 
the total stranger who has never been in your store, 
who does not know you, does not know where your 
store is, and does not know your clerks. Mr. Pidgeon 
said that business is similar to a reservoir in which 
customers are continually being poured with the in- 
evitable loss which comes from the dropping off, due 
to death, removal, competition, price, style and various 
other elements that enter into that reservoir called 
the store. 

The Place for Advertising 


The only way to keep the store alive is to con- 
tinually advertise for new trade and also keep as many 
of the old ones as possible. If, out of a hundred cus- 
tomers, fifty are lost, and in advertising, seventy-five 
more are gained, you 
have held fifty and also 
brought in some new 
trade. The thought here 
being that some form 
of good-will advertis- 
ing must be adopted. 
The nature of this 
form of advertising is 
to help bring back the 
old customers, and not 
merely to acquire new 
trade. Advertising here 4 
proves there is two great methods. One is to adver- 


tise to bring new customers, the other is called good- 
will advertising, to hold the old customer. After this 
is carefully understood, the part of every advertiser is 
to help to build up that good-will, to hold friends of 
your store, even though they stop coming and go some- 
where else for a while. Mr. Pidgeon religiously divides 
his advertising appropriation into these two parts: 
good-will advertising, briefly classed in that group is 
such as follow-up letters, kindly reminders through the 
mail, and things of that kind. This form of advertis- 
ing does help to stop the leaks in the store reservoir, 
and keep part of the energy already obtained which 
builds up a reserve force which is the only safety for 
any business, for it is the return customers that keep 
this form of store alive, and the return customers 
which gradually allow a store to stapleize the stock 
on its shelves so that certain numbers can be built up 
and these become the heart and center of his stock 
and carry the load, thereby allowing a larger turnover. 
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STREET — 
To Mr. Reep oF PipGEon’s 
75-77 sTATE STREET 
FOR FOOT AND SHOE SERVICE 
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PRICE 





STYLE 
SIZE 


Mr. Reep 
PipGEon’s 


Many Oruer Sryves 75-77 srate sr. 














The card ‘that brings the business (actual size) 






When Every Clerk Brings in His Friends 


Every Store Can Increase Its Points of 
Customer Contact 





N the average store the salesman looks to the boss 

to dig up new business. Not the ordinary new 
business that comes from newspaper advertising, 
bill boards, letter writing, but mew sources to 
be tapped. Now, according to Wm. Pidgeon, Jr., of 
Rochester, the clerk himself may be transformed into 
a potential force for the upbuilding of the business by 
the simple method of organizing his own personal cus- 
tomers. 

A great many merchants are passing up this valu- 
able word-of-mouth advertisifig of satisfied customers. 
In one way it may be considered “free advertising” 
but it does cost something. It costs the effort of giving 
better service than ordinary, more painstaking fitting, 
a finer realization of the customer’s needs, the ability 
of being able to instill confidence in the customer’s 
mind. 

The Pidgeon method is to have salesmen say to 
customers, “You may have difficult feet to fit with 
shoes, but I am sure this pair will give you comfort 
and satisfaction. Haven’t you friends who have trou- 
ble with their feet? Send them to me so that they may 
enjoy the same foot comfort that you are having.” 
Then a card is given the customer with the present 
sales record. 

Every Clerk a Business Getter 


The left hand part of the card is detached and filled 
out by the customer when she gives it to a friend. The 
new customer naturally asks for Mr. Reed, presenting 
him with the card. Now, Mr. Reed, has a new custo- 
mer to work on. Naturally he will do his best to satisfy 
her, in order that she will recommend other persons to 
him. Mr. Reed benefits personally in many ways, 
mentally through the satisfaction of the knowledge that 
he has done his bit in relieving someone’s suffering— 
of that glow that comes to one when he knows he has 
done his work well; financially through the policy of 
the house in paying each salesman an extra bonus of 
5 per cent for each of these introduction cards that 
are returned. 

Everybody wins in this game, there are no blanks. 
The store has gained a new customer, the old customer 
has proven to be a real friend of the house, the new 
customer is enjoying freedom from foot worries, the 
salesman has gained in mind and money. 













‘*Emerson’’ Name to Continue 

Boston, Nov. 6—Stockholders of the Emerson Shoe 
Co. and Emerson Shoe Stores Co. of Rockland, Mass., 
on November 5 voted to accept an offer of Edward 
Friedman, Inc., of New York for the purchase of cer- 
tain assets of the company. This action was subse- 
quent to a meeting of the board of directors of the 
Emerson Company, the board recommending unani- 
mously to the stockholders that they accept the Fried- 
man offer. Directors voted to accept the offer. 

The Friedman offer called for payment of $160,000 
cash for delivery of real estate, buildings, plant, equip- 
ment, machinery, etc.; also the exclusive right to use 
the name “Emerson” in connection with the shoe 
business. 

Necessary legal steps to complete the offer were 
commenced at the November 5 meeting and it was 
reported that the Friedman concern would take over 
the business within several days. 

In March, 1924, the Emerson Company faced finan- 
cial difficulties and bank and merchandise creditors 
granted an extension of indebtedness. 

A cash sale of the property enables creditors to be 
paid in full with funds being left for the stockholders. 
The directors in recommending to the stockholders 
that the Friedman offer be accepted, delivered the fol- 
lowing message: 

“It is estimated that the completion of this offer, 
together with the successful liquidation of the remain- 
ing assets should net the holders of the First Pre- 
ferred Stock of Emerson Shoe Company and the 
holders of Class A Stock of Emerson Shoe Stores Com- 
pany in the neighborhood of twenty to twenty-five per 
cent of their investment. While this figure must of 
necessity be only a rough estimate and depend in a 
large measure upon the successful disposal of the 
remaining assets.” 

Edward Friedman is president of Edward Friedman, 
Inc. and is interested in a group of stores in New York. 

The Friedman concern plans to form a corporation 
which will originally bear the name “The Emerson 
Corporation” and subsequently will have the authority 
to use the names: “Emerson Shoe 'Company” or “Emer- 
son Shoe Stores Co.” of similar names at the comple- 
tion of liquidation of the Rockland firm. 
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The Eclipse Is Over! 


Good Business and Good Sense 
Are Elected! 


Smash your smoked glasses! 
Hang up the old hammer! 
Smile! And start working like the devil! 


November 4 put Business Confidence and Business 
Sanity in the Saddle. The U. S. is sitting pretty. 


England and Europe, too, are getting in the pink. 


The whole world looks top-hole for a magnificent 
stretch of good business; it is plumb foolish even to 
argue it. 

The order of the day is—“Orders.” 


Let ’em come! 


Treasurer and General Manager 
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The Great Business of Government 


It Is Time That We Stopped Crying Out 
‘Congress Is Not to Be Trusted” 


ment of the United States—goes on with prac- 

tically the same organization at work. Isn’t it 
about time that we began to build confidence in Con- 
gress, if for no other reason than that of encouraging 
our executives to serve the whole country. We elect a 
working organization and then proceed to throw all 
manner of abuse against it, thereby destroying its 
effectiveness, weakening its moral and making it a 
football of public disapproval. Every referendum put 
out to the public is an acknowledgment that congress- 
men and state legislators feel that they do not “repre- 
sent” merely hold-down-office and collect-their-pay. Let 
us trust ’em. 

It is time that we stopped crying out, “Congress is 
not to be trusted.” It is given the power to levy taxes, 
borrow money, declare war and what do we do to 
encourage it to do the right thing. We make the office 
of Congressmen look like a plug nickel to any busi- 
ness man, and consider public office simply a resting 
place for the fanatic and cheap politician, and yet, that 
business organization so widely flung together with 
men of varying opinions and talents, conducts a busi- 
ness away up in the billion dollars. It spends the 


[= greatest business in the world—the govern- 


money with or without our approval, for government 
must go on. 
Trained for the Job 

A great lesson is to be learned in the splendid train- 
ing of President Coolidge for the office he now holds. 
He is a trained executive coming up from the lowest 
public position to the highest office in the land. He 
knows the business of government, because he has 
been learning “how” all his life from the day he be- 
came councilman in a small city, mayor, state legisla- 
tor, president of the state senate, lieutenant-governor, 
vice-president, and now by actual election, the chief 
business officer of the United States. He knows that a 
knowledge of government management comes from 
training for the work. 


Place for Trained Men 

The easy-going assumption that any good man is 
equipped to hold public office has produced the typical 
office-holder, not only in Washington, but in every 
state and every city. Because the man was of a pleas- 
ing personality, a good mixer and a regular fellow, 
he gets the place. When are we going to begin to train 
executives for the-work of governments? 
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We have got to look forward to a Congress respon- 
sive to the will and wishes of the people. We ought to 
start in early, even previous to inauguration, to em- 
phasize the fact that we want constructive work out of 
the next Congress. Let us work for honest, responsive 
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legislation produced in a Congress that we can trust. 
Then we will bring about a situation where in a presi- 
dential year business will not be forced to mark time 
until it sees whether a change of management in 
government, means a change of business policies. 


What Leaders in the Shoe Industry Think Will Follow 


We have asked leaders in the shoe manufacturing 
field to interpret the national pulse of business in the 
light of the election returns. Telegrams from them 
follow: 


Business Will Be Stimulated 


“Coolidge’s stand on the important questions of the 
past have been vindicated and upheld. I believe that 
business will be stimulated by the election and that 
we can look forward to a ‘business first’ period.”— 
A. M. Creighton, Lynn, Mass. 


**# 2 # 


Four Good Years Ahead 


The result of the election lays a basis of greater 
confidence in the future. This, connected with the fun- 
damental prosperity of the country, should mean bet- 
ter business. It indicates that business men can plan 
the future with greater courage in view of an eco- 
nomical and common sense administration during the 
next four years.”—H. E. Slayton, F. M. Hoyt Shoe 
Co., Manchester, N. H. 


* *# &# & & 


A Firm Foundation Laid 


“Apparently the people believe strongly in common 
sense when the issue is squarely presented. A splendid 
foundation is laid for confidence and a gradual better- 
ment of business.”—Paul Jones, Commonwealth Shoe 
& Lewther Co., Whitman, Mass. 


* *# & & & 


It’s Common Sense To Expect Good 
Business 
“Superb reaction of country to common sense prin- 
ciples reflects itself in universal expectation of good 
business in all branches. I have every confidence that 
the shoe industry will take every advantage of the 
situation.”—Z. B. Terhune, Boot and Shoe Recorder 
Publishing Co., Boston, Mass. 
* *# &# # & 
Confidence Encourages Business 
“Election results naturally influence business by pro- 
moting confidence which means big business.”—Laird 
Schober & Company, Philadelphia, Pa. 
oe o's @ @ 
Now for Seasonable Weather 
“Influence of election reassures confidence. With 
good shoe weather and public buying of seasonable 
styles we all will see great effect on men’s business.” — 
R. E. Smith, J. P. Smith Shoe Co., Chicago, Il. 
* *# &# #& & 
Decided Improvement Ahead 
“American public has indicated its will. Look for 
decided improvement in all business.”—John R. Gar- 
side, Long Island City, N. Y. 


Florsheim Looks for Great Expansion 

“President Coolidge’s election, in our opinion, wil! 
bring about a trade expansion which will compare 
favorably with any recent period. Farmers have an in- 
crease purchasing power, something wholly lacking 
during our previous periods of expansion. Reparations 
settlement opens up foreign trade and should create an 
exceedingly large demand for raw materials and a 
reasonable demand for our manufactured products. 
Money in great abundance, ready for immediate in- 
vestment at exceedingly low rates of interest. Labor 
well employed at exceedingly good wages. A combina- 
tion of most favorable indices which spells a period 
of great prosperity.”—Milton S. Florsheim, President, 
The Florsheim Shoe Company, Chicago, Il. 


* #*# # # & 


Election Results a Stimulus 


“The enormous vote received by President Coolidge 
was a personal endorsement of the man and not his 
party. An analysis of the vote will show he is stronger 
than his party. His honesty, courage and soundness 
of policies have won him the victory and I consider it 
a mandate from the American people to the Senate 
and House to proceed along sound, thoughtful lines. 
The results of the election will give confidence and a 
stimulus to business.”—Jackson Johnson, Interna- 
tional Shoe Co., St. Louis, Mo. 


+e &# & 


Confidence Means Better Business 
Believe that results of election will cause a more 
settled condition of affairs and will inspire confidence 
in the minds of all. We look for a better business.”— 
Milton Adler, The Julian & Kokenge Company, Cin- 
cinnati, Ohio. é' 
* *#+ ## & 


Business Will Now Go Ahead 
“The people have expressed their confidence in Presi- 
dent Coolidge. While business has slowed up somewhat 
in the last few months pending the outcome of the 
election, it should now improve at once on account of 
the satisfactory results.”—Geo. W. Baker, Brooklyn, 
N. Y. 


* e+ & & & 


Let Us Be Thankful 

“The re-election of President Coolidge should stimu- 
late business. In spite of the political uncertainty, 
fundamental conditions have been gradually improving 
for some weeks and now business interests can face 
the future with full confidence in the permanency of 
American institutions. The foundation for better 
business is soundly laid. There is abundant cause, | 


(Continued on page 58) 
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The Waist of the Foot 
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Both Style and Fit Center ft 
mn = i 
- at the Waist ‘ 
pare ; 
n in- ¥: 
king i 
tions i 
be an T is the usual thing for each i 
nd a I season to bring about a greater : 
ucts, interest in some one part of the 
> in. shoe, and, as a result, in the past 
“wm we have had seasons when heels 
bina- were all the thing, open shanks in 
riod some other season, plain toes or 
dent caps in still another, and panels or 
Gere wishie ated cut-outs in their season. Undoubt- 
edly there is the same centering of 
attention in the dress goods trade, . . 
for one season they all talk length Fema eae earep 
lidge of skirts, and another season length 
+ his of sleeves. 
nger 
mess Centering Style Attention 
er it If it is natural to pick out one 
nate general topic of shoe trade interest 
ines. in relation to shoes and their con- 
nd a struction, then this season the in- 
rna- terest is centered in the waist line. 
Lece over waist It has taken many years to bring 
about a real appreciation of the 
place of the waist line in good shoe 
—_ fitting. Aside from its being a point 
of the foot that gives a graceful 
ence ° 
a curve to the instep and a proper 
Cin- junction of the shoe and the silk 
stocking, there is a very definite 
fitting value to the waist line. You 
can see it in the anatomical draw- 
; ing herewith showing a side or sec- 
— tional view of the bones of the foot 
vhat in relation to the fitting points of 
the the shoe. 
t of 
lyn, The Foot and Its Structure Fancy side adjustment 
The largest bones of the foot, 
Z and Y, called respectively by 
anatomists the Calcaneum or os 
mu- calcis (heel bone) and the astrag- 
nty, alus are at the top of. a jointed 
ing framework, extending forward and 
face ending in the toes. In this frame- 
y of work there are five other irregu- 
tter larly shaped bones closely articu- if 
e, I lated with the heel bones and the . 








astragalus, forming the “tarsus.” 
Gore under buckle (Continued on page 61) Fancy gore front 
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Time for Silence and Work 


WO deeds ought to be made crimes. One is 
f 3 the interpretation of a political season as a 
time for national cessation of business, and an 
excuse to “mark time.” And the other is to con- 
tinue the political turmoil after the election. Both 
floods of buncombe and bombast are discredits to 
our form of government and not calculated to 
increase popular respect for government of any 
kind. 

The most appalling example of futility and 
inefficiency is for people to castigate as worth- 
less the very institutions they help to build 
by their votes. Congress must be made a 
businesslike institution to complete the work 
of management of the greatest business in 
the world—the government of the United 
States. The President may have common 
sense, but without a corresponding amount 
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of that same stuff in Congress—we are most 

unfortunate, for this is a time for decisive, 

effective-and construction work. 

We cannot go on with the insane practice of let- 
ting the jealous vanity of a few egotistical old 
men interfere with the work of Congress. Weary 
and costly months are lost by unlimited debate. 
Such things are bad enough between candidates 
in campaigns; they are intolerable as a practice 
in the business of legislation. 

The public is ready to drop its “baiting” of 
Congress if that institution will adopt a little of 
the common sense and silence of the leader in the 
White House. What a relief it would be to either 
put a muffler on Congress or have every legislator 
“struck dumb.” 

If silence means work, let’s strongly recom. 
mend it. 

It is also due ourselves, as reasonable beings, to 
drop such tactics of industrial suicide as throwing 
away one year in every four, waiting for the 
parade to go by before the signals are again set 
for Business to go along its highway of progress. 

We all have an opportunity to set things right— 
first in trusting Congress to do the work of gov- 
ernment and second in trusting ourselves to do 
the work of business. Let’s start now. 





The First Snow Flurry 


HE first flurry of snow is credited to Buffalo, 
‘Ta this brings to mind that shoes should be 
protected by wearing rubbers in wet weather. 
Leather constantly wet dries out hard, taking the 
life from leather and cracking the uppers. It is 
always a matter of discussion as to whether a wet 
winter wears out more shoes by the public neglect 
of adequate rubber protection, than the friction 
which comes through a dry hard winter. 

We are coming into the period when shoes will 
be put on radiators and dried out at the furnace 
door or under the stove. A general plan of con- 
sumer education on this point and a definite policy 
on returns should be attempted in every com- 
munity. Wet shoes should be dried slowly, away 
from heat or sun and then treated with oil to 
soften them. Now is the time to give your public 
suggestions. 


Walk and Be Unhealthy 


UR appreciations to Secretary Hoover. A 
national conference on street and highway 
safety is scheduled for December 15, 16 and 17, 
and is called by him in an effort to make walking 
safe. In 1923, 22,600 persons were killed, 678,000 
injured and $600,000,000 worth of property dan- 
aged in traffic accidents. 
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This loss is so appalling that every citizen feels 
that the time has come for a scientific study of 
traffic management. Instead of less one-way 
streets, there ought to be more, and instead of 
less traffic officers, there ought to be more. Life 
is made unsafe for the walker, for the larger pro- 
portion of the accidents are those in collision 
with pedestrians. 

The automobile has changed community life and 
is now doing its bit in changing mercantile loca- 
tions. 

Who can tell but eventually Sunday will be a 
movable day of the week, so that one-seventh of 
the public gets a day off for “rest” and automo- 
biling on successive days of the week. One man’s 
Sunday will then come in the middle of the week, 
while another’s will fall on its customary date. 
Sunday traffic is so heavy and the proportion of 
accidents are greater on that date. 

The automobile has lifted us out of a dirty 
civilization into a clean civilization, and with 
roads as smooth as satin ribbons the country over, 
is it any wonder that footwear has changed to a 
greater degree than any other article of apparel? 


On the Side Street 


LL the business isn’t done on Main Street. 
[A The side street has its inning and the stores 
on the fringe of the town often times show a good 
service rendered, and an excellent profit as well. 
One merchant in the West does business in a store 
on the fringe of the town with eighteen distinct 
nationalities trading with cash. Often times on a 
busy Saturday, the whole melting pot mixture 
can be found in the store taking the first bills off 
the payroll. 

One of the outstanding problems in starting a 
retail business is location. A good location is fre- 
quently a store’s best asset, while a poor location 
may be the cause of failure even when sound mer- 
chandising policies are practised. One of the finest 
locations measured in rate of passing pedestrians 
has proven a “lemon” to a dozen different mer- 
chants from hats to shoes, flowers to fancy-work, 
because the customer hurrying to the trains 
wouldn’t stop’on the way. Compare the location 
of your present store with possible new locations 
and determine the possibilities for profit. 








Shoeman—Try It Yourself 


HERE’S nothing new in the fact that shoe 

consciousness on the part of men is notice- 
ably lacking. This condition probably has been 
more pronounced during the past several weeks, 
due to the prevalence of very mild weather 
throughout the country. 
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For some time the shoe industry has been 
stressing the slogan of “Black Shoes After 6:00 
P.M.” If this thing can be put across nationally, 
certainly it will be a big feature in establishing 
shoe consciousness. True, in sections, the black 
shoe movement has taken hold well, but it’s a sub- 
ject that will require the concerted efforts of the 
shoe trade if it is to amount to anything. 

Only a few days ago a group of retail shoe mer- 
chants in a large city held their first fall meeting 
at night. They were gathered to exchange ideas 
on increasing volume of sales and other merchan- 
dising problems. Yet the majority of them, ex- 
perts in the shoe industry, wore soiled tan shoes. 
How is the industry going to sell the black shoe 
idea to the public if the men in the trade are 
going to be so slipshod by setting a very poor 
example? Surely it’s up to the retail shoe mer- 
chant to put the impetus behind the shoe con- 
sciousness movement first by showing the way in 
his personal dress. 





Better Service Given 


ONCENTRATION of lines—for more profit; 

elimination of poor selling sizes—for more 
profit; featuring shoes that make poor feet better 
feet—for more profit. These are the three high- 
lights in shoe store service this fall. Sell what 
you have and buy only what customers heed, is a 
process of thinking in terms of profit. Recently 
styles were over emphasized and now comes a 
proper attention to the professional service of 
shoe fitting. 

We are in the day and year when the flurry of 
selling styles that please the eye has given way 
to the development of good taste in footwear and 
better practice in fitting. In one chain store the 
clerk, after trying on six pairs of shoes, delib- 
erately told the customer, “If you want service 
go elsewhere because my time is too valuable. 
We are selling ten-dollar values for six dollars and 
we can’t give you twelve-dollar service on a busy 
day.” He certainly was frank and remarkably 
truthful. A merchant who changed over to a com- 
mission plan found out that his store wasn’t as 
courteous as formerly—and that strange indi- 
vidual, the tired woman who merely steps into 
the shoe store to rest herself while trying on 
shoes, was treated with positive discourtesy, for 
even though the clerk knew she had no intention 
of buying, it is occasionally possible to coax a sale 
out of the pocket book that has money in it. The 
customer who comes into the store is the only 
opportunity that the merchant has for moving 
the stock from his shelves, and be the plan of 
selling by salary or commission, courtesy should ° 
be the basis of all contact. 
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Pumps and Sandals Share Honors for 
Evening Wear 








Rich Effects Noted in Shoe Ornamentation—Gold More Effective Than Silver 


opera, stores take on a festive 
air, display windows being re- 
splendent with evening adornment. 
Shoe shops, likewise, specialize in 
evening slippers thus preparing 
for the outstanding social event: 
Evening shoes divide their at- 
tention between opera pumps and 
sandal effects and between gold 
or silver kid and brocade. Where 
silver predominated formerly, gold 
this season acquires marked pres- 
tige with the onrush of gold metal 
lace gowns and the prevalence for 
red after nightfall with which 
color it proves more effective than 
silver. 


Sandals Preferred for Dancing 


The opera pump is accorded 
first place on the social ladder 
while sandals for practical rea- 
sons are preferred for dancing. 


ik honor of the opening of the 








Above—Mottled velvet 
pump in gray, black and 
beige tones with rhine- 
stone buckle. Middle— 
Brown ooze sandal 
trimmed in brown kid. 
Below—White satin bro- 
caded in red and gold 
on vamp and heel of 
sandal while quarter is 
of red kid and lining of 
red satin. All three 
shoes from Hennings. 





with New Dress Styles 


By MARGUERITE CAROE 





Brown bengaline dress 
developing jumper ef- 
fect in front only, the 
dress abiding straight 
and plain in back. Per- 
forated brown kid collar, 
cuffs and pocket garni- 
ture testify to marked 
vogue for leather trim- 
ming. From the Green 
Shop. 


Left—Brown kid pump with overwhipped leather 
bow and brown enamel buckle. From Cammeyer. 
Middle—Patent leather strapped shoe finely per- 
forated and gold inlay worked into design. Cut steel 
button at side. From Shoecraft. Right—Black suede 
shoe featuring sham lacing, pull-through trim and 
tip of black kid. From Rasmussen. 


Small rhinestone ornaments rather 
than large adorn these slippers. 
This ornament may consist of a 
buckle on the pump or of a round 
flat button on the sandal. Other 
times a tiny linked arrangement of 
rhinestones adorns the front of a 
pump or travels over the strap, 
this form of trimming being most 
favored by Paris. Again a row of 
rhinestones outlines a shoe, a love- 
knot being formed as a finish at 
the side. Cousins makes the buckle 
one with the shoe, the rhinestones 
being studded to the satin ground. 


Satin in Brilliant Colors 


Having generalized in the mat- 
ter of evening shoes we shall now 
specialize for strikingly smart ef- 
fects are found in individual 
models. A marked return to satin 
in brilliant colors is noted in 
slippers to contrast or harmonize 
with the frock. The stage. in its 


._ new drawing-room plays strongly 


endorses this mode. Ina Claire in 















_ is 
Above—Tailored shoe 
combining black patent 
vamp with real lizard 
quarter. Goring under- 
neath tongue insures per- 
fect fit. Below—Copy of 
Perugia shoe, in brown 
kid, with appliqued trim 
(brown kid on suede). 
Both models from I. 

Miller. 
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Left—Black patent leather 
strapped shoe with narrow un- 
derlay on vamp and strap of 
brown calf. Right—Black satin 
opera pump, showing buckle of 
rhinestones studded in satin 
ground. Both shoes from 

Cousins. 


“Grounds for Divorce,” where the 
shoes are by Hellstern of Paris, 
wears matching satin opera 
pumps. Katherine Cornell, in 
“Tiger Cats,” and others, likewise 
give the fashion their seal of ap- 
proval. Blonde satin shoes are pro- 
nounced good but match afternoon 
costumes rather than evening as 
in Paris. Beside satin moire and 
doeskin of the finest quality are 
dyed in the softest shades. 


Velvet Still Seen 


Velvets, especially in black, find 
representation,—J.& J. Slater using 
a rhinestone and fur ornament on 
a black velvet slipper. Hennings 
indulges in mottled velvet effects 
as here illustrated, while Brown 
& Clark combines a black velvet 
quarter with a colored brocade 
last. B. Altman studs a black vel- 
vet sandal with steel beading in a 
novel manner, and Wanamaker 
launches a new rose gold vel- 
veteen. In the matter of colored 
brocades some houses favor them 
more than others. I. Miller fea- 
tures them strongly while Delman 
favors them less. Gold and black, 
as well as gold and green, are per- 
haps the outstanding combina- 
tions. 

Delman on the other hand de- 
velops interesting effects in Rus- 
sian embroidery combining it with 
gold kid, a slipper particularly 
smart to accompany the elaborate 
Spanish shawl now in vogue. On 
other shoes Beauvais embroidery, 
hand painting such as moired 
effects in gneen and red on a 
Hennings white satin shoe, and 
gold or silver applique are suc- 
cessfully handled. Such is a shoe 
combining a green satin quarter 
with a silver kid vamp, silver kid 
being appliqued in a floral effect 
on the quarter. Gold or colored 
kid smartly pipes black satin slip- 
pers thus enlivening the dullness 
of black. 


The Fashion Value of the Heel 


Heels develop intrinsic fashion 
value this winter. The new heel is 
high—it is slightly curved on the 
outside, and quite straight on the 
inside. In evening slippers, heels 
become in many instances the cen- 
ter of attraction. Now and again 
we find a gold heel beaded in color, 
or studded in rhinestones, or again 
a Perugia heel is molded in gold 
in a floral pattern. The green or 
red satin heel on a black satin 
slipper is quite prevalent with 
smart women. In a striking model 
Hennings makes the pump and 


Left—Tan Russian calf oz- 
ford featuring a pull-through 
trim of a darker leather. From 
Brown & Clark. Right—Short 
vamped black patent oxford, 
trimmed in perforated green 
leather, worn by smart women 

on Fifth Avenue. 


heel of a sandal of white satin 
brocaded in red and gold the quar- 
ter being of red kid and the lining 
red satin. 


Hosiery Shades 


In stockings all shades of beige 
are in order by day, from pale to 
dark. Cinnamon or matching tones 
appear for brown shoes, or a some- 
what lighter shade may be pre- 
ferred. Stockings in ‘the palest 
nude shades and of cobweb sheer- 
ness prevail for evening. The pal- 


Black velvet opera pump 
adorned with rhinestone buckle 
and gold lace and fur filling. 

From J. & J. Slater. 
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Left—Hand-painted pansies, 
in blue and green, on black 
patent pump, bound in blue kid. 
Right—Brown kid shoe, intro- 
ducing yellow suede underlay 
and plaiting of both leathers, 
round edges. Both shoes from 

Rossiter. 


est lavender stockings with a 
silvery sheen are offered by Henn- 
ing’s as the smartest thing with 
silver shoes. Ombre stockings at 
Franklin Simon are a novelty. 


Evening Gowns and Wraps 


Evening gowns take more lati- 
tude than daytime clothes. Here 
may the fancy of the designer 
elaborate at will. Though the two 
outstanding silhouettes are per- 
haps the scant, beltless tube or 
the flare varying from a knee 
length affair to a distinctly cloche 
effect, other discrepancies are 
found. Such are the ‘youthful, 
fluttering gowns of chiffon or 
georgette crepe indulged in by 
Chanel, and those of filmy laces 
which, though sheer, are pro- 
claimed smart for winter. 


Evening materials comprise 
beautiful lames either of silk and 
metal or all metal, velvets of real 
or artificial silk, some bengalines, 
satins, exquisite laces and chiffon, 
the latter often in ombre effects. 
For the robe de style taffeta and 
faille are preferred. 


The decolletage is more marked 
than in many seasons, the deep V 
neck front and back, or at least in 
back, being particularly smart. 
The bateau neck continues good, 
but the round neck is newer. 
Skirts are excessively short, be- 
tween ten and fourteen inches 
from the ground. 

White takes the lead followed 
by reds, pinks and lavender tones, 
ranging from the palest shade to 
fuchsia. There is a sprinkling of 
black here and there, especially in 
black velvet. 

In the evening wraps the coat 
and cape share the honors, the 
coat being newer and perhaps the 
smarter of the two. It is fabricat- 
ed in velvet or gorgeous lames and 
collared, cuffed and bordered in 
fur or ostrich flues. 
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IRVING B. HOWE 


Chairman of the N. S. R. A. 1925 
Boston Convention Committee. 


Committees Organized for N.S. R.A. Convention 











W. W. WILLSON 
Vice-Chairman of the N.S. R.A. 
1925 Boston Convention Com- 
mittee. 


Election Over, the Boston Shoemen Plan for 
Big Opening Event of 1925 


12-15 are crystallizing. The past two weeks have 

been indeed busy ones for the 1925 N. S. R. A. 
Convention Committee. Much has been accomplished 
and much work yet looms up ahead. But the executive 
committee is an efficient one. They report a clear track 
ahead and promise a program that is of unusual 
interest. Already Convention headquarters have been 
established at Room 412, new Chamber of Commerce 
Building, 80 Federal street, Boston. Telephone, Con- 
gress 1020. A competent secretary, Miss Mary Finn, 
is in charge. Irving B. Howe, general chairman of the 
Executive committee, says, “All is well. It looks like a 
very successful convention.” W. W. Willson, vice- 
chairman of the Executive committee and chairman 
of the committee on Booths and Displays, says: “There 
has been a good sale of space. We sincerely hope that 
we can make of this a real selling convention—a 
constructive get-together, of benefit to the exhibitor 
and to the visiting buyers.” 


Pits for the big National “Meet” of January 


Headquarters Happily Chosen 


Some two weeks ago there was a meeting of the 
Executive committee of the N. S. R. A. At this meet- 
ing the members of the committee were quick to see 
that while the first thought in opening the Boston 
convention headquarters was for the selling of space, 
the next idea came that this large, well lighted and 
attractive office was an admirable place for the entire 
committee to function, that it was an excellent place 
of assembly. And so at Room 412, Chamber of Com- 


merce Building, Boston, was held on Wednesday of 
this week, a meeting between the members of the 
committee and those of the New England Shoe Manu- 
facturers’ Association. At this gathering were dis- 
cussed various plans. in connection with the coming 
convention, for promoting the sale of space, and for 
conducting the convention in a strictly worth-while 
and helpfwi manner—for the benefit of the exhibitors 
and the visiting buyers. 


Growing Demand for Space 


Booths and display chairman, W. W. Willson, states 
that while the committee started out with the idea of 
selling space on the street floor, only, of Mechanics 
Building, that arrangements are now being made to 
include the balcony for hoisery and findings displays. 
Plans were also discussed at the Wednesday meeting 
to have working exhibits in the basement. This matter 
has not yet been decided upon, but Mr. Willson states 
that if it is done it will be the first time that an N. S. 
R. A. Convention has ever had extensive working 
exhibits, and if the demand is sufficient, the committee 
will do this. 


A Pleasing Program 


It is the aim of the Executive committee to make 
the educational part of the program pleasing. The 
details of this program are now being worked out and 
will be given further attention at a meeting at the 
Hotel Astor, New York, on Monday, November 10, 
when so many of the national leaders will be present 
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for the Joint Style Conference of November 11. 

Harvard Bureau of Business Administration again 
flings open wide its portals for co-operation in shoe 
store operation. Not only will this college have its 
usual educational booth, with its highly trained staff 
of business experts, “How to Do It” charts, and con- 
sulting service. 

The women’s committee will be in charge of the 
information booth at the convention. Chairman I. B. 
Howe assures the wives and families of the shoemen 
that they are cordially welcome. And both Chairman 
Howe and Vice-Chairman Willson assure the shoe 
and hosiery women of the N. S. R. A. that they are 
most welcome at all of the deliberations of the National 
convention, to either “sit in” or take an active part 
in the program. 

The Executive committee is headed by Irving B. 
Howe, chairman; W. W. Willson, vice-chairman; C. W. 
Spencer, H. F. McNeil, H. E. Hagan, John Fischer, 
F. W. Small, I. H. Morse, and G. M. Spangler, secre- 
tary. The committee chairmen are: Finance, C. W. 
Spencer; Advertising, H. F. McNeil; Booths and Dis- 
plays, W. W. Willson; Footwear Style Revue, John 
Fischer; Attendance and Registration, I. H. Morse; 
Reception and Entertainment, H. E. Hagan; Hotel 
Committee, F. W. Small; Director of Footwear Style 
Revue, Edward Beck. 


Shoe Men Elected to High Offices 


Boston, Nov. 5—Three prominent men in the shoe 
industry were elected to high political offices in this 
state. All ran for office on the republican ticket and 
their victories were very decisive. Frank G. Allen, 
president of Winslow Bros. & Smith Co., leather tan- 
ners of Norwood; Harry I. Thayer of Thayer Foss 
Co., leather tanners of this city, and Elwin T. Wright 
of the E. T. Wright Co., Inc., shoe manufacturers of 
Rockland, Mass., were elected to office. 

Mr. Allen was elected lieutenant-governor of the 
state. He has been president of the Senate for two 
years, representing Norfolk county. Mr. Thayer was 
chosen to represent the eighth Massachusetts district 
in Congress. 

He won a decisive victory over his democratic op- 
ponent in the Eighth Massachusetts district. It will be 
his first term in the House of Representatives. 

Mr. Wright was re-elected to the governor’s council 
from the first district, winning by a wide margin. 
He was formerly state senator and representative from 


his district. 


He Solved His Inside Display Problem 


“The average shoe store looks like a morgue,” said 
R. Prass, of South Bend, Ind., recently. “Department 
and clothing stores have it all over us when it comes 
to displaying merchandise.” 

So he took out a section of shelving all the way 
down on both sides of the store, making a continuous 
display rack. Shoes were just set in, so that the cus- 
tomer could not only see, but handle them. During 
rush hours customers would look these styles over, 
frequently making up their minds as to the exact 
style wanted. 
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Charles A. Coe Is Dead 


Boston, Mass., Nov. 4—Charles A. Coe, widely known 
in the rubber footwear trade, was fatally shot at 
Springfield, Me., on October 31. Mr. Coe was_partridge 
hunting with his guide when the accident happened. 
Without putting the safety catch on his gun, he 
ran to get a bird 
he had shot. He fell 
in some brush and 
the second barrel 
of the gun was dis- 
charged, shattering 
his right leg below 
the knee. He died 
in the afternoon 
from shock and 
hemorrhages com- 
plicated by his gen- 
eral physical con- 
dition. 

Mr. Coe was 
engaged in the rub- 
ber business for 52 
years. He was born 

_ in Madison county, 
New York, and in 
1865 moved to 

Bloomington, IIL, 

being first employed 
there in a mill. Subsequently he became a member of 
the firms of Reed, Jones & Company and Kirkendall, 
Jones & Company. In 1889 he commenced business for 
himself, the style of the firm being Charles A. Coe & 
Company. Later the name was changed to Morse-Coe 
Shoe Company. 

In 1895 Mr. Coe moved to Boston and did special 
work for the United States Rubber Company as 
Charles A. Coe & Company. In 1902 he was appointed 
eastern selling agent of the footwear division of the 
United States Rubber Company, which position he 
held until his resignation two years ago, being suc- 
ceeded by E. L. Phepps. 

Mr. Coe was a member of the Rubber Association, 
Inc., of America, Boston Boot and Shoe Club, Algon- 
quin Club, New York Athletic Club, Fort Schuyler 
Club of Utica, N. Y., and the Masonic Order, being a 
Knight Templar. 

Mr. Coe is survived by three sons: Charles and Max- 
well Coe of New Britain, Conn., and Kersey Coe of 
New York. 

Funeral services were held November 3 at Mount 
Auburn chapel, Watertown, Mass., and the shoe and 
rubber trade was well represented. 





CHARLES A. COE 





James Houghton Dead 


Lynn, Mass., Nov. 5—James Houghton, veteran fig- 
ure in the leather industry, died here recently. He was 
87 years of age. In 1869 he started a shoe finding and 
leather house, the Houghton Heel & Leather Company, 
of which his son, Joseph D. Houghton, is now presi- 


dent. 
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The Great Business of Government 
(Continued from page 50) 


believe, for optimism as well as for thankfulness.”— 


Frank S. Farnum, Brockton ,Mass. 


*e# & & & 


Congress Will Go To Work 


“The American people still have faith in the insti- 
tution and the common sense of Calvin Coolidge. Busi- 
ness will improve as Congress at its next session is 
less likely to play at politics and will probably get 
down to legislation which will be of benefit to the 
whole country.”—Herman Meyer, Philadelphia, Pa. 


* *# & & & 


Confidence in Coolidge 
“Election shows conclusively that the people have 
confidence in Coolidge. I believe business will now go 
ahead. We can look forward with confidence and will 
gradually work into more prosperous times.”—Oliver 
DeRidder, E. P. Reed & Co., Rochester, N. Y. 


**# & & & 


Five Years of Plenty 

“TI consider that the re-election of Coolidge furnishes 
every indication of increasing prosperity for at least 
five years to come, as it shows that the people have 
confidence in the administration and this is one thing 
most needed by business. Now let us all do our part.”— 
W. H. Hunt, Utz & Dunn Co., Rochester, N. Y. 


**2# &# & 


Encourage a Business Government 

“It would seem to me that through the election 
just held the people of this country have gone on rec- 
ord in no unmistakable terms, demanding that the 
business of this country, for at least four years, must 
be absolutely free from the adverse legislation which 
has harrassed for several years, taxes must be reduced 
and that our government must be run on a purely 
business basis. The law of supply and demand alone 
must regulate business and that as a result, we in 
business, are in a position to go ahead with utmost 
confidence that every opportunity will be given us to 
a pleasing business during the term of the incoming 
administration.”"—H. W. Cook, A. E. Nettleton Co., 
Syracuse, N. Y. 


**# &# & & 


The End of Fanaticism 


“Because of record-breaking vote cast, the election 
more truly reflects the will of the people. It shows that 
the public was not willing to risk a change and espe- 
cially refused to be carried away by any fanatic 
reformers. The decisive results should give all real 
encouragement. The shoe industry will surely enjoy 
its full share of the business withheld till the die was 
cast."—Mark W. Selby, The Selby Shoe Co., Ports- 
mouth, Ohio. 


**# &# & # 


A Good Effect on Business 


“I feel results of election are very gratifying and 
should have a good effect on business. It removes the 
anxiety people had as to outcome of election and they, 





therefore, hesitate to commit themselves until it was 
settled. Now this is out of the way and results are 
satisfactory, business should improve.”—John G. Hol- 
ters, United States Shoe Co., Cincinnati, Ohio. 


*e*# & & 


Election Removes Uncertainty 


“Election removes uncertainty. Business should re- 
spond immediately; demand for shoes will increase 
rapidly as seasonal cold weather approaches.”—Joseph 
C. Kimball, Kimball & Sherman Co., Andover, Mass. 


* *# 2 & & 


To Build Up Nationally, Not Radically 


“American citizens are tired of radicalism and its 
attendant evils. The election clearly shows that our 
country stands for sound, economic principles. I inter- 
pret the election to mean that the people are not in 
favor of class legislation in any form, and by their 
votes have directed that their represetatives and the 
administration be guided only by those things which 
go to build up our nation and people. This, I hope, and 
believe, will be done with sincerity and without parti- 
sanship or partiality."—-F. C. Rand, International Shoe 
Co., St. Louis, Mo. 





New Moccasin Pattern 





























“Dolling up” the moccasin pattern is the latest 

thing. In this model, two tones of elk are used 

with strap of the darker color and a gold-finish 

harness buckle. The strap is a continuation of 
the ‘quarter. 





Sager’s Message on Turnover 


Milwaukee, Wis., Nov. 6—In the bulletin issued to 
members by the Wisconsin Shoe Retailers’ Associa- 
tion, President Richard Sager contributed a message 
on turnover. He said: “I am glad to learn that many 
of the retailers who attended our last convention bene- 
fitted. I find some who have changed their mark-up 
and are now making a profit where they used to take 
a loss. I learn of others who are reducing their stand- 
ing stock and doing as much or a little more business 
on the reduced stock. That’s turnover! I find mer- 
chants more interested in keeping stock records. It’s 
wonderful to see how the shoe craft is slowly evolu- 
tionizing itself into a profession. Association work is 
largely responsible. Have you any suggestion to make 
for our 1925 convention?” 
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Abroad with American Shoes and 
Leathers 





Brooklyn at Nice, France. 
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Soli t e ees 


“Style all the while.” Mr. and Mrs. Emil H. Strassburger of 























a F 
“Mr. and Mrs. "Sylvan M. Barnet of New 
York snapped on the Majestic 








Try Both Shoes On 


In the Foot Saver, issued by Julian and Kokenge 
Company of Cincinnati, Ohio, the following appeared: 

“Probably if we asked ninety-nine shoe salesmen 
out of a hundred why they don’t try both shoes on a 
customer at all times, they’d answer us by saying it 
takes entirely too much time. 


“Custom is a funny thing, and just because this 
thought has become so deep-rooted in every shoe sales- 
man’s mind, when we attempt to disprove it, it will 
probably be difficult. Nevertheless it is astonishing 
but actual fact that one of the definite causes of delay 
in selling shoes is the common practice of trying only 
one shoe, instead of both. In other words, a sale is 
actually made more quickly if the salesman has his 
customer try on both the right and the left shoe. You 
doubt it? Well, we’re going to prove it to you. 


Get the Old Shoes Off 
































“In the first place, with the new shoe on one foot 
and the old shoe on the other, the customer will be 
slow in making up her mind. The old shoe feels more 
comfortable—she says, ‘Oh, I sure wish that this new 
shoe was as easy on my foot as this old one is.’ Prob- 
ably she goes on and tries on two or three more shoes, 
hesitating all the while because of the cramped feeling 
the new shoe gives her, but when she has two new shoes 
on, one on each foot, there is no opportunity to make 
such a comparison, for the shoes feel alike. Quite pos- 
sibly she will buy the first pair she tries on, providing, 
of course, the style is all right. The element of dis- 
comfort is not nearly so strong. 


“In the second place, most of you think that putting 
two shoes on instead of one takes a lot more time. We 
thought so, too, so we went down and saw a friend of 
ours in a large Cincinnati shoe store and asked per- 





mission to time him as he worked, using a stop-watch 
in order to get absolute accuracy. 


Only 16 Seconds for Both 


We found out that a good fast salesman can take off 
an old pair of shoes and put on and tie a new pair on 
the customer in as little time as sixteen seconds. Some 
men, of course, took longer. Sixteen seconds represents 
good, fast work but still was a fair example. Even 
with high shoes several men could take off the old 
pair, put on the new ones and lace them up in less 
than forty seconds, so you see the element of time 
doesn’t enter into it. 





Find Out What They Are Wearing 


Did you ever make a record of the makes of 
shoes taken off of customers’ feet and study 
them in relation to quality of goods you sell and 
the price you get? Do you find that the customers 
who come in are on the average above or below 
your grade? 

A high grade shoe selling men’s shoes in 
Rochester kept a four weeks’ record of the makes 
of shoes they took off their customers: 45 per 
cent were makes retailing $7.50 to $12; 35 per 
cent retailing from $5 to $7, and 20 per cent from 
$3.50 to $5. 

The comparison made of the shoes that these 
customers bought revealed the surprising fact 
that in the last two qualifications nearly every 
customer bought the store’s best grade shoes 
above twelve dollars. Are men becoming more 
appreciative of better shoes? Is the swing up- 
wards reflected first in a man’s appreciation of a 
good shoe? 
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Important Decision Expected to Force House 
Canvassers to Pay License Fees 


High Court Upholds Portland, Oregon, Ruling—Will Probably Curb 
Enthusiasm in House to House Selling 


velopment in business is the increasing effort 

various groups of traders are making to elim- 
inate the middleman and place the producer and the 
consumer face to face. One of the manifestations of this 
is the steady increase in the number of manufacturers 
who are selling direct to consumers through house-to- 
house salesmen or agents, using no dealers at all. All of 
these—up to now—have operated in about the same 
way. Their salesmen quote a certain price to the con- 
sumer, a small portion of which is invariably collected 
by the salesman and retained by him as his commis- 
sion. The balance is paid to the express company or the 
mail carrier when the goods 


, MOST interesting and important modern de- 


incentive to others to engage in the same kind of busi- 
ness. Thecity of Portland passed an ordinance requiring 
all salesmen who go “from house-to-house or from place 
to place in the city of Portland selling, or taking orders 
for, or offering to sell or take orders for goods, -wares, 
or merchandise or any article for future delivery, or 
for services to be performed in the future, or for the 
making, manufacturing or repairing of any- article or 
thing whatsoever for future delivery, provided, how- 
ever, that this article shall apply only to solicitors who 
demand, accept or receive payment or deposit money 
in advance of final delivery,” to first obtain a license 
and furnish a $500 bond guaranteeing to purchasers 

the safety of their advance 





are delivered. It is a very 
convenient scheme, for the 
buyer pays the agent’s com- 
mission and the manufac- 
turer collects his when the 
goods are delivered. No book 
accounts with salesmen, who 
are financed by the buyers. 


No wonder this business 
has increased and that ten 
manufacturers are doing it 
today where one did it be- 
fore. Nor is it any wonder 
that the mercantile organi- 
zations in the territories in- 
vaded by this increasing 
number of salesmen should 


business. 


collecting no money. 








Features of Decision 


Will force manufacturers to pay license 
tax for salesmen, or compel them to change 
present methods of doing house-to-house 


Court rules it is not a tax on interstate 
commerce, but a tax on right of salesman 
to do business in city. 

Two alternatives for concerns doing 
house-to-house business—pay license fee for 
salesman, put up bond at an expense bound 
to increase overhead; or completely change 
method of doing business. 

Decision doesn’t alter rule if salesman 
merely took orders to be filled from outside, 


payments. The bond, of 
course, would have to be exe- 
cuted by a surety company 
at an expense of several dol- 
lars, as itinerant salesmen 
wouldn’t know individuals 
well enough to ask them to 
go on their bond. The license 
fee, if on foot, is $12.50 
quarterly, or $5 per month; 
if with vehicle, $25 quar- 
terly, or $10 per month. 

The first salesmen gone 
after under this ordinance 
were those of the Real Silk 
Hosiery Mills, Indianapolis, 
Ind., who have built up an 








have tried very hard to find 

some way to put a crimp in them. Usually the effort is 
to make the salesman pay a license, but as pointed out 
in a recent article, this doesn’t work ordinarily, be- 
cause many courts have declared it to be an unlawful 
effort to tax interstate commerce. 


Imposes Tax to Canvass Houses 


Now, however, a United States Court of Appeals, 
which is the next court to the United States Supreme 
Court, has found a way to tax these itinerant sales- 
men and has upheld a tax imposed on them by the 
city of Portland, Ore., on the ground that the tax 
wasn’t a tax on interstate commerce, but a tax on the 
right of the salesman to do business within the city, 
which had no interstate character at all. I regard the 
decision as of very great importance. It will either 
force the manufacturers who do this kind of business 
to undergo the handicap of paying a license tax for all 
their salesmen, or will compel them to completely 
change their present very comfortable method of doing 
business. Naturally, the more it does that the less the 


enormous business all over 
the United States through advertising in the women’s 
periodicals, in hosiery sold in this way. As soon as the 
Real Silk Co. heard of the license ordinance it went 
into the United States District Court in Portland, 
Ore., and asked for an injunction against the enforce- 
ment of the ordinance, on the ground that its business 
in Oregon was interstate commerce and that the Port- 
land license fee amounted to a tax on it, therefore was 
a tax on interstate commerce which no state or city 
could impose. This plea has succeeded in hundreds of 
cases, but in this case it did not succeed. 


High Court Upholds Decision 


The District Court upheld the ordinance. An appeal 
was taken, and the United States Circuit Court of 
Appeals also upheld the ordinance. Whether another 
appeal will be taken to the United States Supreme 
Court I do not know, but I should expect it, on account 
of the great importance of the case and the chance 
the decision offers every town and city of the United 
States, if not reversed, to harass the hundreds of solic- 
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itors who are taking orders from consumers in this 
way. All of this business, understand, isn’t done with 
consumers, a large percentage of it is done with 
dealers. 

The decision of the United States Circuit Court of 
Appeals in this case is a long discussion of the previ- 
ous attempts which had been made in various sections 
to tax salesmen or agents coming in from outside, and 
then upholds this tax on the ground that it is not 
imposed on the Real Silk Co. or on its interstate busi- 
ness, but on the salesman who collects money from the 
residents of the city. “The shipment and the business 
of plaintiff to which it relates,” says the decision, “is 
left entirely free from taxes or other regulation. Can 
it be said that the plaintiff’s business in interstate 
commerce is subject to a burden because of its inde- 
pendent solicitor, doing business in the city of Port- 
land as a solicitor, is required to pay a license tax and 
give a bond conditioned with respect to the faithful 
discharge of his obligations in carrying on that busi- 
ness ?” 

May Add to Cost of Merchandise ~ 


Here is a very significant statement from the de- 
cision :— , 
Plaintiff contends in argument that if this 
license tax is required to be paid, it will be 
paid by the plaintiff and will be added to the 
price of the merchandise which the ultimate 
purchaser will have to pay. But the liability 
for this tax need not be incurred by either the 
solicitor or the plaintiff. They may carry on 
this business in Portland without a license or 
a bond if the plaintiff will compensate the 
solicitor directly instead of indirectly by re- 
quiring an advance payment from the pur- 
chaser. The plaintiff can sell its goods by 
soliciting and collect the full amount due 
when delivered to the purchaser C. O. D., and 
then remit to the solicitor the amount due 
him. The ordinance in no way interferes with 
such a business arrangement. 


So that the manufacturers who do business in this 
way have their choice of two alternatives: 1, pay this 
license fee and put up the bond, at an expense which 
is bound to increase their overhead; or 2, completely 
change their method of business. This decision, of 
course, does not alter the rule that if the salesman 
merely took orders to be filled from outside, collecting 
no money, he would be engaged in interstate business 
and could not be taxed. 

(Copyright, Oct., 1924, by Elton J. Buckley, Esq., 
Counsellor-at-law, 643 Land Title Building, Philadel- 
phia, Pa.) 





Plans Progressing for St. Louis Pageant 


St. Louis, Nov. 6—The St. Louis Shoe Manufac- 
turers’ and Wholesalers’ Association is perfecting plans 
for presenting a “Pageant of Footwear Fashions” 
on January 5, 6 and 7 at the Statler Hotel ballroom. 
The program is to be educational and entertaining. 
Interest of the committee members is at a high pitch 
and plans are being gradually completed. 


BOOT AND SHOE RECORDER 


61 


According to the present schedule six shows will be 
held, one each afternoon and evening. Each show will 
consist of four promenades; about forty live models, 
displaying the newest and latest patterns in shoes, 
augmented by the smartest dresses and gowns, will 
model on the runway before the thousands of visitors. 
It is intended to display nothing freakish or bizarre. 
All merchandise will register 100 per cent for the 
retail merchants as well as the consuming public. In 
between each of these promenades special entertain- 
ment is being arranged. 

The association is inviting retail shoe merchants 
from all over the country as well as shoe manufac- 
turers from sections other than St. Louis, so that they 
too may appreciate what St. Louis is doing in shoe 
manufacturing. The arrangement committee reports: 

“The St. Louis Shoe Manufacturers now have a com- 
bined total of business over $200,000,000 which estab- 
lishes this as perhaps the largest individual shoe ’manu- 
facturing center in the world. 

“It is confidently expected that this Pageant of 
Footwear Fashions, as now lined up, will bring to 
St. Louis 5,000 visiting retailers, so that they can see 
what the styles will be for 1925 and then place their 
orders accordingly.” 

Cal West is president of the association; Frank 
Mahler, secretary, and they are working with the fol- 
lowing committee chairmen: A. G. White, finance; 
Julian Samuels, publicity; Fred Marx, program; and 
C. E. Reader, hotel and transportation. 





The Waist of the Foot. 


(Continued from page 51) 

Then come the five bones of the “metatarsus,” the 
longest bones of the foot, extending from the instep 
forward to the ball of the foot. It is this metatarsal 
region that gives the important grip to the shoe. Then 
come the fourteen “phalanges” or toe bones—two in 
the great toe and three in each of the others, thus 
making a total of 26 bones in each foot, closely bound 
by intricate ligaments and tendons, and forming a 
structure which, next to the human hand, is the most 
wonderful piece of anatomical structure to be found 
in nature, in its combination of compactness, strength, 
flexibility and power. 


Three Points of Fitting 


With last making today putting the room in the 
ball of the foot (X) you get a three-way fitting ad- 
justment between X and B and Z that no other part 
of the foot possesses. It is for that reason that the 
waist line plays such an important part in new foot- 
wear. 

The ankle height oxford (A) is no longer the lead- 
ing feature in feminine footwear. The pump line that 
cuts into the fatty part of the foot (C) is a point that 
must be fitted with such great care that but very few 
feet and very few shoes can do it successfully, but with 
the fitting adjustment made a matter of style and 
centered at (B) there is indication that the shoes now 
being offered and those planned for spring will be 
better sellers and fitters than in any season past. 
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A dozen pairs or a hundred— 
J.P. Smith Instock Service! 


If a man makes social 
calls, a pair of rich, 
black calf oxfords is 
essential. Educate your 
customers to the proper 
footwear for the 
occasion 


INSTOCK, $5.85 


No. 4102 
Black Hickory Calf . . He-Man Last 


and on the same last in 


Tan Exmoor Calf [No. 3502} . . $6.00 
Imported Tan Scotch Grain 
(No. 3602} 5) 6s o's 6's es 9635 
Imported Black Moor Calf 
{No. 4702} . 
Sizes for all numbers 
A,7to1l B,6to11 CandD,5 toll 


Four of the most extensively demanded 
styles we have ever designed. Their 
popularity grows day by day. 


J. P. SMITH SHOE CO. 


CHICAGO NEW YORK 
671 N. Sangamon St. 148 Duane Street 
Tel. Monroe 4550 Tel. Whitehall 7546 
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THE OLD WAY 

















THE SURE-TRIP WAY 








his Is What Sure-Trip and 
Sure-Quad Sales Books Can 
Do for You in One Writing 


oe Merchants use Sure-Trip and Sure-Quad Sales 
ks with marked success for the following uses: 


1. Receipt for delivery combined with sales 
check. 

2. Auditor’s record available at time of 
sales. 

3. Stock requisition added to sales tickets 
to provide fill-ins immediately after sales 
are made without interfering with office 
records. 

4. Periodic statement system enabling one 
to mail itemized statements on time with- 
out copying. 


5. Stock-keeper’s copy made in combina- 
tion with sales record. 
6. Express receipts. 


Sure-Trip and Sure-Quad Sales Books have two 
special features: 


1. They do in one writing what usually 
takes two or three. 
2. Three sheets are joined together when 
removed from the book. 
One of our offices is near you. Look it up in the 
telephone book. Our veteran salesman can help you 
solve record-keeping problems. 


American Sales Book Company, 14, Elmira, N. Y. 


West of the Rockies 


Pacific Manifolding Book Co., Pacific Coast Sales Book Co., F. N. Burt Company, Ld., yeh? 
Emeryville, Cal. Los Angeles, Cal. Toronto, or 
0 
a Be = por 






Makers of sutographic 
registers since 1893.  Torente.C 


Originators of the sales book industry in 1884. Pioneers in the manufacture 
of books, machines and forms using carbon 


paper. 


In Canada - aaa 


Mail to our 


~ of 
3° nearest plant 
a 
a ¢o™ American Sales Book Company, Ld. 
r yo F. N. Burt Company, Lt. 


Toronto, Cana 
Pacific Coast Sales Book Co. 


Pacific Manifolding Book Co. 
Los Angeles, Cal. 


Emeryville, Cal. 
Send me your new Sure-Trip booklet and time 
and money-saving forms. 
Tell me how Sure-Trip books can be applied to 
my business. 
Dept. A-714-11 














When writing to American Sates Boox Company please mention Boot and Shoe Recorder 
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Walk Out of Your Store 


HE upward turn of the sales curve has started, 

and reports reach us from all sections that the de- 
mand for quality goods by the consumer is more in- 
sistent than ever. 


No matter how many cheap felts or satins you may have 
purchased, do not make the mistake of having too few 
Daniel Green Comfy slippers, as many dealers did last 


You probably keep an “‘out- 
year. 


of-stock”’ record, but did you 


it classified so that . ,; 
ee eee Daniel Green customers frequently have the annoying 
you protect yourself against 


hoes of quality teade? Try it habit of going elsewhere for the quality they have 
for a month; it will be an learned to rely on, rather than accept a cheap sub- 


eye opener for you and your stitute. 
clerks. 


Naturally, we cannot at this time give you such a range 
of selection as earlier in the season, but we can un- 
doubtedly help you to meet the situation, if you will go 
over your stock at once, and see what is required to put 
it in good order. 


Remember you need take no inventory loss on Daniel 
Green Slippers, as they sell the whole year round. 


Why not ask your clerks to watch and report how many 
sales you are losing by being out of sizes and colors? 
The answer may surprise you. 


DANIEL GREEN FELT SHOE CO. 


. = General Offices 
6 Daniel Green )2 DOLGEVILLE, NEW YORK 


Sales Offices 


116 East 13th Street 10 High Street 189 West Madison Street 
ea New York City Boston, Mass. Chicago, IIl. 


Daniel Green 
Comfy Slippers 


When writing to Danie. Green Fert Suor Co. please mention the Boot and Shoe Recorder 
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FOR STYLE ~ QUALITY~ SATISFACTION 








THE STANLEY-DUTTENHOFER SHOE CO.—CINCINNATI, O. 


There is a place in every shoe 
store in the United States 
for a Cincinnati-made line. 



































BOOT AND SHOE RECORDER November 8, 199, Nove 


NCINNATIap 








Trade Mark 
Reg. U.S. Pat. Off. 


LOLOL OA COZ TOO 


— 





OTHSS B. W. is a seller, not a 
sticker. It’s for women who 
want comfort for their feet, not dis- 
comfort on their mind. Always in 
ROSE style, always in season, and always 


GORE SLIPPER worth par. 
SEND YOUR ORDER 


One of the smartest things or write for samples 


ever produced by Roth. 
IN STOCK 
May we send sample? ready to ship—net 30 days 


S—400 S—401 
Black Kid Oxford Brown Kid Oxford 


AAA, 5-10 B, 3-10 =AAA, 5-9 B, 3-9 

AA, 5-10 C, 3-10. AA, 5-9 C, 3-9 

A, 4-10 D, 3-10 A, +9 D, 3-9 
E, 49 


$4.40 - $5.00 


S—403 S—404 
Black Kid Oxford Brown Kid Oxford 
(Arch Corrective) |(Arch Corrective) 
AAA, 5-10 AAA, 5-9 ‘ 


AA, 5-10 
A, 4-10 














$5.20 


Hh ROTH SHOE” @ 


io MARKET OF AMERICA 





THE QUALITY SHOE 
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Inches, Noses, Miles— 


and Shoes 


%jOU know the old saying about an inch not being 
a ) e%| much in a mile, but a lot on the end of a nose. And 
\ EMS} when it comes to shoes and shoe fitting—well, even 
small fractions of inches assume a mighty large importance. 
For if a shoe is not made just exactly right, it’s sure to be 
just completely wrong when it gets on the customer's foot. 


Cincinnati shoe workers have learned the importance of 
inches and fractions of inches. Good shoes have hailed from 
Cincinnati for some 80 years. Many men now 
making shoes in Cincinnati factories have been 
‘on the job” for fifteen, for twenty, even for 
thirty years. And experience has shown them 
the full importance of that added accuracy 
which makes all the difference between good 
shoes and bad. 


When you offer Cincinnati-made shoes to 
your patrons, you offer shoes that satisfy. For 
in addition to embodying the newest designs 
and materials, they are the work of men who 
know that a small part of an inch plays a 
large part in the fit of footwear. 
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Correct, TRats All” 





Getting Results 


Co-operation from an earnest and proficient 
organization can help you greatly in getting 
best results and very often at a reduced cost. 
Our entire organization has always studied 
the needs of our customers, ever mindful to 
please, thereby tending to improve the result- 
producing power of shoe making as well as 
economies in cost. 














Model M 370—“‘The Polka’’ 


Fashion has decreed closed up effects in footwear 
for late fall and early winter. 








To sense the practical without detracting from 
smart appearance suggests “The Polka”—ex- 
tremely stylish, albeit seasonable. Particularly 
attractive in Tan Calf or Patent, Velvet or Satin 
with suede calf or patent insert all concealed 
goring. Four weeks delivery. 




















A Goodyear welt blucher oxford combining 
Style and Dependability. Note the boyish 
looks of the “Frat” that will at once com- 
mand the attention of the Co-Ed—yet not 
too extreme for the graduate. Simply a 
Practical Sensible Snappy walking oxford 
for the inclement weather we must soon 
anticipate. Exceptionally striking in Tan or 
Black, smooth or boarded calf, and remem- 
ber—made over our popular ‘Frat’ last. 
Try these in your growing girls department 
and note the results. 


Model 279—“The Frat” Ww vA 
"fle Cotlvrtaere— 
President 


Walk and Be Healthy 


Te; Vonbman, Lawrence: Co, 


CUNCHAIARy, Cee 
-™ Sg 9 4 
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Getting Through that Price ‘‘Detour’’... 


So often when a woman sees a pretty shoe in your window, 
and finds that it fits perfectly, and you think the sale ismade— 
“Detour!” says the price, and the woman goes elsewhere to 
buy at a lower figure. 

These Holter style McKays were made to keep the road to 
sales open. They appeal to the eye with their trim lines and 
correct styling—just glance at the “Rhoda” and see. And— 
they're made to retail at from $6.00 to $8.50—no price de- 
tour on the road from the eye to the sale. 

Just try them and you'll agree. 


N B We make a line of lower priced Holters McKays, too. These 
° * are manufactured in our Plant No. 2, Louisville, Ky. 


The Holters Shoe Company, Cincinnati 
Branch of the United States Shoe Co. 
New York Office 


Chicago Office Minneapolis Office 
210 Security Bldg. 723 Boston Block 1404 Bush Terminal Bidg. 


The ‘‘ Rhoda” 














| iy 8 2 ran a? 
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High Explosives and Stone Pavements 














.....the Arch Stands Up under Both 


HE illustration shows an walk on the hard, unyielding 


An 


Jade Opera Pump en 
Arch-Protector shoe in am ‘ so the Arch- 
Patent Leather—graceful in ; ; 
line, rich in material, fashion- 3 
able in design. An example of 
how the Arch-Protector shoe 
appeals to the eye as well as to 
the foot. 


arched bomb-proof dugout in 
France. High-explosive shells con- 
tinually tore up the earth above 
this dugout—but the arch never 
collapsed. 


And just as the arched dugout 
stood up under 
high explosives, 


Protector Shoe 
will stand up 
underthe shock 
of continual 
pounding upon 
stone and brick 
pavement. 
After all, na- 
ture never 
made a brick, 
and the foot 
which has to 


pavements of today needs an arch 
support feature such as is built 
into the Arch-Protector Shoe. 


The light, narrow band of steel in 
the Arch-Protector Shoe is so per- 
fectly balanced that it gives the 
foot added ease and comfort, as 
well as keeps it graceful and shape- 
ly. To the eye, there is nothing to 
show that the Arch-Protector fea- 
ture exists—the shoes are trim, 
fashionable and attractive. 


If there is no Arch-Protector dealer 
in your town, you have the oppor- 
tunity to handle footwear which 
has everywhere proved a favorite 
with dealers and consumers alike. 
For the Arch-Protector shoe meets 
the real need for arch support 
which has arisen from the stone 
and brick pavement of today. 


The Val Duttenhofer Sons’ Company 


(Branch of The United States Shoe Company, Cincinnati Ohio) 
New York Office: 1404 Bush Terminal Building 
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“Red Cross Shoe adver- 
tising Helps” is a book full Ff 
of practical, tested advertis- 
ing and selling helps. Every 
page has something of value 
to you—ask The Red Cross 
Shoe salesman to show it to 
you. 



































= 











The Red Cross Shoe is only sold when you sell 
it. And the manufacturers of The Red Cross 
Shoe are as much concerned with keeping shoes 
moving off your shelves as with putting them 
on. They give you a good shoe, plus a unique 
merchandising idea (the exclusive ‘limit’ last) 
and back it with extensive national advertising. 










But they give you more than this—they give 
you new, live, effective selling ideas, tested by 
experience, proved successful with hundreds of 
Red Cross Shoe merchants. These ideas have 
been collected in a book, “Red Cross Shoe 
Advertising Helps.’ Here you will find an 















It’s the last sale that counts.... 
and this book helps to make it 


interesting collection of sales-making sugges- 
tions—newspaper advertisements, letters to 
nurses, teachers and to the general public, 
display cards, folders, suggestions for your 
salespeople on fitting and selling shoes, and 
many others which we lack thespacetomention. 


This book, like our national advertising, is a 
practical expression of our desire to keep shoes 
moving until they reach the consumer. The 
Red Cross Shoe salesman will show you this 
portfolio when he calls. Look it over—it means 
more sales, more patrons, more profits to you. 


The Krohn-Fechheimer Company 


(Branch of The United States Shoe Company, Cincinnati, Ohio) 


Pacific Coast Representative; Saul Berner, 418 Pacific Building, San Francisco, Cal. 
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Novel Sales Contest 
Stimulates Employees 








Me gs ERE is a novel sales contest which has been success- 
== fully tried at The Potter Shoe Company, Cincin- 








q 
’ at ~~ 


S528) nati, and at other representative footwear shops. 


The salespersons are divided into two teams, called (for 
instance) the “Blues” and the “Reds.” The basis of the con- 
test is selling by suggestion. That is, if a patron comes into 
the store for a pair of shoes, the sale of these shoes does not 
“count” in totaling the sales made in the contest. But if the 
salesperson can suggest some additional purchase, such as 
shoe polish, shoe laces, or a pair of sport shoes, 
in addition to the purchase which the patron 
originally intended to make, this extra sale is 
credited to the salesperson and to the team 
with which he is listed. 






















Each salesperson receives a small cash credit 
on every extra sale. Cash awards are given to 
the three salespersons in each team making 
highest in extra sales. And a cup is offered to 
the team winning two out of three of these 
contests. 


A contest ‘of this kind has been found to 





op. SES 
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pay dividends, both in the actual additional 
sales and also in the added efforts which the 
members of the two teams put forth. There's 
no copyright on the idea either —try it your- 
self and you'll find it interesting, stimulating 
and profitable. 





Www 


A Business Letter ‘“‘Stunt 


Here is an original “stunt” which, if ap- 
propriately used, will assure your business 
letters a reading. Just begin your letter like this: 


Dear Sir: 
We know you don't like to read long 
letters, so we'll just skip down to 


/ 


/ 
/ 
/ 


Then say what you want to say in your letter, as tersely as 
possible. Chances are the “skipping” stunt will prove inter- 
esting enough to win for the rest of your letter a careful 
reading. 


here. 
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Dependable 


Styles 


A Step or Two 
Ahead 


Russia calf “Bellaire” strap 


Rainier last—1! % inch heel 
Genteel and in keeping with 
the trend. 


Krippendorf shoes are beautiful shoes. 
They have been known for many years 
as quality and service shoes, but now 
K-D shoes are coming into their own as a 
combination of beauty, quality and serv- 
ice. 


The Krippendorf Dittmann Co 
Cincinnati, Ohio 
Style Quality Service 


Russia Calf Colonial. Con- 
sidered very smart. 


In stock at $6.00. 
Black kid “Archopedic™ 
4 strap. Pathic last, 1% 
heel. An arch support shoe 
that has merit. Same in 
oxford at $5.65. 
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What Are 
Profits? 


Profit does not always mean buying something for 
a dollar and selling it for two. 








The mark-up on your stock does not mean profit 
until the last shoe is sold at the marked-up price. 
Even then you may show a loss in customers if the 
shoes are not right. 


A profitable business is one that makes money, 
that makes customers, that builds a permanent, 
stable, individual trade. 


A customer made is an asset created. You cannot 
figure your business as a profitable one unless you 
have large assets in customers that stick to you 
year after year. 


Julian & Kokenge shoes have helped many mer- 
chants to establish profitable businesses. Will you 
permit us to tell you how it can be done 
for you? 


Gmhe Julian fo Kokenge Co- 


Makers of the famous JéioK Grch Fitting Shoes for Women 
426 E 4th St. Cincinnati, Ohio. 
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E nsemble Costume 


The shoe plays an important part in the 
Ensemble costume. For example, a light tan 
colored shoe should be worn with the popu- 
lar plaid costume. 

Wide-awake retailers are following closely 
the Ensemble costume in order to meet the 


demand. 
Cahill’s Catchy Creations have shoes to 


match every costume. 


The Cahill Shoe Co. 


"MANUFACTURERS 
Cincinnati 


No. 5110 Charm 
Shown in Tan Calf made over our Short 
Vamp French Last, carrying a 16/8 inch 
Louis Spike Calf Covered Heel. 
Can also be made in Patent Leather and 
Black Calf. 





When writing to Tur Canitt Suor Co. please mention Boot and Shoe Recorder 








November 8, 1924 


BOOT AND SHOE RECORDER 


NN A Td 


NC | 


) (oS SS. Se OSE AN 


ae 


Sound Values---beyond doubt! 





& 


No. 3517 
No. 3519 


No. 3578 
No. 3588 


~ 














To you who have been buying shoes for a 
decade or more—you who have “waited” 
upon a multitude of customers, we reiterate 
that these are SOUND VALUES—which 
phrase is meant to cover their merits in 
STYLE and QUALITY as well as that of 


LOW PRICE. 


No. 3517— Patent 
Chrome One Strap. 
Cut-out -as illustrated. 
13/8-inch celluloid cov- 
ered heel, Uskide top 
lift. Imit. Turn. B to 


‘SAME, 9/8-inch heel, 
No. 3519. B to C, 3 to 
8 $3.85 


No. 3546—B 1 a c k 
Satin One Strap. Cut- 
out as illustrated. 13/8 
inch covered heel Us- 
kide top lift. Imit. 
Turn. B to C, 3 to 8. 
$3.85 


SAME, 9/8-inch heel, 
No. 3548. B to C, 3 to 


No. 3578—P atent 
Chrome, One-eyelet 
Tie as illustrated. Elas- 
tic instep, 13/8-inch 
celluloid covered heel, 
Uskide top lift. Imit. 
Turn. B to C, 3to8 

$3.35 
SAME, Black Satin, 


No. 3588, B to C, 3 to 
8 $3.25 


No. 3286—Black Vel- 
vet D’Orsay Pump. 
Black silk braid collar, 
13/8-inch covered heel 
Uskide top lift. Imit. 
Turn. B to C, 3 to 8. 

$3.85 


SAME, Patent 
Chrome with dainty 
perforated collar, 13/8 
celluloid covered heel. 
ep $296, B to C, 3 


No. 3600—Light Tan 
Calf 3-eyelet Tie as 
illustrated. 8/8-inch 
leather heel, rubber 
top lift. Flexible Mc- 
Kay, single sole, C, 
2% to8 $3.00 


SAME, Gun Metal 
Calf, No. 3690. .$3.00 


SAME, Patent 
Chrome, No. 3680. 
$3.00 


No. 3278—Black Vel- 
vet One Strap. Patent 
Chrome cut-out lapel. 
8/8-inch leather heel, 
rubber top lift. Mc- 
Kay sewed, C, 3 to 8. 

$2.60 
SAME, 8/8-inch heel, 
No. 3270 $2.60 




















No. 3278 
No. 3270 





A Prompt Order Insures a Prompt Shipment 


IN STOCK NOW 





ne CHARLES MEIS SHOE COMPANY 
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Children’s Shoe Dept. of Hofheimer Bros., Portsmouth, Va. 


Juvenile Size 


AMERICAN 


INTERLOCKING 
SHOE STORE CHAIRS 


Even where the volume of children’s 
shoe business may be small, itjpays to 
departmentize it. Having: the juvenile 
stock and juvenile chairs together, at 
one end of the store, facilitates service 
and makes the store more attractive. 

















Write for our new 
Enlarged Catalog 


AMERICAN SEATING (BARY 


General Offices: CHICAGO, 1016 Lytton Bldg. 
BOSTON NEW YORK 
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_ Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


: 
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“Nhe Shane itith the Cunohond 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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The Lane Technical High School ea fev 
Basket- Ball Team of Chicago, win- pel 
ners of the city championship. All foo 
wear K. n 
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This crack basketball team wins a of 

. ° tol 

championship on Keds i 

tre 

In a letter signed by every mem- wearing and cool. A double foxing, | 

ber of the team, these champions extending from toe to shank on the o 
say, * The floor-gripping ability of inside of the foot, protects the shoe to 
Keds was largely responsible for from the strain of dragging the toe. ae 
the successful season we have just No wonder Keds are the choice of fo 
completed.” players who know good shoes! - 

the 

“The floor-gripping ability. of Thousands of basketball teams tri 
Keds’’—that’s why every basket- will soon be buying equipment— ov 
ball year wins new friends for Keds. and Keds. This year more Keds 4 
Here are shoes that meet every will be sold for basketball and in- “ 
basketball need. The thick, rugged door sports than ever before. A Es 
soles grip on any playing surface. line of athletic Keds will bring you | 
The strong canvas uppers are long- big winter profits. Bu 

na 

th 
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United States Rubber Company “ 
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Popularity of Women’s Low Shoes and Light 
Hosiery Aids Overshoes Business 
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Wholesale Shoe Merchants Hear About Rubber Footwear Conditions 








T a recent meeting of the New 
A Beetane Shoe Wholesalers’ 
Association, held in Boston, 
Mass., John G. Magaw, of the 
Hood Rubber Products Co., Inc., of 
Boston, delivered an interesting 
address concerning the rubber 
footwear situation for the coming 
winter season. 

Mr. Magaw painted a very clear 
picture, applying the viewpoint of 
the retail shoe merchant and also 
the wholesaler. He advanced some 
constructive selling ideas and 
analyzed the development of the 
overshoe business during the past 
few years, the most prosperous 
period in the history of rubber 
footwear. 

The speaker pointed to the dan- 
ger of retail shoe merchants 
slighting the opportunity to cash 
in on men’s, boys’, misses’ and 
children’s overshoe trade, because 
of their eagerness to concentrate 
only on the women’s end. He also 
touched other phases of the sub- 
ject of particular interest to the 
trade. 

In part, Mr. Magaw said: 

“When Mr. Wrigley went to 
China, and Mr. Gillette to Russia, 
to sell their products, they had to 
develop a consumer acceptance— 
force and create a market. The 
style trend in leather shoes for 
the past several years and the in- 
trinsic value of rubber and cloth 
overshoes has developed naturally 
a greatly increased consumption 
of overshoes and a consumer ac- 
ceptance in the ‘Best Market on 
Earth.’ 

“The factory classification, ‘4- 
Buckle Gaiters’ and the popular 
name ‘Overshoe’ or ‘Galosh’ (from 
the Latin word “Galochia’) have 
been produced in American Rub- 
ber Footwear factories for the 


for 1924-25 Winter 


By JOHN G. MAGAW 


Hood Rubber Products Co., Inc., Boston, Mass. 


percentage of low shoes or ox- 
fords made necessary during in- 
clement weather the wearing of 
overshoes. The years 1921-1922- 
1923 developed an _ increasing 
amount of low shoes worn, until 
women’s low shoes are now prac- 
tically universal in wear and the 
trend of men’s, boys’, youths’, 
misses’ and child’s, is in the same 
direction. 


Provides Impetus to Demand 


“Notwithstanding the efforts of 
the tanner, the leather shoe manu- 
facturer and the style creators, 
1924 has accentuated the wearing 
of low shoes and in addition, in 
women’s wear, developed a light- 
colored hosiery fad. The wearing 
of light colors and dainty hosiery 
helps the overshoe business. 

“It seems to me that most re- 






tailers and most merchandisers in 
jobbing and branch houses are 
thinking mostly of women’s over- 
shoes and not, perhaps, antici- 
pating the demand on men’s, boys’, 
youths’, misses’ and child’s, con- 
sidering the increasing amount of 
low shoes being sold and perhaps 
this is a thought for you with 
many of your dealers. Show your 
dealer how to increase his mer- 
chandising turnover and make up 
for the lost sales on high shoes 
during the fall months by special- 
izing on rubbers, overshoes and 
fall indoor athletic canvas. 
“Every woman is a prospect now 
for a pair of footholds, a pair of 
rubbers and a pair of overshoes. 
The live shoe retailer is searching 
for ways to sell an extra pair. The 
initialing proposition introduces 
(Continued on page 108) 
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‘ past twenty-five years. 

“Prior to the winter of 1920-21 
there was not a considerable vol- 
ume of business on 4-buckle gait- 
ers, at which time (and it was 
during a mild winter) the large 


Giesting’s Bostonian Shoe Store, 514 Vine street, Cincinnati, Ohio, 

recently had a very attractive window. Manager Walter E. Giesting 

hooked up a balloon tire with a display of balloon oxfords. A pair of 

balloon brogues were placed in the center of the tire. The slogan, “As 

Comfortable as a Balloon Tire,” was printed on a card, associating the 
two ideas. 
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TELLING THE PLAYER— 


but selling 
the dealer 


The advertisement shown is one of a series now 
running in a list of nearly 100 newspapers 
throughout the Eastern and Middle Western 
states with a total circulation of more than 
5,000,000. Through his favorite medium, the 
daily or Sunday sporting page, we are telling 
the basketball enthusiast just why Converse 
Shoes have received the “Endorsement of Use” 
by a majority of the country’s championship 
teams. Compare this brief “brass tacks” copy 
of definite, provable facts with the vague gen- 
eralities and unsupported claims of many other 
shoes. 

But with all the opportunities for direct busi- 
ness that these advertisements are bring- 
ing, we are maintaining our policy of selling 
through the dealer wherever possible. If all the 
responsible dealers in a community, by refus- 
ing the line, force us to sell direct to a school or 
team, we still protect the merchant by selling 
at a price substantially above the dealer list. 
You are assured of dependable demand and pro- 
tected profits when you handle 


nverse 


Basketball 
Shoes 


lf you want to 

check up on some 

of the extravagant 

claims being made for 

other basketball shoes, let 

us send you the Converse 
Basketball Yearbook for 1924, 
containing 160 pages of con- 
vincing proof in the form of team 
photographs showing Comverse shoes 
on the players’ feet. 





" ALL STAR 
brown upper ) 


lf 


The Endorsement of Use— 


It's what coaches and players have proved by actual 
use that counts most in basket-ball footwear. When so 
many championships are decided by a single game, 
sometimes by a single basket, teams that want to win 
can’t afford to experiment with such a vital piece of 
equipment. 

They want the shoe they know is right, one that has 
stood the test of wear by the best players in the game, the 
one that the “big fellows” come back to year after year. 

You'll find that the country’s best teams use Converse 
Basket -ball footwear almost ex- 
clusively. You're taking the surest 
route to complete satisfaction when 
you follow their lead. ai 
CONVERSE’ Versit '”* Inner Sock 

with its double-thick heel and 
toe prevents callouses and blisters. 

A copy of the 1924 famous Converse 
Basket-ball Year Book sent to every coach or 
manager on request. 


Other Converse 
Champions — 1923- 
Cornell University 








Champions 


nverse 


RUBBER SHOE CO. 
Factory—Malden, Mass. 


reice Branches 


Se 
Chicago— 618 W. Jackson Blvd. Boston — 175 
New York — 142 Duane Street Philade 


Purchase Street 
Iphia — 25 N. Fourth Street 
Los Angeles—1127 So. Wall Street 











“Hickory” with brown uppers and crepe 
sole; “All Star” (brown) and “Non Skid” 
(white) with the Converse molded “Trac- 
tion” sole are the most popular Converse 
basketball models, but the margin of 
Converse superiority is maintained in 
the lower-price numbers as well. Send 
for illustrated price list. 


(onverse Rubber Shoe (0. 


FACTORY AND GENERAL OFFICES AT MALDEN, MASS. 


NEW YORK 
142 Duane St. 


BOSTON 
175 Purchase St. 


CHICAGO 
618 W. Jackson Blvd. 


Makers of the famous 


LOS ANGELES 
1127 So. Wall St. 


SYRACUSE 
217 W. Water St. 


PHILADELPHIA 
25 N. Fourth St. 


EHeavy Duty Rubber 


When writing to Converst Rusper Snore Co. please mention Boot and Shoe Recorder 
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OW that the Presidential 
N election is over and the 

story is told for another 
four years, many of the previous 
“alibis” for not placing orders are 
obviously not valid. The boys on 
the road have had many excuses 
given to them during the last few 
months for the non-placing of 
orders, because of the unsettled 
conditions due to the political situ- 
ation. 

Many buyers were held back 
on their allotment through in- 
structions from headquarters that 
no orders could be placed. until 
the political situation clarified. 
That there is some truth to this 
statement has been proved by the 
fact that many of the salesmen 
have reported much more activity 
throughout the country this week 
than has been a feature during the 
past eight weeks. 

All parts of the United States 
seem to have “settled back in their 
chairs,” with more of a satisfied 
expression that business will not 
be upset through any decided 
change in the affairs at Washing- 
ton. This is very gratifying, for 
with the frequency of trips neces- 
sitated by the constantly changing 
styles, the desire of buyers to 
place their orders but a few weeks 
ahead and with Style Shows going 
on everywhere, the traveling shoe 
salesman has had to contend with 
much. And so have the manu- 
facturers, for so long as the buyers 
refrain from placing orders in ad- 
vance, just so long will it be im- 
possible for manufacturers to fill 
all orders on time. 

Now that politics are over for a 
while the world will move on 
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Presidential Election Over—Now Place Your Orders! 


Nebraska Merchant Tells Iowa Travelers How He Increased Business from $20,000 


to $300,000—A Selling Story 


serenely, we will get down to a 
little more common sense and cut 
out the alibi “Wait Until the Elec- 
tion Is Over.” 

The salesman is working at all 
times for himself, his house, his 
trade, and if his trade will work 
with him, more stability will fol- 
low, with more work for the men 
at the factory. 


Iowa Boys Boost Business 


The Dry Goods and Apparel 
Travelers of Des Moines, Ia., in 
which body the shoe travelers were 
largely represented, have as their 
very efficient secretary, J. E. Wil- 
liam Prescott, who is also president 
of the Iowa Shoe Travelers’ Asso- 





J. E. WM. PRESCOTT 


President and Chairman - of 
Publicity of the Iowa National 
Shoe Travelers’ Association. 


ciation. The Dry Goods and Ap- 
parel Travelers’ Association held 
a most successful convention and 
style show at Des Moines. October 
14-16, at which Fred W. Anderson 
of Cozad, Neb., told how he had 
built up his business from $20,000 
in 1906, to $300,000 in 1923, by ad- 
vertising, service and co-operation. 

“In my business, which is con- 
ducted in a town of 1,300 popula- 
tion, I advertise in some way every 
day. I give tree floor space to or- 
ganizations wishing to hold sales 
on Saturdays. That is advertising. 
If I started business again teiay | 
would spend 5 per cent of my groz= 
profits in advertising. It pays. 

“Copy the big stores. Take their 
advertising copy and use the ideas 
in your copy. Advertising is power- 
ful. 

Be Public Spirited 

“Last year was a big mail order 
year. Don’t make the mistake of 
knocking the mail order houses. 
Show your customers and the pros- 
pective customer how you can save 
him money by buying at home. 
You can meet the mail order prices 
on a bill of goods. Advertise and 
show what you can do for your 
community. 

“With the large volume of busi- 
ness done in my store last year it 
only cost me one and one-half per 
cent to advertise.” 

In concluding his remarks the 
speaker declared that it is now safe 
for merchants to buy from 50 to 
60 per cent of their future mer- 
chandise at the present time. 

Miss Alice Clarke, employed by a 
shoe company of Des Moines, acted 
as the “Martha Washington” model 
at the style show. 
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Skinner’s Shoe Satins are 36 inches wide and 
supplied im Jour different qualities to meet all 
the requirements of the trade. 


Skinner's 
Shoe Satin 


_FOoOR TRE 


SHOE RECORDER 


NAME IN 


Made expressly for use in shoes, its 
unequalled wearing quality enables 
manufacturers to turn out satin foot- 
wear that will give real service. 


And the prestige of the Skinner name 
is a real selling asset to the shoe mer- 
chant. 


WILLIAM SKINNER & SONS, 


NEW YORK CHICAGO BOSTON PHILADELPHIA 
MILLS, HOLYOKE, MASS. ESTABLISHED 1818. 


v Cee 


When writing to Witt1am SKINNER & Sons please mention Boot and Shoe Recorder 





November 8, 1924 
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0. B. BECKER 


O. B. Becker, of St. Louis, and 
for over twenty years connected 
with the Thomas G. Plant Shoe 
Company, of Boston, Mass., in a 
sales capacity, died at St. Louis on 
October 9, after an operation from 
which he failed to rally. He trav- 
eled the entire southern territory 
for the Plant company and was in- 
timately known in the retail shoe 
field throughout the south. Re- 
cently he was connected with the 
Boyd-Welsh Shoe Company and 
the Moore Shoe Company. With 
the two latter companies he spe- 
cialized on larger city accounts. 

His many friends in the shoe in- 
dustry extended their deepest 
sympathies to his widow, two sons 
and a daughter. 


Dr. Schroeter Sells “Foot 
Savers” 


Dr. George A. Schroeter repre- 
sents the Julian & Kokenge Co. 
in New England territory. He has 
been selling “Foot Savers” for 
this house since January. Dr. 
Schroeter is an aggressive and 
genial young man from Brooklyn, 
N. Y. He is a hustler and is an 
expert on the human foot and cor- 
rective shoe fitting. He has an in- 
teresting history: 

He is a graduate of the First 
Institute of Podiatry of New York. 
Immediately after leaving college 
he commenced practice in Phila- 
delphia and acted as assistant in- 
structor of the .University of 
Philadelphia. During the World 
War Dr. Schroeter took charge of 
the United States General Hos- 
pital, No. 36, in Detroit. After 
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coming out of the service, he went 
into the shoe game on the road. 
He took complete charge of the 
construction of the Menihan Arch 
Aid shoe, and is now concentrat- 


‘ing on the Julian & Kokenge “Foot 


Saver.” He says that he is meeting 
with splendid success in his ter- 
ritory, and he feels that the edu- 
cational work of National Demon- 
strator, Ed. J. Macklin, has been 
of much assistance to him. 


Burstiner of Duane on Trip 

Charles N. Burstiner of Duane 
Shoe Company, New York City, 
sales manager and factory make- 
up man, left Sunday evening, 
October 19, for an extensive trip 
throughout the Southern and Mid- 
dle Western States. Mr. Burstiner 
numbers a wide host of acquaint- 
ances in the trade and hopes to 
put across many good orders for 
the Duane “outfit” on this trip. 
Duane have been working on many 
exclusive patterns, and writes— 
“The stores with whom we do 
business can expect to see very 
snappy designs for the coming sea- 
son.” 


David Heer, 50-Year Sales- 
man “Vet” 

With the completion of last Au- 
gust, David Heer, a dean of Ohio 
shoe travelers, who sells the “Jack 
& Jill” line of Adams Bros., com- 
pleted fifty years of shoe traveling 
salesmanship. And he is just as en- 
thusiastic about shoes today as he 
was a half a century ago. He says 
that he has traveled through many 
a prosperous and many a lean year, 
but that business is always bound 
to boom following a presidential 
election. 

Mr. Heer’s first customer, way 
back in the old days, was the father 
of the Cahill Brothers, at Chilli- 
cothe, Ohio, who are now conduet- 
ing this store, and at the same 
place. This was when he sold shoes 
for the Tracy folks of Portsmouth, 
Ohio. The only persons now living 
who were connected with the Tracy 
Company at that time are Charles 
Weber, who is now conducting a 
shoe store at Portsmouth, Ohio, and 
Phillip Koblenz with the Midland 
Shoe Company of Newark, Ohio. 

Mr. Heer’s shoe selling expe- 
riences have been many and varied. 
He, relates that on his first trip 
out he made many exaggerated as- 
sertions regarding the workman- 
ship and wearing qualities of his 
line that a more experienced man 
would not have made. As a result 
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J. 8S. BATTLES 


Who covers Illinois for the 
Ogden Shoe Co. 





one shoe merchant in one of the 
larger county seats decided that 
Mr. Heer’s line was entirely too 
good for him to sell, and that ended 
his opportunity with that merchant 
for that trip; however, he learned 
his mistake later and the next time 
he was able to sell this merchant a 
good sized bill of shoes and con- 
tinued to sell him for many years. 


Battles with Ogden 

J. S. Battles represents the Ogden 
Shoe Co. in Illinois territory. Mr. 
Battles came with the Ogden folks 
this season. He previously sold the 
Wolverine Shoe Company’s line in 
Rockford, Michigan, and previous 
to going on the road was in the 
retail business at Moline, Illinois. 
Mr. Battles was very successful 
when selling the Wolverine Shoe 
Company’s line of shoes and writes 
that he can sell more of the Ogden 
line than any line he has ever car- 
ried to his trade, because he is more 
“friendly” toward a dress shoe line 
than a work shoe line. 


Minor Also Has Mayer’s 
“Honorbilts” 

E. H. Minor, who has been car- 
rying the Martha Washington dress 
and comfort shoes, and children’s 
and misses’ “On-We-Go,” Colonial 
welts, as assistant to J. E. Wm. 
Prescott in Iowa, will also carry 
Mayer’s “Honorbilt” men’s shoes. 

Mr. Prescott, by the way, is the 
live-wire president of the Iowa 
National Shoe Travelers’ Associa- 
tion. 
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Slipper. ate tas 
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Sold 36 pair case lots only 









And Still the Evidence Piles 
Up that We Save Customers 
from 15% to 30% 


Ladies’ Black Kid Turn Boudoir Ladies’ 






Black Kid Turn One- 
ay omar’ ae 
5-8 


80c. 











3-7 3-8 3-7 


Women’s Overshoes. Felt Top. 
Military and Opera Heels. 
Regular Sizes 
Sold in 12 pair lots only 


Price $1.50 








Sci 38 gate case Leto only ¢ 









1-5% 






10-13% . 


Khaki. Sizes 6-10, 6-11... 















Sold 36 Pair Case Lots Only 


A Few More of Our Seasonable Numbers 


Men’s Mahogany Blucher, Goodyear Welt, Rubber Heel. Sizes 
ETE. LEY AR RE Et: Price $2.25 

Boys’ Mahogany McKay Blucher, Rubber Heel. Sizes 1-6............. Price $1.40 
Boys’ Mahogany McKay English Bal., Rubber Heel. Sizes 1-6......Price $1.40 
Boys’ Tan French Toe Bal. Goodyear Welt, Rubber Heel. Sizes once 

SaBadncecerceucesenentosuneeeeesecquneubinbbesiindcupyseimmeseneenrenastiliantioverdmcdindt Price o 
Boys’ Tan Blucher. Goodyear Welt, Rubber Heel. Sizes 1-5%......Price $2.00 
Little Gents’? Tan ; sanisenimnn: Welt, Rubber Heel. Sizes 

Senne et oxespenatrathasotCinnsie ; ..Price $1.75 
‘Sold 24 Pair Case Lots Only 


Men’s Felt Everett Padded Chrome Sole. In Black, Navy, Brown, 


pea oat Price $ .50 



























144 Essex Street 





S. ROSENBERG & SON 
BOSTON, MASS. 












When writing to S. Rosenperc & Son please mention Boot and Shoe Recorder 
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SAMUEL H. GOLDBLATT 


Sales manager for Lynn Ideal 
Shoe Co. and the Boston Nov- 
elty Shoe Co., Boston. 


Samuel H. Goldblatt, formerly 
with the old firm of Allen-Foster- 
Willett, now Allen-Goller Shoe Co., 
and later for 94% years with the 
Welch Shoe Co., of Lynn, is now 
sales manager for the Lynn Ideal 
Shoe Co., and the Boston Novelty 
Shoe Co., Boston. “Sammy” is 
very enthusiastic over his new 
connection. He states that these 
firms are making on an average of 
130 cases of novelty McKay shoes, 
which retail at $4.00 and $5.00, 
and that because of their excellent 
value are meeting with a ready 
sale. “Sammy” will continue to 
sell the wholesale trade with 
which he is so well acquainted, 
and which carries out the sales 
policy of his new firms. His Bos- 
ton office is at Room 217, 207 Es- 
sex street. 


“Ed” Landers Covers Cali- 
fornia 
Edward Landers, who for many 
years has been connected with the 
shoe business on the Pacific Coast, 
both retail and wholesale, has 
joined the sales force of the Rice 
& Hutchins Chicago Co., with 
headquarters at the Pacific Build- 
ing, San Francisco. Since October 
15, Mr. Landers has been covering 
California with the general line 
of shoes of this company, together 
with the nationally known, Educa- 
tor line. “Ed’s many friends, and 
he, himself, feel confident that 
with his wide shoe experience and 
acquaintance with the trade and 





EDWARD LANDERS 


Represents Rice & Hutchins’ 
Chicago Co. in California. 





conditions in California, as well 
as his splendid optimism, success 
for his house and him are as- 
sured. 


Ed’s Shoe History 


It will be remembered that “Ed” 
Landers was a member of the 
Landers Shoe Co., one of the 
originators of the $3.50 shoe stores 
on the Coast. Three stores were 
operated by this company in San 
Francisco, and one in Oakland. 
These stores were completely de- 
stroyed during the earthquake and 
fire in 1906. For the past eight 
years, “Ed” has successfully rep- 
resented The Stewart-Dawes Shoe 
Co., wholesalers, located in Los 
Angeles. He covered Nevada, 
Arizona and Southern California 
for this house. From January 1 of 
this year up to October 15, when 
he made arrangements to repre- 
sent The Rice & Hutchins Chicago 
Co., of California, he carried the 
Ideal Shoe Mfg. Co.’s line of chil- 
dren’s shoes in Northern Cali- 
fornia. 


Milton Rubel an Optimist 


Milton Rubel, the genial presi- 
dent of the Chicago Shoe Trav- 
elers’ Association, and Chicago 
representative of the Baker-Field 
Corporation, of Bridgewater, 
Mass., is an optimist. When his 
new samples came in last week, 
Milton demanded the privilege of 
taking them out into the State, as 
well as Cook County. He feels that 
now the election is over, those 
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MILTON RUBEL 


Chicago representative of the 
Baker-Field Corporation of 
Bridgewater, Mass. 





merchants who have hitherto re- 
frained from buying will wake up 
to the fact that they are depend- 
ing. upon the shoe business for 
a living, not on politics. 


Utz & Dunn Sales 
Conference 


The week of October 25 was a 
busy week at the Utz & Dunn 
Company factory, where the sales- 
men gathered for their regular 
semi-annual sales conference. 

Discussions of lasts, patterns, 
new samples, general business 
conditions, the outlook for present 
and future business featured the 
meetings and Merleau C. Smith, 
sales manager, addressed the meet- 
ings on the problems of present 
day merchandising. 

A feature of the get-together 
was a dinner and theater party 
tendered the sales staff by Mr. 
William H. Dunn. ; 

The salesmen left next day for 
their territories, but before the 
conference broke up it was de- 
clared the most enthusiastic meet- 
ing ever held. The men all left for 
their territories confident that 
their new line would find immedi- 
ate favor with the trade and that 
an increased business was as- 
sured. 

There were present: F. R. Mont- 
gomery, W. J. Davidson, G. H. 
Murfitt, C. W..Sheldon, J. H. Voor- 
vart, A. P. Richards, L. V. Fritz, 
M. W. Crosby, Harry Lipstine. 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


FOR CLEANING & RENEWING The J. C. Penney Company—a nation-wide institu- 
ee ap aia the agua af 35 vad Os guste oie kate bed Mamoagh 
e ages 0 an years who ug 

KID & CALF capemened in one or more of our lines, and can give 


LEATH ERS us the highest references. 


SOLE MAKERS Our company, which started in 1902 with one store, 
MASTERS EROS. Corp, naw operates 571 retail stores in 41 states. We sell 
dry — shoes, notions, Ey) and furnishings 


aneanneaninnaean Fy at 4 iA 
SHOE POLISH 


eo 115 stores in 1920, 59 stores in 1922, 104 , 
stores in 1923 and 96 stores this year. not 
yeal 
By industry, study and determination your prog- wer' 
ress will be rapid in our organization. Under our The 
experienced managers you are trained to become a : 
manager. When you have qualified ¥ 
There is rough weather ahead. Weather asl 
that will test shoe leather to the limit. You are Promoted sbic 
With or without rubbers, Winter is hard —s of t 
on shoes. “Bostonian Cream” and “Oil The 
Paste” shoe polish are two superior ar- 
ticles for protecting footwear of man, 
woman or child. Better see your jobber 
regarding your requirements now. If he 
cannot supply you write us. Do not 
allow customers to neglect shoes bought 
of you whatever the season. Keep them 


Manager of a Store |f = 
in Whittemore’s Superior Shoe Polish the 


atel 
year round. 








‘\ 


in which you own a one-third interest, to be paid thre 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes 
come from the ranks of average men. What we need are young, 
healthy and capable salesmen who have had thorough experience 
in a small or medium-sized department store, or are experienced 

neral store } a in special lines. The investment of money 

for your success with us. The financial backing 

of our company is — Briefly, this is our proposition—tested 
and proven over a per of 21 years: 


You come to us first as a salesman in one of our stores. 
During the of proving your ability learn the 
greater possibilities of co-operative effort. Your progress 

ds upon your ability and effort. As our new stores are 
opened, managers are selected from our sales force. 


When ep mabe penen of Da cmegeraet, ye one ont 
a one-third interest in a new store and 
You may afterwards acquire a partnersh’ o> other obese 
which are the outgrowth of the one in which you first re- 
on _ y 8 FS interest. If you do not possess the capital 
a interest in a new store, the money is 
tooled aun te ae C. Penney ee and you repay it 
pom AD LAY -: 


Write today ay, our booklet, “Working Plan of the J. Cc. 
” Give LS age and number of yous ox- 


SS SSS SS SS 


( 


for , 2 personal oe later. 
strictly” confidential. 


Address your letter to our nearest employment office: 


WHITTEMORE BROS. J. C. PENNEY CO., Inc. 


BOSTON, MASS. 370 7th Avenue, New York City 


=a LESS SSS ca See ba 


When writing to the above advertisers please mention Boot amd Shoe Recorder 
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—_§ Saturday Buying a Bright 
Spot in St. Louis Trade 
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ST. LOUIS—Business for the 
week end, November 1, showed 
some signs of a pre-election slack- 
ening. Indications were that this 
element as well as the unseason- 
able weather, were factors in the 
hesitant attitude. However, this 
slowing up was not of a large 
character and Saturday came back 
with vim and active buying. The 
end of the month period very often 
detracts from the forward move- 
ment in the shoe business and this 
proved true for October as well as 
any other month. Saturday, falling 
on the first of the month and pay- 
day for many, created good busi- 
ness in all stores. 

The summary of many reports 
received from a large number of 
the downtown shoe stores estab- 
lished the fact that October was 
not as large as the same month a 
year ago. For the most part there 
were decreases in the volume. 
These figures ran from five per 
cent to as high as twenty per cent. 
A few, in fact very few, showed 
a slight gain and this was not of 
any consequence. Figures avail- 
able also indicate that the volume 
of the year will not be up to 1923. 
There is, however, a strong opti- 
mistic feeling that much lost 
ground will be regained immedi- 
ately after election and continue 
through until the close of the 
year. 


Anniversary of Shoe Mart 


The Shoe Mart is celebrating 
its 18th anniversary. A sale is 
being conducted in its downtown 
store as well as its two branches. 
A broadside circular illustrated 
many styles and patterns and was 
mailed to a large list of cus- 
tomers. In it was reproduced the 
first advertisement the store used 
18 years ago to announce its open- 
ing. M. M. McCain, manager, 
stated that a good,response had 
been received from the announce- 
ment of the anniversary sale. 


Ellis to Resign 


Ralph Ellis, assistant buyer in 
the shoe department of the Stix, 
Baer and Fuller Co., has tendered 
his resignation, effective January 
Ist. Ellis has been intimately con- 
nected with the retail shoe busi- 
ness for a number of years. He 





Brown Satin Gains 

A new note to spring up 
in the style field has been 
the steady call for brown 
satin. One store, and a large 
one, stated that throughout 
the week a persistent demand 
has been heard for brown 
satin. Satin is selling well, 
but for the most part it has 
been black. However, some 
blond and brown has recent- 
ly received added prestige in 
the call. Patent is leading in 
some stores while others 
state that their trade has 
forced tan calf to take the 
lead. Tan calf is holding well 
and indications are that it 
will ride out the season with 
a successful record. 

















was at one time in charge of the 
children’s department at Robin- 
son’s, Kansas City, Missouri. 

Ellis by, his frequent trips to 
all Eastern markets has become a 
familiar figure in the trade. He 
has not announced any plans as 
to the future. 
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Lizard Skin Shoes Appear 


A few pairs of lizard skin shoes 
are being seen in the higher-priced 
stores. They are usually trimmed 
with a contrasting calf leather. 
Oxford effects seem to be the most 
popular patterns. 


Mathews to New Orleans 


Arthur Mathews, former assist- 
ant to F. H. Maxted, manager of 
the Hanan & Son St. Louis store, 
has been appointed manager of 
the Hanan & Son New Orleans 
store. Mathews was managing the 
Milwaukee store for the same or- 
ganization previous to his present 
change. 


Manufacturers Meet 


The St. Louis Shoe Manufac- 
turers and Wholesalers’ Associa- 
tion held their regular monthly 
meeting at noon, October 31st. The 
principal business discussed was 
the plans for the Pageant of Foot- 
wear Fashions to be held at the 
Statler Hotel, January 5, 6 and 7. 
It was announced that a program 
of entertainment, which will be 
national in character, will inter- 
sperse the showing of the foot- 
wear on the runway. Other de- 
tailed plans which will be an- 
nounced later were generally ap- 
proved. 





Some Increases Noted 
in Cincinnati Market 


CINCINNATI—tThe retail shoe 
business during the week ending 
November 1 was reported by some 
merchants as improved over other 
weeks. The majority stated that 
it was about on an even keel with 
former weeks. A little cooler 
weather acted as a stimulus. 


There is little change in the 
style situation, and the demand 
continues for patent leather with 
tan calf gaining favor. A demand 
for black satins has picked up, but 
is not up to the demand for patent 
leather and tan calf. It is obvious 
that tan calf is a growing style 
favorite from the number of tans 
appearing on the streets. Many of 
the merchants believe that tans 
will be very popular throughout 
the winter, and that combinations 
will be good. 

Pumps, regent and opera pumps, 
and also smail-tongued pumps, 


and one-eyelet ties, are being 
called for. There has been an im- 
provement in the demand for eve- 
ning slippers, and silver cloth is 
a much desired material for eve- 
ning slippers. 


Show New Styles 


The Smith Kasson Co. added a 
new line of shoes, the Princess K. 
Some of the new patterns are a 
tan calf quarter, with an extreme- 
ly short patent leather vamp with 
a black silk bow. They are also 
showing a patent leather quarter, 
and a tan calf vamp, with a leather 
bow of tan calf and patent leather. 


Potter Store Meeting 


The weekly meeting of the Pot- 
ter Shoe Co. was held on Tuesday, 
October 28, and was devoted to a 
report on the Suggestion Sales 
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Ne. 8665—Pied Piper Growing Girls’ 
Oxford, made of Black Kaff . 
with black pebble vamp insert, quar- 
ter trim and backstay, nickel square 
eyelets; made solid leather throughout 
by the Pentler & Short patented Im- 
proved Welt Process. 
In Stock, 2%-8 $4.00 
A, B and C Widths 
Marathon Shoe Co. 
Wausau, Wis. 











Atlanta, Ga., Shopping Center, 
Peachtree Street, north from 
Walton Street 











In the Better Shops 


you find the good lines of shoes; those which have won favor with 
merchants because they are of good quality, well made, with the neces- 
sary style or finish in appearance to command repeat sales. 


In these good lines you will find among the good sellers, one or more 
styles made of KAFFOR KID. This leather is selected by the manu- 
facturer because it is of sturdy quality, having the firmness of calf; 
it is non-scuffing, thus giving longer service; it is of a soft like tannage, 
thus having a beautiful finish. 


Shoe merchants should specify KAFFOR KID where your preference 
is for Calfskin shoes with kid leather comfort. 


Colors are: Black, Arab Tan and Morro Brown. 


We illustrate above a shoe from the well-known line of “Pied Pipers” 
for juveniles. 

















Write us for any Write for booklet 
information desired “The Story of Leather” 
about leather Sent Gratis. 


This Is A Calf Year! 
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Contest. It was suggested that a 
small admission fee be charged for 
the party, which will be held to 
celebrate the victory of the win- 
ners, and the proceeds be used 
to provide a Christmas entertain- 
ment for needy children. 


Julian-Kokenge Personals 


Herbert Lape, sales manager of 
the Julian-Kokenge Co., is in the 
Jewish Hospital suffering with 
injuries received in an automobile 
accident on October 18. 

Wm. Koenig, office manager and 
buyer for the Julian Kokenge Co., 
is sailing, on November 11, for a 
trip around the world. Richard 
Stix, advertising manager, will 
take over the management of the 
office, and also the buying. 

The shoe group was afforded the 
opportunity of hearing T. Wein- 
traub, director of the “Dress Well 
and Succeed” campaign that the 
National Clothiers’ Association is 
conducting. In his speech, Mr. 
Weintraub stated that this cam- 
paign was launched with the pur- 
pose of selling more clothing and 
other wearing apparel. He stated 
that,shoes played just as im- 
portant a part in the appearance 
of a person as the rest of their 
apparel. He appealed to the shoe 
group to enter into this campaign 
to put it across. During the com- 
ing year the retail merchants will 
use 48 quarter pages, and 5 full- 
page advertisements jointly, in or- 
der to promote this idea. W. T. 
Armstrong, of the Burkhardt Bros., 
also spoke, as did J. G. Grover of 
the J. J. Grover Sons Co., Lynn, 
Mass. Harry McLaughlin, of the 
Potters’ Shoe Co., was chairman. 


Raw Materials Higher 


A steady improvement is notice- 
able in the shoe manufacturing in- 
dustry throughout the Cincinnati 
territory. Orders are coming in at 
a fair rate, in fact, there has been 
a steady flow of orders since the 
end of June, and shoe manufac- 
turing is nearer a normal basis 
than it was earlier in the year. 

While there is nothing like a 
boom, orders are received in suf- 
ficient volume to keep the fac- 
tories working to capacity. One of 
the outstanding facts is that more 
mail orders were received from 
the retail merchants by the manu- 
facturers, and this is considered a 
healthy sign. An important issue 
arising in the manufacturing field 
today, is the rising prices of 
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leather. The manufacturer on one 
hand is confronted with a demand 
from the retail merchant for good 
and better shoes at lower and 
cheaper prices, and on the other 
hand, higher prices are being 
asked for all materials entering 
into the manufacturing of shoes. 
Sole leather has advanced about 
three cents “per pound, and good 
soles are two to four cents per 
pair higher. This same applies to 
insoles. Upper leather has had its 
increase also. Calf leathers are 
now about five cents per foot high- 
er, and patent leather has ad- 
vanced about three to five cents 
per foot. 

These advances in the price of 
leather are not commensurate with 
the increased cost of raw hides. 
This upward movement in prices 
of leather naturally has added to 
the cost of shoes, and so far the 
manufacturers have refrained 
from asking any more for their 
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shoes, but eventually, if these 
prices continue to soar, the only 
alternative will be higher prices 
for footwear, as most of the man- 
ufacturers have been doing busi- 
ness on a very narrow margin of 
profit. 


Shoe and Leather Club 
Meeting 


The monthly meeting of the 
Shoe and Leather Club was held 
Saturday, November 1. 

It was unanimously voted that 
an invitation be extended to the 
National Tanners Council who 
will hold their convention in Cin- 
cinnati on November 19 and 20, 
that they may have the freedom of 
the club rooms during their ses- 
sion in Cincinnati. A. L. Brueck- 
ner, of the United Shoe Machinery 
Co., was appointed to the board of 
governors for the unexpired term 
of William Taylor. 





Room for Improvement in . 
Chicago Retail Situation 


CHICAGO—Sales that offer sea- 
sonable footwear at extremely low 
prices have failed to draw any 
great response from the buyers, 
and the bulk of the fall footwear 
being sold is being sold at prices 
that indicate January more than 
November. This situation applies 
more particularly to the children’s 
and the men’s business than it does 
to the women’s end, but even here 
sales volumes are lacking in normal 
figures. 

In spite of this there seems to be 
an unusual interest in footwear 
style in both men’s and women’s 
and the bulk of the sales are being 
made on styleful shoes, light tans, 
fancy strap patterns, fancy gores 
and ties. In the men’s lines light 
tans, some grains and soft-toed, 
wing-tipped, foxed, perforated and 
pinked oxfords are selling. 


Two Popular Tan Shades 


The tan situation has almost set- 
tled itself into two shades — the 
medium light and a nut hrown 
shade. Variations that run far 
from these into the real light 
shades and the darker browns 
have not a single call among the 
buyers. The men’s lines are al- 
most universal on the same two 
colors with the balance favoring 
the nut brown. 

Several of the large department 





stores have held sensational price 
sales and while trade has been fair, 
there has been little of the response 
that usually follows these announce- 
ments. 

The average shoe merchant in 
Chicago is pretty heavily stocked 
with fall shoes that should have 
been well sold out two weeks ago. 

Normally at this season of the 
year there is a heavy demand felt 
for evening footwear—satins, bro- 
cades and other novelty effects for 
dress wear, but even this business 
has failed to materialize to the 
usual volume, probably because of 
the mild weather. 


Oxfords Selling Well 


The mild season has promoted 
the sale of many pretty oxford pat- 
terns, however, that might other- 
wise not have been sold; has al- 
lowed the sale of much of the sum- 
mer footwear even at reduced 
prices, so it has had some advan- 
tages. Summer stocks are generally 
well disposed of. 


Light Hosiery Shades 
The palest of hosiery colors have 
gradually been making their ap- 
pearance. Pink shades, blues, 
greens, tans and hennas or other 
delicate tints are to be found in 
the more complete stocks and 
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SMART SHOFS FOR WOMEN ARE MADE BY 
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there seems to be plenty of de- 
mand for almost all of them, with 
the lightest shades of tan and 
nude leading. Chiffons are strong, 
with the gunmetal shades still 
popular in almost all grades. 


Wholesale Trade Slow 


The wholesale market is feeling 
the result of the inactivity of the 
retail stocks and consequently or- 


ders are small and scattered. Retail 
merchants mostly are just “sizing 
up” the fall lines that are selling 
and this demand, of course, tends 
to bring the bulk of the buying to 
popular numbers that cannot be 
manufactured fast enough for stock 
purposes. Quite heavy stocks are 
being held by jobbers, especially 
winter merchandise that ought now 
to be moving and making way for 
spring goods. 





Tan Calf Leading Material 
in Milwaukee Shoe Stores 


MILWAUKEE—The last week of 
October failed to show any great 
increase in business in Milwaukee 
stores, and local merchants re- 
ported that so long as warm 
weather continues, business will be 
only fair. The bélief that business 
will pick up after elections is ex- 
pressed by a few merchants, but 
the majority hold that this will 
have little direct effect on local con- 
ditions. Money is a little easier, but 
people are hanging on to it. One 
merchant expressed this feeling by 
stating: “We are in a conservative 
period. People are not throwing 
their money away wildly, but are 
hanging onto their dollars and 
cents.” 


Tan Calf Leading Material 


Tan calf is the predominating 
leather for street shoes at the ma- 
jority of stores, while patents and 
black satins continue to fill an im- 
portant role. One store reports that 
tan calf is selling better than any 
other one leather, and places black 
calf, patent and satin as the next 
three materials in order of their 
popularity. The manager of an- 
other store states that, with the ex- 
ception of those who are determined 
to have tan calf, women do not 
know what they want in styles and 
materials. Those who wish a black 
shoe are doubtful as to whether 
they want patent or satin, and they 
have no definite style in mind. Be- 
cause of this indecision, women are 
harder to sell at present and they 
are inclined to look over a number 
of styles before deciding. 

Business in men’s shoes is show- 
ing little change. This end of the 
business is held back by practically 
the same influences as women’s 
shoes, and little change in buying 
tendencies has been reported dur- 
ing the past few weeks. 





Buying Power Increases 
Business surveys from va- 
rious sources indicate a grad- 
ual improvement in condi- 
tions throughout the state as 
well as in Milwaukee. That 
the buying power of the local 
public has increased during 
the past few months is indi- 
cated by a statement of con- 
ditions of Milwaukee national 
banks in response to a call 
from the controller of cur- 
rency. The last report was 
made on June 30, and between 
that date and early October, 
deposits in the five local na- 
tional banks increased $12,- 
886,000 to $136,034,000, while 
loans during the same period 
shrank $2,300,000 to $93,759,- 
000. Cash resources of the 
five institutions aggregate 
$39,937,000, an increase of 
$10,775,000. Other surveys al- 
so indicate an improvement. 

















State Association Sends Out 
News Bulletins 

Members of the Wisconsin Shoe 
Retailers’ Association have re- 
ceived the first number of the bulle- 
tins which are being issued under 
the supervision of Harry Lucas of 
Milwaukee, secretary of the asso- 
ciation. These bulletins are issued 
for the purpose of bringing asso- 
ciation news to the various mem- 
bers and giving educational and 
helpful suggestions. 

Among the interesting announce- 
ments of the first number was the 
election of Harry Balaban, opera- 
tor of the Walk-Over Boot Shop at 
Beloit, Wis., as director of the as- 
sociation to fill the position left 
vacant by Albert T. Jenkins, who 
resigned at the last convention. 
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Display Christmas Merchandise 
Early 


Stating that November is the 
month in which many people buy 
Christmas presents, the bulletin 
advocated the display of hosiery 
in Christmas boxes during that 
month. This would cause people to 
select hosiery for their gift, 
whereas later in the season other 
gifts might be purchased in place 
of that. 

A message from Richard Sager, 
president of the Wisconsin associa- 
tion, told of his pleasure at finding 
that many Wisconsin retail shoe 
merchants benefited from sugges- 
tions of the last convention. “I find 
some who have changed their mark- 
up and are now making a profit 
where they used to take a loss. I 
learn of others who are reducing 
their standing stock and doing as 
much or a little more business on 
the reduced stock.” 


Hosiery Trade Is Steady 


The hosiery business is holding’ 
up very well, and some stores state 
that this end of the business is 
ahead of last year, especially in de- 
partment stores. Chiffons are tak- 
ing an important place and gun 
metal is the leading color in this 
weight. Local stores report some 
demand for gun metal in service 
weights as well as chiffon, while 
tan shades and colors matching 
Russian calf are also very good. De- 
mand for silk and wool, and wool 
hose in plain and plaid designs is 
increasing. 


Start New Factory 


Work has been started on a new 
factory and office building for the 
Simplex Shoe Manufacturing Co., 
which has outgrown its quarters at 
335 Ninth street. The new building 
will be erected at Keefe avenue and 
First street at an estimated cost of 
$150,000. 


Brouwer’s Employees Meet 


Six members of the Brouwer’s 
Boosters, an organization of the 
women employed in the store of the 
S. J. Brouwer Shoe Co., were initi- 
ated at the October. meeting held 
in the form of a Hallowe’en party. 
This organization holds monthly 
meetings for educational as well as 
social reasons. New employees are 
instructed in better business meth- 
ods, and lectures on such subjects 
as “Salesmanship,” “Loyalty” and 
“Honesty” are given at various 
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SLIPPERS Are the POPULAR CHRISTMAS GIFT! |: 
Here Are Some Exceptionally Good Sellers 
Real Comfort Shearling Slippers 


fo Lhec 


TRADE MARK 


7 - 
Travelers’ Slippers 


Comfort and Wear Attractive 
Guaranteed and Luxurious 


OE eee ee 


Our comfort slippers made with Cow Hide Sole -- Heavy Felt Insole -- Shearling Sock Lining 


0) Send for Descriptive Price List 
# | Swan Shoe Co., 511-15W. Franklin St., Baltimore, Md. 


The Shock Absorber 
in the THE HIT OF THE SEASON 
Baker ’Lth Shoes i 


Comfort for Feet Health to Body and Nerves > 


7 SOLE 
2 |] LEATHER 
COUNTER 
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<< Sy Lenard No Bother to Attach 
— @ TEEL SHANK — . 
.—_= Ts — al This instep strap will fit over any shoe and 


ELECTED LEA p 
hug the sides securely to the foot. The twist- 


OUTER SOLE 
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— ing of the strap makes it exceptionally at- 
ARMSTRONG CORK INNER LASTEO 

















WITH TREATED TOGETHER tractive. And it is as smart and ornamental as 


WOOL FELT CUSHION 








IN STOCK A to E, sizes 3 to9 $4.50 it is necessary. 


Get the real comfort business for house ORDER YOUR SUPPLY AT ONCE 
and street wear Made in 














Moisture Proof Patent, Black Kid, Black or Brown Satin 


or Tan Calf. $4.80 per Doz. Pr. 
Write me personally for samples and prices 


A. J. Mc NULTY, Sales Mgr. SURPASS MFG. CO. 


J. H. BAKER CO. 
117 Lincoln Street, Boston 447 Myrtle Ave. Brooklyn, N.Y. 


Factory at BEVERLY, MASS. | 














When writing to the above advertisers please mention Boot and Shee Recorder 
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meetings. A definite educational 
program is being worked out for 
the coming year. Hallowe’en stunts 
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and refreshments in the store 
cafeteria were used as entertain- 
ment for the initiates. 





Encouraging Business Signs 
Are Reported in Cleveland 


CLEVELAND —Dry weather, 
with the summer sun shining 
through the days, was not a busi- 
ness stimulus during October. It 
was an unusual month. In the 
mornings and evenings there was 
a chill in the air, but at midday it 
was warm enough to go about with- 
out an overcoat. Consequently, 
Clevelanders and thousands in 
Northern Ohio put off buying shoes 
for rough weather in fall and, 
winter. 

But the weather did not have a 
retarding influence all through 
business and production circles. 
Manufacturers reported that they 
increased their employees slightly 
and that orders were coming in at 
a fairly good rate. 


Mouat Opens Store 


G. S. Mouat, one of the best 
known men in retail shoe circles in 
this city, opened a new shoe store 
in Bedford, Ohio, which is a sub- 
urb of Cleveland. Mr. Mouat was 
formerly assistant buyer at the 
May Co. shoe department. A com- 
plete line of men’s, women’s and 
children’s shoes will be carried in 
the store, which is located in the 
best shopping district of Bedford. 


Generous Hosiery Stocks 


Shoe merchants of this city this 
fall have stocked a larger and more 
varied supply of hosiery for men 
and women than in past seasons. 
The displays are larger and more 
space seems to be devoted to this 
stock. 

The fall woolens have been popu- 
lar with the buyers of the hosiery 
departments of the shoe stores, and 
gray with silk mixture is good. 
Black silk and tan silk, to match 
the two most popular colors of 
shoes, are leaders in sales, however. 
Ribbed silk and ribbed woolen ho- 
siery are popular with the school 
girls. 





Stimulating Buying ° 
Many of these enterprising mer- 
chants have chosen the present as 
an opportune time to draw trade 


by Special efforts, such as neigh- 
borhood circularizing, and the 
awarding of premiums. An attrac- 
tive form of drawing business into 
these shoe stores in the outer sec- 
tions of the city is the distribution 
of theater admission tickets to 
their patrons. These tickets enable 
the holders to purchase for 85 cents 
a $1.25 ticket, and they have been 
liberally used. 





Sales Suggestions 


Cincinnati, Ohio—The Novem- 
ber issue of the Foot Saver, a 
house organ, published monthly by 
the Julian Kokenge Co., offered 
many helpful suggestions to the 
retail shoe merchant. The first 
suggestion was on increasing the 
value of window displays. It told 
of many ways to trim windows in 
order to give them an appearance 
in keeping with the times. The 
second suggestion concerned is 
courtesy. The article cited many 
ways that the sales person can 
show courtesy to the customer. An- 
other article stressed the fact that 
advertising does not increase the 
cost, but rather decreases it, be- 
cause it takes less sales effort to 
sell advertised shoes. 





Black Is the Thing in 


San Francisco Houses 


SAN FRANCISCO—The most con- 
spicuous feature of the women’s 
trade in the retail shoe stores is the 
strength of black materials in one- 
strap patterns. Slender styles are 
favored. Tan calf is also a strong 
favorite. Concealed gorings in 
dainty patterns are meeting with 
steady calls in all grades of stores. 


Selling Out Short Lines 


The Royal Shoe Store is holding 
what Paul Tieburg, back from an 
eastern buying trip, says is a suc- 
cessful sale. He expects to have all 
the short lines and odds and ends 
disposed of before the holidays. Mr. 
Tieburg reports the firm’s store in 
Portland, Ore., will be discontinued 
with the end of the present year. 


Short Vamps Strong 


William S. Keig, manager opine 
men’s department at Roos os. 
store at Market and Grant avenues, 
reports a good trade. He says the 
young men are buying freely of the 
extreme broad toes and _ short 
vamps. R. E. Burney is in charge 
of the women’s department and re- 
ports business good. 


Open Seventh Store 


The Gensler-Smith Corporation, 
retail shoe merchants, recently 
opened its seventh store in the 
Phelan building. Officers are: M. E. 
Gensier, president; Raymond G. 
Smith, vice-president; M. S. Freed, 





To Choose Dates for 
1925 Convention 


Melville Kaufmann, secre- 
tary of the California Shoe 
Retailers’ Association, re- 
ported that the board of di- 
rectors will meet soon to de- 
cide on a location for the 1925 
convention and also to settle 
other details. The directors 
will probably meet in San 
Francisco. 

The association is soon to 
edit a publication, advising 
members on modern merchan- 
dising ideas. 














secretary-treasurer. The concern 
has been in business only 15 
months. 





Braddock Has New Store 


Sacramento, Cal.—A. M. Brad- 
dock, proprietor of the firm of A. 
M. Braddock, shoes, _ recently 
opened a new store at 908 J street. 
Sixteen years ago Mr. Braddock, 
with C. O. DeLand, opened a shoe 
store at 702 K street. Five years 
ago the present owner bought out 
Mr. DeLand’s interests. It is a 
medium-priced men’s and women’s 
store. Sixty chairs allow a great 
number to be handled efficiently. 
The interior is very inviting. Foot 
mirrors are installed and a bal- 
cony houses the reserve stock. 
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The ‘Peerless 


—a new member of 
our Pump family 














Model No. M419 

Available in12/8 Block 

14/8 Block and Louis Heels 
17/8 Spike and Spanish Heels 
Cottage Shanks 








Peerless in Style 
Peerless in Fit 


Black Satin 


Patent Vamps with 
Colored Kid Quarters 
Tan Calf! 


SHERWOOD SHOE CO._ :: 


ORIGINATORS OF QUALITY McKAYS 


Penny Brown Satin All Patent 


Samples or Salesmen? 


Rochester, N. Y. 
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Send for New Illustrated 
CIRCULAR 


TAN CALF VAMP, SMOKED ELK TOP, 
NEW STAY CUT-OUT PATTERN 
585—-Misses’, 11% to 2, D & E 
586—Child’s, Rubber Heel, 8% to 11, 
D&E 2.65 
587—Child’s, Spring Heel, 8% to 11, 
D&E 2.65 


$2.90 


PATENT VAMP, FIELDMOUSE TOP 


590—-Misses’, 11% to 2, D & E $2.90 

591—Child’s, Rubber Heel, 8% to 11, 
D&E 2.65 

592—Child’s, Spring Heel, 8% to 11, 
D&E 2.65 


PATENT VAMP, SMOKED ELK TOP 


595—Misses’, 11% to 2,D & E $2.90 

596—Child’s, Rubber Heel, 8% to 11, 
D&E 2.65 

597—Child’s, Spring Heel, 8% to 11, 
D&E 2.65 


TAN CALF OXFORD STRAIGHT TIP 
Child’s 6361 8%toll D&E _ $1.90 
Misses’ 6360 11% to2 D&E 2.10 
G. G. 4723 2% toT C&E 2.60 








For 
GROWING GIRLS 
MISSES 
CHILDREN 


TAN CALF OXFORD, WING TIP, BRASS 
EYELET 
8%toll D&E $2.05 
11% to2 D&E 2.25 
2% to7 D 2.75 


TAN ELKO OXFORD SHIELD TIP 
Child’s 6201 8%toll D&E _ $1.90 
Misses’ 6200 11% to2 D&E 2.10 
G. G. 4478 2% to7 D 2.60 


GUN CALF, WING TIP, NICKEL 
EYELET 

8%toll D&E $2.05 
11% to2 D&E 2.25 
2% to7 D 2.75 


Weimer, Wright and Watkin Co. 


39 S. Second Street, Philadelphia 


Child’s 
Misses’ 
G. G. 


6206 
6205 
4475 


Child’s 
Misses’ 
G.G. . 


6211 
6210 
4481 


NEW STAY 
CUT-OUT PATTERN 
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Favorable Weather Change 
an Aid to Boston Trade 


BOSTON —A decided change 
from warm to cool weather the lat- 
ter part of the week ending Nov. 1 
prought a noticeable improvement 
to the retail shoe trade here. Thurs- 
day and Friday were good days in 
most of the stores, but the early 
part of the week, characterized by 
extremely mild weather for this 
time of the year, was not as good. 

Tan calf was reported as the 
most popular material in one of 
the busiest of the $5 stores. Patent 
leather in combinations is appear- 
ing in a number of the lower-priced 
stores. The most conspicuous of 
the combinations is a patent leath- 
er vamp with a tan calf quarter. 
One high-priced store showed pat- 
ent in combinations with dull calf 
and suede; in all cases patent be- 
ing used in the vamp. 

There isn’t any one material 
in the higher-priced stores that 
stands out any more prominently 
than others. The public is buying 
a “little of everything,” according 
to many reports. Black and brown 
suede in recent days has shown 
good strength. New patent leather 
styles in plain one-straps are fea- 
tured with trimmings of lizard. 

A new style in blonde satin is 
made on a pump pattern, carrying 
a buckle of pliable construction so 
as to conform to the shape of the 
instep when worn. Some of the $5 
and $6 stores displayed blonde 
satins. 


Sharkskin Shoes for Boys 


The children’s department at 
the R. H. White Co. and William 
Filene’s Sons Co. featured shark- 
skin shoes for boys. The White Co. 
advertised the uppers as “practi- 
cally indestructible.” The shoes 
were heavily perforated and looked 
something like a Scotch grain. 


Shoes Featured in Retail 
Advertisements 


An extract from the advertising 
of the Thayer McNeil Company 
pertaining to men’s shoes follows: 
“How much for shoes? Men who 
pay too little for shoes get too lit- 
tle. Usually they never even get the 
incentive to keep their shoes look- 
ing well.” 

A silver brocaded opera pump, 
silver trimmed, was featured by E. 
W. Burt & Co. for evening wear at 


$9.50. The same pattern came also 
in patent, black suede and black 
satin. 

The Gilchrist Co. shoe depart- 
ment featured Arch Support shoes 
for women at $6 and $7.50. The 
patterns were in black and brown 
kid, patent leather. They were fea- 
tured in two straps, lace oxfords 
and boots. 

Several of the men’s stores ad- 
vertised shoes for storm wear. The 
J. L. Esart Co. advertised The 
Grousemoor in imported Scotch 
grain, storm welt, rawhide strip 
and viscolized sole. 
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Atkinson-Blumenfeld Co. 
Now Atkinson Shoe Co. 


At the meeting of the stockhold- 
ers of the Atkinson-Blumenfeld 
Co., shoe wholesalers, at 174 Lin- 
coln street, held October 24, it was 
voted that in view of the fact that 
J. J. Blumenfeld had not been con- 
nected with this concern, either 
financially or physically, since 
August, 1922, that it would be ad- 
visable to change the name of the 
firm to the Atkinson Shoe Co. This 
name went into effect about Novem- 
ber 1. 

No change in the stockholders or 
officers of the concern has been 
made, and the company will con- 
tinue to carry on business on the 
same lines as heretofore. 





Many Men Too Reluctant 
to Cast Aside Old Shoes 


BROCKTON—“Why don’t men 
buy more shoes?” asked a shoe 
manufacturer, and then went on to 
express himself: 

“Judging by reports which we 
are getting from salesmen and 
merchants, men are not buying 
shoes in the same proportion as in 
former years. Being especially in- 
terested in men’s shoes, I natural- 
ly pay particular attention to 
the manner in which men’s feet 
are shod. Among my acquaint- 
ances there are numerous individ- 
uals who, while well able from a 
financial standpoint to purchase 
new shoes, continue to wear old 
ones. Looking over the feet of 
men as they sit in a club smoking 
car, between Boston and New 
York, for instance, I find that 
among these men, otherwise well 
dressed, new shoes are conspicu- 
ous only by their absence. As 
a matter of fact, a man wearing 
a pair of new shoes attracts at- 
tention at any time or place. 


Shoes with Soles Worn Through 


“As an instance of the way in 
which business men continue to 
wear old shoes, I might mention 
the experience of a friend of mine, 
who is also a manufacturer of 
men’s shoes. On a recent trip to 
Chicago he took occasion to make 
it profitable, financially, for the 
Pullman porter to report to him 
in the morning the condition of 
the men’s shoes which the porter 
had polished during the night. 


This was to the effect that out of 
12 pairs of shoes which had been 
shined nine had holes of greater 
or lesser depth in the soles. This 
is merely a straw. Yet, it indicates 
a condition which, duplicated 
many thousands of times through- 
out the country, results in a les- 
sened demand for new shoes by 
the continued use of footwear the 
proper place for which is not on 
men’s feet but in the ash barrel.” 


Baker’s 28th Anniversary 


Baker’s, Brockton’s leading re- 
tail shoe store, reached last week 
the 28th anniversary of its estab- 
lishment. The business was found- 
ed in 1896 in a location on Main 
street. About 11 years later this 
was outgrown and a new and 
larger store secured. At that time 
a hosiery department was added, 
making “Baker’s” one of the first 
retail shoe stores in the United 
States to add a hosiery depart- 
ment. In 1918 the business was 
moved to a new and larger store 
on Main street near Center. Since 
that time a larger volume of sales 
has been secured than at any time 
since the firm was established. In 
recognition of the 28th anniver- 
sary, “Baker’s” put on a special 
sale in the men’s, women’s, and 
children’s shoe departments; also 
in the hosiery department. A line 
of Brockton-made footwear, Co- 
operative shoes for men, was 
especially featured. Lee Baker, pro- 
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Here’s a Corking Good Shoe 
for You to Sell! . 

















It’s the MATRIX Shoe—a com- 
bination of good style, good 
shoemaking, with comfort add- 
ed. 





The patented moulded inner- 
sole construction “Like your 
footprint in the sand,’’ is the 
most comfort-giving feature 
ever built into a first-grade 
shoe. 








The MATRIX line 


meanssteadysalesand | : 

steady seitieg for you. Here is the latest MATRIX 

Y our style-seeking style. A young man’s shoe 

customer] gets style in every sense of the word, 
but with the comfort-giving 


—and comfort. The : di 
man who desires comfort most, mr peg — in 


gets it—plus style. 


For day-in and day-out sales Stock No. 390, Impor- 


feature the MATRIX line. ted Black Calf 6. 50 
G ' Stock No. 290, Impor- 
et The Exclusive Agency for ted Tan Calf 


Your Community 











In stock—ready to ship 


The MATRIX Shoe 


—ait FOR MEN 


Manufactured by 
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prietor of this business, is one of 
Brockton’s leading citizens and 
takes a prominent part in the ac- 
tivities of the city. 


Like Seven League Boots 


For advertising purposes in 
connection with retail shoe stores, 
the Regal Shoe Co., of Whitman, 
Mass., is using boots six feet high. 
These boots, which are construct- 
ed entirely of aluminum, are of 
the cavalry type with spurs at- 
tached. They are painted green 
and each weighs about 300 pounds. 
Electric lighting of a novel char- 
acter will be utilized to attract 
public attention. The first boot 
wil! be placed at the Regal Store 
on Tremont street, Boston. Even- 
tuaily they will adorn the fronts 
of all the company’s stores. 


Facilitating In-Stock 
Deliveries 
The active demand for shoes 
from factory in-stock departments 
and the prompt deliveries request- 
ed by buyers has caused manu- 
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facturers to devise various means 
of speeding up these departments. 
One concern, which has been long 
associated with in-stock lines of 
men’s welts, has a plan which calls 
for the preparation in advance of 
numerous uppers of the popular- 
selling styles. On the receipt of 
orders, these uppers can be im- 
mediately made ready for lasting, 
thus saving at least a week’s time 
in the stock department. This plan 
combines the made-to-order and 
in-stock department features in a 
most effective manner. It is work- 
ing out satisfactorily to the con- 
cern’s customers. 


Bank President More Than 
Quarter Century 


Edward H. Keith, of George E. 
Keith Company, was recently re- 
elected for the 26th year as presi- 
dent of the Campello Co-operative 
Bank. Mr. Keith is a former 
mayor of Brockton and has been 
associated with George E. Keith 
Company practically his entire 
business lifetime. 





New York Social Season 
Booms Evening Slipper Trade 


NEW YORK—tThe local shoe 
trade appears to be more spotty 
than it has for some time past. 
Some retail merchants report 
good gains, even over last year, 
while others are complaining of 
poor business. The weather has 
been against the retail merchant 
for almost a month. With tempera- 
tures making even a lightweight 
topcoat uncomfortably warm, busi- 
ness has suffered accordingly. At 
the same time, the fact that sea- 
sons no longer count for as much 
as they did some years ago, un- 
seasonable weather is not as 
much of a deterring influence as 
it was. 

The opening of the winter social 
season here has given the demand 
for evening slippers a tremendous 
stimulus. Many of the Fifth ave- 
nue shoe shops are doing a much 
larger business on evening foot- 
wear than ever before. In eve- 
ning shoes the gold and silver bro- 
cades and gold and silver kids are 
leading the fleld by long odds. 
There is little demand for colored 
satin slippers to match evening 
gowns, although a certain amount 
of this type of business is staple 


with those stores which make a 


specialty of dyeing shoes to match — 


any costume. 


Patent Not So Strong 


In other footwear the long 
reign of patent leather as the 
queen of shoe materials is being 
challenged. Sales of tan calf have 
increased enormously and many 
retail shoe stores now find it the 
leading material. The sales of 
patent also have been cut into by 
blonde satin and to a slightly less 
extent by black velvet. 

Although most of the merchants 
are handling velvets with a great 
deal of caution, having the experi- 
ences of other years in mind, it 
seems fairly certain that velvet is 
going over in a big way. It.is not 
the kind of a proposition that can 
be handled without much care, but 
there are some here who are play- 
ing it strong and making it go. 

Blonde satin falls in about the 
same category. A large amount of 
blonde satin is being sold, but it 
appears to be only a few retail 
merchants who are doing the busi- 
ness on it. One popular-priced 
store, at least, has worked it ex- 





The “Dope” on 
Combinations 

Combinaticns are begin- 
ning to attract considerable 
attention. The business on 
them so far has not been suf- 
ficient to give a true line on 
their possibilities in the fu- 
ture, but they are being very 
kindly regarded by many of 
the trade leaders here. They 
are being shown in both 
high-priced and _ popular- 
priced ranges. Several mer- 
chants have had window dis- 
plays of them and R. H. 
Macy & Company recently 
devoted a fairly large amount 
of advertising space to them. 
So far the combinations have 
been in rather plain pumps, 
with the vamp of patent and 
the quarter of either tan calf 
or light tan or sand shades 
of kid. 

The way the trade here 
seems to regard the proposi- 
tion is that the patent and 
tan calf combination prob- 
ably will be good this winter, 
with the trend veering to- 
ward the patent and light- 
colored kid combinations next 
spring. There seems to be a 
concensus that light-colored 
kids, either solid or in com- 
bination with other materials 
will have a good run in the 
spring season. 











tremely well, having sold several 
thousands of pairs of blonde satin, 
with the demand still as strong as 
ever. In this case the shoes retail 
at about $8 a pair and have been 
shown in only three or four 
styles. The merchant, however, 
has bought them in thousand-pair 
lots. 





New Chain Organization 


Plans for the formation of a 
new chain store organization to 
handle shoes, dry goods and ap- 
parel, was announced this week 
by R. A. Pilcher, formerly in 
charge of the ready-to-wear de- 
partments for the J. C. Penney 
Company. The new concern will 
be known as the R. A. Pilcher 
Company and the first ten stores 
are expected to be ready for opera- 
tion early next year. Mr. Pilcher 
has established headquarters here 
at 116 West 32nd street. Accord- 
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Two-Strap Satin and 
Ooze Pumps. : 


In Stock 
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ing to present plans the stores 
will carry women’s, children’s, 
men’s and boys’ shoes. 


Reduce Prices 


Following the cut of most $8 
shoes to $7 in the John Ward shoe 
stores for men, a similar reduction 
from $6 to $5 has been made in 


the stores of the Rival shoe stores. 
Both chains are operated by the 
Melville Shoe Corporation. The 
cut in prices in the Ward chain 
was made several months ago. Ac- 
cording to an official of the or- 
ganization the cut proved to be 
such a stimulus to business that 
the same policy was applied to the 
lower-grade stores. 





In Philadelphia Orders 
Call for Staple Welts 


PHILADELPHIA — While fac- 
tories are still fairly busy they 
seem to be a little less active than 
for the past few weeks. Where for 
some time they were operating at 
an average of 80 per cent of ca- 
pacity, quite a few of them re- 
port they are not operating at 
more than half of their maximum 
production. One factory is mak- 
ing a lot of staple welts in Nor- 
wegian and Russia calf. It is not 
stocking them but is making them 
for immediate delivery. This fac- 
tory reports some decline in the 
call for patents, suedes, and satins. 
Another factory is making staples 
in patents and some in tan calf. A 
maker of babies’ shoes reports 
good call for tan calf, patent leath- 
er, white buckskin, and white kid. 
There is also fairly good demand 
for white tops and for champagne 
tops. In some quarters it is felt 
that there will be considerably 
better business after election as 
many firms are refraining from 
placing orders until after that 
time. 


Variety of Patterns Shown 


Cherry’s store in Germantown is 
showing a variety of patterns for 
men, women, and children in its 
fall exhibit. Included in the show- 
ings are pumps and oxfords, grow- 
ing girls’ oxfords, children’s mocca- 
sins, and men’s high shoes and 
oxfords. One lot of oxfords in black 
calf, tan calf, or kid is being offered 
at $11. A number of pumps, ox- 
fords, and high shoes in broken 
sizes and broken lots are being 
offered at $8.75 a pair. 


Report Increased Business 


According to R. G. Dun & Co.’s 
weekly review of trade in the 
Philadelphia district, evidences of 
increased business compared with 
the total. for the corresponding 


period of last year are general, 
although the gains are not large. 
Reviewing the shoe and leather 
situation the report states that 
there seems to be more activity 
now in patent leather and fabrics 





Models for Convention 


George M. Garman, secre- 
tary of the Pennsylvania Shoe 
Retailers’ Association, re- 
ports that 20 models have 
been secured for the style 
show which will be held in 
connection with the coming 
convention in Atlantic City. 
Most of them are girls, al- 
though the services of sev- 
eral male models and a few 
children have also been se- 
cured. Mr. Garman also re- 
ports that about 40 per cent 
of the space has already 
been sold. 














than in glazed kid, but the outlook 
for the latter is encouraging. 

Bradstreet’s review of local trade 
conditions states that wholesalers 
and jobbers of shoes report a 
slight increase in business with a 
better demand for staples. Prices 
are unchanged and collections are 
said to be poor. 


Black Velvets Have Call 

George M. Garman, popular West 
Philadelphia merchant and secre- 
tary of the Pennsylvania Shoe Re- 
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tailers’ Association, reports that 
black velvets are selling as well as 
anything. Patents are also in good 
demand and there are signs of a 
little activity in tan calf, although 
business in them is still confined 
mostly to talk among the manufac- 
turers. There is some call for 
suede but little for satin. The 
only oxfords in demand are sports 
patterns. Styles are plainer and 
prices are unchanged. 


Gets New Member 
At the October meeting of the 
Philadelphia Shoe Wholesalers’ As- 
sociation, the Sylvania Shoe Com- 
pany was admitted to membership. 
No other business was transacted 
except that of a routine nature. 


Buying More Freely 

The Turner-Tompkins Shoe Com- 
pany finds the retail trade buying 
a little more freely although trade 
is still far from brisk. In men’s 
footwear it is selling as many black 
shoes as tan. Patterns are very 
much plainer, most of the shoes 
having merely a little perforation 
on the foxing. Soft tips are still 
selling well. Sales of oxfords and 
high shoes in men’s lines are about 
equally divided. In boys’ shoes tans 
are outselling blacks two to one. 
Demand for high shoes constitutes 
about 90 per cent of total sales. 
This firm reports that there has 
been such a strong demand coming 
from girls for boys’ shoes with 
crepe soles that it is completely sold 
out. 


Lawrence Co. to Move 

The A. C. Lawrence Leather Co. 
will soon move its Philadelphia 
office from 4th & Arch streets to 
new quarters at 66 North 4th street. 
It will occupy the street floor. This 
firm reports that the market for 
tan calf is very active. Patents 
have dropped off in women’s lines, 
although in children’s footwear, 
where they are more or less staple, 
the demand continues. Sheepskin 
prices are very firm and prices on 
calfskin are going up, especially 
in the heavier weights. 





Combination Styles Are 
Numerous in Lynn Plants 


LYNN—Shoe manufacturing is 
moving along in a seasonal way, 
with manufacturers making the 
most of business for the remainder 


of this year and planning for next. 
Interest is increasing in the com- 
ing big Boston market in January, 
when styles and sales programs 
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SAILOR TIES! 


Every Smartly Dressed Woman Demands Them— 
Here Is SAKS’ Newest—The ‘‘Tabby’”’ 





IN STOCK 


eee 


No. 724—High-grade 
Brooklyn made McKay. 
Medium shade Russia Calf 
Tongue Opera pump, with 
concealed gore. Tailored 
grosgrain bow; 16/8 Spike 
Heel. Short vamp last. 














IN STOCK 


The 
“Tabby” 


No. 722—Same as No. 724 
with 12/8 Block Heel. 


$5.00 











$5.00 Sizes and Widths 
A—3 \% to 7, B—3 to 7, C—2%to7 


Write or Wire Orders 


M. J. SAKS SHOE CORP. 


157 Duane Street, New York 


NEW, SAKS 
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Hold Pumps 
Snug to Foot 


Exelusive andoriginal 
idea of the “Daico”’ 
Factory. Quick sales 
and more profits for 
retailers. 


SIMPLE—EFFICIENT— ATTRACTIVE 


Sell When Shown. Order Now for Holiday Trade 
Nicely fashioned. Beautifully finished. 
Beaded front. Flexible back. One size 
<e all. Order a trial dozen today— 


$6.00 to $12.00 Per Doz. Pr. Carded. 
DALR YMPLE-DUDLEY CoO. *4yERH". 


Write for Our 


Xmas Catalogue 
No. 32 


with illustrations in 
colors of Artificial Poin- 
settias, Flowers, Plants, 
Vines, Baskets,  etc., 
mailed 
FREE FOR THE 
ASKING 


No. 3261 HOLLY weeata Frank Netschert, Inc. 
' 61 Barclay Street 


a. artical ‘holly berries nd NEW YORK - - N.Y. 

















WHERE THE BUYER 
SEEKS THE SELLER 


In the CLASSIFIED ADVERTISING SEC- 
TION of the Boot and Shoe Recorder. 


The “want ad” does not attempt to create 
desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out the want ad. It is a 
case of the buyer seeking the seller. 


Boot and Shoe Recorder Classified Advertising 
can do for you what it is doing for others. Keep 
it in mind—and in action. 


« 








When writing to the above advertisers please mention Boot and Shoe Recorder 
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for the early part of 1925 will be 
definitely agreed upon. 


Summary of Styles 


Russia calf shoes continue to 
sell. Some gain is reported in 
shipments of Russia calf ties and 
oxfords to New York. A further 
gain on this type of footwear is 
expected in January and February. 
But it is evident that the last word 
has not yet been spoken about 
mid-winter styles. 

Combinations appear to be gain- 
ing. Colored kid quarters are more 
popular. Besides there are com- 








JOSEPH ALLEY 


He puts on the finishing 
touches on J. J. Grover’s Sons 
Co.’s shoes, and has been chief 
ironer for eight years. Mr. 
Alley has perfected himself in 
the knowledge of what methods 
to use to obtain the very best 
finish on various leathers and 
fabrics. 





binations of Russia and suede calf, 
of suede and dull calf, of velvet 
and patent and so on. Combina- 
tions, like shoe patterns, are of 
abundant variety. 

Pumps of the strapless sort give 
promise of further gains on late 
winter and early spring business. 

A new idea in patterns provides 
for side ornamentation of pumps 
or other shoes. An ornament, or 
an overlay, is put on one side of 
the shoe, and not on the other. 
It is put on the outside, where it 
will be seen, to be sure. 

Patent leather shoes are in new 
sample lines. So are Russia calf 
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shoes. Velvets continue popular. 
Suede and satin also are good. 
Styles continue spread out in va- 


riety. 


New Novelty Pumps 
Murphy, Gorman & Waterhouse 
have a new line of novelty pumps. 
They had lastmakers try pumps, 





Button Step-Ins Selling 


Button step-ins are selling. 
The buttons are just orna- 
mental. They are not to be 
unfastened. A gore, set into 
the throat of the shoe, and 
usually concealed, permits a 
person to step into the shoe. 
Some of these button step- 
ins, at first glance, look like 
button oxfords. 











made over new style lasts, on 20 
different models, before they ac- 
cepted the lasts. Besides plain and 
strap pumps, they are making 
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anklettes, in Russia calf, patent, 
satin and suede; also in combina- 
tions, in which they used colored 
kid quarters. 


Fisher Incorporates 


A, Fisher ,& Son, makers of 
Fisher shoes, has been incorpor- 
ated with a capital of $100,000. 
Fred Hall, who was associated 
with the late Samuel Fisher, owner 
of the company, is president of the 
new corporation. Frank C. Stuart, 
Lynn leather merchant, is treas- 
urer. His son, Arthur, is a di- 
rector. 


T. J. Sullivan Incorporates 

T. J. Sullivan Shoe Co. has just 
been incorporated, with a capital 
of $100,000. T. J. Sullivan is presi- 
dent and treasurer and W. A. Sul- 
livan is vice-president. The firm 
has moved its factory to the Smith 
building, 585 Washington street, 
where it is increasing its output 
to 1800 pairs of} novelty shoes 
daily; all with wood heels. 





Orders for Immediate 


Delivery at Haverhill 


HAVERHILL — Practically all 
orders received at factories are for 
immediate deliveries. The former 
practice of getting order deliveries 
months or even weeks ahead is al- 
most obsolete. Buyers will not com- 
mit themselves to any one particu- 
lar style except for the moment. 
This puts a heavy financial burden 
on the manufacturer, and one 
which is a serious handicap to the 
profitable conduct of a manufactur- 
ing business. Unless and until there 
is a change as regards buying 
methods and style uncertainties, 
Haverhill manufacturers, in com- 
mon with others engaged in the 
production of, women’s footwear, 
will be compelled to conduct their 
businesses on: a basis of week-to- 
week sales, moderate productions, 
and correspondingly small profits. 
Rapid changes in style are the 
order of the day, with manufactur- 
ers continually bringing out new 
patterns and combinations for the 
inspection and approval of buyers. 
Factories are depending for busi- 
ness principally on the adoption of 
these new styles. 





Re-Ordered on Pumps 
A Haverhill shoe manufacturer 
was recently speaking in reference 


to the uncertainty which many 
merchants have in regard to ‘their 
style buying. He said: “Sometimes 
the manufacturer, by refusing to 
see the merchant’s point of view, 
can benefit this merchant by put- 
ting the right shoes into his store. 
We had an instance of this recently 
in our factory. A woman’s pump of 
the latest pattern in combination 
leathers was ordered by one of our 
customers, made up promptly, and 
shipped. These shoes had no sooner 
been received by the merchant than 
we got a wire saying that he wished 
to return them, as this particular 
style was not now salable in that 
locality. We refused to accept this 
cancellation and wrote the mer- 
chant that the shoes were his and 
that if he would put them in stock 
and bring them to the notice of the 
public, he would get a favorable 
reaction in the way of sales. We 
heard nothing more of this mer- 
chant for two weeks, then we re- 
ceived a sizing up order for the 
shoes which he had previously 
wanted to return. So, I say, that it 
pays a merchant not to make snap 
judgment on the shoes which he 
orders. When they arrive at the 
store and don’t happen at the mo- 
ment to look good to him, it is up to 
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him to go through with the trans- 
action. He can only do this by show- 
ing the goods to the public and 
giving them an opportunity to 
buy.” 


Manufacturing Statistics 


According to a report made by 
the Massachusetts Department of 
Labor and Industries for 1923, 
Haverhill had 444 manufacturing 
establishments. Of these 172 were 
engaged in the manufacture of 
boots and shoes; 160 manufactured 
ShO, stock and findings; eight, 

2e8, paper, etc.; with the remain- 
dé- in other branches of produc- 
ti0), Concerning shoe manufactur- 
My in Haverhill, there are many 
S™all concerns producing a few 

en pairs of shoes daily. Such 
foncerns go to swell the number of 


¥ shoe manufacturing houses here, 


and to some extent increase the out- 
put of Haverhill-made footwear. 
Contract shops, where upper stitch- 
ing is done for small concerns or 
those which do not have their 
own stitching rooms, are included 
as manufacturing establishments, 
though they do not make completed 
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‘ Tan Footwear in 
Demand 


Reports from buyers of 
Haverhill-made footwear, 
with particular reference to 
large eastern cities, are to the 
effect that tan calf and tan 
kid are in excellent demand. 
This is true in pumps and 
other plain patterns, made up 
wholly of tan calf or kid or 
in combination with patent 
leather. A patent leather 
vamp, combined with tan, is 
a popular number with buy- 
ers. Apricot shade is wanted 
in New York City and vi- 
cinity. 











shoes. It is interesting further to 
note that various out-of-town manu- 
facturing concerns, when they have 
extra work done in their fitting de- 
partments, take advantage of the 
opportunities offered in this line by 
Haverhill contract shops to the fre- 
quent disadvantage of local shoe 
manufacturers who require work 
in the same line. 





Patent Holds Strength 
in Rochester Shoe Styles 


ROCHESTER—tThere was little 
change in the retail shoe business 
during the week ending November 
1. Business is only fair and local 
shoe men are looking for cold and 
rainy weather to stimulate buying. 

Patents are leading in semi-dress 
styles with satins following. Pat- 
terns in two tones and combina- 
tions of various colors and leathers 
are attracting much attention and 
merchants, who are featuring two 
tones and combination patterns, re- 
port that they are a real stimulus 
to the women’s shoe business. 


Forman’s Feature Buckles 


Frank Guinivan, manager of the 
B. Forman Co. shoe department, is 
showing novelty leather shoe buck- 
les which are attracting much 
attention and have proven to be 
extremely good selling numbers. 

The buckles, which come in vari- 
ous sizes and shapes, are decorated 
in various colors with designs 
burned. on the face. Buckle pat- 
terns, on the lighter Shades of tan 
which can be worn with the new 
footwear, are extremely popular. 


In women’s shoes, Mr. Guinivan 
reports a good demand for strap 
patterns in various leathers in two 
tone and two color effects. Patterns 
in patent with a narrow ankle strap 
of red or blue are also very popular. 


Plans Shoe Department 


With the completion of the new 
building which the National Cloth- 
ing Company is building at East 
Main and Stone _ streets, the Na- 
tional Clothing Company will have 
a shoe department catering to 
men’s and young men’s trade. 


Gold’s Department Opens 


Gold’s women’s apparel shop, 81 
East Main street, opened its wom- 
en’s shoe department recently and 
A. H. Wise, manager, reports a 
good business. Women’s footwear, 
ranging from $7.00 to $8.50, is 
carried. 


I. Miller Displays Attract 


H. A. Reich, display manager of 
the new I. Miller shoe store, ar- 
ranged an attractive Hallowe’en 
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window display, which was ex- 
tremely attractive, due largely to 
its simplicity and attractive color 
combination. Many styles of shoes 
were displayed in the window, and 
the startling color arrangement 
was so attractive that a woman 
passing by could not help stopping 
to admire the center display. 


Opens Second Shoe Store 


George Schmanke, proprietor of 
Schmanke’s Boot Shop on Jefferson 
avenue, opened his second neigh- 
borhood shoe store recently at 332 
Parsells avenue, where he will fea- 
ture complete lines of footwear for 
men, women and children. The new 
store is located on the second floor 
of a business block in a neighbor- 
hood location, and Mr. Schmanke 
looks for a good business in the 
new location. 


Wilbric Store Opens 


The new Wilbric Shoe Store for 
men, at 6 West Main street, for- 
mally opened for business on Novem- 
ber 1. Charles C. Barnard, general 
manager of the Wilbric stores, was 
in Rochester superintending the 
opening. Men’s shoes at the one 
price of $6.00 will be featured. 





Edwin Clapp Entertains 
Press 


East Weymouth, Mass.—On Mon- 
day, October 20, the Massachusetts 
Press Association held its regular 
October meeting in Weymouth, 
Mass. Weymouth was chosen as a 
meeting place because of its his- 
torical interest and its present 
rapid growth and development. 

Among the places visited was the . 
factory of Edwin Clapp & Son, Inc., 
at East Weymouth, and after a trip 
through the plant, the guests as- 
sembled in the auditorium, where 
refreshments were served. 

Following a short address of wel- 
come, Horace R. Drinkwater, treas- 
urer, presented to each editor a 
copy of the booklet, “Three Score 
Years and Ten,” which was issued 
at the seventieth anniversary cele- 
bration of the founding of the Ed- 
win Clapp business. 





T. J. Kiely Incorporates 


T. J. Kiely Shoe Co. was incor- 
porated last week, to continue the 
business of T. J. Kiely & Co., Lynn. 
Timothy J. Kiely heads the new en- 
terprise, his brother “Ed” is asso- 
ciated with him. The firm is located 
at 266 Broad street, Lynn. 
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Howard. f SHOES 


BROCKTON, MASS. 


Address all communications to the factory. 














NETTLETON 
Shoes of Worth 


A. & NETTLETON OO. 


Syracuse, N.Y., U. 8. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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Lovell’s Factory Store In- 
corporates for $100,000 


Lynn, Mass.——Lovell’s Factory 
Shoe Store was recently incorpor- 
ated with a capital of $100,000. It 
is remodeling its establishment, 
and is doubling its size. This “Fac- 
tory Store” is a singular estab- 
lishment. It makes shoes by the 
Goodyear welt machinery process 
to the measure of the feet of its 
customers. Its business is like that 
of the custom shoemaker, except 
that it makes shoes by the modern 
factory system instead of by old- 
fashioned hand methods. Besides, 
it makes up a stock of shoes, and 
carries them in its store, which 
is a regular retail store. Irving 


. Lovell started this “Factory Store” 


in 1910 in a dwelling house, mak- 
ing and selling shoes himself. He 
has built it up to be the $100,000 
proposition. 





New Shoe Stores 


J. Frankly Johnson, Red Wing, 
Minn. 

I. Weinberg, 11A School street, 
Quincy, Mass. 

G. S. Mouat, men’s, women’s and 
children’s shoes, Bedford, Ohio. 

Wilbric Shoe Store, men’s shoes, 
6 West Main street, Rochester, 
N. Y. 

Harry A. Delano, Main street, 
Brockton, Mass., men’s, women’s 
and children’s shoes. 

George Schmanke, men’s, wom- 
en’s and children’s shoes, 332 Par- 
sells avenue, Rochester, N. Y. 

Gensler-Smith Corporation, Phe- 
lan Building, San Francisco, Cal. 
M. E. Gensler, general manager. 
The concern’s seventh shoe depart- 
ment. 

R. A. Pilcher Company, chain 
store organization to commence op- 
eration in early 1925. Headquarters 
at 116 West 32nd street, New York, 
N. Y. To sell men’s, women’s, chil- 
dren’s shoes. 





Heavy Soled Oxford for 
Fall and Winter 


Boston, Mass.—One of the early 
fall models for men is an English 
style oxford. Its sole is as thick as 
a board. It is an exceptionally 
stout-soled shoe for business wear. 
The edge of the sole is finished 
in a curious red color. The upper 
is of Scotch grain. But it is the 
thickness of the sole that is the 
amazing thing. 
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SNAPPY SHOES 

FOR YOUNG MEN 
Up to the minute oe. Selling 
values unsurpassed. Priced please. 
Investigate. 


CRAIG-REED & EMERSON, Inc. 
Brockton, Mass. 
Boston Office, 139 Lincoln Street 

















HENRY LILLY CoO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 











PULLMAN TRAVELING SLI 


better*than ever in Quality and fit 
tor<ownery of Trade Mark Pullman’ 


Mateesiy te Ge in Geoclae $18.00 
— per doz. 


Calorr priiry ple 

full sizes 3 toll in Stock 

M. GUSTIN CO. 
Wwid9® St. New York 








Stock Dept. 5 
Is At Your Service 
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FASHION FOOTWEAR 
Women’s Fine Turns 
and Novelties 
Our mew models are attracting mest faverable 
attention. Hand turn slippers and pumps in the 
atest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washingten St., Haverhill, 











4 Pew men and 
rofita ble styles constant- 
ly In Stock. Send for leeest price list. 


HM. K. GARDINER CO,, PITTSFIELD, N.H. 








Colcord & Walker, Inc. 
TURN FOOTWEAR 


For Wemen 


N. H. 
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ATLANTIC. PRINTING CO. 





201 Seuth Street Boston, Mass. 
Telephone, LiBerty 8673 








AMPLE 


TOLMAN PRINT. IN 
attoreasren, tat ts 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless you need the 

Boot and Shoe Recorder 


ALL THE TIME 
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New Hosiery Novelty 


The _ pulling 
around of the 
stocking seam, 


which is inclined 
to make even 
the most expen- 
sive hose appear 
shoddy on the 
wearer, is said 
to be entirely 
obviated by a 
new stocking 
put out by 
Harry West of 
New York City, 
which goes un- 
der the name of 
the LeWest Sta- 
Strate. 

The chief fea- 
ture of this 
number is the 
inch and a quar- 
ter band of can- 
ary colored, spe- 
cially woven 
fabric, which is 
knitted into the 
stocking just be- 
low the knee. 
This serves to 
“anchor” the 
seam of the hose in its place at the 
back of the leg. When the stocking 
is worn rolled, the band serves in 
place of the ordinary elastic garter, 
it is said, being ornamental as well 
as effective, according to its makers, 
and tends to prevent runs. 








Leather Trimming on Dress 


At the recent presentation in 
leading stores and specialty houses 
of the imported collections, colored 
kid trimming on sports dresses was 
much in evidence, usually in the 
form of a wide belt, collar and cuffs 
or even of a plastron. 

Not only colored kidskin appears 
in this form, but snakeskin, which 
made the collar and pointed pockets 
of a smart natural kasha dress re- 
cently seen at a leading restaurant. 
Snakeskin also fashioned the tail- 
ored oxfords and elose-fitting hat 
of a well-dressed woman at the 
International Polo Matches. A 
snakeskin hat, pump and envelope 
bag again completed an ensemble 
costume of natural kasha worn by 
a chic figure along Fifth Avenue. 





Business Concentration 


Spokane, Wash.—“Jake” Hill in- 
tends closing his shoe “den” and 
will confine his whole time and 
efforts to his regular store. 
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J. R. BEATON COMPANY, Ine. 


331 FOURTH AVE., NEW YORK 
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ELAM 
Flexible Turn Shoes 
Fer the Jebbing Trade Rxclustvely 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Besten Office 16 Columbia Sérect 








AShee for Boys 
That Wears 


. Marston & Tapley Co. 
DANVERR, MASE 














‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send /@r Cata' 


ALH. MertinG@. 


Maehers ROCHESTER NY 
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FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A. POSNER SHOES . INC. 





INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of a so that he who 
runs through these pages may read 
— and learn. 
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ADHESIVE BACKING CLOTH 
or Fest Weitins 





in the World of 
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Russell ManufacturingCo. 
Middletown, Conn. 
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* Rubber Heels New York City, 











T. W. GODSOE, Pres. _ F. E. JONES, Treas. 
w.G. INALD, Vico-Pree. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 











Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“Recorder” readers, free for the 
asking. Write and tell us what 
you would like to know. 











Popularity of Low Shoes 
Aids Overshoes Business 
(Continued from page 81) 
nicely the overshoe question at 
this time and affords a way for the 
retailer to get the money in his till 
before a rubber rush, and the re- 
tailer who talks and sells rubbers 
now not only avoids the cut-price 
competition, but demonstrates to 
his clientele that he wants to serve 

them well. 

“How does it impress you when 
your hatter puts your initials in 
the new hat you have just bought? 
It pleases you and tickles your 
vanity. Have you noticed the num- 
ber of girls with their initials or 
monogram on their dresses this 
summer? 

“The initialing of overshoes is 
an inexpensive and practical sell- 
ing help.” 





Buster Brown Shoes on 
Display 

Milwaukee, Wis.—Crowds of chil- 
dren as well as many grown folks 
enjoyed the appearance of Buster 
Brown and his dog Tige, who gave 
two performances in the shoe de- 
partment of Gimbel Brothers. A 
platform was erected in the center 
of the department and Buster, as a 
representative of the Brown Shoe 
Co. of St. Louis, was given ample 
opportunity to tell many children 
the advantages of Buster Brown 
shoes, between the vaudeville num- 
bers which were included in his 
program. C. E. Collar, manager, 
stated that the sale was a great suc- 
cess. 





Elect Wright Treasurer 


Boston, Nov. 4—The Boston Re- 
tail Shoe Salesmen’s Association, 
Inc., held its second meeting of 
the season on the evening of No- 
vember 3. At this meeting Rob- 
ert Wright, in charge of the wom- 
en’s corrective shoe department of 
Jordan Marsh Co., was elected 
treasurer, in place of H. U. Kir- 
wan, resigned. 


Mails Broadsides to 3000 
Persons 


Dover, Maine, Nov. 5—Arthur C. 
Dyer, retail shoe merchant, re- 
cently issued 3,000 broadsides de- 
picting his rubber merchandise 
for the winter season. This was 
done as a measure to inspire his 
clientele to buy rubber footwear 
early. 
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BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 
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fo ry se 
Pullman Slipper ir, 

RED BLACK TAN 


The Quality 
SWAN SHOE CO. Baltimore, Md. 














Satin, Felt and Leather 
Seft-Sole SLIPPERS 
for the Entire Family 

No. 7800 Satin im these 

Copen Old —_ 
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Lavender, B. Blue, 
Black, T 
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NEW ENGLAND SLIPPER CO. 
140 Green Street __- - Worcest 








PARISTYLE FOOTWEAR MFG. CO., INC. 


4 Weshingten A 
Chiense Omeee Security Bidg., (68 Wo tadieos’ ot et 


HIGH GRADE MULES AND D’ORSAYS 
Made of Satin, Quilted Satin, Embossed 


coe ee - 





FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Seld enly in case lots 
STERN SHOE CO., Inc. 


abarn St 
Boston OMe 159 Linen, Bons Room 212 








2121 Wash. 


MEN’S TURN SLIPPERS 


Retailing $3.00 te $7.00 

















H. 
Worcester, Mass. 
Special in Medium and+ 
IGH GRADE 
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dll styles made 3) Dometic and 
Imported Satin Brocadesand Metal Cloth. 
$2.20 per pairandup 
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IN-STOCK 
BLACK BALLET SLIPPERS 
Childe $1.30 
Sizes 7 to 11 


Bizes 
BLOG SHOE FINDING CO. 
147 Duane St., New York, N N. ¥. 











BALLET SLIPPERS IN ST CK oft nae 
“7 women’s, 








FERGUSON BROS. CO. 
2121 Washington St., Boston, Mass. 














QUALITY BALLETS - rex 
Seft Tee Hard Toe 
i eee e/ii . ag x 
11%2/2...... 1.20 il af? 2.20 
Y_/7 vee 128 2 2.25 
White Arn on 
\5e extra request. 





Also Men’s and Wemen’s Slippers of every description. 
METROPOLITAN SLIPPER CO. 


134 W. B’way, near Duane St. New York 





BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 
wi Sie Biol Glazed 


+ 1%e-2 2-8 
Wis $1.46 
SCHWARTZ & HERDER 





Mfrs. of High Grode Athicte Ghose 
241 Ne. tith Street - Philadelphia, Pa. 



























W2 SUMNER SMITH 





BALLET SLIPPERS in Stock | 
Black and Pink Satin, Black Kid officially 
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Sawyer Company Operating 
at Capacity 


Bangor, Me., Nov. 4—The Saw- 
yer Boot & Shoe Co., manufac- 
turers of sport type footwear for 
men, women and children, reports 
it has enough orders on hand to 
keep its plant operating at ca- 
pacity until March. The concern 
recently brought out a number of 
new styles and report they are 
meeting with a favorable response. 





Very Active Shoe Depart- 
ment 


Chicago, Ill., Nov. 9—The W. A. 
Wieboldt & Co. shoe department, in 
which Lou Brown is very much in- 
terested, sold shoes valued at $14,- 
760.71 on Founder’s Day. The com- 
pany operates two department 
stores and put on a monster sale. 
The shoe department is one of the 
busiest sections of the house. 





Herbert Posner in Chicago 


New York, N. Y.—Herbert Pos- 
ner, vice-president of Dr. A. Pos- 
ner, Shoes, Inc., makers of fine chil- 
dren’s turns and welts, is now in 
Chicago. This house is best known 
in the East. The five-story modern 
factory in Brooklyn is now making 
3,000 pairs of children’s shoes a 
day. 





A $7,000,000 Sale 


Portland, Ore.—Goldstein Broth- 
ers, retail shoe merchants have 
just closed a deal whereby they buy 
the block their Number Two store 
is in for $7,000,000. 





Styleplus Co. Opens 


New York, N. Y.—The Styleplus 
Shoe Co. recently opened at 149 
Duane street. The company sells 
women’s and children’s novelty 
shoes. Sam Jacobs and Charles Can- 
tor are members of the concern. 
















Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES, 
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MANHATTAN FINDING CO. 
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For All the Family 














“Cushions of Comfort 
For Tired Feet” DRCAMPRELLS 
STYLE, FIT ~- 
and QUALITY | HEALTH OE 
Send for Catal 








POWELL & CAMPBELL, 122-124 Duane St., NewYork 






Maker of Artistic 
PRICE TICKETS 
Shoe trade my specialty 

Samples mailed free on request 
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Recorder rates for space less than one-eighth page per 


7 times 13 times 
eens bade $4.00 $3.50 
okenes Oe * 8.00 7.00 
hecneeesed 12.00 10.50 

ee 16.00 14,00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents 
inimum t accepted. 


26 times 52 times 
$3.00 $2.50 
6.00 5.00 


9.00 7.50 
12.00 10.00 ton 


to ads must be sent under letter postage. 


word for each insertion. 
seventy-five cents. For other “Want” 
word f 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





XPERIENCED SALESMEN to sell as a 

side line or otherwise, factory line of 
ladies’ One-straps, Boudoirs and Comfort Ox- 
fords and men’s turn Operas, Everetts and 
Romeos to case-lot buyers only. Salesmen that 
travel their territories closely preferred. Com- 
mission basis only. The following territory is 
open: Mississippi, Louisiana, Arkansas, Okla- 
homa, Texas, New Mexico, Arizona, California, 
Oregon, Washington, Montana 
North Dakota, South Dakota nsas, Mis- 
souri, Iowa, Illinois, Wisconsin, Minnesota, 
Indiana and New York. Give references in 
first letter. National Shoe Mfg. Co., 22nd and 
Lehigh Ave., Philadelphia, Pa. 





(COMMISSION RESIDENT SALESMEN — 
Territory open: Chicago, Indiana, Middle 
West states, Pacific coast states, Texas and 
Southwest states, by a manufacturers’ dis- 
tributing house in Boston on in-stock line of 
women’s novelty welts and McKays and men’s 
welts. About sixty samples popular-priced 
merchandise to retail $5.00 and $6.00. Com- 
mission 6% tenth of month. Experienced men 
only desired. Send referencs with first appli- 
cation. Samples ready now. Address B-119, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


GALESMAN— Imported line of hildren’s 








Write for giving references. 





Illinois—Arkansas—lowa 


We rienced salesmen to 
STAMP WORK SHOES, Goodyear “Welt el Nailed, in , Outing 
particulars, 
NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


above territo: We make unlined UNION 
and Moulder. 








WANTED— Experienced salesmen, on strict- 
ly 7% commission basis to show our line 
of some thirty samples of hig’ 

port and EEE shoes to reta 

$6.00. Some novelty shoes. Stock 

References required. Westcott i. 

217% W. Water St., Syracuse, N. Y. 





WANTED— Experienced side line men. A 
few minutes a day will pay your way. 
Carry our high-grade line of moccasins; 6 
samples, including infants’, ladies’ and men’s. 
Must give experience, territory and reference 
in first letter. Samples will be sent by return 
mail; 7% commission paid. All communica- 
tions strictly confidential. Bows Moccasin Co. 
(Brockton District), Avon, Mass. 





popular-priced shoes, ladies’ and gents’ 
slippers. Good opportunity for right pests. 
Communicate with Muscatt Mfg. Co., 20 West 
20th Street, New York City, N. Y. 


SALESMEN WANTED—Men only who have 
following in women’s novelty selling ; 
must have good record and be go-getters. 
Strictly commission basis. Advise By - = 

ra —— in letter. 








WANTED 


A real shoe salesman 
for a real territory 


A house famous for more 
than 25 years as a producer 
of fine shoes—backed by 
large national advertising— 
has an opening for a good 
salesman to cover Ken- 
tucky and Tennessee. 
Must be young, energetic 
and of proved ability as a 
salesman. Give full infor- 
mation in your first letter. 
All correspondence will be 
held in strict confidence. 


Address 
Box B125 


Boot and Shoe Recorder 
207 South St., Boston, Mass. 














WANTED ae SALESMEN. 
Side line children’s tur South 
Carolina, Gulf States, Michigan, Indiana, Illi- 
nois, Pennsylvania. Straight 7% commission. 
In stock proposition. Give qualifications and 
references letter, stating what line you 
handle. Schuylkill Shoe Co., formerly F. C. 
Gerber, Orwigsburg, Pa. 





F reser a | out-of-town salesman to rep- 
Bm man 


127 Duane St., New York. 





ANTED—Experienced retail shoe sales- 

man janeliindaln. Wire salary — 
—— ee 812 North Hickory St - 
pa 


EXPERIENCED SALESMEN wanted to 





Missouri, N 

Western Pennsylvania and West Virginia. 
Medium-pricd line infants,’ —— 's, misses’ 
and growing girls’ welts and turns. Commis- 
sion basis only. Can be carried as ‘side line; 
all styles in stock. Address B-120, care Boot 
and Shoe Recorder, 207 South Street, Boston, 


| SALESMEN 


calling on retail shoe trade to carry shoe 
tree as side line. Big seller and good com- 
mission. Goldsmith Mfg. Co., Providence, 
RI. 











Stitchdown shoe manufacturing concern 
wants salesmen for the following states. 
They must have established trade. A good 
opportunity for the right men. Illinois, 
Wisconsin, Indiana, Ohio, Iowa, Michigan, 
Pennsylvania, Maryland, New Jersey, New 
York. Address K-717, care Boot and Shoe 
Recorder, 127 Duane St., New York. 








ALESMEN WANTED for the following ter. 
ritory: Indiana, Illinois, Arkansas, Louisi- 
ana, Wisconsin, and territory west of 
Nebraska and Kansas to sell our line of grow- 
ing girls’, misses’, children’s and infants’ 
shoes in McKay sewed, tackless McKay, Good- 
year turns, Stitchdowns and = welts on 
Commission. Should be sold ith other non- 
conflicting lines. Only men wien experience 
and established trade will - aie Ad 
with reference, H. S. Albright & Co., 

Ine., Orwigsburg, Pa. 


SEVERAL desirable territories open 
high-grade, experienced salesmen to sell Li ~~ 
Brand shoes for work and outdoor, and line of 
popular-priced dress Give c:.mplete in- 
formation as to experience and t tory de. 
sired, also references. Harsh and (hapline 
Shoe Co., Milwaukee, Wisconsin. 


WANTED—Salesman with a larze re 
to sell a popular-priced 
stitchdown shoes and bare- 








a Se State ref , salary 
jience. A B-109, care "Boot and Shoe 
Recorder, 207 oT South Street, Boston, Mass. 








men’s dress welts can be carried in 
a couple of grips. Better selling 
styles carried on floor. Liberal 
commissions. Steady positions. 
Write or wire immediately B-113, 
care Boot and Shee Recorder, 207 
Soath Street, Boston, Mass. 
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SALESMEN WANTED 


HE fastest growing Stitchdown manufac- 

turers of Children’s Shoes in America de- 
sires the services of producing salesmen with 
a strong following to carry medium grades 
of staples and novelties in: Arkansas; New 
Mexico and Arizona; Northern Illinois, in- 
cluding Chicago; Kansas; Nebraska; Iowa; 
California. No objection to side-line men pro- 
vided results can be obtained. The Pride Shoe 
Company, 1627 Locust Street, St. Louis, 
Missouri. 





POSITION WANTED 


NERGETIGC, capable young man with ten 

years’ experience in executive direction of 
chain stores, desires to make a change. Capa- 
ble buyer, stylist and merchandise man on 
shoes and hosiery. For further information 
apply to B-124, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 








A LIVE and thorough shoe man, 20 years’ 
‘\ experience in medium and high grade 
shoes, desires a position as buyer or manager 
of shoe store or shoe dept. Last 10 years 
manager and buyer of same store. Prefer 
Massachusetts, Connecticut or Rhode Island. 
Best of references. Address B-121, care Boot 
and Shoe Recorder, 207 South Street, Boston, 
Mass. 





I offer you 10 years successful experience 
in selling a general line of shoes and rub- 
bers in the State of Michigan. Factory I 
worked for now closed. I am 38, married 
and have a family. My habits are good and 
my reputation as a producing salesman 
will stand any scrutiny you care te give 
it. If you can advance expenses against 
commission, I think our relations will be 
mutually satisfactory. Address B-123, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 



















BUSINESS OPPORTUNITY 














MILBRADT 
| Rolling Ladders 


nd 
BICYCLE 


Rolling Ladders 


We are the originators and have manufac- 
tured MILBRADT Rolling Step Ladders 
for thirty-five years. Rolling Ladders is 
our exclusive business. We have lately 
purchased the Bicycle Step Ladder Co. 
of or and are now manufacturing 
BICY Step Ladders as well as eight- 

ILBRADT Roll 














a first-class manner, guaranteed’ in 
respect to give satisfaction, and we can 
supply your wants in the rolling ladder 
line, whatever they may be. 


Write for complete catalog 


Milbradt Manufacturing Co. 


2416 Ne. Tenth St. St. Louls, Me. 






































WANTED TO PURCHASE 


















WANTED TO BUY—Thirty-six opera shoe 
chairs, 115 ft. single row shelving, ladders, 
show cases, register, etc. Must be modern and 


we 





























in excellent condition and not over 200 miles any of merchandise. 
from Chicago. Address Box B-122, care Boot tread steps, propaly — 
oat —— 189 W. Madison Street, convenient handholds 
both sides of permit 
THE NEW YORK EXPORT Sees <2 Gumnding wth ome 
runes, areore™ we ae ge 
Phone—Canal 6874 . in Cushioned Tired Trolley 
SLOW SELLERS and Truck Wheels climmate nowe 























ATTENTION, RETAIL CLERKS—If you 
have a small amount of capital and desire 
to enter a dignified and profitable business 
without any competition write me. We make 
custom lasts and furnish a device for taking 
casts of feet. Our advertising dept. will co- 
operate with you to get you started. This is a 
straightforward, above board business proposi- 
tion made by a reliable concern. If you are 
the man, our salesmanager will arrange to see 
you. R. E. Hine, 802 M. & M. Bank, Mil- 
waukee, Wis. 















CASH PAID 


thoes or ether merch or atecks sy 
KIRSCH-BLACHER CO., Inc. 


622-624 B: . New Y¥: N. ¥. 
wey FA 











































FOR RENT 


FOR RENT 


RICHMOND, VIRGINIA 

100% location for 
A department or entire main floor in one of 
the handsomest retail stores in the heart of 
the best retail shopping center. Very at- 
tractive pr Pp iti to fi i ip 
sible shoe concern. Gordon E. Strause, 
Broad at 7th. 


























FOR SALE 


FOR SALE—Factory and equipment for 
making 500 pairs of growing girls’, misses 
and children’s McKays. Located in central 
Pennsylvania. Halifax Shoe Co., Halifax, Pa. 











Retail shoe business conducted profitably 
over 50 years. Located in center business 
district in live and growing community 
near Syracuse, New York. Owner retiring 
account of ill health. This is an exceptional 
opportunity. Address K-708, care Boot and 
Shoe Recorder, 127 Duane St., New York. 











WANTED TO PURCHASE 
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HIGHEST CASH PRICES PAID 
for entire shoe stocks. We buy your 
Nentest, strongest, lightest and most yh HR 
convenient fitting stool on the market. taken off your hands. Wire or one us, 

F novel ished 




















en 
Correspon: confidential. 


























HIGHEST PRICE PAID 


SHOE STORES : 
OR SURPLUS STOCK 
Alse Purchase Gent’s Furnishings, Clething, ete. 
YOUNG & CO. 
316-817 Church St.—New York, N. Y. 
Telephone Canal 0356 

















Finished Golden Oak or 
Mahogany 









Carried in stock. Available for shipment 



















anywhere by parcel post or express. “Oe ame. ‘tity no object. 
‘or 80 years our x 
MILBRADT MFG. COMPANY Bank and mercantile reference. 
2416 N. 10th St., St. Louis, Mo. BROOKLYN PURCHASING SYNDICATE 
FRANE W. 
For th Yo 
ae ore seers qreeeven of 610 Broadway, Brook | 
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PUBLISHING COMPANY pres 

(Incorporated under Massachusetts Laws) and 

CAPITAL $150,000 port 





BUSINESS REVERSES. Springfield, Il—J. A. Oberman & Bro. Mer- 


cantile Co., shoes, ete., Maurice F. Ober- or 





Mastind, Connie BD. Lanett, chow, man died. ADVERTISING RATES—Card of Advertising dres 
ete., reported petitioned or petitioner in Boston, Mass.—Albany Leather & Shoe Co. Rates furni en application. For rates for 
bankruptcy. . (19 Albany street), wholesale shoes, re- pa For Sales, etc., see Want Page. uall 
a. cate —_ — ported partnership dissolved. ecaution is taken by the BOOT AND coll 
tioned or petitioner ‘in bankruptcy and re- Irvin Goodman, shoes, reported moved to SHOE” CORDER to a printing The tror 


Springfield, Mass. 
Carl Spector & 


statement likely to mislead i ys readers. T' 


ceiver appointed. Co., wholesale shoes, re- to rejeet any G 











Columbus, Ga.—Foley & Cargil, Inc., shoes, ported moved to 162 Lincoln street. chee tohtah 
ete., reported offering to compromise at f[ynn, Mass.—McLaughlin-Conway, Inc., man- line with tale paliey. — - —- ban 
83 1/8 per cent. ufacturers of shoes, Charles E. Conway, 

Chicago, [ll,—I. H. Hartman (3229 So. Halsted poe on eg Oth 
— oo ted ~"\ eta to compro- Se oon Kraus Shoe Store, sold OFFICES 1N thr 

Morris Roz (1747 W. 47th street), shoes, gitrabeth, N. J. Edward W. Sauer, Inc. (109 BOSTON OFFICE: 207 South Street. por 
etc., reported petitioned or petitioner in Broad street), shoes, incorporated $100,000. ~~. ie Pree: 224 Moereine St. Geo. : 
bankruptey and receiver appointed. Brooklyn, . Y¥.—Max Blumenreich (733 Ww. rer ot anager, Telephone 507. use 

Ward's, Inc. (6239 So. Halsted street), Myrtle avenue), shoes, reported selling or CHICAGO 0 — 189 West Madison St. ne. 
shoes, reported petitioned or petitioner in sold out. pre Maine 1089. B. C. Bowen, M ado 
bankruptcy. Brooklyn, N. Y¥.—Metropolitan Wood Heel ST. LOUIS OFFICE: Leather Trades . H. rou 

Indianapolis, Ind.—The Meredith Shoe Co. Manufacturer, incorporated $20,000. M. Bowen i = Bowen, Manager). , 
(Mass. avenue and New York street), (East Wew York, Y¥.—Carcion Manfre & Co., peso Saure a7? R a frir 
Washington street), shoes, re re- retail and _-- ae of shoes, incor- ef =. ‘er oom 101, _ ee aids. 

md appointed. porated $200.0 . it. H. ter Scott, Manager, T: bug 
rakesboro, Ky.—Mrs. Luro Parker, shoes, Lee-Koc at Shops, incorporated hitehall 7 sms 
ete., reported petitioned or petitioner in $30,000. PHILADELPHIA OFFICE: Room 524 Perry Sm 
bankruptcy. Penets, manufacturers of shoes, ete., in- Ba 1530 Chestnut St. H. Walter Scott, wol 

Louisville, Ky.—Ed Lehman, Lehman's Shoe corporated $10,0 rer: 

Shoppe (814 w. Market street), reported Morris Betat (1054 Third avenue), HAVER dies shi National Bank Coon ce mat 

Boston, "Mase--E Tencabeoum, (iit Porter “ld Out to A.W. Gebold WR. Hill, Manager a T 
street), shoes and repairing, reported as- ‘ -@ tig = a aig CINCINNATI C OFFICE: cont National Bank the 

Lounoney Mass.—Campione & Pagluiso (Mod — —~¢ Co. fname sw. ae . Tels o Canal 1650. aplerines tation as 

P nr #9 a street, moved to 54 W. 21st street. > n as 
ern Shoe Store), shoes, etc., reported offer- Appolo Shoe Co., incorporated $10,000. rocii ie * OFFICE: 626 owes BS q — sue 
ing to compromise at 35 per cent cash. Rochester, N. Y.—Ed Venor Shoe Mfg. Corp., me oo * i he . one Stone 1133. - : 

Detroit, Mich.—Benjamin Denenberg (7938 manufacturers of shoes, incorporated $50,000. syNN OFFIC ay Fm thr 
Ferndale avenue), shoes, reported petitioned Wooster, O.—Wooster Boot Shoppe, William LAURER Oreien, teens a E. M. 
or petitioner in bankruptcy. Langland, proprietor, reported closed. wen, Manager), 405 Broadway. T oo ma 

David E. Love (516 Woodward avenue), payton, O.—Jefferson Clothiers, shoes, etc., Broadway 1827 — ma 
shoes, etc., reported petitioned or petitioner incorporated $10,000. WASHINGTON “OFFICE: Willi L. Daley, . 

Kansas City, Mo. Forman & Bloom, shoes and Philadelphia, teeth em. } es Investment +,15th and K Sts., N. W. sof 

so City, Sie.—verme » : Cc f 17t treets, died. 

Se. Set petitioned or petitioner in ‘Joush Diasick (2610 Kensington avenue), Manager. | : Rue des Italiens. L. Hubbard, are 
' shoes, reported sold or closed out business. _ . We 

Norman H. Moore, Footwear Shop, (8120 Isaac Fox (5490 Old York road), reported ss} Ly 4 x wa ~ mal 
Troost avenue) shoes, etc., reported assigned. sold or closed out business. AUSTRALIAN” a pA he Liz 

yo CO Bn at a Beauport, S. C.—J. Young & Co., shoes, ete., G, Sarin Micceem, rm 

Atlantic City, N. J.—Guard Bros., shoes, re- Resspenates 95000. CONTINENTAL y Latte <9 — a 
— offering to compromise at 20 per cent ARGENTINA: "A: “Bocnos Aires, a og 2721 
cash. 

, , P. Sabazzini, 

Union BEL M. 3--Morris Cassell, shoes, ro- h Their C BRAZIL: Gerente, John S. Fitch, 33 Rue Genera! J 

Asbury Park, N. J.—Sam Bonfarath, shoes, Hats C ange eir rowns CHILE: tiago, Las Rosas 1123-1127. O1tw- 
ete., reported petitioned or petitioner in Again Fubrimann Gerente. 

wn tae ; CUBA: Mr. H. Gomes. Corrales 2A, Havana, } 
ewark, N. J.—Sam Goldstein (176 Ferry P Cuba. 

—: shoes, reported meeting of creditors Much attention has been cen- JAPANESE OFFICE: Yokohama. J. F. Wager, ma 
called. : anager. 

New York, N. Y.—Morris Moshinsky (608 tered = hats in the past few — SPAIN. Gerente, Leoncio de Miguel, Librere Ro 
Prospect avenue), shoes and repairing, ree sons. First came the cloche and its Editor, 20 Fuencarral, Madrid. At 
ported meeting of creditors called. ° ° 

Selma, N. C—J. G. Aad, shoes, ete. reported glorious reign, then the cut felt Ed 
petitioned or petitioner in nkruptcy. ‘ s " 

Winston-Salem, N. C.—Felts, Inc., shoes, re- hats which still pursue a success phi 

petitioned or petitioner in bank- fy] path, only to be followed by WANTED TO PURCHASE she 


ruptcy. 
Cincinnati, O.—Robert W. Bosse, shoes, etc., 
petitioned or petitioner in bankruptcy. 
Monongahela, Penn.—Namie & John, shoes, 
= wr petitioned or petitioner in 
n 
Philadelphia. * Penn. —Harry Gangursky (1120 





the square crowned hat which now : 


finds a rival in the peaked 
CASH Dae: I = 


chapeau. 





So. 9th street), shoes, reported petitioned or 
petitioner in bankruptcy. 

George H. West Co., Inc., wholesale shoes, 
reported offering to compromise at 40 per 
cent. 

Amarillo, Texas—Thomas & Thomas, 
reported assigned. 

Austin, Texas—Harrison & Clark, shoes, etc., 
reported meeting of creditors called. 

Seattle, Wash.—Jacob Arine, Golden Rule 
Department Store (1022 First avenue), shoes, 
ete., reported receiver appointed. 


shoes, 


BUSINESS CHANGES 
Cal.Sam Samuels, A. & H. De- 
reported sold out to Jo- 
seph Marymont. 


Claes. lll.—Sears, Roebuck & Co., Ine., 
mail order, Albert H. Loeb, vice-president, 


died. 
Slipper Shop, Inc., (3951 Drexel building), 
shoes, reported sold out to Joseph 


Schneider. 
Ill.—Lightman Dry Goods Co., 


ii 
Rockford, 
shoes, etc., incorporated $150,000. 


Fresno, 
partment Store, 


This hat with a peaked and 
dented crown just launched in 
Paris is already taking like wild- 
fire with the younger set. Both 
specialty houses and department 
stores sponsor it. Originally 
launched by either Reboux or 
Agnes (reports here vary), the 
authentic models were of Austrian 
velours. Many recall Pierrot’s hat 
with its felt brim turned up all 
around and therefore named Pier- 
rette or again the brim turns up 
at the side or back, then taking 
the name of Tyrolean or Alpine 
hat. 


Kalter Cerf. mag ye o> Inc. 
phone Spring 5160-5161-5162 
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Leather Trim Is Gaining 
Steadily 


Leather trimmings take to them- 
selves more and more power as the 
season advances. At the recent 
presentation in the leading stores 
and specialty houses of the im- 
ported collections, colored kid skin 
or suede trimming on_ sports 
dresses was much to the fore, us- 
ually in the form of a wide belt, 
collar and cuffs, or even a plas- 
tron. 

Gold kid appeared frequently in 
band effects to resemble metal. 
Other times a touch was used 
throughout the dress. Nor is it 
only on sports dresses leather is 
used, for, a black crepe gown 
adopted a yoke and deep band 
‘round the bottom, of white suede 
fringed in leather and trimmed in 
bugles and metal disks. Again, a 
smart woman on Fifth Avenue 
wore a blouse of tan suede to 
match her hat. 

The newest thing in leather is 
the envelope and belt to match 
as shown by Bruck-Weiss in tan 
suede partly embroidered in gold 
thread and coral beads. At B. Alt- 
man & Co. it takes the form of a 
marbled goat skin envelope and 
soft wide belt. Marbled leathers 
are featured more and more, also 
making collar and cuff sets now. 
Lizard is another smart leather 
for envelopes. 





J. Edwards & Co. Opens 
New York Office 


New York, Nov. 4—A _per- 
manent sales office, established in 
Room 556 Marbridge Building, 
34th street and Broadway, by J. 
Edwards & Company, of Philadel- 
phia, manufacturers of children’s 
shoes. 

The new office will be in care of 
Clarence Beckett, who has covered 


The tile stone front of the Walk-Over store in Cleveland, Ohio, makes a 
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very attractive appearance. A replica of this front was used as a setting 
at a recent shoe style show at the Brockton Fair, Brockton, Mass. 


the New York territory for a num- 
ber of years. The establishment of 
permanent offices in New York will 
make for the greater convenience 
not only of the trade of New York 
and vicinity, but also of the great 
number of visitors from all over 
the country who make their prin- 
cipal stop while in the North or 
East in New York. 





Riding Boots Sell Freely 


Boston, Mass.—Sales of riding 
boots for both men and women 
have broken all records this year. 
The healthful pastime of horse 
back riding is gaining in many 
sections. This report comes from 
A. E. Little & Co., Lynn shoe 
manufacturers. It is collecting 
data regarding the popularity of 
horse back riding. 


Advantage of the Ensemble 
Costume 

Correctly tailored for the street, 
these suits attain extravagant rich- 
ness for afternoon wear, while 
others are built on sports-like lines 
for country wear. The beauty of 
this type of costume is, of course, 
that worn separately or together 
the coat and gown are always com- 
pletely smart in themselves. For 
the winter luxurious fur adorns 
these suits. 

So much for the ensemble cos- 
tume. Rivaling this form of dress 
is the gown ensemble strongly fea- 
tured by Paris and New York. A 
straight-lined beltless dress simu- 
lating a tunic is often exquisitely 
trimmed with embroidery and fur 
or is pleated from neck to hem and 
wears a coat portion of satin, silk 
faille or bengaline for early fall. 









The J. W. Carter & Co. o 


a 


f Nashville, Tenn., is building this new shoe factory at Nashville. When completed, 





’ 





about Jan. 1, 1925, it will allow the concern to double its output of men’s and young men’s dress welt shoes. 
About 400 additional shoeworkers will be employed to carry on the increased production. The new factory is 


275 feet long, 50 feet wide and will have a capacity of 4,000 pairs daily. 
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United Shee Machinery Corp., Boston.....26, 79 


Whittemore Bros., Cambridge, Mass....... 88 


MISCELLANEOUS 
Atlantic Printing Co., Boston................... 107 
Brooklyn Purchasing Syndicate ................ 111 
Calderwood & Preg, Inc., Boston....................109 
Glauberg, Max, New York City ................. 111 
Hopper, Lester B., Los Angeles, Cal. ........115 
Heldman, Morton J., Cincinnati, 0O............... 28 


Kalter Cerf. Mercantile Co., Inc., New 
York City 


Kelly, T. mI ae System, Inc., Minne- 
apolis, M 18 


cy Aaory Co., Ine., New York City lll 


National Shoe Retailers’ Association, . 
cago, Ill. 


New York Export Purchasing Corp., —, 
York City 


Penney, J. C., Co., St. Louis, Mo................... 88 
Phillips, C. H., Bostom 200..000..0.0...0.0.ccceeeees 109 
Tolman Print, Brockton, Mass.........................107 
University Foundry . ee A LO | 
Young & Co., New ‘tol tice cnet B01 
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Abenzcase  American~oy 
Solid Leather 
Men’s and Boys’ Work and Dress Shoes 


Made by 


Oe MENZIES SHOE CO. 
Fond du lac, Wis. 


NOVEMBER DELIVERIES 


ON 


Leather Sole Rubber Heel Felts 
for Orders Detailed Immediately 


By California Shoe Factory 
~ Sales Executive 


Well-known southern California shoe factory produc- 
ing misses,’ children’s and growing girls’ shoes seeks 
executive who desires to invest and assume manage- 
ment and sales direction. Trade already established. 
Fine brick, steel and concrete buildings with most 
modern equipment capable of producing 2000 pairs per 
day. Expansion requires additional capital. Address 
owner's confidential agent: 
Bh LESTER B. HOPPER 


516 Transportation Bldg., Los Angeles, California 


REG. U.S. PAT OFF. 


RIBBON TRIMMED 
JULLIET, 
STYLE 1025 





Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 

Tuscan Calf— 

Russia Calf— 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 








QUALITY FOOTWEAR 
C. A. GROSVENOR SHOE CO. 


Worcester 





Soe ee 


Massachusetts 
Besten Office, 139 Lincoln St. 











eet Develop Boudoir Business 
on the Greeley line. This line 


As a sturdy support for the ankles of . 
. cbhdres and ae 2 fully 5 fully rents, will enhance any dealer’s repu- 
Developer is . Well knows tation for selling qual- 

surgeons recommend its use. ° 
Make your stock of ity goods. Black or 


oe 
SS complete” te coe colors. Leather or rub- 
ber heels. 36-pr. lots 
only from stock. De- 
liveries daily. 
If your jobber cannot supply you, write us. 


A. W. GREELEY 
5x 12 Duncan St. - - - Haverhill, Mass. 
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OP reated to complete the fall and winter cofume; in keep- 
ing with fashion’s decree for footwear of smart simplicity, 
the light and dainty yet Sturdy Goodyear Welt oxfords fin- 
ished with “Diamond Brand (Visible) Fast Color Eyelets are 
the shoes of the hour for Sort and Street wear. No other type 
of shoe combines so completely perfect comfort, faultless fit and 
corred Style, Always insift on Goodyear Welt shoes with 
“Diamond ‘Brand (Visible) Fas Color Eyelets. 


UNITED FAST COLOR EYELET COMPANY 
ManufaGurers of 
DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 





"Diamond Brand (Visible) 
Fast Color Eyelets have 

uine celluloid tops which re- 
tain their ricinal finish 
indefinitely and actually 
outwear the shoe, They can 
be identified by the two tiny 
raised diamonds on their . 

celluloid surface 








When writing to Unrrep Fast Coton Eveter Company please mention Boot and Shoe Recorder 
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AND TO-DAY G\9 
AS THROUGHOUT ALL 
THE HISTORY OF FINE, 
| SHOEMAKINGTHEWORID = 
RECOGNIZES THE | 
SUPREMACY OF THE 
) |} = SEABROOK CRAFT 








F. E. Adams Shoe Sompany 














z] - N. 1 
BOSTON NEW YORK 
215 Essex Street Marbridge Bidg., Room 433 Chicago olde. , 810 
—_ 
SALESMEN 
Pacific Coast—Geo. R. Rule few ta rk—Fra ah Hasse, Chas. R. Doren emus Souther » Oe no Cope & Pe emus 

New England—Louis Boni Chi cage Dict strict—Frank East a ben —Frank Law 

Middle States—Chas. Recdbolen 
Vel 06, Jo. 9%. Published every week by the Bass ont Shee Becestiee, Peteeeies Seer, Se Sey Ss, Beten, Sen. Bateved 0s weosnd-cinee, wet 
ter April 15, 1922, at the Post Office at Boston, Maes,, under the act of Congress of March 23, 1879. Subscription price, $5.00 per year. 





POOT AND SHOE RECORDER November 15, 1924 




















more and more peomne 


every day are walking on 


EVER GRIP 


BOSTON WOVEN HOSE AND RUBBER COMPANY 
CAMBRIDGE, MASS. 


When writing to Boston Woven Hose & Rusper Co. please mention Boot and Shoe Recorder 
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Whites for Spring 


Events point to Spring 1925 
as a good season for white 
shoes. 


Wholesalers have already or 
are now sampling our line 
of white canvas and white 
cabaretta shoes. 


- ¢ — — 2. ee 6 a 6 ee ne 


Ask your jobber to show 
you the Dingley Foss line 
of plain and white trimmed 
canvas shoes. 








We sell to Wholesalers only. 

















FA SO OS a / eee le — 2 =< 





DINGLEY FOSS SHOE CO. 


» Fabric Shoe Manufacturers 
Auburn, Maine 
Sales Offices—54 Lincoln St.—Boston 


When writing to Dinciey-Foss Suoz Company please mention Boot and Shoe Recorder 
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Shoes by Courtesy 
of 
Mackey Shoe Co. 
Inc., 

452 Driggs Ave., 
Brooklyn, N. Y. 


Made of 
Vode Kid 
Color 11 Rust 
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THE ALLURE OF RUST 


Makes Irresistible Shoes in Combination 
with Patent. JAVA a Close Second. 


Gowns and, therefore, shoes in combinations of color are 
the present ruling favorite with the smart set. 


And RUST is-by all odds their favorite color in shoes— 
chiefly seen in combination with patent. 


JAVA is next in popularity for the same style of shoe— 
favored by those whose taste runs to slightly less pro- 
nounced contrast. 


As usual, these smartest colors are provided in VODE KID— 
in the characteristic liveliness, sparkle and authenticity of 
all VODE KID Colors. 


Place the surety of VODE KID behind your shoes in fol- 
lowing this new tendency. It costs no more to have this 
valuable sales asset and assurance. 


To round out the charm of shoes in these latest shades 
see that they are harmoniously lined with VODE KID 
in Browns, Grays, Champagne or White. 


Remember that all these shades lessen crocking of ho- 
siery, since they are aniline dyed with no surface finish. 


We recommend the following “Vode Kid Colors: 


B JAVA zzz APRICOT 
11 RUST 70 JACK RABBIT 88 BRONZE 
A HAVANA BROWN 77e ORIENTAL PEARL BLACK 


yt CHAMPAGNE 


THE STANDARD KID CO. 
209 South Street, Boston, Mass. 


Chicago Cincinnati 
100 Gold Street Pleas ag me 
New York, N. Y. tr t. Louis 


> Rochester 
7o North 4th Street 


I leath 
Philadelphia, Pa. i 


We assure prompt deliveries in 
quantity on Color rx RUST or 
Color B JAVA 














Color 11:—RUST 
for tops, with pat- 
ent vamps or 
quarters, makes 
the smartest child- 
ren’s shoes im- 
aginable. This 
oueaten is 
ver ular in 
the becees grades 
of children’s 
shoes. 
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— Back to Browns 


“‘Browns take the lead for 
sport and street wear,” 
writes a New York ob- 
server and authority in 
fashion. 

With such colorings noth- 
ing but brown shades in 
shoes will harmonize. 


The whole trend of color 
in shoes is definitely back 
to browns, and the pro- 
nounced Parisian vogue for 
Brown Kid, which every 
returning traveler con- 
firms, is steadily progress- 
ing here. 





Our QUAKER BROWN or Golden Brown 
is a shade that exactly meets the preference 
for lighter brown tones. 

Our White is meeting with marked success. 
They speak for themselves —in correctness 
and quality. 





ali a 
Thee Cannol 
Progress "ee 


«Made in Black 
cAnd the Following Standard (olors 
Color 17 HAVANA BROWN 
Color 22 QUAKER BROWN 


Color 25 GRAY 
Color 20 WHITE 


QUAKER CITY MOROCCO CO. 


519 Huntingdon Street, Philadelphia 
95 South Street, Boston 





When writing to Quaker City Morocco Co. please mention Boot and Shoe Recorder 
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Women’s all patent, two-strap Regent sandal, welt sole, 
HH640 last, poaeeees imitation tip, vamp and collar, 
special HEEL HUGGER patterns, 1 }4-inch military 
heel with rubber top lift. 


AAA 5 to 
AA 4% to 
A 4% to 
B 4 to 
Cc 3% to 
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Net 30 Days 


Telegraphic Code Word “*Helmet”’ 


Women's all black kid, two-strap Regent sandal, welt 
sole, HH630 last, perforated imitation tip, vamp and 
collar, special HEEL HUGGER patterns, 154-inch 
Cuban heel with rubber top lift. 


AAA 
AA 1 


to9 
to9 
A to 9 
to 9 
to 8 
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DENVER OFFICE 
218 Charles Bldg., Denver, Colo. 
TIGER & McNUTT j 


Representatives Ss. 
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NEW YORK OFFICE 
Bush Terminal Sales Building 
130-182 West 42nd St., Room 1521 
A. McOMBER, Representative 


SY 
Jy 
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LOWER PRICES ON 


Heel Hugger Shoes 


An increase in production makes possi- 
ble a reduction in the price of Heel Hug- 
ger Shoes. 


More and more dealers have learned 
that our claim “Heel Huggers is the 
greatest line of perfect fitting shoes in 
America’’ is justified. 


Heel Huggers will eliminate many of 
your fitting problems. They have ample 
room at the ball of the foot, but are so 
made that they fit snugly at heel and 
ankle. 


Investigate the merits of this line. 


These two styles together with many 
other styles carried in stock. 


UTZ & DUNN CO. 


ROCHESTER «~NEW YORK 


LOS ANGELES OFFICE 
709 Forrester Building 


Los » Cal. 
G. C. McATEE, Representative 


ATA 


When writing to Utz & Dunn Co. please mention Boot and Shoe Recorder 
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'COLOR SUPREMACY | 


I. B. & C. KID 





‘ 

? 

‘ 

' It’s acknowledged Trade Supremacy has 
. been gained and maintained by a 
| WORLD WIDE ORGANIZATION 
“ for collecting the preferred varieties 
' of skins ~~~ Plus a MATCHLESS 
; COLOR DEPARTMENT of the longest 
; 
? 
? 
‘ 
‘ 


experience. 


F. B. g§ C. COLORS THAT WILL LEAD 
THE STYLES FOR SPRING ARE 


' CHOW, CARAMEL 





| 
CHESTNUT BROWN 
Write for Booklet of These Latest Shades 


AMALGAMATED LEATHER COMPANIES 


INCORPORATED 


22 N. 5th Street - : Tanneries 
PHILADELPHIA WILMINGTON. DEL. 











‘ 
‘ 
‘ 
' 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
a 
‘ 
‘ 











OAK LEAF, GOLDEN BROWN : 
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Brophy Bros. | 


—_— 

































































‘Patricia 


Tuere are various paths of style which a manufacturer of fashion 
footwear can follow. We believe the styles which offer the 
greatest profit and the smallest risk to the retailer are those 
which meet the consumer with a broad, rather than a narrow 
appeal—pleasing the many rather than the few. 


To sell a new style is one thing—but to sell one which brings quick 
re-orders is the desirable thing. We have been good pickers, 
for duplicate business has been running our factory. 


Wouldn’t you like to know the Brophy line— 
Quality Shoes—Popularly priced? 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 











When writing to Broruy Bros. Suox Co. please mention Boot and Shoe Recorder 
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In the NEW and Lighter Construction for Spring and Summer Wear E 


Trademarked as BARBOUR DRESSWELT | 


CONT TTT 
‘ eeeeeecee (PERE E ERE REET 


aadee 


THE SHOE ILLUSTRATED IS BY C. H. ALDEN CO., ABINGTON, MASS. 


Barbour STORMWELT was originally developed and adopted on the 
heavy Brogue types of shoes—Scotch grains of sturdy build, for heavy 
weather and hard going. 


PONbonusvundunusvudvonsevunevevnensanonsesvovussuvsisevengsadenneininie 
« ‘ eects 





It is now available and being incorporated in the sample lines of light, 
fine shoes of Calf, Kid and Kangaroo for semi-dress and city wear, as well 
as sport shoes of every kind. 





PREECE RCCCURCCCerrr ey 


To meet the demands of this style development and secure for shoes all 
the year around the benefit of GENUINE BARBOUR STORMWELT 
construction, we have estavlished this product on a new size—9/16x1/9, 
and given it a new name, “BARBOUR DRESSWELT.” It is identical in 
construction with the original 9/16x1/8 STORMWELT, and differs only 
in the lighter construction and smaller bead effect. 





4040004000000 


The same inseam-sealing properties, the same shape- 
retaining feature and the same custom style effect re- 
fined to suitable proportions for lighter shoes. 


Poe RRC RC CCRRECECEE, 


Ask your manufacturer to show you samples for next 


season made with BARBOUR DRESSWELT. 


BARBOUR WELTING COMPANY 


BROCKTON, MASS. 


“NOTHING TAKES THE PLACE OF LEATHER” 


MIMI Ty 
rrrerrn ‘ ‘ . 





Ul 
‘ 


When writing to Barsour Wertinc Company please mention Boot and Shoe Recorder 
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THE RIAITO—In Stoc 


Best quality—finest style—make Florsheim Shoes fast sellers 
for one live store in every community. A large assortment 
of styles in stock will assist Florsheim dealers in sizing up 
and selling more pairs. Booklet of Stock Stvles on request. 


Style S-100—Black Calf, as illustrated 
Style S-99—Same style, in Willow Calf (light tan shade) 
Most Styles Retail at Ten Dollars 


Florsheim Stock Styles are reg- 
ular quality and regular price. 


THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS 
Manufacturers + CHICAGO 


\ 
— 








FOR THE MAN 





When writing te Tun Fronsuzim Suoz Company please mention Boot and Shoe Recorder 
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TYLISH STOT LENDER FO 


OUT SIZES ARCH FITTER 


TRADE MARK TRADE MARK 


YES We Stock BOOTS 


Not Just one boot, but twenty boots, each indispensable in its 
particular field 


Three black kid boots, built over one of our 
most popular “Stylish Stout” lasts. They 
are comfortable fitting, well constructed and 
long wearing and may be had in three different 
top measurements. 


Style B 6221 has a “full” top, running slightly 
wider than regular. Price $5.00. 


Style B 221 has an “‘outsize’’ top. Price $5.00. 
rig B 218 has an “extra outsize” top. Price 


All are stocked widths C, D, E and EEE. 
Sizes 21% to II. 


Style B218 


Medium Round Toe, 13/8 
Wingfoot Heels 


Two black kid boots, built over a good fitting 
combination last; boots that mold to the 
ankle and cling to the heel. 


Style B950 has a standard top. Price $6.00. 


Style B952 has an “‘outsize” top. Price $6.00. 
Both are available in sizes 2% to 12. 


The standard top is carried in widths AAAA er B950 


to EEE. 
The “outsize” top is stocked in widths AA Round —_ soko Wing- 


to EEE. 


Your order for one or a dozen pairs will be filled 





immediately upon receipt. 


4 Rochester, N. Y. 


Chicago Salesrooms 
506 Security Bldg. 189 W. Madison St. « 


. 
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When writing to W. B. Coon Co. please mention Boot and Shoe Recorder 
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THE POPULAR POPPY 


A trim and trig novelty pattern, with a wealth of beauty in line and an 
air of dainty exclusiveness -— one of our latest creations added to our 
In-stock goods de- 
partment. This 
model is now in 
stock ready to ship. 


No. 330 Price $4.75 No. 329 
Bleck Satin Poppy, Black Suede Trim, Cut-out Patent Poppy One-Strap, Cut-out Qaaetee, Full 


om = Louis Heel, Beacon Last. AA t 
ewe, Full Spanish Louis Heel, Beacon Last. 332—Same style i in al all MA ue 


No. 331 a arin all Black Suede. Petes 


ri 


No. 349 Price $4.60 


We Will Mail Black Satin FA Poppy, Black Suede Trim, patitary Send for 
Wood Covered Heel, Boston Last. AA to C 


You Our Catalog No. $50—Same style in all Black Suede. Our Monthly 


rice 
of Corrective Booklet of 
Shoes Novelty Footwear 
On Request Carried In Stock 


No. 348 Price $4.35 


Foon Poppy One-Strap, Cut-out + Quarter, Mili- 
Wood Co vered Heel, "Boston Las t. AA to C, 
~~ 351—Same style i in all ee Suede 
Price $4.85 


THOMSON-CROOKER SHOE CO. 


18-26 Station Street, Boston, Mass. 


When writing to Tuomson-Crooxer Suoz Company please mention Boot and Shoe Recorder 
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You May Expect Rajah 
Soles to Continue to Excel 


VERYBODY admits that the public 
likes crepe soles, and that they are 
a solid fixture. 





Everybody in the shoe world knows 
that RAJAH is responsible, as the 
original crepe sole in America, for the 
crepe sole vogue. 


We recognize our responsibility to keep 
RAJAH Soles worthy of their position 
of leadership. 


The RAJAH brand is more than a 
mark of identification. It is our pledge 
to all RAJAH Sole users of the highest _ 
procurable quality in crepe rubber 


soling. Genuine Rajah Soles 


“Ask the Wearer — Nothing Fairer”’ are branded with this mark 


Alfred Hale Rubber Co. es 


Atlantic, Mass. 
Established 1837 Do not judge RAJAH Soles 


Laing, Harrar & Chamberlin by any which do not bear it 
Philadelphia, Pa., Distributors 
































When writing to Acrrev Hace Rupper Co. please mention Boot and Shoe Recorder 
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Styles That Reveal the Beauty of Skillful Designing 


A few stunning Central 
patterns that appeal to 
those who want some- 
thing new. They are 
popular price and sure 
to please the smartly 
dressed people. 


Wos. “Lady Louis” Bik. Velvet —— Wos. Pat. “Edna-Louise” 3-Strap, Pl. 

erine Gore Pump, Pl. Toe, S. S., Toe, 14/8-in. Spanish Cov. Wood i, 

Spike Cov. Wood HI., Imt. Turn, Stas: Imt. Turn, Stage Last. AA 4-8, A 34-8, 

Last. AA 4-8, A 314-8, B 3-8, C "aes B 3-8, C 2%-8. Price $5.00 

1755—Sa in Blk. Satin. -- $5.00 

1797—-Same in Blk. Satin. Price.. $4.00 1757— es ie Bik. Kid. wee +} 
1798—Same in Patent. Price... .$4.00 In Stock Now 

In Stock Nov. Ist to 10th 


1783 The ‘Regent” 

Wos. “Lady Louis” Satin Regent 
Pump, Pl. Toe, S. S., 16/8 Spike Cov. 
Wood Hl., Imt. Turn, Thrill Last. AA 
4-8, A 3%4-8, B 3-8, C 2%4-8. Price. .$4.15 

1784—-Same in Patent. Price. ..$4.15 

In Stock Nov. ist to 10th 


1790 The “Marie” 1793 The “Cecilia” 


Wos. “Lady Louis” Satin Marie Stp., Wos. “Lady Louis” Satin Cecil‘'a Gore 
Pl. Toe, S. S., 12/8 Box Cov. Wood HI., Pump, Pl. Toe, S. S., 14/8 Spike Cov. 
Imt. Turn, French Last. AA 4-8, A 3%-8, Wood HI., Imt. Turn, Blk. Suede Trim., 
B 3-8, C 2%4-8. $3. Stage Last. i AA 4-8, A 3%-8, B 3-8, 
1791—Same in Patent. Price. , * som 

I y —Same in Patent. rice. . .$4. 
im Stock Nov. ist te 10th 1795—Same in Tan Calf. Price.. $4.60 

In Stock Nov. Ist to 10th 


Visit the sales room nearest you—located in the following cities: 


Omaha, Neb: Indianapolis, Ind. Dallas, Texas Cincinnati, Ohie Detroit, Mich. 
406 Arlington "Biock 833 Meyer-Kiser Bank Bldg. 1015 Commerce St. 68 Wiggins Block 403 Lafayette Building 
Chicago, Ill. Knoxville, Tenn. Birmingham, Ala. Kansas City, Mo. Les Angeles, Cal. 
406 Security. Building St. James Hotel 402 Chamber of Commerce Bldg. 817 Central St. Hotel Angelus 
Memphis, Tenn. Cleveland, Ohio Seattle, Wash. San Francisco 
227-8 Winfry Building 349 The Arcade Building 614 Terminal Sales Bldg. Stewart Hotel 


CENTRAL SHOE Co. 


Manufacturers St. Louis, U. S. A. 














When writing to Centrat Suor Co. please mention Boot and Shoe Recorder 
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RUEPINGS 
SEMINOLE CALF 


NO. 39 TITIAN (Golden 








O the man who takes pride in being well groomed it is a source of satisfaction 
to have shoes which are well in keeping with his attire. 


A most important element of good shoe buying is to select styles with a view to 
making a minimum number cover the range of requirements for men of various 
types with clothes of varying cut and color. 


Look well to the last, pattern and color of the shoes chosen—and not the least of 
these is color. 


Rueping’s Color No. 33 (golden tan) is a highly popular shade that looks well with 
almost any suit because it is neutral in tone. This color, in Rueping’s Seminole 
Calf (close-grained smooth finish) is used in volume by prominent manufacturers 
of both men's and women’s shoes. 
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MADE BY 
EDWIN CLAPP & SON Inc 
A lace oxford of Rueping's 33 Seminole Calf 
Well in keeping with the life and refinement expressed in the lines of this shoe is the pleasing shade 
of Reuping’s No. 33 Golden Tan. And the quality of this leather is in keeping with that high 
standard of shoemaking for which the house of Clapp is so well known. 
Write for sample swatch. 
a d ( 
' Fred Rueping Leather Co. | | 
| ’ FOND DU LAC, WISCONSIN " 
| BRANCHES: * 
J Boston Cincinnati Milwaukee St. Louis New York “e 
i oan tt Chicago San Francisco Montreal Northampton, England é 
ete eect + || ff 
Is | 
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TONY Chestnut 


Reg. U. S. Pat. Of 


“The Happy Medium 
Between Light and Dark Brown” 


AILY we hear almost 

the same opinion about 
TONY CHESTNUT, from 
some prominent shoe manu- 
facturer or retailer— 


“TONY CHESTNUT 
is just the happy medium 
between light and dark 
brown we have been look- 
ing for.’’ 


TONY CHESTNUT is a 
most beautiful blending of 


our TONY RED and TONY 
BROWN. 


Get your sample of TONY 
CHESTNUT soon. 


It is destined to be one of the 
most popular colors we have 
ever produced—and you 
know the CREESE & COOK 
record in that respect. 


Don’t wait for your neighbor 
to show shoes in this new 
TONY Shade. 





“CALF LEATHERS ARE WHAT THEY WANT?” 








CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 


706 Broadway, Cincinnati, O. 
Leather Trades Blidg., St. Louis, Mo. 


TANNERIES 
DANVERSPORT, MASS. 


SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 


When writing to Caezse & Coox Company please mention Boot and Shee Recorder 
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IF YOU HAVE NOT RE- 
CEIVED OUR NEW IN- 
STOCK | CATALOGUE, 
WRITEFOR ONE TODAY. 


ADDRESS ALL COM- 
MUNICATIONS TO THE 
FACTORY. 


THE BERWICK 


Golden tan calf, lace oxford. The 


last word in a spring toe effect. 


Howard & Foster Co. 
Brockton, Mass. 


BOSTON OFFICE 
183 ESSEX STREET 


NEW YORK OFFICE 
MARBRIDGEBUILDING 


CHICAGO OFFICE 
SECURITY BUILDING 








When writing to Howarn & Foster Co. please mention Boot and Shoe Recorder 
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When writing te Joun R. Evans & Company please mention Boot and Shoe Recorder 


a Enmeasts 
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OUR AIM 
3 feng make leather so uniformly good that one can always > 


expect it to give satisfaction to our co-workers in footwear 
service,—the | shoe manufacturer, the shoe retailer, as well as 


: ourselves. 


In order to succeed in this AIM we must make EVANS 


LEATHERS 60 constantly dependable they will “mutually 
profit all three of us. 


tandardize on 
- Evans Brands. 


is a policy that many shoe manufacturers have adopted and 
more are constantly adopting, because they find it means 
repeated excellence. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 


(Branches in All Principal Shoe Centres) 








When writing to Joun R. Evans & Company please mention Boot and Shoe Recorder 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 


experiment. 





SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


t 


Mhe Shoe with the Crawford 
Arch Supporting Shank. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS “ 
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.0867—The Hawk 








(LIAAAAAAA 


In the production of ‘‘Marshall-Made” shoes, 
‘Quality’ is the first and the final thought. 


The truth is told in our slogan —‘‘Quality 
Maintained.” 


C. S. MARSHALL’ COMPANY 
Brockton, Mass. 
Makers of Men’s Fine Footwear 


When writing to C. S. Marsuact Company please mention Boot and Shoe Recorder 
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Wats’ Superior Shoes for Little Folks "es 
&j he Oe i 

: SUPERIORITY 

Based on Quality 


HAEXTOZ 


are of guaranteed all leather construction. 
Soles are cut in our own factory from 
Chrome retanned bends, wear-resisting to a 
remarkable degree. 




















Stock No. B 976—Patent Leather New Process Welt 
Blucher. 
Sizes 2 to 5—$1.35 per pair 


A Hundred Styles of 
Flexible Turns and Flexible Welts 


CARRIED IN STOCK 


Send Trial Order—Today 
—— _3~ 


Jmperial Childrens Shoe Corporation 


ROCHESTER, N.Y. 
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Ahead of the Style Cock 


The MAG WAY Girl 
featuring 


THE VENICE TIE 


MacLAUGHLIN SHOE COMPANY 


LYNN, MASS. 
Boston Office: 10 High Street, Room 718 


WOMEN’S HIGH GRADE NOVELTY FOOTWEAR 
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The Famous 


“Welhar 


Shoe IGN 


UNION MADE 





DDD DW LLL 


Style 274 


Light Tan Boarded 
Calf 


Bal 


Radio Last 
Rolled Edge to Heel 





Price $4.06 


They Repeat 


First sales of WEBER Shoes 
usually make fast and firm cus- 
tomer friends. 


PRIS IIS SSIS 


That is because WEBER Shoes 
are built to give that value at 
$5 to $7.50 retail, that the 
average man wants and expects. 


WEBER Bros. SHOE Co. 
North Adams, Mass. 


New York Office: 1328 Broapway, Marsrivce Bipo. 
H. Haraus, Rep. 


(C 
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No. 721 


‘‘Buddy”’ 
Last 


$48 


A Clinton In-Stock Leader 
that Draws Business 


“P. & V.” Black Velours 
Calf, “Rock Oak” Sole, 
Leather Counter, Calfskin 
Quarter Lining, Wingfoot 
Heel, Double Deck Edge, 
Two rows Goodyear stitch- 
ing. In Stock. 


B, 7/11. C and D, 6/11. 


No. 828—Same as above. 
made of “P. & V.”’ Mecca 
Tan Calf. 


CLINTON 


CLINTON SHOE Msc. Co. [AN 








When writing to the above advertisers please mention Boot and Shoe Recorder 
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A Service that takes the guess- 
work out of last buying 


Newest Styles Shown on Newest Lasts 


T has remained for the United Last Co. to first give buyers absolutely 
accurate proof of just how a prospective shoe style wil! look on the last. 


Our new service presents the latest New York styles right on the newest 
lasts—not ordinary pullover styles, but shoes complete in detail—count- 
ers, box toes, linings and all, excepting only the soles. 


Thus the buyer may see exactly how any new pattern will look on the new 





last we design for it. 


In originating this long needed service, the 
United Last Co. still further signalizes its leader- 
ship in everything pertaining to the designing, 
making and merchandising of lasts. 


United Last Company 


Headquarters — Boston, Mass. 





FACTORIES 


BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


SHOW ROOMS 


BOSTON 
212 Essex §t. 


NEW YORK 
1402 Bush Terminal Bldg. 


' CINCINNATI 
Affiliated Company 803 Sycamore St. 
United Last Company Ltd. 
Montreal : PEILADELPFIA 
with Branch Office at Toronto 331 Arch St. 














When writing te Unitep Last Company please mention Boot and Shoe Recorder 
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F gi a Calf weighed two hundred and fifty thousand 
pounds, this is the way the cut edge of the hide would 
look. Such is the magnifying power of the microscope and 
photographic equipment in our laboratories. By the aid 
of this equipment our scientist can peer into the secret 
depths of the leather and guard against any of the im- 
perfections no naked eye can see. 
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n the Heart o Vegetable 
Janned Calf Skin ts the Sec- } 
et of its Comfort and Fitting 


yuUprEemacy | 











HAT makes it worth your while to write these words into y 
\ x / your order: ‘‘to be ialide of Aztec Calf, Coppertan or Bonnie ‘ 
Brown?”’ 
With Aztec Calf, Vegetable Tanned, deep in the leather fibres are 
invaluable qualities which no other leather has. They will not stretch € 


or contract unduly in wet or dry weather—as Chrome leather will. 
Aztec Calf fits perfectly from first to last—the vegetable tannage only 
““giving’’ enough for easy wearing. : 

Under polish it has a stability and permanence of color far greater > 
than the nature of chrome tannage permits, and with it a firm grain 
that resists abrasions. 

It is distinctly worth while to specify Aztec Calf in ordering your 
men’s footwear. You are assured of a higher quality 
and more complete satisfaction for your Customers. 


Numbers 8, 23 and 48 are three of the lighter colors 
50 popular this season. They are featured prominent- 
ly by manufacturers of the best grade of men’s shoes. 





A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 


\EATHERS:! 
q of Cxcellence 2 
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STURDY SHOES FOR FALL 


IN STOCK 


DUNDEE LAST 


Oxford. 6 Rows Stitching, Double Sole, 
. C, D Wide $5.75 


Stock No. 562 

Creese & Cook Tony Tan Oxford. 6 Rows Stitching, Heavy 
Single Sole Wingfoot Heel. A, B, C, D, and E Wide $5.50 
Stock No. 462 

Black Imp. Bded. Oxford. 6 Rows Stitching, Heavy suas eo 
Wingfoot Heel. A, B, C, D, and E Wide 


THE DALTON CO, In. 
BROCKTON, MASS. 


BOSTON: 183 Essex Street 
GEO. J. LOVELY, GEO. W. MANSON, JR. 


CHICAGO: 1618 Republic Bldg., 209 S. State St. 
E. B. SLOCUM, C. F. BARSTOW 
NEW YORK: 651 Marbridge Building 
GEO. S. DYER 











RECEIVER’S SALE 


The Sam B. Wolf Shoe Company 


Two modern shoe plants, each a complete unit, for 
the manufacture of women’s shoes, one at Cincinnati, 
Ohio, the other at Seymour, Indiana. 

The undersigned Receiver of The Sam B. Wolf 
Shoe Company is directed by the Court, in an action 
pending in the Court of Common Pleas of Hamilton 
County, Ohio, case No. 191518, and an action pend- 
ing in the Circuit Court of Jackson County, Indiana, 
No. 1195, to take sealed bids for the following: 

1. All or any part or parts of the machinery, 
trade fixtures, furniture, dies, lasts and pat- 
terns belonging to the defendant Company 
at its Cincinnati plant; 

. All or any part or parts of the machinery, 
trade fixtures, furniture, dies, lasts and pat- 
terns belonging to the defendant Company at 
its plant in Seymour, Indiana, together with 
the leasehold of said plant; 

. The good will of defendant Company, to- 
gether with all of its trade marks and trade 
names, including “The American Girl,” “Mary 
Stuart,” and any other trade marks owned by 
the defendant Company; 

. Also all other property belonging to de- 
fendant company, saving and excepting stock 
of leather and findings, shoes on hand, cash 
and accounts and bills receivable. 

The Cincinnati plant is located at 412 West 
Seventh Street, in a building specially constructed 
for the manufacture of shoes. The Receiver, how- 
ever, has not elected to take under the Company’s 
lease, and future occupancy must be under agreement 
between the successful bidder and the owner of the 
premises. Its present motorized equipment, with the 
use of only part of its available floor space, supplies 
a capacity of approximately 900 pairs per day, con- 
sisting of women’s McKays, Welts and Turns. Cin- 
cinnati has a pre-eminent reputation for the manu- 
facture of quality shoes. 

The Seymour plant was equipped within the last 
six months, is thoroughly modern in equipment, and 
well adapted for the economical manufacture of 
women’s Welts. The installed capacity is about 500 
pairs per day, but there is ample floor space for in- 
creased Welt or McKay production. The labor situa- 
tion at Seymour is highly favorable as to compe- 
tency, cost and supply. The lease is regarded as an 
advantageous. one. 

The Company, and its predecessor, have been in 
business for more than thirty years, have an estab- 
lished good will, and its trade marks, “The Amer- 
ican Girl” and “Mary Stuart,” are widely and favor- 
ably known. 

Bids should be addressed to the Receiver in sealed 
form, with certified check of the bidder for 10% of 
the amount of bid. 

Such bids will be received until 12 o’clock noon on 
the 19th day of November, 1924, and will remain un- 
opened until that time. 

All bids are subject to acceptance or rejection by 
the Court. 

Terms: Cash on or before 15 days from date of 
acceptance of bid and confirmation by the Court, 
delivery to be made on payment. 

Sale is to be free and clear of all claims of cred- 
itors and parties in interest. 

Inspection of either or both plants can be had on 
application to the Receiver. 

Inventories are on file in Court, and duplicates 
may be examined at the office of the Receiver. 

Any further information desired may be had from 
the Receiver. 

Cohen, Mack & Hurtig 
Simeon M. Johnson 
William J. Rielly 
MORTON J. HELDMAN, RECEIVER, 
No. 412 West Seventh St., 
Cincinnati, Qhio. 


Attorneys for Receiver. 





When writing to the above advertisers please mention Boot and Shee Recorder 
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Are you 
prepared to handle 


these foot and shoe conditions? 


HEN customers come into your 

store and complain about pains and 
cramps in and callouses on the ball of the 
foot and that their shoes wear through on 
the soles in a surprisingly short time, do 
you know how to handle these customers 
satisfactorily? 


These conditions are caused by the Ante- 
rior Metatarsal Arch (the one across the 


ball of the foot) weakening and breaking 
down. Many of your customers are so 
afflicted. They would pay almost any price 
to secure comfort and relief. They want to 
know how to stop their shoes from wearing 
out and being distorted. 


Here is an opportunity for you to win their 
everlasting friendship and loyalty. You 
can do it easily, quickly and profitably with 


Dr. Scholl’s Anterior 
Metatarsal Arch Supports 


These appliances do what Nature has failed to do—support the Anterior 
Metatarsal Arch. By adjusting them from time to time, the arch is brought 
back to normal position and action. The pressure and strain is removed from 
the muscles and ligaments, friction and pressure are eliminated, the callouses 
disappear, circulation is restored, and the pains, cramps and burning sensa- 
tions are a thing of the‘past. 

It is truly remarkable what can be accomplished with these supports. No shoe 
or any other device in the world will bring such relief afid correct the cause. 
If you are not selling Dr. Scholl’s Supports every day in the year, you are over- 
looking a wonderful opportunity and you are doing your customers an in- 


bic THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Comfort Appliances and Remedies in the World 


CHICAGO—213 W. Schiller St. 
NEW YORK—62 W. 14th St. TORONTO—112 Adelaide St., E. 
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THE BROADMOOR HOTEL, COLORADO SPRINGS, COL. 
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Clarke Front Gore Pump, Cedar Cliff Black Satin Vamp and Box, Black Naco 
Calf Yoke, Satin Underlay, 14/8 Cuban Heel, made by the P Sullivan Shoe 
Company, Cincinnati, Ohio 











T Colorado Springs and other Fashionable Resorts 
where Society and Satin Shoes are in evidence— 
CEDAR CLIFF SATIN ranks high in favor. 


Shoe merchants who serve this class of 
trade prove their sagacity by ordering 


(CEDARCLIFF 


PURE DYE 


SHOE SATINS 


The CEDAR CLIFF SILK COMPANY, 251-255 FOURTH AVENUE, NEW YORK 


‘‘Worth a little more to the woman who knows.” 
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“Collette” 


This high-cut pattern has all the airs and graces of your true Parisienne, who now smiles 


approval on the high cut vogue. “Collette” has that ‘come hither’ look which catches the 
feminine eye like a mirror. It's certainly a smart tie and is fool-proof for fit. ‘‘A real wrap- 
up!" So say our customers. See your nearest wholesaler. 


Auburn, Me. Boston Office, 139 Lincoln Street 
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What Is the Matter 
with Your Profits? 


ee 


November 15, 192; 


It's Time to Get Ba 


| pe you fallen into the always dangerous and too common error of buying 
from too many sourcees—HAVING TOO MANY MAKES on your shelves? 


@When you depart from your regular policy, you are taking a risk—you may sell 
one-half or two-thirds of your venture, and the balance stay on your shelves to cut 
down the percentage of stock on which you are getting your turnover, 


@ You don't have to repeat this operation many times, before the slow odds-and- 
ends are bleeding your profits white! The evil has grown insidiously—unrealized— 


but the time has come to face the facts. 


Which Way Are You Heading 
for 1925? 


@Will you follow any longer the will-o’- 
the-wisp which threatens the prosperity 
of shoe retailing, or will you squarely 
face the facts, and CONCENTRATE 
ON CHOSEN SOURCES for a con- 
sistent LINE on which you can make a 
year-round profit? 


qDay by day retail shoemen are throw- 
ing off the false and uneconomic policy 
of indiscriminate buying which has al- 
most strangled them, and are accepting 
a plan of concentration upon lines that 


_ are safe and sure in respect to quality, 


style, and trade-drawing power. 


@Isn't it time to adopt the safe, sane 
and, therefore, successful policy of con- 
centration upon a line on which you can 
do most of your business—a line that 
you can buy right, straight across the 
board—for women and young women 
—push it—-stick to it? Better a line that 
you can stick to, than a stock that 
“sticks” with you! 


FROM A WELL-KNOWN 
MERCHANT 


Thomas G. Plant Cmpany, 
Boston. Mass. 


Gentlemen : 


In discussing with our shoe buyer the desir- 
ability of the various lines of shoes which we 
are carrying in view of the conversation which 
we had about shoes about a year ago, I thought 
it would be interesting for you to know that 
the growing appreciation of our customers for 
this shoe has enabled us to eliminate a consid- 
erable number of lines which we formerly felt 
essential to our department. This has resulted 
in an improvement of our turn-over, as well as a 
great reduction in complaints and claims from 
our customers. 

Will you please give us your personal atten- 
tion to orders which we are sending through and 
see that we have some advertising matter as we 
are preparing for a special window display of 
these shoes in the near future. 

Very truly yours, 
(Name on request) 








THOMAS 





When writing to Tuomas G. Prant Company please mention Boot and Shoe Recorder 
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$7.50 and $5.00 or $5.50 


HE lifeblood of shoe retailing is 
the line that you can feature 
consistently in the medium and 
semi-fine grades. “Queen Quality” 
is that kind of merchandise and that 


kind of a proposition. 


@.No line of women’s and young 
women's shoes in the world will 
cover so fully the requirements as to 
price, height of style, or staple style 
which are embraced by QUEEN 


QUALITY Shoes. 


@ And what is also important,—the 


Queen Quality stock depart- 
ment service lessens the mer- 
chant’s stock investment by 
supplying the major portion of 
his sizing-up requirements, and 
helps him increase his turnover. 


No Time Like the Present 
to Pick a Good Line! 


@ Perhaps the Queen Quality line is 
open in YOUR locality, and you 
want to know more about America’s 
best-known make, the leading name in 
women’s shoes—more about what con- 
centration within the Queen Quality range 
can do for you. Perhaps you are already a 
Queen Quality dealer, ready for the sample 
line for Winter and early Spring buying. In 
any event, don’t enter the new season with- 
out deciding to concentrate on the line that 


best fits your requirements. 


@A Queen Quality salesman is now in your 
territory. Wait for him—and if you can't 


wait, write or wire—today! 
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Getting Your Turnover with 
Most Volume Around $7.00 or 
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RETAILER A—— ti 











A} MPANY 


BOSTON,30 
a oe 








“ When writing to Tuomas G. Prant Company please mention Boot and Shoe Recorder 









TOP-HEAV Y— 
AND NO SUPPORT! 
A STOCK WITHOUT A 
BACKBONE 






@Too mahy makes—too many odds 
and ends—a year or two's profits where 
you can't use them—working capital 
that ought to be turning 3 to 6 times a 
year! Isn't it time to concentrate—to 
put a backbone in your stock and give 
it a uniform selling quality? 
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Stock No. 6195B—Clyde Last. 
Tan Imported Moorland Calf 
with storm welt. Two full soles 
with 15-iron edge. Calf quarter 
lining. B, C and D widths, $5.60 


Stock No. 6190B—Same, ex- 
cept made of Imported Black 
Moorland Calf.......... $5.60 


The Wide-Ioe Winter Boot 


ATCHING in appropriateness the Men’s fashion for wide-bottom trous- 
ers, we have produced this handsome Clyde model with full, wide fore- 
part, and have built it plumply for smart winter wear. 


Our dealers will find this new Clyde toe a ready seller. Its style efficiency 
is heightened by our use of genuine imported Moorland Calf—Tan or Black—a 
heavy double sole with storm welt and a Calf quarter-lining. It is built through- 
out with our A grade quality and workmanship. 


These styles are in stock. They and numerous other Bates stock styles are 
in brisk demand, but we keep fully sized at all times. 
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We supply newspaper electrotypes for Bates Stock 
Shoes. Ask for our special Portfolio, showing seven 
groups of Bates “‘Shoes for the Occasion.’’ 


A. J. BATES CO. 


WEBSTER - - + MASSACHUSETTS 
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TY introduce Thomas A. Welch, Reu- 
ben H. Mitchell and Edward C. Welch 
to the shoe buyers is mere formality. 
Their history is interwoven with that of 
the good shoes of Lynn. 


But to say they have joined experience 
to make a new line of novelty footwear— 
that is indeed news—and good news, too, 
for every volume buyer who knows these 
manufacturers. 


— 


In a modern factory, under an open- 
shop policy and by individual contracts 
with the workmen, this new firm will in- 
deed “make well” a high class shoe for 
women which will be readily retailed at 
$5.00 a pair. 


Production will be geared to 
supply volume trade and deliv- 
ery guaranteed. 


<—-— 


—>..~< 














For further informa- 
tion all old and new 
customers should write 
at once to the new firm. 
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MITCHELL-WELCH SHOE CO. 


163 Commercial Street 
West Lynn, Mass. 
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First Lasting 


ONG before a shoe is ready for wear—in the course of 
manufacture in fact—the material used. in its construc- 
tion is subjected to processes that call for toughness and 


strength. 





Pulling over a turn shoe on the first last is one of these. Inside 
out, the fitted upper is drawn with pliers over the last, pulled 
none too gently into position and held temporarily with tacks. 
It takes really strong material to stand this operation without 


splitting or tearing. 


It is test Number One of the value of DARBROOK SHOE 
SATINS. 


DARBROOK SHOE SATINS work well in the factory— 
conclusive evidence that they wear well in service afterward. 
To this valuable asset of endurance, they add a wonderful 
lustre and color, a beautiful weave and a consistent uni- 


formity. 


Your satin shoes made of DARBROOK SHOE SATINS 
will please both you and your customer. 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 


Represented by 


W. A. Gallup T.F.Leary Henley & McGaghey G. Fitzgerald D. J. Finn 
Cincinnati Boston St. Louis New York Philadelphia 
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Mr. Dealer—Many possible sales of shoes 
are “passed up,” especially when there is a de- 
mand for a definite type of shoe and when that 


shoe can readily be obtained. 


Stylish Oversize Shoes 
———_—_—_———— 


VERSIZE shoes are not readily 
obtained by customers. Women 
with large feet often claim that 
they cannot be fitted and when 
they can obtain their size they complain 
that the shoe is ugly and plain. They want 
style, fit and comfort as well as the average 
woman. And they can be satisfied with Rice § 
Hutchins’ Shoes. You know that in your 
community there are many women with 
stout, large, oversize feet. Are you turning 
them away because you haven't their size 
when you can have on your shelves just the 
shoes that will please them? 





Don’t let the extra sales get 
away. Sell every woman regard- 
less of her size. Rice & Hutchins, 
Inc. make shoes for everyone, 
for every occasion, and at prices 
to appeal to all. 


nari eeemernatermmmmnneemniniaiiiatiiniiitiaaeen’ 


for Women with large feet 


Makers of Shoes 


for 13 HIGH ST. 
The Entire Family 


Rice & Hutchins Chicago Co. 


Rice & Hutchins Cleveland Co. Rice & Hutchins St. 
Atlas Shoe Co., Seaton, ntees. 


KHce & Hutchins Atlanta Co. 

















2352 













$4.00 


Patent Colt, Astor Pump, 288 Last, Single 
Sole, 12/8 Rubber Heel, 7 Wide 4/8, 


Goodyear Welt. 


Sizes 81% and 9, 25c extra. 


2351 


$4.25 


Same in Black Satin, Black Suede Trim- 
med, 7 Wide 4/8, 12/8 Covered Cuban 


Heel. 












Sizes 814 and 9, 25c extra. 
















2353 $4.00 
Black Kid Delphia, 4 Strap, 288 Last, 
Single Sole, 12/8 Rubber He 

4/8, Goodyear Welt. 
Sizes 81% and 9, 25c extra. 
2699 $4.00 
Same in Oxford, Cap Toe, 7 Wide 4/8 
Sizes 84 -and 9, 25c extra. 


eel, 7 Wide 



















RICE & HUTCHINS 


INCORPORATED 
BOSTON, U. S. A. 


DISTRIB UTI NG BRA NC HES 
Rice & Hutchins New York Co 


Louis Shoe Co. 


Rice & Hutchins Baltimore Co. Jos. I. Meany & Co., Inc., Phila., 










Makers of the 
Famous 
Educator Shoe 











When writing to Rick & Hutcuins, Incorporaten, please mention Boot and Shoe Recorder 
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Color the New Style Stimulant 


Quarterly Conference Sees Return of Colors Although Not in the Vivid 
Shades—More Conservative Patterns to Prevail 


important role in the world of fashion, and that 
a closer hook-up between shoes and other articles 
of apparel is not only in sight, but has arrived .o stay, 
was not apparent to the shoe world before the joint 
style conference at the Hotel Astor on November 11, 
it was sufficiently stressed at the meeting to impress 
itself indelibly upon the minds of the 250 retail shoe 
merchants, manufacturers, tanners and others present, 
representing the National Shoe Retailers’ Association, 
National Boot and Shoe Manufacturers’ Association, 
Tanners’ Council, National Shoe Travelers’ Associa- 
tion and the National Association of Pattern Manufac- 
turers. 
The prelude to the actual conference itself has 
grown bigger and better. The amount of vital style 
information imparted at the 


[: the fact that shoes are playing an increasingly 


colors he showed were largely of the soft pastel type, 
distinctly away from the harsh or vivid shades. In his 
suggestions to shoe manufacturers he stressed the 
proper gradation and combination of color. He made 
the interesting suggestion at one point that a slipper 
be produced with a silver vamp and a blue quarter. 


Six New Leather Colors 


Mr. Pierce was backed up by Mrs. Margaret Hayden 
Rorke, managing director of the Textile Color Card 
Association of the United States, whose chief theme 
was the Spanish influence, which, she says, will domi- 
nate the color field in spring styles in women’s apparel. 
She announced actual colors that have been selected 
by the shoe and leather industries for the spring sea- 
son. These are Priscilla, a light gray; English Gray, 
a medium shade; Sudan, a 
natural sand shade; Madrid, 





morning session at the last 
conference was large. It be- 
gan with a talk on color 
tendencies by Eugene Pierce, 
color expert of the Dry 
Goods Economist and of the 
Boot and Shoe Recorder, 
which was profusely illus- 
trated by ‘amples of fabrics 
which Mr. Pierce had col- 
lected from the leading silk 
and other fabric houses. 


Tendency Toward Style 
Conservatism 


He described the general 
tendency toward conserva- 
tism in style and the return 
to primary designs in fabric 
and sketched its possible in- past. 
fluence on footwear. The 


oughly discussed. 





Style Conference Highlights 


@ Something new needed to take the place 
of the sandal as the big seller of 1925. 


@ Although black is on the wane, never- 
theless it will retain an important place in 
the scheme of things during January, 
February and March. 


@ Gore adjustment is very important, par- 
ticularly in view of the fact that gored 
patterns are expected to lead in popularity 
during the next selling season. 


@ Color combinations in footwear thor- 


@ Hosiery contrasting with shoes is to 
remain as a style feature, although the 
contrast will be less marked than in the 


a medium brown, very soft 
in tone; Vassar Tan, a 
slightly darker brown shade, 
and Rugby Tan, a lively 
brown for men’s wear. 

She gave the shoe men the 
news that it was the definite- 
ly established fact that black 
as a high-style factor is on 
the wane for late spring and 
summer of 1925. 


Hosiery Expert Urges 
Anticipation 

Hosiery also had its day 
at the style conference, Mrs. 
Jessie Bracker Menin, style 
counsel of the Gotham Ho- 
siery Company, made the 
telling point that the hosiery 
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trade has made itself an integral part of the world of 
fashion. That shoes have not progressed to the same 
point, she declared, was due to the retail merchants 
who hesitate to take a chance on bringing new styles 
before the public, by buying new things sufficiently 
in advance to have them on hand when the public de- 
mand for them asserted itself. 

Then followed a hosiery style review, with living 
models displaying apparel, hosiery and shoes of the 
period of 1900 and 1924. The contrast was startling. 
The plain white canvas oxford was contrasted with the 
smart sport shoe of today. The high, lace, black kid 
boot, with the smart street slipper of 1924, and the 
plain pink satin evening slipper of 24 years ago, with 
the beautifully brocaded and ornamented evening slip- 
per of the present day. 


New Shoe Designs Shown 


The contrasting hosiery of the current period also 
furnished a strong basis of comparison. The apparel 
of almost a quarter of a century ago came in for a 
few laughs, but the lesson in the progress of shoe- 
making in the period was the most interesting develop- 
ment to the shoe men present. 

Harper’s Bazaar, through Sherwood Smith and Miss 
Lucille Buchanan, gave its forecast of shoe and ap- 
parel styles for the next few months. Miss Buchanan 
illustrated her talk by projectoscope showings of new 
designs in footwear which she had recently gathered. 
The designs shown were mainly of the conservative 
type, putting strong emphasis on spiked heels and 
high-cut arches. 


What Will Be the 1925 Flapper Shoe? 

* The highlights of the working session were few, but 
of great importance. “What will be the flapper shoe 
for the summer of 1925?” was one question discussed ; 
and acknowledgment was made that the sandal missed 
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its mark last season and that something new would be 
needed to take its place as the big seller of 1925. It 
was generally conceded that it would be on a type of 
low 8/8 heel model but when it came to a pattern, it 
was generally agreed that nobody had yet found a par- 
ticular “best bet.” 

The stimulation of color in footwear with the popu- 
larity of all shades of tan, ranging from blonde to 
cinnamon, and the superior position of this range of 
colors for the months up to Easter was the dominant 
note of the entire conference. 

Whereas some radical remarks had been made on 
black, ranging from “it is on the wane” to “the death 
knell,” the actual working conference pointed out that 
black for January, February and March still had an 
important place in every shoe store. It was shown that 
there are many costumes that can take only black as 
a complementary color because the range of shoe col- 
ors is inadequate for matching. Between patents and 
satin, most merchants agreed that it was a toss-up as 
to which outranked the other in salability for the ad- 
vanced months. 


Importance of Gore Adjustment 

The importance of gore adjustment was stressed in 
the preliminary meeting and made a leading feature 
of the final style report, for in types for general use, 
gore-fitted patterns will lead and, in turn types and 
light fashioned welts, leadership was given to the step- 
in, one-eyelet and gored fitted pumps. This is unusual 
style news following four consecutive seasons wherein 
straps led all others. 

Another high note of the conference was the promi- 
nence given to combinations of tan kid and calf with 
black leathers and of black suede kid and calf with 
patent leather. The most favorable materials at pres- 
ent are shades of apricot, blonde and bright tans for 
combination footwear. 


Detailed Report of the Quarterly Style Conference 


Meeting called to order by Mr. Harry C. McLaugh- 
lin, chairman, who introduced Seaton Alexander, presi- 
dent of the National Shoe Retailers’ Association, and 
Herman Meyer, general chairman of the National Boot 
and Shoe Manufacturers’ Association Style Committee. 

John C. McKeon, president of the National Boot and 
Shoe Manufacturers’ Association—‘“It is not wise to 
enter into any great discussion of styles—but I do 
think it probably wise to dwell for a moment on some- 
thing that is occurring, or rather has occurred during 
the past two weeks, i.e., the British national elections 
in which a Conservative was returned to power and 
our own elections, returning Mr. Coolidge to the Presi- 
dency—both of which events must have a wonderful 
effect on the industry and commerce of the nation and 
of the world, and everyone of us is entering upon an 
era of prosperity in the spring of 1925, which should 
bring about real activity and stimulation in the shoe 
industry. 


Concentration in Industry Is Urged 


“I have just returned from abroad with a strong 
feeling, as last year, that American women are the 


best dressed women in the world. I am proud of my 
American birth, American principles and American 
practice. By the operation of the Dawes plan and 
practicing its policy, this country has done its share 
in its duty towards the entire world 

“One point to dwell on is the over-production and 
under-consumption condition in the country today. 
There must be an absolute encouragement of American 
industry and commerce. I suggest the establishment 
of the greatest possible co-operation among ourselves 
in order to overcome this condition. 

“Another matter is concentration as to style 
elements. Sanity in styles is infinitely pref- 
erable to riotous effects. Fancy styles, it is 
true, always sell—but the particular point we 
would stress at this time is concentration on 
the source of supply, styles, sources of sizes 
and of weights, in one word—CONCENTRA- 
TION.” 


Color Conservatism Stressed 


Eugene Pierce, color expert of the Boot and Shoe 
Recorder and Dry Goods Economist—“I want to sive 
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: 


hosiery styivs as displayed at the quarterly styles conference in 


New York City. 


you an aeroplane view of fashion in colors just brought 
over from Paris. The general tendency is towards a 
resumption of conservative styles—something away 
from the blase and bizarre, a return to what are known 
as primary designs and colors. One of the first designs 
to be registered in the history of design is the polka 
dot—the second is the chevron—both of these designs 
have been resorted to by designers for the spring sea- 
son of next year. 

“In September of last year the tendency in fabrics 
was towards diaphanous materials—therefore it would 
have a governing influence on footwear, especially for 
afternoon and evening wear. Most of the designs tend 
towards soft colors. Conservatism in colors is the key- 
note for next spring. Samples of silk, which I have 
here, include soft pastel shades—conservative colors 
for shoes—yellow, pale pink; pale yellow instead of 
sulphur and strong shades; “Ashes of Roses” color— 
brown in the cocoa shade, soft with an absence of 
strong reds and yellows; standard browns that will 
look good to dyers; bronze. Soft greys—dove for 
spring coatings; yellow and tan; all light colors. 

(Mr. Pierce showed an ornament for an evening 
dress, composed entirely of pastel shades—mauve, sil- 
ver, light tan, etc.—demonstrating the last word—the 
dernier cri from the leaders of fashion in France.) 


Blue Strong in Color Movement 
“Color in practice should come from designs of the 
18th century—the canvases of the period—Watteau, 
etc., cavalier dresses in various shades of red—red for 
the hose, another shade for the dress. Undoubtedly 


Watteau has exerted some influence on the color styles 
for the coming spring and summer. 

“I had occasion to go to the races in Paris and ob- 
served the tapestry effects—on the pastel order. Blue 
and silver is a new note from Paris. Patou advocates 
a bolt of blue for next spring. There must be a rec- 
ognition of blue in the general color movement for 
spring. Josephine courted Napoleon and brought him 
to her feet in a creation of blue and silver. Suggestions 
for patterns of shoes for next spring: blue base, silver 
border; gold base, gold border (deeper); orchid, new 
yellow, soft, balances with the orchid; green-blue, har- 
monizes with other colors; new red, quiet; new brown, 
light tan, powder blue; new red, blue and silver. All 
soft colors.” 


How to Reconcile Hosiery and Shoe Colors 


Mr. McKeon asked if there were any questions that 
any member of the audience would care to put to Mr. 
Pierce on the color scheme. 

Ques. Mr. McKeon: Color probably will have an in- 
fluence on hosiery. Agitation between shoe and hosiery 
trades. Believed that pale shades in hosiery will not 
decline. 

Ans. Mr. Pierce: Suggest that the leather and shoe 
people should make a study of different colors and 
get the right idea of color for shoes and hosiery, first 
getting the right idea of shades in dress. Leather peo- 
ple should get a family of leathers to harmonize with 
clothes. 

Ques.: Would you endorse blacks, tans and browns 
for the coming season, Mr. Pierce? 
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Ans. Mr. P.: Exactly. Out of 400 silk manufacturers 
of dress materials half of their stock was black, then 
two shades of brown and then navy blue. 


Black on the Wane 


Mrs. Margaret Hayden Rorke of the Textile Color 
Card Association. “Here are a few salient color points: 

“1. The Spanish influence—dramatic, picturesque— 
the dying away of black. Today there is much black 
but it is having the death knell rung. Not immediately, 
however, will the death note be sounded, but it is on 
the wane. Don’t think though that you are going to 
have bizarre colors—because you’re not. ‘Ensemble’ is 
the word—stockings in contrasting tones but ensemble 
effect. I do not think that gun-metal will be a favored 
color for spring for it is too dark in tone, but it will 
be good for the next two or three months—it has taken 
a rise, but it is not a summer color. It will be good for 
March and February, but not later. 


Decided Movement Toward Yellow 


“There is a decided movement toward yellow. Look 
at the canvases of Spain—not the artists of old, like 
Murillo, etc., but the modern painters—and you will 
see vivid colors, much white. When the schools open 
you will see much white, greys and light sands. 
Tortoise-shell browns will be strong and good for 
spring; green, grey-green, what the French call grass- 
hopper green—red, yellow, but WITH WHITE. 

“Orchid will be good. Pastel shades demonstrated by 
Mr. Pierce. Seen in the Spanish influences around us 
—in Monsieur Beaucaire, the Spanish film, etc., for 
dancing colors—soft:tones that verily dance into your 
heart, not too daring and not too bold. Colors that will 
blend in shoes and not make a woman’s feet look too 
large. That is most important with the women. Soft 
pinks, nile greens, jade green, blue. The color note has 
been thrashed out by our association with the National 
Boot and Shoe Manufacturers’ Association and we 
urge co-operation between the hosiery and shoe indus- 
tries. Every tendency has been thrashed out with the 
result that the shoe and hosiery colors have been se- 
lected with an eye to harmony of tones. There are six 
colors for spring: 

“1. Light grey called ‘Priscilla.’ 

“2. Medium grey called ‘English grey.’ 

“8. Soudan shade (sand) which will blend har- 
moniously with sand colors. Natural Kasha, a strong 
color, to prevail. 

“4. Medium brown called ‘Madrid.’ Real Spanish 
tones—soft, light, harmonizing with shades of brown. 

“5 and 6. Two darker browns—Vassar Tan, a sport 
shade for women. Rugby tan a man’s shade for virility. 


Hosiery Color Standardization 


“Hosiery industry is doing what we consider a very 
fine piece of work. A committee has been appointed of 
the leading hose manufacturers of the country, meet- 
ing every week, with a view to preparing a standard 
hosiery card. I am not yet in a position to give you 
details as to final selection of colors, nor do I know how 
many colors there will be on the card—probably as 
high as 75. Bread and butter color in hosiery means a 
great deal of elimination of waste.” 











color for shoes? 

Ans. Mrs. R.: Generally—Vassar tan shade 
for women, but for evening wear and better 
wear—sand shades and grey. Browns and 
Madrid shades for volume—better than grey 
at this time. Navy blue promises to be more 
popular than it has been for along time. Navy 
blue on the horizon and remember grey goes 
well with navy blue. 

Question: What do you think of the combination 
of tan and black? 

Answer: Combinations have never gone strong in 
this country. I have not much faith in them. 

Question: What do you think of patent leather 
vamps—brown tops with brown suit? 

Answer: No! 

Question: How about short tongued pumps with 
various combinations? 

Answer: The Spanish influence tends to plainer 
shoes, either a buckle or nothing at all. 

Question: How about blacks, solid colors, tans, 
browns? 

Answer: Color program should stress colors already 
in vogue, with a tendency showing a revival of greys 
and light tans for spring and summer—a great deal 
of white—strong white season—plus colored millinery 
and colored sweaters. 


Plain Shoe Better with Short Skirt 


Question: What do you think of Colonial pumps with 
a short skirt—do they look good? 

Answer: Depends entirely on the woman wearing 
them. But, of course, a plain shoe would look better. 

Question: Will skirts be short? 

Answer: Skirts short! 

Question: Will hosiery match or contrast with 
shoes? 


Less Radical Contrast Between Shoes and Hose 


Answer: Contrast! But with less radical contrast in 
tone effects. In the past we have had a pinkish shade; 
now there is a trend towards light beige and sandy 
tones. There is a strong tendency towards harmonious 
colorings. Contrasts harmonizing with contrasts. 
Lighter shades of hosiery with darker shoes. 

Question: Grey? It had to absolutely match the color 
of the shoes, which was sometimes difficult? 

Answer: This question has already been brought 
up in Chicago. Grey hose should match grey shoes. The 
hosiery committee went over this question. There is a 
stocking on the market—a nude, fleshy, rosy, light 
tone, which has been tried against grey leather, and 
the effect was found to be beautiful. 

Mrs. Jessie Bracker Menin, style counsel, of the 
Gotham Silk Hosiery Co. “The hosiery manufacturer 
in the past, in fact, for years, has followed the shoe 
manufacturer. Hosiery styles and colors for years past 
were always dependent upon shoe styles and colors. 
Today this is not the case. I am glad to emphasize the 
fact that the hosiery manufacturer has developed into 
the minds of every stylishly gowned woman, the 
thought that her hosiery is as much @ part of her gen- 
eral costume as the dress, suit, coat or furs she is 
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Question: What do you believe is the most popular 
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wearing, or anything she has to use to bring forth her 
feminine beauty. 

“I do not think that the shoe man has taken 
advantage of the opportunity in nearly so 
great a measure as the hosiery man, an oppor- 
tunity that is his for the asking. We do not 
blame this on the stylishly dressed woman, 
nor do we blame it on the shoe manufacturer; 
it is the fault of the shoe retailer. He has not 
sufficiently interested himself in style prob- 
lems; he has not looked upon the style prob- 
lems of retailers carrying other lines of 
women’s apparel sufficiently to benefit his own 
business. If I speak plainly of the average 
shoe retailer, I think he has been a coward. 
To emphasize this fact I might explain that 
the average shoe retailer has been afraid to 
create and buy styles so that his store would 
have them on hand when wanted and needed. 
He has preferred to wait until the style de- 
mand has been made and then finds that the 
manufacturer is too busy and swamped with 
orders over a short period of a few weeks to 
supply him with what he should have antici- 
pated weeks or months in advance. 


“Recently I had occasion to have a style conference 
with Mr. Franklin Simon, a man who you will all agree, 
is one of the greatest merchandisers and style fore- 
casters of women’s apparel today. To earn this reputa- 
tion and reap the financial profits of it, do you think 
that his store can wait until styles are decided upon? 
He must buy sufficiently in advance and take chances, 
even with his highly trained staff of experienced 
buyers. Sponsoring certain styles and having complete 
stocks of them on hand before and during the style 
demand, brings the store out at the end of the season 
much further ahead in profits (even though they 
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Old-time styles worn by models at the quarterly styles conference to emphasize the changes wrought in foot- 


BOOT AND SHOE RECORDER 


make mistakes and have to make some mark-downs) 
than playing a cowardly waiting policy. 

“When I was first invited to attend this meeting, 
after some thought I developed the idea that I have 
just spoken of, and took my thought to one of the 
heads of our company with the question as to whether 
it would be wrong to tell the shoe retailer this plain 
truth as I saw it. The answer that I received from this 
officer of our company was that he was perfectly willing 
to stand qut openly and have the message delivered to 
you, that as a hosiery manufacturer he felt it his duty, 
and for our own protection, to stand forth and pro- 
claim to you that we do not feel you should tear down 
the style feature of the footwear business (including 
stockings and shoes) which has been profitable and 
take the chance of bringing us all back to ten or 
twelve years ago when women stopped thinking of 
style after they had purchased their hats, coats and 
gowns. 


Stylish Shoes Versus Fancy Shoes 


“Unless you help the shoe retailer see the light and 
get him to feature shoes from the style angle, as are 
other lines of wearing apparel, you are in danger of 
losing this place in the style world in which shoes are 
now basking. If you do not take advantage of the 
opportunity you now have, you stand in danger of slip- 
ping back to your former status of some twelve years 
ago before shoes entered the style realm. 

“And let me, in concluding, say something about the 
difference between stylish shoes and just fancy shoes. 
Stylish shoes are shoes designed to wear with the 
prevailing coat, suit and dress styles of the season, 
harmonious both in color and design. Just changing 
the cut-out effect, or fancy effect of a slipper, creating 
what you think is a new style, is not really style at all 
unless it supplements the costume of the season with 
which it is to be worn. 
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Footwear Which Will Sell Between 






January | and Easter 


GENERAL PREFACE 


The United States of America is the home of shoe style and economic 


production. 


Interpret this report in the light of your own local community. 


The broad trend of styles is here carefully weighed with advanced information 
from authorities in garment colors and apparel tendencies. 


Use this as your National guide to the general swing of styles for January, 


WOMEN’S STYLES 
TYPES FOR GENERAL USE 


This does not take into account corrective staple or 
standard shoes, as each merchant is best fitted to fig- 


ure out his own demand under this classification. 


Patterns— 
1. Gore fitted patterns. 
2. Straps. 
3. Oxfords. 


Lasts—Prevalent types of medium toes will continue. 
Heels—8/8 to 13/8. 
Materials— 

1. Tan leathers. 

2. Black leathers. 


Types for sport wear will remain unchanged until 
the issuance of the next forecast for April, May and 
June. 

** *# # 
TURN TYPES AND LIGHT FASHION WELTS FOR 
GENERAL USE AND INFORMAL WEAR 


Patterns— 
1. Step-in, one-eyelet or gored fitted pumps. 
As distinguished from the opera, Regent 
and D’Orsay patterns. 
2. Simple straps. 
3. Regent and opera pumps. 
Lasts—Medium toes will prevail, with shorter and 
broader effects in some sections of the country. 
Heels—Block heels 9/8 to 13/8. 
Breasted 13/8 to 17/8. 
Shape tending to straight backs. 


February and March and up to Easter retailing. 


Materials— 

Tan and brown leathers. 

Patent leather. 

Black satin. 

Tan leather and combinations. 

Patent leather and contrasting combinations. 
Blackened brown suedes. 

Brownish satins. 

Black calf and kid. 


NOTE :—Instep and side ribbon effects have been grow- 
ing in favor in some localities. 


i 


* 2# &# # 


EVENING SLIPPERS 


Styles at present selling without change of pattern, 
last, heels and materials will continue until the issu- 
ance of our next forecast. 


**2# & # 


JUVENILE STYLES 
SHOES FOR SCHOOL WEAR 
Patterns— 


Growing Girls’: Pumps, gores, sailor ties and 
straps. 


Misses’ and Children’s: Sizing on boots, oxfords, 
southern ties and straps. 


Leathers— 
Growing Girls’: Tan leathers, elks and black 
leathers. 
Misses’ and Children’s: Elks, tan leathers and 
black leathers. 
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PLAY SHOES 


Patterns—Moccasins, brogues, oxfords and straps. 
Leathers—Elks and grains. 


FOR DRESS OCCASIONS 


Patterns—Pumps, gore effects, sailor ties and smart 
effects. 


Leathers—Patents, tan leathers and few combinations. 
Growing Girls’: Pumps, gores, sailor ties and straps. 


NoTE:—Play shoes should be worked with soft or 
plain toes, with uppers of elkskin, which is soft 
and pliable and almost scuff-proof. Soles should 
be flexible leather or crepe rubber. 


MEN’S STYLES 


The working committee on men’s styles consisted of 
the following shoe men, all at the head of their craft 
in their respective cities: James P. Orr, Cincinnati, 
Ohio; Kenneth W. Watters, Buffalo, New York; C. K. 
Chisholm, Celveland, Ohio; A. B. Young, Los Angeles, 
Cal.; N. E. Jacobs, New Orleans, La.; Irving B. Howe, 
Boston, Mass.; Everett E. Petot, Cleveland, Ohio, with 
Jesse Adler, Adler Shoe Co. of New York, as chairman. 
Their recommendations for January, February, March 
and Easter selling are as follows: 


SHOES FOR GENERAL WEAR 
Types— 
Young men’s styles, 75% oxfords; 25% boots. 


Medium and conservative men’s styles, 60% ox- 
fords; 40% boots. 
Buyers must of course regulate this per cent to 
meet the local conditions, as in some sections we 
find the sale of boots are in excess of these figures. 


Lasts—Brogue and balloon type brogues, wide French, 
conservative and custom. 


We note quite a tendency towards lasts with 
more spring. 


Heels—7/8 to 8/8. 


Colors—Medium tan with strong tendency towards 
lighter shades. 


Black will hold its popularity. 
Leathers—Highly finished calfskins. 

Boarded calfskins. 

Finer Scotch grain leathers. 

Black, tan and brown kid. 

Patent leather. 


Two and three-eyelet ties on pump lasts are meet- 
ing with some favor. 


Soft toe caps are very strong in many sections. 


*2s # # 


SHOES FOR INFORMAL WEAR 
Types— 

Medium and lightweight oxfords. 

Two- and three-eyelet ties. 
Lasts—Medium-round and close-trimmed brogues. 
Heels—Close-trimmed and shapely heels. 
Leathers—Patent and lightweight black calf. 


*# *# & & 


SHOES FOR FORMAL WEAR 
Types— 
Plain toe oxfords; welt and turns. 
Medium to wide lasts; close trimmed. 
Heels—Shapely low heels. 
Material—Patent. 


SHOES FOR GENERAL SPORT WEAR 


There are no recommendations for January, Febru- 
ary and March selling of sport shoes. Same will be 
covered in our January report. 


* & & & 


BOYS’ AND YOUTHS’ SHOES 


Boys’ and youths’ shoes follow the trend of the men’s 
styles, with greater emphasis on smarter shoes for 
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The Flapper Shoe for Spring 


HO will discover it? Who will stand out 

nationally as the foremost style picker of 
the entire industry ? The man who finds the secret 
to the flapper shoe of spring and summer, 1925, 
will receive the everlasting thanks of an entire 
industry. 

Two years ago the sandal with its Grecian front 
and its cut-outs swept the country as the great big 
number for girls, flappers and even women-kind in 
general. It was so good that one merchant alone, 
in one season sold 186,000 pairs. It came out of 
Los Angeles and made its imprint on the entire 
world, for in Australia and in far-away Iceland 
the sandal was the whole thing. Even the late 
lamented summer was fairly successful as a san- 
dal season despite the second year of its popu- 
larity. Surely the old type of sandal will not be 
good for another season. 


Therefore it rests with the trade as to the shoe 
for the young girl to wear in the summer of 1925. 
The place is there in every store’s stock for a rea] 
flapper number. The demand is certain and the 
clew may be in the call for boyish attire. 

Some of the foremost operators have come to 
the conclusion that it will be along the lines of the 
famous Mary Jane with its 8/8 heel, its stubby 
last and its ankle strap. Summer opens early this 
year and the work of designing the real best bet 
for the flapper must be done in the next few 
weeks. The Southern resort season opens in Jan- 
uary and it should have its first testing in the 
South and in California. If proven successful, then, 
on or about the Convention season look for a na- 
tional call for its further testing for Easter which 
comes April 12. Then carry the good thing along in 
its volume selling in June, July and August. 

We hold ourselves in readiness for ideas from 
merchants, manufacturers and salesmen, de- 
signers all, and will do our part in showing what 
the trade thinks will be the Flapper Queen for 
1925. We would like to set a price or award a 
medal, and if it is the appropriate thing, we will 
do so. What we do expect is a national interest in 
the place and purpose of such a shoe, and we will 
submit to the trade, any and all designs, in the 
hope that a unity of opinion will make the shoe a 
profit maker for every branch of the trade. 





The Grays of Spring 
OOK back over springtimes of the past, all 
being periods within the age of style in foot- 
wear, and you see its appearance on or about 
February, to rush to a head at Easter and then 
wane. 

Have grays a chance for spring, 1925? The 
subject is complicated, for though Priscilla and 
English gray have possibilities in the garment- 
field for spring, the difficulties of matching in kid 
or suede are great. — 

An eminent authority in the trade said at the 
styles conference that grays had not been dead 
long enough to insure their favorable acceptance 
next spring. The spring season of 1924 was a frost 
so far as gray was concerned, and the taste of that 
experience still lingers with some shoe merchants. 
The call for French gray in hosiery is another 
complicating factor. 

Grays will come back, in their season, but it 
now appears as if the grays in the closets are 
killing the grays in the mind of the trade 





Little Profit in Manufacturing 


F anything were needed to refute claims to the 
effect that exorbitant profits are enjoyed by 
shoe manufacturers, said claim having been made 
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quite frequently during the presidential campaign 
by Senator La Follette, it can be found in statis- 
tics gathered and published by the National City 
Bank of New York. This institution, in turn, re- 
fers in its report to an independent investigation 
conducted by the United States Department of 
Labor, the findings of which were published in 
the monthly review of that department. 


Here is the tabulation in its simplest form, us- 
ing index numbers for comparison, and please note, 
furthermore, that the investigators have wisely 
confined their comparative figures to those cover- 
ing the cost of manufacturing a man’s, black calf 
blucher shoes, for any comparison of the cost of 
making women’s shoes would be futile in view of 
the wide difference between the types of women’s 
shoes made then and now: 


Skins Leather Wages Shoes 
100 100 100 100 
168 161 108 117 
1918... 185 214 146 178 
1920 Sedhiiea 183 355 231 283 
1922 80 158 206 206 
1924.... 100 164 214 197 


REA EER 
1916...... 


This shows that raw stock is selling at or near 
its 1914 quotation; that the finished leather is up 
about 64 per cent, wages 114 per cent and shoes 
97 per cent—the biggest increase being in the 
labor cost. These figures, while probably not 
exactly accurate, nevertheless are so close to abso- 
lute accuracy as to form a fair basis for compari- 
son. 


The fact of the matter is, and this also is the 
conclusion reached by the government investiga- 
tors, that only the very largest factories have 
been making a profit and this by no means an 
excessive-one. The report cites the case of one 
great concern with business running into the 
millions which showed a 
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More than a Bare Living 


HERE has got to be something more than a 

bare living in shoe merchandising to keep the 
family shoe store in public. service. There is a 
mortality in shoe distribution that is very dis- 
turbing to the thinker who realizes that the store 
which serves from “infant-ry” to old-age “com- 
fort-ry” is a valuable outpost in every town and 
village. It is the store that actually serves in con- 
secutive size demand all elements of the public, 
not the favored center with its easily fitted foot 
and its speedy buying possibilities—but the entire 
range of customers of a community. This is the 
store that needs the stimulating constructive up- 
building in profit-making. It is run by men who 
do a little bit of everything in the store. 


Looking towards spring, the merchant needs 
double stimulation—first, the energy of selling 
what he has; and, second, the correct selection of 
what he will need for a better season ahead. To 
clear as you go is better than the regular seasonal 
clearance. Here is what a merchant authority has 
to say on “holding”: 


“Suppose an article that cost $10.00 is priced 
for $15.00 and the expense is $3.50. Net profit is 
$1.50. Is that right? Now suppose that article 
stays in stock for a year and is then sold. Net 
profit $1.50? No, for interest on $10.00 must be 
added to the cost and that is 80 cents. If the $3.50 
expense allowance is based on the three-time turn- 
over there is the extra expense for carrying in 
stock to be considered, and in addition to that we 
must remember that we lost the profit for that 
$10.00 capital which should have been turned over 
three times during the year. Result, unquestioned 
loss. 


“And this analysis supposes that the article is 
still fresh and seasonable. Isn’t it fair to assume 
that some of the gilt has 





net profit on sales of only 
6.25 per cent during 1923; 
and, during the first half 
of 1924, a net profit on 
sales of 5.48 and on in- 
vestment, of 7.90 per cent. 
Smaller concerns, as is 
well known, have had ex- 
treme difficulty showing 
any profit. 

“If the shoes used in the 
tabulation,” says the bank 
in summing up, “and sell- 
ing at $6.25, were sold at 
a price to give no profit, 
the saving would amount 
only to 34 cents per pair.” 


business. 





Optimism In The West 

In the November 8 issue, telegrams from 
leaders in the shoe industry were printed, 
expressing their interpretation of the presi- 
dential election. The following is an addi- 
tion to the article and is consistent in sub- 
stance with those published last week. All 
indicate that leaders look forward to good 


“Election gives confidence to go ahead 
and if we keep inflation out of our business 
and keep down to brass tacks in production 
costs, I believe we may look forward to a 
good business.” — Brown Shoe Company, 
Inc., J. A. Bush, President. 


been rubbed off the gin- 
gerbread—and a mark- 
down must be made? 

“Good _ stock-keeping 
helps to speed up turn- 
over, while poor stock- 
keeping slows down turn- 
over and causes serious 
depreciation in stock 
values. 

“You cannot afford to 
keep goods in stock indefi- 
nitely. Better sell them 
for a song—and a short 
one at that—than let old 
stuff clutter up the 
shelves.” 
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Picturing a Shoe’s Value by Advertising 


Trite Expressions Are ‘‘Out of Focus”—Dropped 
Because Not Part of View 


tion they should. A pair of shoes that you could 

almost put in your pocket placed beside a gown 
that covers the greater part of the wearer, begins the 
race for attention with a great handicap. Compara- 
tively in the matter of size, shoes are small; they are 
something like the foundation of a beautiful house in 
being forgotten where the eye is claimed by beautiful 
staircase, fireplace, woodwork, etc.—trimmings. It 
isn’t until a door sags or a ceiling cracks or a floor 
creaks that the foundation of the house begins to force 
itself on the occupants. Yet, if you will notice on some 
houses, the solid masonry, with its clear white mark- 
ings between the stone forming a stable pattern, adds 
a beautiful quality of security. To those with a prac- 
tised eye it means solid worth; to them the beauty of 
a house with a solid foundation is not superficial but 
enduring. 

Such thoughts and ideas ought to govern the selec- 
tion of a pair of shoes. Their hidden strength, their 
contribution to the whole appearance ought to be 
opened to the public eye. It cannot be done with those 
oft-repeated phrases in which “latest,” “newest” and 
“best” figure prominently that everyone uses indis- 
criminately; the shoe merchant must give some 
thought to the development of a practised eye in his 


I ITTLE things count, but they don’t get the atten- 


customers which will tell them how to judge quality 
for themselves. 

In these sketches the shoes are displayed promi- 
nently. The goods for sale are not sacrificed to the 
idea. The headlines are written to arouse interest and 
to lead the reader into the story connected with the 
shoes. The story can be read or not, the shoes are al- 
ways right there with their descriptions and price for 
those immediately in need of footwear. In the story 
the real difference between these shoes and others is 
pointed out. 

The price, if it seems high, is justified. If the price 
is higher than some of those who read have been in the 
habit of paying, they may find some reason for depart- 
ing from their usual custom and paying more in order 
to get more. 


Use Copy Like the Following 


In the advertisement, “On His Uppers.” Inspiration 
for the figure at the top of the ad must be credited to 
an artist who is never lacking in subjects replete with 
human interest. We offer apology to Norman Rockwell 
in trying to get interest for our advertisement. This is 
the copy suggested for this kind of an ad: 

The tramp with his genial face presents a picture of 
harmony. There isn’t a single thing about him that's 
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from the tattered coat, 
patched trousers, to the shoes on 
his feet. 

If his shoes were the latest 
brogue type, finely polished—new, 
he'd present a laughable picture. 
They wouldn’t fit with the rest of 
him. 

Now there’s a great lesson in that 
for the busy man. We know that 
the man who wouldn’t wear any- 
thing but a suit from his own 
tailor, built for himself, does wear 
ready-made shoes and it’s a hard 
thing to make the shoes live up to 
the suit unless they have that “cus- 
tom look.” They've got to be made 
over a high-grade last; they’ve got 
to be made of leather that’s as care- 
fully selected as the cloth for a 
suit; they’ve got to be “tailored” to 
give them that finished appearance 
that you get only in the finest suit; 
they've got to fit so that they won't 
force themselves on your feelings; 
they’ve got to hold their look of 
quality just the same as the suit 
does as long as you wear it. 

We don’t want to bother you with 


details any more than your tailor does. You expect to 
put your clothes on and forget them, knowing they 
represent excellence. You can do the same with our 
shoes. If you have a lot of walking, if you get them 


wet, if it’s cold, if it’s hot, they 
Practically nothing you can 
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foot. If it fits; if 
proud of it, and it 
give satisfaction. 
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No man ought to expect less of 
his shoes than he does of other im- 
portant articles of wear. No man 
needs to in our shoes. They are the 
kind you can wear with the finest 
suit and know that they don’t look 
cheap when placed beside other 
good things. You are able to look 
back after wearing them and see 
that they cost less than cheap-look- 
ing ones. All the little disagreeable 
things that you now put up with in 
shoes are done away with. Try the 
business shoes pictured. There isn’t 
another thing you wear you'll get 
so much out of. 

In the advertisement, heading of 
which reads, “The Big Dress Ques- 
tion”: 

It was different years ago when 
shoes were hidden beneath skirts. 
People got to thinking they weren’t 
important. Then they were turned 
right out to the public gaze. The 
foot is seen as often as the face. It 
is either slender or stubby, supple 
or stiff, and whatever the foot is 
cannot be hidden by the most ez- 


But the right shoes can work miracles with any 


it has been made right you will be 
will always hold its shape perfectly. 


It must be dainty, yet hold your entire weight and do 


it gracefully. 





do will hurt them, for 
they’re built to give satis- 
faction under the very con- 
ditions that you feel only a 
good suit of clothes is able 
to stand. 

The copy for the adver- 
tisement labelled, “Are You 
a Double-Standard Man?” is 
suggested as follows: 

Do you insist on a suit of 
clothes that the buttons will 
stay on indefinitely? Do you 
like a lining in your coat 
that will help hold its shape? 
Do you like seams that run 
true to your shape; that 
don’t cut in here and there 
to make you uncomfortable? 

Then do you forget all 
such little things when you 
buy a pair of shoes? Do you 
expect to have to “pound” 
with your feet, a pair of 
shoes until they get comfort- 
able, developing a fierce corn 
in the meantime? Do you ex- 
pect your shoes to curl up 
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If the shoemaker stints in 
the least particular in mak- 
ing the shoe you will find it 
out to your sorrow when you 
have worn it a few times. 
That is why you will want to 
wear shoes like the pair pic- 
tured. There is no skimping 
in material, no cheap trim- 
mings, no half-finished in- 
sides; they aren’t made up 
to look something like a 
thing that costs more; not 
“copied” in cheaper mate- 
rial—and that’s the solution. 
Time after time when you 
wear them you'll thank your 
lucky stars for getting such 
a good pair. About the time 
when ordinarily you'd be 
faced with the necessity of 
getting a new pair, these 
will look just as nice as ever. 
They'll last as long as the 
gown and they'll keep the 
combination bright and 
fresh looking. 

(Continued on page 63) 
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Trend of Styles in Women’s Footwear for 
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WELT TYPES FOR GENERAL USE 


WELT TYPES FOR SPORT WEAR 





Patterns 


Lasts 


Heels Materials 


Patterns 


Lasts 


Heels Materials 





One, Two and 
Three Eyelet 
Ties-Some 


Soft Toes 
Blucher oxford 
in Low Heel 
Street Shoes 
Some b= a 


Sailor Ties 
(Not Many) 


8/8-—12/8 








BOSTON SHOE CO., 
Louisville, Ky. 


One and Two- 
Eyelet Ties 


One and Two- 
Straps 


Modified 
Full Toe 


10/8—13/8 


Patent 
Tan Calf 
Black Kid 


One-Strap 


Plain Toe 


Two-Eyelet 
Ties 


Oxford 





M. F. MURRAY, 
Wilkes Barre, Pa. 


Oxfords 
Straps 


Medium 
and Short 
Foreparts 


10/8—13/8 


Brown Kid 
Black Kid 


Straight Tan Calf 


Oxfords 
Mostly 


Full Toes 


Wide Toes 
{Mannish) 


Tan Calf 


9/8—12/8 
Patent 





Black and ° 


8/8—10/8 
Calf 











J. LANGLEY, 
St. Paul, Minn. 


Gore and 
Pump Effects 


Stra 
Tie Oxfords 


10/8—14/8 


Kid 
Calf 


Ooze 
Patent 


Lace Oxfords 


Straps 





GUDES, INC., 


Los Angeles, Cal. 


Oxfords 
Straps 


Fuller Toes 


Black and 
White Kid 
Tan Russia 
Brown Kid 
Possibly 

Some Fawns 


8/8—13/8 


Oxfords 
Possi 








T. HENRY BLACK, 
Portland, Me. 


Straps 
Oxfords 


Medium 
and Wide 
Toes 


Patent 


Black Kid 
and Calf 
Brown Calf 


8/8—12/8 


Fairl 
Round Toe 
Short Vamps 


bly Full Toes 
a Few Straps 


Elk 
Ooze 
Calf 


Spring 
8/8—10/8 





Effects in 13/8 


Tan Russis 
White Kid 
White Buck 


8/8—10/8 
Some Stra; 


Possibly 











STEVENS SHOE STORE, 


Ottumwa, Iowa 


Oxfords 
Ties 
Tailored 
Pumps 
Straps 


Full and 
Medium 
Stage 


Patent 

Suede 
Kid 

Black and 


10/8—14/8 
Box 
Tan Calf 





J. H. BREITENBACH, 
Madison, Wis. 


Oxfords 
Ties 
Straps 
Pumps 


Black Kid 
Patent 


Calf, Black 
and Tan 
Black Suede 


Elk and Tan 
Calf 
Combinat ions 











PETOT SHOE CO., 
Cleveland, Ohio 


Straps 50% 

Oxfords 25% 

Gore Step-ins 
25 


Tan Calf 

Patent 
Black Kid 
Black Calf 


10/8 to 13/8 


NIG 


SAME LI 


NE AS LAST 








VAILE SHOE CO., 
Kokomo, Ind. 


Oxfords 


Black Kid 
Black Calf 


12/8 to 15/8 
Cub: 
Brown Calf 


uban 
Military 


10/8 to 12/8 








G. ELLINGER 
Lincoln, Neb. 


Oxfords 
Two, Three 
and Four 

Straps 


Kid 
Calf 
Patent 


Military 
uban 


Tan Calf 











I. R. JACOBS, 
New Orleans, La. 


Pumps 
One and 
Two Straps 


Tan Calf 


9/8 to 12/8 Patent 


ight Colors 
in Veal 
with Fancy 


Spri 
Trimmings 








MORSE & HAYNES, 
Springfield, Mass. 


Shorter Vamps 
With Wider 
Toes 


Brown. Calf 
Black Calf 
For Young: 
Kid for Old 


11/8 to 14/8 
Cuban 


7/8 Bevel 
Rabber 





SAGER & JULEN, 
Green Bay, Wis. 


Medium to 
Wide 


Patent, Suede 





Kid for Stra 
Calf and 
For Oxf 





10/8 to 14/8 


7/8 or 8/8 





A. B. CRANDALL, 
Des Moines, Ia. 
































an Calf 
Patent 
k and Tan 


Calf 


» Russia 
lite Kid 
ite Buck 


ynd Tan 
Calf 
binat ions 
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January, February, March and Easter Selling 








TURN TYPES FOR oe USE AND 


FORMAL WEA 


EVENING SLIPPERS 





Lasts 


Patterns 


Lasts 


Materials 








Fancy One 
Straps 
One Eyelet 
Front Gore 
and Buckle 





Medium 
Full Toes 


12/8—16/8 


Patent 
Black Satin 
Black Kid 


One Eyelet 
Ti 


Opera Regent 
Pumps 
One Straps 


Medium 
Round Toe 


13/8—16/8 








Straps 
Gores 


Opera 
Pumps 


Short 
Vam 
Wide Toes 


10/8—14/8 
Straight 


an 
Fashioned 


Velvet 
Suede 
Satin 
Tan Calf 
Patent 


Stra 
an 
Opera Pumps 


Short and 
Medium 
Foreparts 


12/8 to 15/8 
Mostly 
Fashioned 


Black & Brown] 
Satin 


Gold & Silver' 


Silver & Gold 
Bi 


Brocade 


rocades 
Satins 





BOSTON SHOE CO., 
Louisville, Ky. 





M. F. MURRAY, 
Wilkes Barre, Pa. 











Gores 


Pump Effects 


Straps 
Ties 


11/8—15/8 
Straight 


13/8—17/8 
Curved 


Kid 
Patent 
Satin 
Velvet 
Calf 


Gores 
Strap Pumps 
traps 


Medium 


10/8—14/8 
Straight 


13/8—17/8 
Curved 


Brocades 
Satins 


Patent 
Velvet 


J. LANGLEY, 
St. Paul, Minn. 











One Straps 
Ties 
Operas 
D’Orsays 


8/8 10/8 13/8 
Box 


17/8 Spanish 
14/8 Spanish 
(Some) 


Patent, Tan 
Russia Satin 


Black & White 
Kid 


Operas 
One Straps 


17/8 and 
14/8 Spanish 
Full Block 

Heels 


Brocades 
White Satin 


GUDES, INC., 


Los Angeles, Cal. 











Straps 
Tongues 
Pumps 


10/8—14/8 
Full Louis 
13/8—16/8 


Patent 
Satin 
Black Suede 


12/8—16/8 


Silver & Gold 


Brocades 
Satin 


T. HENRY BLACK, 
Portland, Me. 











10/8 12/8 14/8 
Box 


17/8 Spanish 


Patents 
Suede 
tin 
Kid 
Calf 


Medium and 
Short Full 
Vamps 


15/8—17/8 
Spanish 


Gold and 
Silver Cloth 
and Black 
Satin 


_ STEVENS SHOE STORE, 


Ottumwa, Iowa 











Patent 
Black Suede 


14/8 and 15/8 





“RP 


J. H. BREITENBACH, 
Madison, Wis. 











Step-in Pumps: 
Pretty Straps { 
vr 


Same as 
Present 


Same as 
Present 








Same as 
Present 


SAME AS 


PRESENT 


PETOT SHOE CO., 
Cleveland, Ohio 





Straps 
Gores 
Pumps 


Medium 
13/8 to 16/8 
Cuban 
Spanish 


Patent 
Satin 
Kid 
Some Calf 








Frenchy 
for Extreme 


Med} 





Round Toes 


Satin 
Silver & Gold 
rocades 


VAILE SHOE CO., 


Kokomo, Ind. 








Three and 
Four Straps 


Medi 





Short 


Ss ish 
Louis 


Patent 
Satin 


G. ELLINGER 
Lincoln, Neb. 





Pumps 
Some Straps 


Step-ins 
D’Orsays 


French Toe 
Modified 


17/8 to 18/8 
Spike 
12/8 Block 


Pumps 
Fancy Straps 


French 


Round Toes 


17/8 
Few 13/8 
Spanish 


Silver Brocade 
Em 
Leathers in 
Gold & Silver 
Kid 


I. R. JACOBS, 
New Orleans, La. 








Two and Four 
Straps 
Without 
Cut-outs 


10/8 to 13/8 
uban and 


Spanish 
with Wide 
Base 


Blunt Toes 
Fairly Short 
Vamps 


Step-in Pumps 
50% 


Fancy Straps 
50% 


12/8 Cuban 
14/8 Spanish 


Satin 
Suede 


Patent 
Silver 


MORSE & HAYNES, 
Springfield, Mass. 





Straps 


Gores 


10/8 to 14/8 
Spanish 


Gores 
Strip Pumps 
traps 


16/8 to 17/8 
and 
17/8 to 15/8 


Satin 


Silver & Gold 
Brocade 
Patent 


SAGER & JULEN, 
Green Bay, Wis. 





Conservative 
Straps and 
Pumps 





Black 
Cuban 


Medium Toe 








Straps as 


Now 











Same as 
Present 





Gold & Silver 
Fabrics 





A. B. CRANDALL, 
Des Moines, Ia. 
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WELT TYPES FOR GENERAL USE 


WELT TYPES FOR SPORT WEAR 


— 





Patterns Lasts 


Heels 


Heels Materials 


a 


Patterns Lasts 





COOK & LONE, 


Memphis, Tenn. Plain Effects 


Apron Medium 
Patterns Toe 
Oxfords 


7/8 Rubber | Elk Leathe 


a 





Full and 


DAVIS SMITH BOOTERIE, 
Square Toes 


Waco, Texas 


10/8 to 14/8 


Russia 


and 8/8 Coe ond 





WESCHLER COMPANY, 
Erie, Pa. 


10/8 to 14/8 


10/8 to 12/8 
and Spring 





A. A. GEUTING CO., 
Philadelphia, Pa. 


10/8 to 13/8 


Tan and 
Black Calf 


Boarded 
Leathers 


ep 


8/8 to 10/8 





GEORGE A. PIERCE, 8/8, 1 
i 14/8, 16/8 


Minneapolis, Minn. 


0/8, 
T 8/8—10/8 
Ooze tra 


Tan Russia 
Elk 
Buck 
Grain Leathen 








MILO A. SLADE, 
Des Moines, Iowa 


8/8 to 14/8 


8/8—10/8 











H. H. WATSON, 
Texarkana, Texas 


8/8 to 13/8 
Box and 
Cuban 


8/8—12/8 
Box and 
Military 





10/8 to 13/8 


8/8—10/8 
and 
Welted Heels 





R. H. FYFE & be 
Detroit, Mich 


. 


10/8—14/8 


10/8—14/8 





ROBINSON SHOE CO., 
Huron, S. D. 


10/8—12/8 
Cuban 


Two Eyelet 
Southern Ties 


Blucher Lace 


Light Tan 
Calf 
Patent 


8/8—12/8 
Cuban 





DAVID I. JOSEPHSON 
Trenton, N. J. 











10/8—14/8 


Tailored 
Patterns 10/8—14/8 


Simple Stra: Block Heels Patent 
tects ” Kid 


Tan Calf 
Black Calf 




















Directors of N. S. R. A. Hold Meeting 


With an attendance of 23 out of 25 directors the 
National Shoe Retailers’ Association held its executive 
meeting at the Waldorf Astoria, New York, November 
11. As a meeting it was an enthusiastic forerunner of 
the annual convention to be held in Boston in January. 
The most important piece of business was the re- 
appointment of George M. Spangler for a period of 
three years as manager of the association. 

Two merchants were appointed to the directorate 
in view of recent resignations. In the place of H. A. 
Rosenbach of Chicago, the unexpired term was filled 
by a selection of William A. Knight of Portland, Ore. 
The resignation of Fred W. Stewart of Atlanta, Ga., 
made possible the election for a two-year term of 
Matthew H. Condon of Charleston, S. C. 


High honor was paid James P. Orr of Cincinnati, 
ex-President of the National who has been selected by 
ten leading retail associations in all lines of business 
as their candidate for director at large of the Chamber 
of Commerce of the United States. As the nominee of 
the National Retail Council there is every assurance of 
his election. 

The outstanding topic of the directors’ meeting 
was the coming convention and Irving B. Howe of 
Boston reported the progress made to date. Appoint- 
ments were made of the following committees: on Con- 
vention program—Chester Herold, San Jose, Calif.; 
Roy E. Stevens, Ottumwa, Iowa; John J. Baird, Co- 
lumbus, Ohio; Irving B. Howe, Boston, Mass.; Harry 
W. Hahn, Washington, D. C. Committee on Nomina- 
tions — Martin Murray, chairman, Wilkes-Barre, 





Mack Calf 
aght Tan 
Calf 
Patent 


Tan Calf 
lack Calf 


Patent 
Kid 
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TURN TYPES FOR GENERAL USE AND 
FORMAL WEAR 





Lasts Heels | Materials 





10/8 12/8 14/8 
Cuban Leather 


Spanish 





13/8 Box 
15/8 Spanish} 


14/8 Box 
16/8 


DAVIS SMITH _BOOTERIE, 
Waco, Texas 





Same as 
Present 


10/8 to 15/8 
Cuban, Block 
Spanish 


WESCHLER COMPANY, 


12/8 to 16/8 Pe. 





Medium and Box Heels 
Full Toes 10/8 to 13/8 


Same as Louis 
Present 13/8—16/8 


A. A. GEUTING CO., 
Philadelphia, Pa. 








Kid 
Gun Mi 
Calf 
Brown Kid 
Velvet 
Patent 


Medium 
Round Toes 


10/8 14/8 16/8 


GEORGE A. PIERCE, 


10/8 14/8 16/8 








MILO A. SLADE, 


12/8 to 16/8 Des M eam 








Spanish 
15/8 to 17/8 





13/8—15/8 





13/8—17/8 








Stray 
Gore Effects 


One and Two 
Eyelet 
Southern Ties 


13/8—14/8 
Sean 


Patent 
uban Black Suede 


ROBINSON SHOE CO., 


15/8—16/8 
Spike uron, S. D. 


Satin 





Simpler 
Patterns 
Operas 
Tailored 
Oxfords 


Patent 
Satin 
12/8—16/8 














Tan Calf 
Kid 





Silver & Gold 
Brocade 





DAVID I. JOSEPHSON 


Sliver Kid Trenton, N. J. 


; Blonde Satin 











Penn.; Victor E. Vaile, Kokomo, Ind.; Chester Herold, 
San Jose, Calif.; D. F. Sullivan, Fall River, Mass.; 
N. E. Jacobs, New Orleans, La.; K. W. Waters, Buf- 
falo, N. Y.; L. E. Langston, Fort Worth, Texas. 

The decision was made that all retail shoe mer- 
chants could enter the convention on a $1 registration 
fee and that a similar rate applied to traveling sales- 
men of concerns exhibiting. To everybody else the 
registration fee of three dollars is to be charged. 

Edgar K. Woodrow of Prather-Allen Advertising 
Company, Cincinnati, Ohio, submitted a publicity plan 
which was endorsed in general as a method of educat- 
ing the public on questions of shoes, their value and 
their use. A committee was appointed to confer with 
other branches of the industry as to its application 
and operation. 


To Discuss Shoemaking Problems 
Boston, Nov. 13—The program for the monthly din- 
ner of the Boston Boot and Shoe Club, to be held at 
Hotel Vendome, Wednesday, November 19, will be one 
of the best the members have ever enjoyed. It will take 
the form of a trade symposium, and the speakers and 
subjects will include: George B. Hendrick, general 
sales manager of the W. L. Douglas Shoe Company, 
on “Shoe Advertising”; A. A. Durkee, superintendent 
of the J. J. Grover’s Sons Company factory, Stoneham, 
on “Budgeting Departmental Labor”; Carlton R. 
Blades, traffic manager of the George E. Keith Com- 
pany, on “New England Transportation Problems,” 
and Irving B. Howe, general chairman of the 1925 
convention of the National Shoe Retailers’ Association, 

who will explain the plans for the big convention. 
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At upper right is display 


The Drennen Company, 
of Edwin Clapp & Son, Inc., 


Birmingham, Ala., employed 
a live model to command of East Weymouth, Mass., at 
attention; upper left, Frank the Brockton Fair, Brockton, 
Kaltaler, New Bergen, N. J., Mass. Samples of skins of 
is looking for a one-legged jungle animals you might see 
man with a right foot to used as trims in women’s 
swap shoes. At right is Jean high style shoes. 

Patou, France’s best dresser. 
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Bobby Jones, amateur golf 
champion, and George Von 
Elm, runner-up, discuss golf 
footwear. Bobby wears steel 
spikes. The young lady at 
lower left is captain of a 
girls’ football eleven at 
Tampa, Fla. 
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At upper right, Gover- 
nor-elect “‘Ma” Ferguson 
of Texas being fitted to 
Johansen Feeture Arch 
shoes by Sam Hendler of 
Roddy Bros., Temple, 
Texas. The Giant and Lilli- 
putian of the shoe world. 
At center, a task more dif- 
ficult than fitting shoes. 
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Bootleg Shoe Polish Eegislation— 


Will It Be Necessary to Have a Prescription 
for Every Shoe Shine 


AT portion of the Cramton- 
| Sterling bill now pending in Con- 
gress that would require persons 
handling articles of merchandise con- 
taining industrial alcohol to submit re- 
ports on the quantity and manner of 
distribution of such articles has aroused 
a storm of protest from shoe polish 
manufacturers and distributors, finders 
and others, all over the country. 

The measure has been denounced as 
“most drastic and dangerous,” and the 
prediction is freely made that if enacted into law it 
will practically eliminate the dye business. 

Several business organizations are co-operating in 
opposing this part of the Cramton-Sterling bill, these 
including the Shoe Polish Manufacturers’ Association 
of America, and the National Leather and Shoe 
Finders’ Association, and these and other agencies are 
bringing pressure to bear on the sponsors of the meas- 
ure to have this objectionable clause eliminated, or 
greatly modified. 


Protest by Finders 


The following letter of protest sent to Senator Ster- 
ling by President Louis M. Hannum of the Shoe Polish 
Manufacturers’ Association of America, concisely sets 
forth the objections of the shoe polish industry: 


“Hon. Thomas Sterling, 
Senate Office Building, 
Washington, D. C. 
“Dear Sir: 

“At the unanimous request of the members of our 
Association, I desire to call your attention to the rea- 
sons why I feel that the Cramton-Sterling bill, H. R. 
6645, should not be passed in its present form. 

“The Federal Prohibition unit has surcharged upon 
permits to use specially denatured alcohol a stipulation 
to the effect that when any article in the manufacture 
of which such alcohol is used, for example, shoe polish, 
is sold to a jobber or wholesaler, such jobber or whole- 
saler must agree to hold such articles at all times 
subject to the full and uninterrupted inspection of any 
internal revenue or prohibition officer, state officials, 

etc., that such jobbers 
or wholesalers shall 
also, when required by 
such officers, submit a 
report of the quantity 
of such articles re- 
ceived, the amount on 
hand, and the manner 
of disposition thereof, 
and that any failure by 
such jobber or whole- 
saler to comply with 


When thirsty—dye 
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with such conditions will be deemed 
ground by the Federal prohibition unit 
for citation for revocation of the manu- 
facturer’s permit. 


Means Bothering with Reports 


“The stipulation referred to will per- 
mit any prohibition officer or state offi- 
cer to enter and inspect the premises 
of any polish manufacturer or findings 
distributor stocking polishes, as well as 
all records of their business, includ- 
ing private formule, as well as prices and names 
of customers of both the manufacturer and dis- 
tributor. 

“This stipulation, under the provisions of the 
Cramton-Sterling bill, affects every manufacturer 
holding a permit to use specially denatured alcohol of 
any kind in the manufacture of any products whatever. 
This stipulation should be condemned for the follow- 
ing reasons: 1—that it is wholly illegal and contrary 
to the letter and spirit of section 13, Title 3, of the 
National Prohibition Act; 2—that Section 4, of Title 
2, of the National Prohibition Act provides substan- 
tially that the articles enumerated therein shall not 
after having been manufactured and prepared for the 
market be subject to the provisions of said act, and 
8—that it places upon permittees responsibility for 
the acts of others whom they cannot possibly control 
and jeopardizes permits regardless of the efforts of 
the holders thereof to comply strictly with the provi- 
sions of the law and regulations with reference to the 
use of specially denatured alcohol. Shoe polish manu- 
facturers use denatured alcohol only in their prepara- 
tions which dye leather, and fabric footwear, and our 
business in this product is large and important, and 
has been established for a great many years, as people, 
in the interest of economy, when their light-colored 
shoes become worn and beyond renewing the original 
color by the use of cleaners, etc., can dye them black 
and extend the life of the shoe for a number of months. 

“No one who examines a package of leather dye 
could have a thirst so debauched as to attempt to 
drink such an unwholesome combination of aniline dye 
and denatured alcohol, 
and we cannot believe 
that it was the intent 
of Congress or of your 
committee to pass a bill 
that would place in the 
same category leather 
and fabric dyes, and 
other concoctions that 
are now claimed to be 
misused as beverages. 

(Continued on page 63) 
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‘THE Reta, SHOE SALESMAN 





Get More Shoes 
Sold Right 
er ERaRe 


Devoted to the Interests of that Great Army of Workers 
Which Personally Serves the Public 


The Duty You Owe 


Because retail shoe salesmen owe 
a practical, vital duty to the public 
they serve, it is essential that they 
know their business. It won’t do 
merely to have the ordinary sales- 
manship qualities such as a pleas- 
ant personality, loyalty, enthusi- 
asm, integrity, etc. The retail] shoe 
salesman of the future will be truly 
an expert because he will know the 
human foot and how to fit it prop- 
erly. When he adds to his normal 
salesmanship qualities the qualifi- 
cations of a “Consulting Expert” 
he will be master of a real art and 
in practicing this art he will be in 
a profession, not merely the holder 
of a job. 

Salesmen who thus equip them- 
selves with accurate, thorough and 
comprehensive knowledge of the 
foot, of shoes, and of correct fitting, 
will have prepared themselves for 
advancement. Shoe merchants are 
everywhere looking for this type of 
assistant and are prepared to pro- 
mote those who thus qualify. It is 
thoroughly worth while for 


Edited by ARTHUR L. EVANS, A. M. 
President of the Retail Shoemen’s Institute 





OCTOBER PROBLEM 


The Recorder offers a prize of $10.00 
to the retail shoe salesman who sub- 
mits the best answer to this problem: 


“WHAT WAS THE HARDEST SALE 
I EVER MADE?” 


Write out, in your own words, an- 


account of the most difficult customer 
you ever served successfully. Tell why 
and in what particular the customer 
was a hard one, and what you said 
and did to make the sale. Send your 
account to the Boot and Shoe Re- 
corder, Editor, Retail Salesmen’s 
Department, 207 South St., Boston. 


A prize of $5.00 will be awarded to 
the second best answer submitted. 


The ideas and facts presented will 
form the basis of the award, without 
regard to spelling, grammar, punctua- 
tion or penmanship. The winning 
letter will be published in this depart- 
ment. 





and lost in the last few yards, so 
many football games won and lost 
in the last quarter, so many base- 
ball games settled in the ninth. It 


is like “following through” in a 
golf stroke. 

Suppose each of our readers, to- 
night, at home, settled down for a 
quiet little half-hour of thought on 
this question: “What can I do to in- 
crease our business in these last 
six weeks?” See if you can’t think 
up one idea to this end to submit 
to your employer tomorrow morn- 
ing. 

How about a meeting of the 
whole staff right away to discuss 
ways and means for a strong, all- 
together rush to the finish line of 
1924—-December 31 the goal line? 


Find the Hidden Moral 


A Vermont ‘farmer’s son decided 
to become a lawyer and left the old 
man flat in the middle of haying to 
enter a law office. Ten days later 
the young man returned to the pa- 
ternal home. The father asked him 
how he liked the law. He replied, 
“Not at all. Law ain’t so much. I’m 
sorry I learned it.” One year’s sub- 
scription to the Noah’s Ark Herald 

is offered to the first hun- 














a salesman to take the nec- 
essary steps to acquire all 
this. It will demand some 
sacrifice and effort on his 
part, of course, but the re- 
ward is not only certain to 
follow, but will be adequate. 


A Strong Finish 


About six weeks are left 
in 1924. With many busi- 
nesses these will be the most 
important weeks of the year 
because they will make or 
break the year’s results. It 
is pretty trite to say that 
the employer depends upon 
his sales staff to make a 
grand finish. It is so never- 
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dred thousand readers who 
point out the hidden moral 
in this veracious bucolic 
anecdote from the home state 
of Mr. C. Coolidge. 


Short Shots 


The five buttons on a 
Chinese coat are said to rep- 
resent Humility, Justice, Or- 
der, Prudence, Rectitude. 


Knowledge of shoes in all 
its ramifications necessary 
to retail salesmanship, is like 
a full barrel of water, to be 
drawn on as needed, and only 
in amounts sufficient for each 
occasion. 


Good fortune and. bad 








theless. 
So many races are won 


‘Mewabout arranging for a strong rush toward the 
Ot" Deccober 1 ? 


fortune are never perma- 
nent. 
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The Retail Salesmen’s Forum 


E xpressions of Opinion and Experience from Recorder Reader s 
Who Are “‘On the Floor” 


NoTtE.—The Recorder invites 
contributions from retail sales- 
people on subjects connected with 
their daily work, especially in the 
line of out-of-the-ordinary experi- 
ences with customers.—EDITOR. 


A Correctly Fitted Shoe 
By Otto E. Gruen, 
Walk-Over Shoe Store, Chicago. 

A shoe is correctly fitted when it 
is long enough, wide enough and the 
*proper shape for the foot. 











bunion 


By long enough, I mean long 
enough from the ball of the foot to 
the heel, regardless of the measure 
the size-stick may show. 

By wide enough, I mean wide 
enough across the ball of the foot, 
and also a wide enough toe, so as 
not to crowd or cramp the foot in 
any way. Also see that the shoe is 
wide enough at the shank and the 
heel. 


By proper shape, I mean a shape 
suitable to the foot so that it will 
retain its shape after it has been 
worn for some time and also be 
comfortable on the foot. 

For instance: Do not try to fit a 
short, wide foot, with possibly a 
bunion, to a long, narrow, English 
last shoe with a long vamp and nar- 
row toe. Fit this foot with a short 
vamp and a wide shoe and espe- 
cially wide across the ball to ac- 
commodate the bunion, as the least 
pressure is painful to a serious 
bunion. 


Fit Their Feet, Not Their 
Heads 
By E. C. Reneau, Lancaster, N. H. 


I feel that the first great prob- 
lem that confronts a retail shoe 


salesman in trying to properly fit 
a shoe is this: TO FIT THE 
CUSTOMERS’ FEET AND NOT 
THEIR HEADS. Many customers 
of the present time insist upon a 
certain size, style, leather, etc., and 
give very little thought as to what 
is best suited for their feet. 

The first step to be taken is to 
properly measure the foot with 
some modern measuring device like 
a pedograph explaining to the cus- 
tomer just what kind of shoe is best 
suited for his foot, backing up your 
arguments with plain facts. Show 
him just why a shoe should be a 
certain length and width, also tell 
him about the kind of heel he 
should wear to get the most com- 
fort, and the right height in the 
arch. 

When the shoes are both fitted on 
have him stand, showing that the 
ball of the foot and the great toe 
joint are in the right place, also 
that the arch fits snugly without 
wrinkling of the leather, and no 
gaping at the sides, no looseness 
at the heel. Be sure that the shoe 
feels comfortable at every point. 

Above all, get the confidence of 
your customer, make him feel at 
HOME in your store, give him the 
impression that you know your 
business, and are interested in his 
feet. 

If all the above is taken into con- 
sideration and a sale is made, the 
store will have a booster and a 
friend, the results of which will be 
unmeasurable. A customer fitted 
with this care will come back for 
more footwear and then a sales- 
man may be sure that he has been 
rewarded for correctly fitting shoes. 











Show him that the great toe joint 
is in the right place 
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Retail Salespeople Should 
Know Foot Construction 
By Vern L. Bracken 


J. W. Rodgers Shoe Co., 
Bloomington, Ill. 

During my seven years fitting 
shoes, and several years spare-time 
study of the feet and their normal 
and abnormal conditions, I have 
found many different types of feet. 

As to what constitutes a good fit, 
I follow the following rules very 
closely : 

First, Length. One and one-half 
to two and one-half sizes longer 
than the actual measure of the foot 
with the weight on the foot. If, 
however, a standard measure is 











Do not suddenly change from 
high to low heels 


used, the sizes indicated on meas- 
ure have usually made allowance 
for the above mentioned sizes. 

Second, Width. Sufficient width 
at the ball to allow the natural 
spread of the foot at that point, 
without compressing the foot. Care 
should be taken in fitting a shoe to 
allow plenty of space over toe caps 
or seams to prevent restriction of 
foot action. 

Third, Heel and Instep. A snug 
fit through heel and instep. From 
experience, I find that the better 
grade shoes, which, of course, are 
made in all widths will fit better 
than the cheaper grades of foot- 
wear. I also find that many people, 
both men and women, need shoes 
that are actually made in combina- 
tion lasts, such as “C” width at the 
ball and “A” or even “AA” through 
heel and instep. These shoes can 
only be had in the better grades. 
To obtain a good fit through heel 
and instep, the ball of the foot 
should set in perfect line with the 
turn of the shoe; thus you have the 
arch of the foot and arch of the 
shoe in a perfect line with each 
other. 

Fourth (This applies practically 
to ladies’ shoes only), Style of Heel. 
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This must depend upon the custom- 
er and the style of heel previously 
worn. Women who have always 
worn high heels should continue to 
wear them, unless the change is 
made by small degrees. If a foot 
poised for a high heel is put into a 
low heel shoe, you will disturb the 














If he takes no interest in the shoes 
you are showing him, turn him 
over 


balancing of the whole body, to say 
nothing of what you will do to the 
foot. 

Shoe fitters and salesmen in re- 
tail stores should be posted on the 
mechanical construction of the foot. 
They must understand that there 
are various types of feet, high 
arches, low arches, the long, slender 
foot, the short, wide foot and feet 
that are abnormally thick and ab- 
normally thin, in large and small 
sizes. They should know the elastic 
movements of the feet and what is 
required in different ages and in 
different occupations. 

Requirements of the foot are dif- 
ferent at different ages. Between 
the ages of nine and foyrteen years 
the greatest care should be taken 
in fitting children’s feet because 
growth is more rapid at this period. 
From the age of fourteen to 
twenty-one the foot gradually as- 
sumes a more mature form, but 
during this period young people are 
more apt to cramp their feet into 
shoes too small, owing to notions 
of fashion and style. 

In the older age, muscular action 
is apt to be weakened and must be 
considered by the shoe fitter. 

Shoe sizes vary considerably, 
owing to different styles, lasts and 
actual construction of the shoe. 

The shoe fitter or salesman 
should be able to determine at a 
glance the style shoe to use for the 
particular type foot he has before 
him. Being able to do this presup- 
poses experience and as much study 
as can be had. With these and a 
thorough knowledge of his stock, a 


salesman should be able to fit shoes 
successfully. 


The Critical Time—When to 
Turn Over a Customer 


By R. C. Friedman 
Friedman & Co., Little Rock, Ark. 


“Well, I’ll look around, and if I 
don’t see anything I like better, I’ll 


come back and get these! 

When a salesman hears this, re- 
gardless of whether or not his cus- 
tomer is one of his own, or calls for 
him when he walks in, he should im- 
mediately decide to turn him over. 
Even if he does not say that he 
will be back, but takes no interest 
in the shoes you are showing him, 
he should turn him over before the 
customer is lost. Do not hold him 
and keep pulling down shoes, try- 
ing to force the sale and ruining 
the customer, but turn him over, 
for possibly the next man can make 
the sale. 

Always turn over a customer that 
you cannot sell. If a man walks out 
of your store without making a 
purchase, due to your inability to 
sell him, and is not turned over, 
the chances are that the firm has 
lost a good, regular customer. The 
man may be given the idea that you 
do not care whether you sell him or 
whether you do not. Then again, 
two men have had a chance to sell 
him, and he has been given the im- 
pression that an interest has been 
taken in him. 

How a customer should be turned 
over is the hardest part of all. 

When you see that you have lost 
the interest of your man and decide 
you are going to turn him over, 
never stand up and yell, “Jones, 
come here and see if you can’t sell 
this man a pair of shoes!” If Jones 
happens to be near, walk up to him 
and tap him on the shoulder or 
beckon to him. If you know your 
customer, or if you don’t, introduce 
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Mr. Jones and explain that Mr. 
Jones is more familiar with the 
stock and possibly can find some- 
thing to fit and please him. Don’t 
stand around making suggestions 
and looking on, but walk away and 
leave it to Mr. Jones. 

But the main thing is, never 











Never stand up and yell 


allow your customer to be under the 
impression that he or she is turned 
over just to make or force the sale 
of a pair of shoes. Give him to 
understand that you are interested 
in the fit and looks of his shoes and 
that the next man is more capable 
of pleasing him than you are. By 
doing so you have made a satisfied 
customer, and ten to one he will 
come back the next time he is ready 
to buy shoes. 


I Believe in Turn-Overs 
By Edith M. Lyons, Lowell, Mass. 


I believe in turnovers. I have 
seen many customers leave my de- 
partment satisfied with merchan- 
dise bought through turn-overs. 

It is no reflection on a salesper- 
son to turn over a customer; it is in 
fact a good point in salesmanship 
and should be encouraged. Custom- 
ers sometimes take the same mer- 
chandise that was shown by the 
first salesperson. The opinion and 
advice of the second salesperson 
often gives them more confidence in 
the article. 

When a customer is turned over, 
whether or not a purchase is made, 
they can’t help but feel they have 
had good attention and effort to 
help. 

The only time I don’t believe in a 
turn-over is when a _ customer 
names a certain price. If you have 
nothing at the price named, you 
might suggest the basement, -if 
there is one in the store. If not, it 
is sometimes embarrassing to a 
customer to try and sell something 
else that isn’t within range of price 
named. 





BOOT AND SHOE RECORDER 














The five buttons on a Chinaman’s 
coat 


Retail Salesmen Should 
Know Leather 
By Ben A. Keeler, Norwalk, Conn. 


Every retail shoe salesman should 
know enough about leather to talk 
intelligently about them to a cus- 
tomer. He. should know how to 
judge qualities of leather in order 
to understand why one costs more 
than the other and why one will 
wear better than another, and why 
one is better for the purpose the 
customer will use them. He ought 
to know how leather is tanned, be- 
cause then he will understand more 
about finished leather, but it is not 
necessary that he go too deep into 
this part, but spend more of his 
time in knowing different qualities 
and how they apply to the retail 
shoe business. 

He should be able to judge and 
explain to another why a certain 
leather will give service, even if 
soft and flexible, and possibly more 
than a heavy, stiff leather. He 
should know how to tell split leath- 
er, the difference between kidskin 
and sheepskin, and be able to ex- 
plain why one is preferable to the 
other. 


In other words, he should know 
enough about leather so that he 
can feel “at home” whenever shoe 
leather is mentioned, and can rea- 
son with his customer and fully ex- 
plain why he should pay more and 
get a better shoe, and why it would 
be cheaper in the long run. 


Goodyear Welts and 
McKays Compared 
By Moe Galin 
Charles Shoe Co., Bethlehem, Pa. 
A Goodyear welt shoe has the 
upper, insole and the outer sole at- 
tached to a narrow piece of leather 


which is known as the welt, and 
which runs around the edge of the 


shoe, starting at one end of the sole 
near the heel and finishing at the 
other end of the sole near the heel. 
Stitching the shoe together in this 
fashion allows the insole to be very 
smooth, as there are no stitches go- 
ing through the sole on the inside 
of the shoe. The stitching of the in- 
sole on a Goodyear welt shoes is 
done through a channel; that’s why 
a welt is used. : 

A McKay shoe has the upper 
and the insole tacked on instead of 
stitched together as the Goodyear 
welt shoe does. The outer sole is 
tacked on and then the upper, in- 
sole and outer sole is stitched to- 
gether with a chain stitch. This 
stitching goes through the inside 
sole of the shoe. After they are all 
stitched together, a  sock-lining, 
made of either thin leather or a 
leather substitute, is pasted over 
the inner sole. This sock lining pre- 
vents the foot feeling any of the 
ridges on the insole. 

The only way to distinguish a 
McKay shoe from a Goodyear welt 
shoe is to examine the inner sole 
under the sock-lining for the ridge 
of stitching and the clinched ends 
of lasting tacks that sometimes 
show in the shoes. 


A woodpecker pecks - 
Out a great many specks 
Of sawdust 

When building a hut. 


He works like a nigger 
To make the hole bigger. 
He’s sore if 

His cutter won’t cut. 


He don’t bother with plans 
Of cheap artisans, 

But there is one thing 

Can rightly be said: 


The whole excavation 
Has this explanation— 
He builds it 
By 

Using 














The return of the 10-day lawyer 


What’s in Style? 

What’s in style? The answer is— 
whatever is in your stock. What 
licks a shoe store more than any- 
thing else is getting stuck with 
styles and sizes. 

There is such a_ tremendous 
breadth of shoe styles, particularly 
in women’s footwear, that unless 4 
store is hopelessly old-fashioned in 
its stock, it ought to be considered 
the part of wisdom to consider a 
style “in” until it is wholly cleared 
out at legitimate profit, and re- 
placed by another, if not indeed, 
“more of the same.” 

We know a very successful retail 
shoe dealer who makes it an infalli- 
ble rule to consider every number a 
good style until it is cleared out, 
and he refuses to buy more styles 
until he is safely through with what 
he has. This policy wins for him. 

Of our own knowledge we assure 
you that certain styles good last 
fall and winter are being reordered 
this fall. One manufacturer, for 
instance, figured that a certain last 
had had its day and was ready to 
junk it. To his surprise, he has re- 
ceived orders for many thousands 
of pairs on this alleged defunct last, 
on two patterns that he thought 
were passe. These shoes are even 
now being made for many repre- 
sentative stores. The last was new 
a year ago last spring and the pat- 
tern was a novelty exactly a year 
ago. : 

The true salesman to a large ex- 
tent blinds himself to everything 
but what is in his own store. 

It may be some comfort to you to 
know that there are over 50,000 dif- 
ferent active patterns in use in our 
shoe factories today. You can’t have 
’em all. What you have is strictly 
all right if it isn’t over a year old. 





A mad wag says that a mirror 
reflects without speaking and 4a 
woman speaks without reflecting. 
Roll your own moral on this. 
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Picturing a Shoe’s Value by Advertising 
(Continued from page 51) 


For the advertisement, “Shoes! The ‘Silk and Satin’ 
Kind,” use the following copy: 


You may not want to wear our shoes always with 
silks and satins, but you will feel that whatever you 
pay for a dress you will not have to worry about get- 
ting shoes to match it in quality. 

A nice shoe is a positive delight. In the first place 
it makes you comfortable and keeps you at ease; next, 
it helps you keep a youthful figure; and what is just 
as desirable, it settles the fact that wherever you are 
there will be found no better clad feet. That is the way 
you'll feel about ours. 

It is said that every woman has several “failures” 
hanging in her wardrobe—dresses so disappointing 
they cannot be worn. It must be the same with shoes, 
for they are even harder to get absolutely right. 

But, have you ever worn a pair of our shoes? They 
will delight you. No one has ever worn them that was 
not delighted. They have everything in them to make 
them so, but should you have the slightest doubt, you 
will be given your money back. It doesn’t pay to take 
a chance on shoes, and we know it. Every pair must 
be right else you may suffer more than disappoint- 
ment. 





Bootleg Shoe Polish Legislation 


(Continued from page 58) 


“The requirements of this bill which are placed upon 
jobbers and wholesalers, as well as manufacturers, 
will, in our particular avenue of trade, defeat the con- 
tinued sale of our product, because jobbers and whole- 
salers will not, through inexperience, having no other 
product that they are required to make reports on and 
be subject to the inspection of internal revenue and 
prohibition officers, put themselves under the respon- 
sibility and time required to fill these requirements, 
and will naturally decide that rather than handle a 
product that is under such close scrutiny, they will 
cut it out entirely. 

“Thanking you for carefully considering our objec- 
tions to this bill, and hoping that you will lend your 
efforts to seeing that manufacturers, such as we repre- 
sent, are not discriminated against when our product 
cannot have any bearing on the intent of the prohibi- 
tion law, I remain, 


Yours very truly, 
Louis M. HANNUM, 
President, 


SHOE POLISH MANUFACTURERS’ 
ASSOCIATION OF AMERICA.” 


The Cramton-Sterling bill has passed the National 
House and is expected to come up in the Senate at 
the December session. Hundreds ef individual manu- 
facturers and merchants have sent protests to their 
senators and representatives. 
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St. Louis Pageant Models Selected 


St. Louis, November 12—Selection of the models 
who will show St. Louis-made shoes during the St. 
Louis Pageant of Footwear Fashions, January 5, 6 and 
7, is occupying the time of many of those interested 
in the promotion of this show. Members of the St. 
Louis Shoe Manufacturers’ and Wholesalers’ Associa- 
tion, who are behind the pageant, have made up their 
minds that the models shall be the best obtainable in 
the city. Literally by the hundreds applications have 
been made and a large crowd appeared recently in 
order to qualify if possible. 

The judges, all shoe executives, seated themselves 
on a rostrum and, assuming a thumbs down attitude, 
awaited the parade of grace and beauty. The trumpets 
flared and in groups of ten, the girls were paraded 
before the stronger sex. The judges were Howard 


A trio of St. Louis models who will be on the 
runway during the St. Louis show. 


Stephens, president of Johnson, Stephens and Shinkle 
Shoe Co.; A. G. White, advertising manager of the 
Brown Shoe Company; A. E. Farrar of the Friedman- 
Shelby Shoe Co., and O. M. James of the Peters Shoe 
Co. 

Major Levy, impressario of the St. Louis Pageant 
of Fashion, who has been responsible for all of the 
models in these shows since its inception, has been 
engaged to produce the St. Louis Pageant of Footwear 
Fashions. He is being assisted by Walter Pickett of the 
Brown Shoe Co. and “Jack” Winkler of the Hamilton- 
Brown Shoe Co. 

Entertainment features of novel character are also 
being planned. Only six reviews will be given, one 
each afternoon and evening. The ball-room of the 
Statler Hotel will be turned into a veritable Utopia 
for the occasion and those attending will see a well 
planned performance. 





BOOT AND SHOE RECORDER November 15, 192; 


— 


_ No other footwear has 
the grace of satin 


O wonder satin shoes are so 
tly preferred by women 
of fashion! No other material used 
in footwear has the daintiness, the 
elegance, the luxury of satin. — 
And Skinner’s Shoe Satin has given 
to this type of shoe a strength and 
serviceability that make satin shoes 
tical for street as well as even- 
ing and boudoir wear. 
It is worth something to a merchant 
_to be able to tell his customers his 
satin shoes are made of Skinner’s 
- Shoe Satin. Then they know they'll 
wear. . 


“Look for the Name in the Selvage’’ 
William Skinner & Sons. 


New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established re 





Z 9 
36 inches wide and supplied 
in four different qualities | Nn ner S 
to meet all the require- 


ments of the trade. 


Shoe Satin 


seers 





“LOOK FOR THE NAME IN THE SELVAGE" 
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How much 
does a 
Customer 


Cost? 


Do you know what it costs you 
to make a customer? It’s hard 
to figure. Some of the items 
are—rent, insurance, advertis- 
ing, mailing list, window dis- 
plays, clerk hire, your own 
salary, bookkeeping, collec- 
tions, returns, refunds, and in- 
terest on investment. These are 
fixed costs whether you sell 
one pair or one hundred. 
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NKNOWN shoes, if the styles are 

appealing, may produce sales, but 
they do not produce permanent cus- 
tomers. If you want to take the utmost 
advantage of your fixed expenses, you must 
bring your trade back to your store for 
their next pair. You must insure yourself 
a customer each time you make a sale. 
Unknown, nameless shoes can be bought 
at any store, but when you feature Julian 
& Kokenge Shoes the scale will balance, 
because women|know Julian & Kokenge 
shoes, like them, speak well of them to their 


Ghe Julian $0 


friends, and buy them again and again. 
In Julian & Kokenge shoes you have 
acceptance; women do not have to be 
sold. They buy because of their faith 
in the Julian & Kokenge trade-mark. 
You have establishment; a good-will 
that has existed for more than thirty years. 
You have permanency; women cannot 
“shop around” for Julian & Kokenge 
shoes. Your store has the exclusive 
Julian & Kokenge agency. Nowhere else 
in your town can she buy Julian & 
Kokenge shoes. 


fo Kokenge C Co- 


Makers of the famous &, Girch Fitting Shoes for Women 
E 4th St. Cincinnati, Ohio. 


Right now decide to make your 
fixed expenses produce the 
greatest results. The Julian & 
Kokenge proposition will ac- 
complish this for you. J. & K. 
Shoes will insure easy selling 
and will also make satisfied 


customers. 





This is No. 3 of a series of adver- 
tisements dealing with the problems 
of the shoe merchant today. Com- 


ments are welcome. 





When writing to Tue Jurian & Koxence Co. please mention Boot and Shoe Recorder 
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Opdh Li er 


To FRED F. FIELD 


Mr. Fred F. Field, 
Field & Flint Co. 
Brockton, Mass. 


Dear Mr. Field: 


Your pride in Brockton and Brockton-made shoes is well known. Cer- 
tainly you have done your part in adding to the prestige of Brockton and the 
standards of value always upheld by Field & Flint Shoes. 


We think we have something to be proud of, too—the confidence reposed 
in New Castle HAVANA BROWN Kid by so many of this country’s leaders 
in fine shoe manufacturing. 


When you use New Castle HAVANA BROWN Kid in Field & Flint 
Shoes we feel sure you take account of the fact that New Castle is a quality 
watchword in kid leather throughout the shoe trade—and as such a decided 
sales asset in your shoes. 


Very truly yours, 


NEW CASTLE LEATHER CO., Inc. 








NEW CASTLE KID 


_ When writing to New Castce Learner Co., INc., please mention Boot and Shoe Recorder 
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For the Basketball Season 


CORES of championship basketball teams wear 

and recommend Coaches in schools and 
colleges also praise Keds hi ly. These expert players 
and coaches know what a good shoe. They pick 
Keds for their rugged wear, dusle tanith cane 
markable floor-gripping ability. 


Here are the “Comet” and the “Meteor”, two 
leading Keds styles for basketball. Both have similar 
construction features, except that the “Meteor” is 
lighter. 


COMET—Made with upper of unbleached white duck 
loose lined with strong duck. Laminated sole %” thick 
from toe to heel. Gives splendid cushion to the foot 
and also the best possible clinging service. Extra, black 
ebony foxing, extended around the toe and reaching to 
the shank on the inside of the foot, offsets the wear 
and tear of dragging the toe. Brown athletic trimming 
and ankle patch, double foxing. Nickel eyelets. Back- 
stay. Brown toe cap. Strongly reinforced. Made with 
ventilating eyelets when so ordered. “Feltex” insole. 


METEOR —Lower-priced than the “Comet”, but with 
the same floor grip. Unbleached white duck, black athletic 
trimming. Extra, black ebony toe strip, double foxing, 
nickel seies Te Toe cap. Loose lining. Same non-sli 
features as the “Comet” but carries lighter gauge mole Wi il 
appeal to trade desiring featherweight shoe. Made with 
ventilating eyelets when so ordered. “Feltex” insole. 


Naturally leading teams select Keds! For the same 
reasons Keds are the choice of players in your terri- 
Be prepared for the opening of the season of 
backetball and indoor sports by stocking a line of 
athletic Keds. 


United States Rubber Company 
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This Store Did $10,000 Business on Overshoes 
on Side Street Location 
Rochester, N. Y. Firm Anticipated Women’s Interest in 


HERE’S a shoe store in 
| eschetes N. Y., with a lo- 

cation on a side street in the 
pusiness district that did $10,000 
worth of business with tubbers 
last year. That was 10 per cent of 
the total store sales for the year. 
The proprietor was well satisfied 
with his total rubber volume and 
in explaining his merchandising 
methods reveals application of 
sound, common sense and practi- 
cal ideas. 

The house sells medium-priced 
footwear and has a reputation for 
winning customers back because 
of giving quality for the money. 
Last winter the store sold more 
than 1500 pairs of women’s over- 
shoes, one-third being the regular 
four-buckle style. The other two- 
thirds were novelty types. The pro- 
prietor anticipated a demand for 
novelties and bought his stock ac- 
cordingly. The result was he en- 
joyed an excellent trade on this 
style all season. He got about a 
44 per cent mark up on the novel- 
ties. 

The house carried three lasts 
for women’s gaiters, most on M 
width. The greater part of the 
stock, about 65 per cent, was the 
11/8 heel type; 30 per cent on the 
brogue last and only 5 per cent 
for 14/8 heels. 

A good business on light rub- 
bers was done, due to the light 
snowfall. The firm disposed of 500 
pairs of women’s rubbers on four 
lasts—for 11/8 heels, 60 per cent; 
for brogue types, 20 per cent; for 
14/8 heels, 10 per cent; for nature 
shaped, 10 per cent. 

The difference between the de- 
mand for women’s and men’s four- 
buckle overshoes was very marked. 
The men’s volume totaled 100 pairs 
and they came in two toe styles. 

Children’s overshoe sales totaled 
400 pairs, about 200 pairs being 
novelties and the other half the 
six-buckle style. 

An estimate of the gross profit 
showed it to be about 331/38 per 
cent, the overhead 25 per cent, 
leaving eight per cent clear. 

The proprietor of the store at- 
tributes several reasons why the 


= 


Novelty Galosh Styles 


store did so well with rubber foot- 
wear. “We were fortunate to buy 
the kinds of gaiters which were 
popular and in great demand,” he 
reported. As the location is away 
from the main business street, the 
firm relied on frequent newspaper 
advertising to reach the public. 
Gaiters were regularly displayed 
in the window and in the interior 
also. 


As a measure to add interest to 
the initialing fad, which was very 
strong last year, the house had a 
machine which stamped initials to 
be placed inside the gaiter. 

The store looks forward to an- 
other big rubber season. It doesn’t 
carry any rubber boots or heavy 
goods, concentrating on gaiters 
and light rubbers. 


One of the novelty gaiter styles 

for women. This type found a 

good demand last winter. Made 

by The B. F. Goodrich Rubber 
Co., of Akron, Ohio. 


Shoe Store Re-Opens 


Following extensive repairs and 
remodeling, the George Brauel 
Shoe Co., of 1117 North Eighth 
street, Sheboygan, Wis., held its 
official opening with several hun- 
dred persons in attendance. Doz- 
ens of old and new customers took 
advantage of the fifteer per cent 
opening day discount to make pur- 
chases of footwear. The remodel- 
ing work was commenced on Au- 
gust 5 and consisted of placing of 
a new front, repainting of the 
store interior, lowering of the floor 
to street level, and installation of 
much new equipment and many 
modern fixtures. 





Complain About Styles 


Some of the older and more ex- 
perienced men in the retail shoe 
business express dissatisfaction 
with style conditions. They com- 
plain that it is growing increas- 
ingly impossible to merchandise 
shoes at a profit. They contend 
that the millinery game, as it has 
been termed, is not turning out as 
profitable as many thought it 
would, owing to the seeming im- 
possibility of cleaning up on any 
style before another is taking its 
place. 





Work on Army Contract 


The Menzies Shoe Co., of Fond 
du Lac, Wis., has begun work on 
its new $114,000 government con- 
tract and will work on it in a 
small way during November and 
December, but in January and 
February will increase production, 
these being the slack months for 
civilian business. The company 
has until March 31 to complete 
the contract. 





Shoe Company Names 
Manager 


At a special meeting of the 
board of directors of the Stough- 
ton Shoe & Leather Co., of Stough- 
ton, Wis., George Caine was elect- 
ed treasurer and general manager 
of the company. 
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JOSEPH M. HERMAN SHOE COMPANY }:::: 


“tutiagomcc’ce” BOSTON and MILLIS, MASS. ® "igs, I tone 
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When writing to Josxpu M. Herman Suoz Company please mention Boot and Shoe Recorder 
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==I Chicago Expects Better 


Trade to Develop at Once 


CHICAGO—Shoe merchants wait 
now upon the weather and surely 
with the coming of the first snow, 
there should be a decided change 
for the better. There can be no 
question of the part that the weath- 
er has played in the sale of shoes in 
Chicago—and more especially the 
men’s and children’s lines. Though 
women’s footwear has suffered also. 

With comparatively little “urge” 
of necessity for the buying of late 
fall and winter footwear, the aver- 
age buyer has been more “finicky,” 
more particular in footwear selec- 
tion, with the result that buying 
has been a scattered affair, with a 
constant demand for new styles 
that would appeal to a jaded appe- 
tite for fashion in shoes. 


Some Prices Reduced 


The condition of the market gen- 
erally, however, has resulted in a 
curtailment of profits all along the 
line among Chicago shoe mer- 
chants, one loop store already hav- 
ing taken almost $50,000 in mark- 
down on style footwear. This does 
not means loss—only inasmuch as 
it means loss of possible profit. On 
a basis of the particular merchant’s 
total sales volume, however, it 
means a markdown of 11 per cent 
on his total sales, had they all been 
made at normal prices. 


Black Materials Lead 


Blacks in all materials still con- 
tinue to hold their leadership in 
style footwear, with tans running 
close in second place. The tans, 
however have taken the lead in 
street footwear. This is the result, 
without question, of concerted sell- 
ing on the part of all stores and 
shows that the retail shoe mer- 
chants, if they choose, can control 
style as readily as it is done in 
garment trades. 


Sales Going On 


The newspapers carried an- 
nouncements of sales on footwear, 
many of them showing considerable 
reductions in prices normally found 
in the different stores. This condi- 
tion through summer and fall has 
almost forced a new price level in 
women’s footwear, and most stores 
find some resistance to prices that 
exceed this figure. This is general, 
however, and not at all true in a 


number of stores that deal with the 
more weelthy class of patrons. 
Here price does not matter as much, 
of course, but style elements are 
stronger, so the burden is only 
shifted from one side to another. 


Eleven New Stores 


The Father and Sons Stores 
Company have announced theopen- 
ing of eleven stores in the city of 
Chicago. This organization sells 
men’s and boys’ footwear at $3 and 
$4, maintaining stores in many of 
the larger cities throughout the 
country. Three of the stores will 
be located in the loop district and 
the balance scattered in business 
districts on the north and south 
side. 


Slow Buying by Men 

The men’s business still remains 
quiet, little activity being shown in 
spite of many interesting sales that 
have been noted. It is quite evident 
that the average man buyer has lit- 
tle intention of making his fall pur- 
chases until there’s weather that 
calls for new shoes. There’s consid- 
erable light tan footwear in the 
Chicago stores that may go without 
takers until spring, for there is 
some question whether the lighter 
shades will sell with the coming of 
snow. 

Generally, however, Chicago mer- 
chants are looking forward now to 
a good business. There is confidence 
in the future galore, and if there’s 
a bit of November weather soon, it 
is likely that their confidence will 
have its reward. 


Feis Opens Store 


Edward Feis, for many years 
known to local shoe buyers in the 
loop stores, opened a new store at 
1250 Milwaukee avenue and will 
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carry a medium-priced line of wom- 
en’s novelty shoes. Mr. Feis has 
located in connection with a branch 
of the United Hosiery Stores, and 
says that he considers this to be an 
ideal combination. 

Two well-known members of the 
Chicago wholesale market passed 
away in the last week. William 
Greiner of the William Greiner 
Leather Co. of 170 North Franklin 
street, and Oliver Levie of the 
Levie Shoe Mfg. Co. Mr. Greiner 
was 68 and has been actively identi- 
fied with the leather trades in Chi- 
cago for the past fifty years. The 
funeral services were held Friday, 
following a testimonial luncheon 
given as an expression of regret 
and sympathy by the Shoe and 
Leather Association of Chicago. 

Oliver Levie died suddenly at his 
home early in the week. Mr. Levie 
was 48 years old and a well-known 
member of Chicago’s shoe colony, 
and_ secretary-treasurer in the 
Levie Shoe Company. 


Weiss at Evanston 


David Weiss, for eight years the 
shoe buyer at the Rosenberg De- 
partment Store, announced the 
opening of his own store at 1465 
Ashland avenue in Evanston. Mr. 
Weiss carries a general line of foot- 
wear in the medium-priced grades. 


Takes More Space 


Sinsheimer Brothers and Com- 
pany, manufacturers of the “Sin- 
bac” line of children’s and misses’ 
footwear, have taken a lease on an 
additional 10,000 square feet of 
floor space to enlarge their “‘in- 
stock” department and improve 
service. 

The new space is on the second 
floor of their present quarters at 
215 West Monroe street. The com- 
pany now occupies the first and sec- 
ond floors at this location. Ben 
Sinsheimer is extremely optimistic 
over the future of the children’s 
footwear business. 





More Activity Apparent in 
St. Louis Retail Concerns 


ST. LOUIS—With the election 
over, and the weather brisk, retail 
shoe merchants settled down to an 
anticipated buying program that is 
expected to increase the volume 
which has been lacking for the past 
few months. The week ending No- 


vember 8 showed improvement over 
the previous six days’ business. 
The weather turned cold during the 
latter part of the week, and many 
reported that this was the much- 
needed stimulus to bring about a 
trade revival. 
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VERY shoe store needs a best line for a 

certain trade. For instance, there is a big 
trade on women’s shoes to retail at $6 to $8. 
You need a best line to get that trade. That 
line must be unusual in appearance. It must 
fit well. It must be of the best quality. It 
must be priced right. 
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Such a line we offer you in Lape & Adler 
shoes. The style and workmanship attracts 
women’s eyes. The fit is unexcelled. The ma- 
terials used are the best. The price affords you 
a long profit. 











Lape and Adler shoes are the Best Line for 
your store in popular priced grades. This is 
no idle remark. We are prepared to prove it. 
You will be amazed when you see what we 
have to offer you. Write at once if you want 
further particulars. 
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THE LAPE & ADLER CO., COLUMBUS, OHIO 


HI STYLE—LO PRICE SHOES FOR WOMEN. 


Prominent among the 
best selling models this 
season are the two smart 


models here illustrated. previ 
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While the business was not of a 
poom character, it did show a 
steadier and more active tone than 
has been witnessed previously. It is 
generally believed that if rain fell, 
with the present cold spell the busi- 
ness would take a sudden upward 
shoot, such as has not been seen 
during the past season. 


Combinations Arrive 


A new note struck in the style 
field this week was a combination 
patent and cafe au lait satin effect. 
The vamp was patent while the 
quarter was cafe au lait satin. A 
covered Spanish Louis satin heel 
and satin tie bow gave this pattern 





Patent, Tan Calf and 
Satin Leaders 


The style situation con- 
tinues to be unchanged. The 
patent, tan calf and satin 
trio remain unchallenged as 
style leaders. Black suede 
and brown suede are being 
heard in the call. Brown 
satin as well is being looked 
upon favorably. 

Tan calf still holds its po- 
sition as being the best sell- 
ing shoe in a majority of 
stores and many retail shoe 
merchants are still short in 
stocks of the wanted pat- 
terns. 











an unusual appearance. It is too 
early to predict its future and how 
it will be accepted by the fair sex. 


Central’s Biggest Year 


On October 31st, Central Shoe 
Company closed its fiscal year 
with the biggest shipments in the 
history of the company. Shipments 
for the last half of the year rep- 
resented. an increase of 12% per 
cent over the same period of the 
previous year. 


Vogue Issue Supplement 


The Vogue Boot Shope has just 
issued a 12-page supplement to its 
fall catalogue in which is illus- 
trated 14 short vamp patterns. An 
order biank is attached. Three 
styles of black and brown velvet 
were illustrated. 


Brown Co. Shows Gain 


Brown Shoe Company shipments 
for October were $3,735,902.43, an 
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increase of $377,127.68 over the 
same month of a year ago. The 
gain shown for the last six months 
of the fiscal year was $830,470.44. 
The directors held their meeting 
on Tuesday, November 4, but no 
statement will be issued until 
about the 20th of this month. 
Frank James is sales manager. 


Increase Dividend 


The Johnson, Stephens and 
Shinkle Shoe Company directors 
at a recent meeting increased the 
dividend rate on the no par value 
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common stock of the company 
from $2.00 to $4.00 annually. A 
quarterly dividend will be paid 
December 1. 

Howard Stephens, president of 
the company, stated that the busi- 
ness during the past nine months 
had been very satisfactory and 
prompted the increased rate. He 
also announced the purchase of 
the former Lund-Williams Shoe 
Factory at Vandalia, IIll., with a 
capacity of 2,000 pairs per day. 
This addition will increase the 
company’s capacity to 6,500 pairs 
per day. 





Cleveland Stores Report 
November Has Good Start 


CLEVELAND—tThe retail trade 
is continuing to be fairly good in 
all lines, although the weather has 
been unfavorable to heavy sales in 
shoes and other footwear. The re- 
sult of the election in the nation 
has created a very optimistic feel- 
ing in this city and shoe merchants 
are looking forward to good sea- 
sons. 

During the week ending Nov. 8, 
with the sun shining every day, and 
persons going about without over- 
coats, weather conditions were not 
favorable to increasing a demand 
for shoes. But in spite of this, the 
volume has been fairly good during 
November thus far, with credit con- 
ditions good. 


Patent Sells Most Freely 


The demand for black satins, 
which has been heavy throughout 
the fall has quieted some, and many 
of the merchants visited report that 
women are buying more tan shoes. 
Patent leather continues to be 
the most popular color in this city, 
and the volume of sales is heaviest 
in this style. Strip or plain pumps 
also have been selling well. 


Ferguson’s 33d Anniversary 


It is seldom that a shoe merchant 
can lay claim to the distinction of 


operating a store in a single loca- 
tion throughout 33 years. C. C. 
Ferguson is celebrating his 33d 
anniversary with a special sale. 

It was in November 1891 that 
Mr. Ferguson, then a young man 
with most of his career ahead and 
full of ambition, came to Cleveland 
and rented a room at 52 The Ar- 
cade. Since that time the business 
has expanded so that 54 and 56 The 
Arcade have been added. 

Shoes in the first years of exist- 
ence of this store sold for $2 to $4, 
and these staple styles, with only 
changes for the season. 

In the old days, Mr. Ferguson 
says, women wanted shoes that 
would wear well above all other con- 
siderations ; today, they want the 
latest style above all other consid- 
eration; also the shoe must be at- 
tractive. 

He says: “The many styles that 
are brought out today have stimu- 
lated business, but they have caused 
many merchants to conduct special 
sales at greatly reduced prices to 
get rid of their surplus stocks, and 
that has cut into the merchant’s 
profits for the year. Changes in 
styles are a natural consequence of 
different demands.” 

For 42 years he has been either a 
shoe merchant, traveling salesman 
or manager of a shoe department. 





Detroit Reports Growing 
Interest in Velvet Styles 


DETROIT—While there is an 
underlying optimistic note in the 
reports for early November there 
is little doubt that the fall busi- 


ness to date has been most unsatis- 

factory. Not only have expectations 

not been reached, but previous rec- 
(Continued on page 89) 
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“KEEPS THE FOOT WELL” 


“That shoe” you hear 
about so much— 


| se you ever stop to consider why you hear so much 
about the Arch Preserver Shoe? Do you realize 
why dealers everywhere are talking about “‘that shoe?” 
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The Arch Preserver Shoe is the sensation of the shoe in- 
dustry because it builds business and holds business 
as no other shoe ever has done. 


It gives the dealer a greater return for his sales effort; 
it creates an exceptional volume of good will for him; it 
establishes his store as an institution where more than 
mere shoes are sold. 


These are definite reasons why the Arch Preserver Shoe 
sales franchise is the most valuable to be secured in the 
industry today. 


If the Arch Preserver 
Shoe is not sold in your 
community write us. You 
can do better with this 
line. 


The Selby Shoe Company, Portsmouth, Ohio 


Sole Makers of the Arch Preserver 
Shoe for Women and Misses. 


THE 


ARCH PRESERVER 


SHOE 


The Shoe that changed the Ideas of a Nation 


dv UecUNAUUTUUOTTOOUTAUOUUUTTaReN ATEN AveUUOUOOORESUOCOTANUOOUOUTOORMGNSTETONEEOUCONOGEALUENONOU08004cOU999C00000 00009000000 0009000000 HON ETESEOOTETTNTE 


When writing to Tux Sersy Sno Company please mention Boot and Shoe Recorder. 
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Tan Calf Is Strongest 
Material in Cincinnati 


CINCINNATI—There is no 
steadiness to retail shoe buying. 
Merchants blame the weather, 
which, up to Nov. 8, was extremely 
mild and unseasonable, as the big 
factor in the retarding of buying. 
The latter part of the week was 
better when weather was cooler. 

In the women’s trade, tan calf 
is steadily growing in popularity, 
and in some cases, sales are on a 
par with patent leather. Many of 
the stores report that tan calf 
leads their sales, with patent 
leather second, and satins third, 
while others state that patent 
leathers continue to have the chief 
call, with tan calf having second 
call. 


Business Is Upward 


The Monthly Business Review 
published by the Fourth Federal 
Reserve District, stated general 
business throughout the country 
is improving: “While business 
throughout the country is improv- 
ing, the rapidity of improvement 
has not been as great as hoped for 
in various quarters, and as a re- 
sult, the general feeling does not 
appear to be as buoyant as was the 
case two or three months ago.” 

The report on the shoe industry 
follows: “On the whole, the grad- 
ual improvement of recent months 
in the shoe manufacturing indus- 
try in the Fourth District was con- 
tinued during September. Prelimi- 
nary figures from the Census Bu- 
reau indicate that September ex- 
ceeded August by over 5 per cent 
in the matter of production. Some 
manufacturers, however, report 
that orders have recently been 
showing a slackening tendency. 
August production in the Fourth 
District ran 5 per cent ahead of 
the previous month. 


Boots at $14 
The Daniel Shoe Co. took advan- 
tage of a horse show and had boots 
for women at $14, and for men at 
$15 per pair. 


Hoover to Speak 


Herbert C. Hoover, Secretary of 
Commerce, will be the chief speaker 
at the dedication of the new Tan- 
ners’ research laboratory at the 
University of Cincinnati. The lab- 
oratory will be dedicated on No- 


vember 19, during the convention 
of the Tanners’ Council, the Tan- 
ners’ council having donated the 
new scientific building to the Uni- 
versity of Cincinnati. 


Potters Contest Over 

At the weekly meeting of the 
employees of the Potters Shoe Co., 
which was held on Wednesday, No- 
vember 5, it was announced that the 
Blue Army staged a comeback the 
last few days of the suggestion 
sales contest, and again came out 
victors over the Red Army. This is 





Photo by W. B. Poynter 


W. T. DICKERSON 
W. T. Dickerson has been ap- 
pointed general manager and 
sales manager for the Lape 
Alder Co., Columbus, Ohio. He 
assumed charge of the plant on 
Wednesday, November 5. Mr. 
Dickerson is well known for his 
creative style ability. He has 
enjoyed much experience in the 
shoe industry, and was form- 
erly sales manager for the P. 
Sullivan Co. for a number of 
years. 
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the second contest that the Blue 
Army won and received a silver cup 
for permanent ownership. Chester 
Herold of the Herold Shoe Co., San 
Jose, California, was present at this 
meeting and made a few remarks. 
The winners were guests at a party 
and dance furnished by the losers 
on November 6. J. P. Orr presented 
the Blue Army with the cup. Indi- 
vidual prize winners were also 
awarded prizes. 


Advertise Findings 

Potters Shoe Co. advertised find- 
ings, as things to make the shoe 
beautiful. They showed at the top 
of their advertisement, shoe trees, 
polishes, laces, buckles and bows. 
They called attention to the fact 
that Christmas is just around the 
corner, and some of the buckles, 
and other beautiful accessories will 
make ideal presents. 


An Attractive Window 

The Bostonian Shoe Store had a 
unique window display. In the cen- 
ter of the window there was a large 
clock, and under the clock a sign 
marked “Time to buy Winter 
Shoes.” Around the clock in the 
center of the window, they dis- 
played boots. On the one side of the 
clock, tan boots, and on the other 
side, black boots. On one side of 
the window, they displayed black 
low shoes, and. on the other side, 
tan low shoes. On the side where 


- they displayed the black low shoes, 


they had the dial of a clock with the 
hands pointing to 6 o’clock. The 
card displaying the clock was black, 
and underneath, they had a sign 
marked “Blacks After 6 o’clock.” 
The side where they displayed the 
tan shoes, the dial of the clock was 
tan, and the hands pointed to 6 
o’clock, and underneath this they 
had a sign marked “Tans Before 6 
o’clock.” 


Hughes with Sullivan Co. 

James Hughes, who for the past 
few years has been with the Plaut 
Butler Co., joined with P. Sullivan 
Co. in the capacity of sales mana- 
ger. 





Men’s Business Improves 
in Milwaukee Shoe Stores 


MILWAUKEE — Post election 


buying of footwear took on a more 


active aspect and while local shoe 


merchants are not inclined to over 


rate the influence of the Novem- 

ber 4 balloting, it is generally felt 

that a better buying situation will 
(Continued on page 90) 
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Since 1873 Tanners Exclusively of High Grade Calf Leathers 
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“SUNSET” 


Advertised in “Reduction Sales’’ or 
“Close Outs,” etc. --- | 
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Merchants reducing their stocks or clearing out their 
poorer sellers use every bit of description possible to 
enhance their advertisements, but—Stop and think— 
you can’t remember seeing “SunSet”’ so advertised. 
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It’s a good_twelve months’ seller—Stylish yet Staple— 
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“THIS IS UNQUESTIONABLY A CALF YEAR” 
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Barnet Leather Co., Ine. 


THE HOUSE OF “SUNSET” 
360 MADISON AVENUE, NEW YORK CITY 


Distributing Agencies 
MILWAUKEE CINCINNATI ST. LOUIS ROCHESTER 
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Boston Distributors 
BARNET LEATHER CO., Inc. 
of MASS. 


Tanneries (i ' 
LITTLE FALLS of (< af =) 98-100 South Street 
y — \ Boston, Mass. 
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Healthy Outlook Follows 
the Election in New York 


NEW YORK—With the weather 
decidedly against them, retail 
shoe merchants, except in a few 
cases, are complaining of poor 
business. September was a fairly 
good month, according to most of 
the mid-town merchants, but 
October failed to show a propor- 
tionate increase in general busi- 
ness. 

For the most part the mer- 
chants here are looking forward to 
a brisk fall season once the weath- 
er turns favorable. The election 
was considered satisfactory, and 
much comfort is taken from the 
action of prices on the New York 
Stock Exchange, which is New 
York’s best business barometer. 
The run-up in the prices of stocks 
and bonds, as well as the fact that 
the general public is in the market 
more extensively than at any time 
this year, or the past two or three 
years, in fact, is a good indication 
of the general prosperity of New 
York’s public. With dealings on 
the exchange running over 2,000,- 
000 shares on Friday and 1,400,- 
000 shares in the two-hour session 
with consequent 
price advances, New York busi- 
ness men are decidedly encour- 
aged. 


Look for More Business 


It is a fairly safe bet that Fifth 
avenue will feel increased bus 
ness between now and Christmas 
unless the stock market takes a 
violent downward swing. Retail 
shoe merchants usually share in 
any great gain in general busi- 
ness. 


Ties Selling Freely 


The sailor tie, or front goring 
pump, with or without buckles, is 
a strong seller. Side gorings also 
are selling fairly well, although 
not in as large quantities as the 
front gorings. One strap models in 
broad straps, and fastening either 
with a button or buckles, are grow- 
ing in favor. The fancy three- 
button oxford appears to be mak- 
ing but slight headway. Recently 
the three-strap center buckle type 
of shoe has returned to some pop- 
ularity and a few merchants are 
placing a large amount of faith 
in it. 

Tan calf has jumped to within 





Opera Ranks High 


Except for the addition of 
combination shoes to their 
lines, shoe merchants have 
presented little that is radi- 
cally new in women’s shoe 
styles. The opera, or regent 
pump, continues to hold its 
popularity in high-grade 
footwear, and is by all odds 
the leading pattern in eve- 
ning slippers. It is being put 
out in the cheaper lines of 
shoes, however, and the high- 
grade shoe stores are placing 
less emphasis upon it for 
that reason. 











striking distance of patent leather 
as the leading material. In some 
stores it is now outselling patent 
by a slight margin. 


Adler’s 16th Store to Open 
Soon 


The Adler Shoe Company, chain 
of men’s shoe stores here, headed 
by Jesse Adler, member of the Na- 
tional Shoe Retailers’ Association’s 
style committee, will open its 16th 
store at 730 Broadway, Brooklyn. 
A long-term lease has just been 
signed for the premises. Two other 
leases have just been closed by 
the company with the United Cigar 
Stores Company. One lease covers 
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the store room at the southeast 
corner of Spring street and the 
Bowery, adjoining a present Adler 
store. The new room will be added 
to the existing store. The other 
lease is for 52 Broadway, where 
an Adler store was established a 
couple of years ago. The lease is 
a renewal and runs for a long 
term of years. The three leases 
just consummated call for total 
rentals of approximately $350,000. 


Combinations Taking Hold 
with a Bang 


Combinations appear to be mak- 
ing considerable headway. Not 
only has the public demand for 
patent and tan calf shown con- 
siderable increase, but the com- 
binations have been extended to 
patent and suede, patent and alli- 
gator and tan calf and alligator. 
As yet, there has been little or 
no showing of the patent and kid 
combinations which apparently are 
being withheld for spring selling. 

I. Miller and Sons are showing 
some interesting combinations of 
bright colored lizard and tan calf, 
the lizard quarters shading from 
a rather decided brown to almost 
a yellow. 


Cagney Making Shoes 

W. Oakley Cagney, prominent 
shoe man, recently opened a fac- 
tory at 150 Bleeker street, where 
he will manufacture a line of wom- 
en’s high-grade, bench-made foot- 
wear. Mr. Cagney was connected 
with J. & J. Slater of New York, 
and with several well-known 
Brooklyn manufacturers. 





Brooklyn Firms Look for 
Fall and Winter Spurt 


BROOKLYN—Business in the 
Brooklyn shoe factories has quieted 
down somewhat and several man- 
ufacturers are frankly disappoint- 
ed at the new turn in events. In 
September predictions were being 
made that business would keep its 
pace until the first of the year, at 
least. The let-down now is regard- 
ed by some as of a temporary na- 
ture. It is realized that in most 
parts of the country the weather 
has been against the retail mer- 
chant who does not want to re- 
order on a large scale until he 
sees more of his stock moving 
out of his store. Those who hold 


this view feel that there will be 
another spurt of fall and winter 
business before long. 

Another development that was 
rather unexpected, is a greater 
shift in business to the smaller 
producers in the Brooklyn district. 
For a while the larger factories 
were getting relatively more busi- 
ness than the smaller manufac- 
turers, but in the last week or 
two, many of the smaller makers 
report an increase in business, 
while the larger factories report 
things as slowing up a bit. A 
fairly large number of small fac- 
tories have recently been opened 
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ou can stretch shoes safely ¥ 
on Repco Stretchers. | 


Alt 
signe 


VERY shoeman knows that great care § *"” 
must be taken in stretching shoes. Sud- 

den pressure inside a shoe will break even 

the most responsive leather. 


The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 

Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


Bee eeReeee oo 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 dowrn to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 
39 WARREN STREET, NEW YORK 
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here again. For a time the smaller 
plants were receding in number. 


Kid for Combinations 

It seems practically certain that 
the spring lines will contain a 
large number of combinations of 
colored kid, such as the gray and 
sand tones, with patent or possibly 
other materials. The combinations 
that seem to be going the best 
right now are of tan calf and pa- 
tent and suede and patent. Some 
combinations of suede and tan 
calf also are being ordered. 

The slightly fuller toes and 
shorter vamps are crowding out 
the more slender lasts here. The 
swing toward the more French 
type of last also has caused some 
revision in the demand for heels. 
High heels are running stronger 
now than since last spring, al- 
though the medium height covered 
Cuban heels are not out of the 
running by any means. 


Aronson and Cohen in 
Business 
Albert S. Aronson recently re- 
signed as buyer of Stern Bros. and 
is now a member of the firm operat- 





Little Variation in New 
Patterns 


A few new patterns are 
being launched here in or- 
der to stimulate business, 
but they are mainly varia- 
tions of the patterns that 
have been selling well for a 
month or more. Combina- 
tions are being shown in 
greater profusion, and while 
some of the manufacturers 
take the position that they 
will not amount to much for 
the fall and winter season, 
they will be a good bet for 
spring. 











ing as the York Shoe Mfg. Co., 
located at 43 York street. E. I. 
Cohen, former partner with Walter 
S. Weil in the Weil factory, is with 
Aronson. The latter has charge of 
sales, and Cohen, manufacturing. 
Mr. Aronson is well known in the 
trade. For 12 years he was with 
William Filene’s Sons Co. in Bos- 
ton. Mr. Cohen has been associated 
with J. & T. Cousins of this city, 
and Hallahan of Philadelphia. 





Russia Calf Is Big Item 
in Lynn Shoe Business 


LYNN, MASS.—Styles are ex- 
pected to sell about “as is” for the 
remainder of this year. New ideas 
in footwear fashions will be held 
for the thousands of buyers who 
are coming to the N. S. R. A. show 
in Boston in January. 

Business looks sounder, as the 
year end approaches. Prices are 
firm. Style movements are bet- 
ter understood. Merchandising 
methods have been improved. More 
shoes are being fitted right. The 
weather continues a puzzle. A pro- 
longed spell of warm dry weather 
has lengthened the season for 
light and dainty shoes. Also, it 
has shortened up the winter sea- 
son. 


Summary of Styles 


To summarize styles this week 
is to repeat remarks more or less 
familiar. Russia calf maintains its 
popularity. Some expect it will run 
in the spring. Oxfords, ties and 
pumps are made of Russia calf 
leather. Patent leather is used in 
combination with colored kid quar- 


ters. Velvet is combined with pa- 
tent leather for black shoes, and 
with tan calf for tan shoes. Brown 
velvet pumps are trimmed with 
beads, the beads being of contrast- 
ing colors. Heavy types of shoes 
are made of Scotch grained, or 
boarded leathers, in blacks and 
tans. By contrast, there are some 
of the finest fabrics, satins, silks 
and brocades, in the formal dress 
slippers, the production of which 
shows a considerable increase this 
year. 

Lasts continue to show the 
French round toes, and medium or 
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high heels for dress wear, and 
walking, or English style lasts for 
street shoes. There is some talk 
of making the French toes a trifle 
narrower and longer. 

Patterns run all the way from 
plain oxfords to fancy anklettes. 
Button oxfords are offered as 
something new. Some of them are 
so made that on the foot they give 
a gaiter effect. Ties, or two or 
three eyelets also are in good style. 
More bows are being used. Some, 
of the fluffy sort, are on the sides 
of the shoes. Flat bows are used 
in the familiar way to trim the in- 
steps of some pumps. But the idea 
of side ornaments seems to be 
gaining, and it brings about the 
use of bows, buttons and even 
ornaments like slides of brilliants. 
Some shoes have fancy inlays, or 
overlays, on the outside of each 
shoe, and not on the inside. 


Better Sales from Stock 


Larger sales from stock depart- 
ments are reported. The settle- 
ment of great national issues is 
one reason assigned. Another is 
that merchants are drawing on 
stock departments, for quick de- 
livery shoes, instead of placing 
orders for new shoes, buying from 
hand to mouth to keep their stocks 
low for the remainder of the year. 


Grays and Whites 


Manufacturers are sampling 
new grays and whites on grain 
finishes of kid or calf for 1925 
spring and summer shoes. 


Shoe and the Character 


“Show me the shoes you wear, 
and I will tell you the kind of a 
man you are. Hope, courage, ani- 
mation, ambition are mirrored in 
your shoes. Our feet feature 
facts.” So observed a philosopher 
of modern times. Elbert Hubbard; 
and that was before the real fine 
styles of strongly individual char- 
acter were designed. 





Boston Retail Situation 


Shows an 


BOSTON—An optimistic spirit 
was noticeable during the week end- 
ing Nov. 8. There was hardly any 
great gains in buying reported, but 
two features were responsible for 
the feeling that the fall season was 


Upward Trend 


about to really amount to some- 
thing. They were the general satis- 
faction expressed with the elec- 
tion results and the fact that cooler 
weather made an advent late in the 
week. 
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Grip Sure 


The shoes that sell 
to boys on sight 


Grip Sure 


Patented Suction 
Cup Soles of resi- 
lient rubber in- 
sure speed with 
safety. 


HE thick rubber soles and 

sturdy appearance of Grip Sures 
make boys want a pair. The high 
opinion boys have gained of Grip 
Sures through our. advertising in 
boys’ magazines clinches the sale 
when they see Grip Sures. 


Grip Sures are ideal for basket ball. 
The suction cup soles allow speed 
with safety, yet players can stop 

_ instantly. Boys and girls wear Grip 


Sures for all gymnasium sports. 


Grip Sures are hand-made just 
like the finest custom-built shoes. 
The uppers of Top Notch long fibre 
duck and the suction cup soles are 
materials that guarantee the shoes 
will wear like iron. 


Write to our nearest branch office 
for details and make a good profit on 
these popular athletic shoes. 


BEACON FALLS RUBBER SHOE CO. 
Makers of Top Notch 
Rubber and Canvas Rubber Sole Footwear 
Beacon Falls, Connecticut, U. S. A. 
Branches at 


NEW YORK, N. Y. 
106 Duane 


MINNEAPOLIS, MINN. 
426 Second Avenue, No. 


BOSTON MASS. 
Street 241 Congress Street 


KANSAS CITY, MO. 
926 Broadway 


CHICAGO, ILL. 
So. Jefferson Street 


SAN FRANCISCO, CAL. 
530 Howard Street 


TOP NOTCH 
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The same popular materials con- 
tinued to sell. Tan calf is strong, 
while patent and black and brown 
suede are also very good. Styles 
are simpler. Ties are finding a 
steady call and operas are also very 
good. Combinations are gradually 
appearing. A patent vamp, with 
tan quarter, is being carried in 
poth the high-priced and medium- 
priced stores. Stores selling at 
around the $6 figure report velvets 
are going well. There is not so 
much interest in velvets in the 
higher priced stores. However, one 
of the most active of the latter 
type of stores advertised velvet 
with a distinctive layout. It was a 
two-strap pump in black velvet. 


A Word of Appreciation 


John W. Hoben of 215 Essex 
street states he wishes to thank 


those members of the allied shoe 
and leather trade who cheerfully 
and generously responded to a re- 
cent appeal for funds to aid the 
widow and daughter of the late 
Henry M. Long. 

He says: “If any of Mr. Long’s 
southern friends, who have not yet 
been reached, read this item who 
would like to be included in this 
list of contributors, they may write 
to me at the above address.” 


Two-Strap Pumps 

The shoe department at the R. H. 
White Co. showed some smart- 
looking women’s patterns in black 
suede, brown suede, patent and 
brown Russia calf. It was a two- 
strap, welt, covered Cuban heel. It 
was attractively perforated around 
the vamp and quarter. 





Emerson Plant 


Soon to 


Resume Making Footwear 


BROCKTON — Following the 
news published in the Recorder 
last week in regard to the pur- 
chase of the Emerson Shoe Co. by 
Edward Friedman, Inc., of New 
York, it is of further trade inter- 
est to note that plans are being 
made to reopen the Emerson shoe 
manufacturing plant in the neigh- 
boring town of Rockland, Mass. 
This factory, which has a capacity 
of 6,000 pairs daily, has provided 
employment for many years to a 
large number of shoeworkers in 
Rockland and other towns in the 
district. It has always been the 
plan of the stockholders protec- 
tive committee, which consumat- 
ed the new deal to keep the busi- 
ness in Rockland and the Brock- 
ton district. Charles O. Emerson, 
of Brockton, who has been asso- 
ciated with shoe manufacturing 
since 1879, and Herbert T. Drake, 
who has been associated with the 
Emerson Shoe Co. for the past ten 
years in the capacity of manager, 
and others who have been active 
in the business, will be active in 
the new concern. 


Establishes Stock 
Department 


Luke W. Reynolds Co., for many 
years manufacturing men’s medi- 
um grade welts in Brockton, has 
recently incorporated a stock de- 
partment where 12 numbers, on 


five different lasts, are carried 
for immediate delivery to the re- 
tail trade. These shoes are all 
made in Brockton. Luke W. Rey- 
nolds has adopted as a trade-mark 
the name, “Rey-Sam-Wide” in a 
novel design, which is utilized in 
connection with the marketing of 
this line. Luke W. Reynolds, head 
of the house, comes from an old 
shoe manufacturing family, dat- 
ing back to the days of Massachu- 
setts Colonial history. 


Value of Douglas Estate 


The will of the late Hon. William 
L. Douglas, which was filed re- 
cently for probate, shows the es- 
tate to be valued at $2,700,000. 
Value of the real estate is $200,000 
with the remainder in personal 
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estate. Judge Warren A. Reed of 
Brockton, executor, has filed a 
bond for $4,000,000 for the fulfil- 
ment of his duties. 


Teehan Returns from 
Europe 


John F. Teehan, vice-president 
of Dunbar Pattern Co., returned 
recently from an extensive Eu- 
ropean trip. During his stay 
abroad, Mr. Teehan made an in- 
tensive study of styles, particu- 
larly in connection with models 
in women’s footwear. He brings 
with him a wealth of valuable in- 
formation which, in connection 
with the productivity of the Dun- 
bar Pattern Co., will be of great 
value to the many shoe manufac- 
turing clients of this concern. 


M. E. Hayward Resigns 


Merton E. Hayward, for the past 
year president of The Preston B. 
Keith Shoe Co., recently resigned 
from that position. He will, how- 
ever, continue to have a financial 
interest in the business of the 
concern. Charles M. Park is treas- 
urer and general manager of the 
Preston B. Keith Shoe Co. This 
concern is Brockton’s oldest shoe 
manufacturing house continuously 
in business. The founder, Preston 
B. Keith, withdrew about a year 
ago from active interest in the 
business. 


Gain in Shoe Shipments 


For the month of October, shoe 
shipments from Brockton aggre- 
gated 52,468 cases. In the same 
month of 1923 the shipments 
amounted to 50,743 cases. The to- 
tal shipments for the first ten 
months of 1924 were 429,444 cases 
against 441,090 cases for the cor- 
responding period in 1923. 





Saturday Buying Is Most 
Encouraging in Rochester 


ROCHESTER—The week pre- 
ceding election and the first week 
of November proved to be rather 
slow and unsatisfactory to the re- 
tail shoe merchants. The uncer- 
tainty of election, combined with 
Indian summer weather, affected 
the purchases of new footwear 
and Rochester merchants look for- 
ward to the coming of more sea- 


sonable weather to stimulate busi- 
ness. 

Saturday of last week brought 
real winter weather and practical- 
ly all the down-town merchants 
report a good business on that 
day and everyone is optimistic 
that a good volume of business 
will be done as soon as the 
weather becomes more seasonable. 
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‘HE ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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New Store in Geneva 


Michael J. Legott visited the 
Rochester market to purchase foot- 
wear for his new shoe store which 
he plans to open on Castle street, 
Geneva, New York, about Decem- 
ber 1. Mr. Legott plans to open a 
family shoe store at the above lo- 
cation and will feature $6 and $8 
men’s and women’s footwear. 


Association Meets 


The November meeting of the 
Rochester Retail Shoe Dealers’ 
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Association was held at the Hotel 
Rochester on Friday evening, No- 
vember 14. The speaker of the eve- 
ning was James H. Stone, presi- 
dent and editor of The Shoe Re- 
tailer. 


Reduce Heel-Hugger Prices 


In an announcement recently 
mailed to the trade, the Utz & 
Dunn Company, announces that 
owing to a large increase in pro- 
duction it is able to make reduc- 
tions in the price of Heel-Hugger 
shoes. 





Haverhill Shoe 


Men Expect 


Buying on Larger Scale 


HAVERHILL —“If any shoe 
buyers have been postponing their 
purchases with the hope of lower 
prices,” said a Haverhill manu- 
facturer, “I think that they are 
doomed to disappointment. It 
seems to me there is nothing in 
sight but higher prices for foot- 
wear, also other lines of merchan- 
dise. Looking at it from the stand- 
point of raw materials and wages, 
there is certainly no probability 
of decline in these directions. 
Costs of production and merchan- 
dising under present conditions 
are higher than at any previous 
time. Upper and sole leathers are 
advancing. The buyers’ policy of 
hand-to-mouth purchasing has 
been based to a considerable ex- 
tent on the expectation of lower 
prices to come. After-election con- 
ditions are directly contrary to 
this idea. It would seem good busi- 
ness for shoe buyers to begin now 
to anticipate their future wants to 
as great an extent as possible. It’s 
a matter of trade opinion that 
they will not be able, during the 
next few months, to buy shoes ex- 
cept at higher prices than those 
quoted at present. If manufac- 
turers and merchants are to make 
any profits on their businesses, 
they must now work in a different 
way than for the past year or 
more. To get a larger volume of 
business they must have forward 
buying on a volume basis. That is 
my thought in regard to the trade 
situation following election. A 
rise in prices, forward looking 
merchandising, and purchases on 
a scale which will promote in- 
creased business and correspond- 
ingly larger profits to manufac- 
turer and merchant.” 


Turn Shoe Factories Busy 


There is a strong comeback on 
turn shoes. Merchants, who have 
been holding up on their purchases 
of turn footwear, are now coming 
into line in this regard. Haverhill 
turn shoes have long been famous 
for their excellence, regarding 
quality, and consequently are ex- 
cellent merchandising lines. The 
demand for better grade goods, 
which is now making itself felt 
from the consumer, creates a 
favorable condition for Haverhill- 
made turn shoes and one which 
the trade here is prepared to sup- 
ply. “Pretty shoes” constitute a 
slogan with which Haverhill has 
for many years been identified. To- 
day, local manufacturers are at 
the top of their swing in their 
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ability to design and produce nov- 
elty footwear. That merchants ap- 
preciate this fact is evident from 
the renewed interest on the part 
of buyers and consequent increased 
activity at Haverhill factories 
making turn shoes. 


Selling Mail Order Concerns 


There are several shoe manu- 
facturing plants in Haverhill 
where women’s shoes are made al- 
most exclusively for mail order 
houses in New York or Chicago. 
These factories are quite busy at 
the present time, principally on 
women’s McKays, which consti- 
tute the bulk of the orders re- 
ceived from mail order houses. 
Concerns, which do a mail-order 
business exclusively and issue sea- 
sonal catalogues, are obliged 
through these circumstances to 
anticipate their orders to a great- 
er extent than the average retail 
merchants. Orders are larger in 
volume than a year ago. 


W.H. Emery Joins Witherell 
& Dobbins Co. 


W. H. Emery, familiarly known 
as “Bill,” is now associated with 
Witherell & Dobbins Co., in the 
factory and selling departments, 
thus being in touch with both the 
production and merchandising of 
the “W & D” line. “Bill’s” many 
friends in the trade will be in- 
terested to know of his new con- 
nection. His wide acquaintance 
and extensive experience thorough- 
ly qualify him for his new posi- 
tion. 





Fall Season Slow to Get 
Underway in Baltimore 


BALTIMORE—Considerable dis- 
appointment is felt just at present 
over the fact that the fall trade, 
usually well under way during Sep- 
tember, did not this year measure 
up to seasonal expectations. Busi- 
ness appears to be unusually slow. 
Retail merchants are almost uni- 
formly carrying smaller stocks in 
proportion to the volume of busi- 
ness they are doing, and they are 
keeping their shelves full by plac- 
ing frequent orders for immediate 
delivery rather than by ordering 
their season’s requirements in ad- 
vance. 

Business prospects in the Fifth 
District, according to the October 


- 


report, insofar as they depend upon 
the outcome of the crops, do not 
appear as bright this year as they 
appeared a year ago. 


Bank Deposits Increase 


In spite of the relatively unfav- 
orable outlook in agriculture and 
the textile industry, however, many 
favorable signs are discernible. One 
of the leading causes for optimism 
at present is the large volume of 
construction work under way or 
being planned. 

Business failures in the Fifth 
District during September were 
fewer in number and less in liabil- 
ities than in any other month this 
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Tan Calf—In 3 Stock 








| 
No. B-373 Price $4.75 ys No. B375—Price $5.35 


T i i ; ' Patent Colt Three-Strap, with cut-ou' 
an Russia Calf Silk Elastic Gore No. B-378—Price $5.00 on center lower strap. 15/8 Spanish 


Imitation Tip, Cutouts on Front, Per- - : 
foration around Vamp and Quarter. Tan Calf Sailor Tie, Elastic Under Celluloid Heel. High-grade Hand Turn. 


10/8 Leather Heel, Wingfoot Rubber Tongue, 12/8 Covered Cuban Wood 
Top Lift, Welt. Heel, our New 291 Last, Wilson Sewed. SIZES AND WIDTHS 
No. B-372 ; Price $4.70 No. B-377—Price $5.00 AA 4-8 A3K-8 B2%-8 
Same in-All Patent Colt Same in Kaffor Kid. C2%-8 D 2-8 
No. B-376—Price $5.00 TERMS: Net 30 Days 
Same in Patent Colt. 


CLARK & NIER, Inc. 


Rochester, New York 





























* ) nf A STRIKING FEATURE 
A Masterpiece of Essex Service is the food—the way it is 
cooked—the way it is served. The “Combina- 
tion Breakfast” and “Blue Plate Special Din- 


in Pig skin ner” will linger in memory as something nice. 


Where to eat, as well as what to eat, has 
. ie at engaged the attention of the management. 
Every piece of Roser’s Pigskin is finer than The “Egyptian Room,” a restaurant for ae 


ordinary pigskin leather. offers comfort and quick service. The “English 
: Room” has booths, in true old English style. 


If it was not, you would not find the manu- Then there is the delightful “Dutch Kitchen.” 
facturers of the highest grade of men’s foot- The “Ladies’ Dining te a 
wear selecting it repeatedly. delightful. Really, 7 2 - Rigel “ 

The Heywood Boot & Shoe Company, stop, when in Boston. 


which made the shoe illustrated here, found 
Rees Fighin felling Gals Gen oo | |The Essex Hotel Co. 
quirements. J. J. McCarthy, Pres. T. A. McCarthy, Treas. 


HERMAN ROSER & SON, Inc. 


GLASTONBURY, CONN. 





Herbert L. Hill Co., Inc. 
99 Seuth St. 
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year, but as compared with last 
year there is an increase of 27.3 
per cent. Demand for credit at the 
Federal Reserve Bank of Richmond 
decreased slightly between Septem- 
ber 15th and October 15th. Calls for 
cash increased, however, as is usual 
at this season. Reports received this 
month from 14 mutual savings 
panks in Baltimore showed a gain 
in deposits of approximately half 
a million dollars during September. 


Suede Trimmed with Calf 


An attractive model at the Wm. 
Hahn & Co. store is a black suede, 
with black calf trimming at the tip, 
with center strip continuing to the 
top of shoe. This has a side gore, 
small lattice work cutout at sides, 
with a covered 12/8 Cuban box heel. 
The back stay, as well as heel, is 
trimmed in calf. These may be ob- 
tained in the patent trimming as 
well and sell at $13.50. 


Retail Buying Gains 

Retail trade in the Fifth District 
during September, as reflected by 
the dollar amount of sales in 29 de- 
partment stores was 9.8 per cent 
greater than in September, 1923. 
Cumulative sales from July 1 to 
September 30 were 3 per cent 
greater than total sales during the 
corresponding three months last 
year. 

Wholesale trade reports covering 


BOOT AND SHOE RECORDER 





The Best Sellers 


Managers of the better shoe 
stores report patents to be the 
leading materials, while sev- 
eral moderately-priced stores 
maintain that black velvet is 
their best seller. Black and 
brown suede and black satin, 
also light tan calf, are in- 
cluded among the best sellers. 
The best in style is the 
stripped or fancy opera pump. 
With some shops strapped 
pumps are very popular. 
Among the new shoes the cleo- 
tie pumps are making their 
appearance. 














September business were received 
from 109 firms. All of the six lines 
included in the returns showed 
gains in sales during September in 
comparison with August, and gro- 
ceries, hardware, furniture and 
drugs showed larger sales than in 
September, 1923, but declines with 
last year were reported for dry- 
goods and shoes. 


New Store Opens 


The Fayette Boot Shop opened 
November 8 with John J. Lewis as 
proprietor. The latter was manager 
of Hooper Bros. (Boston Shoe 
Store) for 25 years. This store will 
sell men’s $4 and $5 shoes. 





Tan Calf, Patents and 
Suedes Are the Leaders 


PHILADELPHIA — During the 
week ending November 8 factories 
reported a very noticeable drop in 
the number and size of orders. It 
came very suddenly and the only 
explanations given for it are the 
unseasonable weather and the gen- 
eral apathy of the trade from the 
consumer on down through the 
whole line. Tan calf sells as well 
as anything though patents and 
suedes are still fairly active. 

One manufacturer reports good 
business still on a tan calf sports 
model with a crepe sole. Shoe 
prices have not advanced but tan 
calf, patent leather, and sole leath- 
er are all selling on a higher 
plane and unless some drop comes 
along, manufacturers see no way 
out of the situation but to pass 
along the increase to their cus- 
tomers. 





Store Sending Out Folders 


Attractive folders are being sent 
out by Amsterdam’s Shoe Shop on 
Chestnut street, featuring various 
patterns and materials. Among 
those mentioned are a one-strap 
model in patent, velvet, suede, and 
satin and in all heels at $9; com- 
bination of patent and apricot kid 
also priced at $9, and a model in 
silver or gold brocade with kid toe 
straps to match, priced at $11. 


Registration Fee Includes 
Dues 

The Pennsylvania Shoe Retail- 
ers’ Association has announced 
that the registration fee of $5 for 
the convention which will be held 
in Atlantic City in February will 
entitle members to all of the fea- 
tures of the convention and will 
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also pay their dues in the associa- 
tion for 1925. 


Returns from Abroad 


John C. McKeon of Laird, Scho- 
ber and Company recently re- 
turned from an extensive trip 
abroad. 


Cheap Shoes Still Abundant 


Closing-out sales, clearance 
sales and auction sales, at which 
huge quantities of shoes are 
dumped on the market at prices 
from 50 cents and less a pair up, 
are keeping the town flooded with 
cheap footwear. Scarcely a day 
passes on which some auction 
house or department store does 
not unload at least several thous- 
and pairs at extremely low prices. 


Demand for Brown Noted 


The report of John F. McIlvaine 
Company is very unusual in that 
it finds a better demand for brown 
suede and brown velvets than for 
black in various materials. De- 
mand for glazed kid is only fair 
and is confined entirely to staples. 
There is a moderate call for tan 
calf. Prices show a tendency to 
become firmer though factories are 
in a number of instances hungry 
for business and might offer con- 
cessions, it is said. 


Tan Calf More Active 


Bell, Walt and Company, Inc., 
reports that there is some activity 
in tan calf, but that it expects 
this material to sell better a little 
farther on in the season. Patent 
leather sales are dropped off, 
though satins and velvets are still 
active. Young men are buying tan 
low shoes with only a minimum of 
perforations and stitching. The 
older men are buying high shoes. 
There is some slight call for black 
in men’s footwear. This firm, like- 
wise, is of the opinion that shoe 
manufacturers might make some 
concessions on orders for large 
quantities. 


Getting Spring Orders 

One prominent manufacturer of 
children’s shoes reports that he 
has finished work on his fall and 
winter lines and in a few weeks 
expects to be operating his plant 
within 20 per cent of its capacity 
turning out some of the large or- 
ders for spring footwear which he 
has already received. He is one of 
the few manufacturers that has 
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bought ahead on linings and heels, 
and on sole and upper leather. 
He reports that he is covered on 
all materials up to May 1. 


Gain in Sales of Shoes 


A slight increase in shoe sales 
is reported by one of the daily 
newspapers here which recently 
made a comprehensive survey of 
the trade. Business has been rather 
sluggish for most of the season, 
but the outlook is said to be 
bright. The report states that 
prices are unchanged and no fluctu- 
ations are expected for the re- 
mainder of the year. 

Men’s shoes are said to be mov- 
ing slowly as retail shoe mer- 
chants are not showing much in- 
terest in the offerings of jobbers 
and wholesalers because their cus- 
tomers are not interested in buy- 
ing shoes. 

Children’s shoes are now said to 
be selling considerably below the 
normal sales volume though a 
month ago trade in them was ac- 
tive. Black calfskin and high tan 
are the most popular numbers. 

Women’s lines are selling best 
in staple footwear, there being a 
noticeable absence of any strong 
demand for novelties. Manufactur- 
ers are confining their operations 
during dull periods to the making 
of staple patterns. Patent leather 
is a very active material, accord- 
ing to this report. 





Veroneau Opens New Store 


Woonsocket, R. I.—Joseph A. 
Veroneau, treasurer of the Rhode 
Island Shoe Retailers’ Association, 
is about to open a women’s shoe 
parlor in the new Kresge block, 128 
Main street. This is to be known 
as Veroneau’s Specialty Boot Shop. 
He will carry the Queen Quality 
women’s and children’s shoes. This 
shop is on the second floor. One 
room is furnished to represent a 
parlor, with mahogany furniture 
and carpet in brown and blue tones. 
There will be a little writing desk 
and a telephone for the benefit of 
customers. The stock will be kept 
in a rear room. 


Max M. Rich Is Dead 

Washington, D. C., Nov. 10— 
Max M. Rich, founder of B. Rich’s 
Sons, retail shoe house, at 1001 F 
street, N. W., died here recently. 
He commenced in the retail shoe 
game 80 years ago with his brother, 
Louis. A son, Herbert J. Rich, is 
continuing the shoe business. 








A. FREEDMAN & SONS, Inc. 
BROCKTON, MASS. 
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SNAPPY SHOES 
FOR YOUNG MEN 
Up to the minute — ames 
urpassed. Priced please. 


CRAIG-REED & EMERSON, Inc. 
Brockton, Mass. 


Boston Office, 139 Lincoln Street 














88-90 Reade St. New York 
AUCTION TRADE SALES 
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SHOES AND RUBBERS 
Every Wednesday and Friday 
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full sizes 3 toll in Stock 

M. GUSTIN CO. 
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Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Ine.) 
South Weymoutlf, Mass. 
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Colcord & Walker, Inc. 
TURN FOOTWEAR 


For Women 
New Plant 




















me, | Many dependable and 


profitable styles constant- 
ly In Stock. Send for latest price list. 








‘ INC. £3! 


‘TOLMAN PRINT 


= UNIVERSITY 
ECTRON 10 FOUR 





ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 Seuth Street Boston, Mass. 
Telephone, LiBerty 8673 














No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless you need the 
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Detroit 


(Continued from page 75) 
ords have not been attained. In 
one or two of the larger stores the 
October sales reached those of the 
same month a year ago, but in all 
others there was a decrease. 

Fine, mild weather during Oc- 
tober and early November has not 
aided business. The women’s de- 
partments are much more active 
than the men’s, but this is only to 
be expected during fine weather. 

Employment conditions are not 
of the best. Normal conditions in 
factory employment is a long way 
off. Reduced hours and forces and 
little or no movement of manu- 
factured products characterize the 
situation here. Building operations 
are favorable. In the building 
trades there is plenty of employ- 
ment. 

There is a noticeable demand 
for velvet pumps, both in brown 
and black. Few stores have stocks 
of these and there is no doubt 
that women are going from one 
store to another asking for velvets, 


Fineberg to Open Store 


A. Fineberg, who has been with 
the Regal Shoe Stores for the past 
fifteen years, and most recently as 
manager of the Detroit store, has 
ended his connections with this 
firm to open a shoe department 
for himself in Schroder Brothers 
Co. Department Store at Battle 
Creek, Mich. Charles Fineberg, 
assistant, is in charge of the De- 
troit store, pending definite ap- 
pointment of a manager there. 


Second McAn Store Opens 

A new chain of stores is invad- 
ing the Detroit district. The 216th 
Thom McAn store has been opened 
at 514 Woodward avenue with 
Marshall Spencer as manager. 
This is the second store in this 
district, one having already been 
opened in Hamtramak. This firm 
sells only men’s shoes at $4 a 
pair. 


Display Men’s Shoes for 
Outdoor Wear 


One of the outstanding displays 
of men’s shoes is seen at Fyfe’s. 
Heavy brogues and golf shoes are 
shown in this window. An Ameri- 
can and a British flag are crossed 
at the back. Pictures of the Prince 
of Wales, who made a visit to De- 
troit, were used to emphasize the 
imported feature of the footwear. 





J. R. BEATON COMPANY, Inc. 
331 FOURTH AVE., NEW YORK 














ELAM 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Besten Office 16 Columbia Street 











AShoe for love 
That Wears 


Marston & Tapley Co, 
DANVERS, MASS. 











‘Bonita Shoe * Baby 


TURNS end SOFT SOLES 


In Stock 


Send tr Cata! 


AH Mertin@ 


Mekerss ROCHESTER NY 
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lanvers. 
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In Stock—Soft Soles | 


{lzo new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 
“Nu”Baby Shoe Co. - - East Lynn, Mass. 

















BOOT AND SHOE RECORDER November 15, 192; 


Milwaukee 


(Contiued from page 77) 
come out of the political certainty 
brought about by the re-election of 
President Coolidge. The general 
average of business for the week 
was slightly ahead of the same _ , = - 
T. W. GODSO F. 7, B JONES, Trees. period last year, due probably to yO ial ng in Medium and+ 

W.G. DONALD, Vi the cooler weather and whatever IGH GRADE 

F. E. JONES ‘CO. influence election may have had. Ol SLIPPERS 


FANCY COLORS , 
No change of consequence in the dll roles made of Dometic and 


M AT K i D demand has been reported from ya: Brocadevand Metal Cloth. 








95 SOUTH STREET BOSTON, Mass.| any of the retail shoe merchants. $2.20 per pairandup 4 
Tan calf in street shoes is prob- west MGUSTIN © _ newyorn, | 
COATED GEM DUCK ably the leading item of footwear 


ADHESIVE BACKING CLOTH in 90 per cent of Milwaukee shoe 
Rubber and Leather stores, including the downtown 


district. 
An appreciable increase in men’s 
sales was reported by two or three 




















Write for Prices 
BEST-EVER SLIPPER CO., inc., BROOKLYN, N.Y. 








Convention at Green 


the World Bay August 11 and 12 Fo ot A. 
Black ch Glazed Kid At a recent meeting of the Catt <y co 
Wisconsin Shoe Retailers’ The Quality & 
SupPAss PASS LEATHER @ Association plans for the Pullman Slipper _~ 
1925 convention were fur- RED BLACK TAN 
thered. It is to be held at SWAN SHOE|CO. Baltimore, Md. 


wibTis Green Bay, Wis., August 11 


orin and 12. It has been decided “Se Sole ivvaas 
that there will be no shoe ex- t o 
GRADES hibits. The convention com- pe Bey kr 


. mittee is to be named soon. Copen Old Rose, 
Russell ManufacturingCo. Lavender, B. Biv 


Middletown, Conn. ‘Send for Price List 
NEW ENGLAND SLIPPER CO. 


win mais of the leading shoe merchants, M40 Grove —— 
Waterproot catering to this class of trade. In- PARISTYLE FOOTWEAR MFG. C0., INC. 
Leather That dications are that the grain leath- 44.45 weshingtes Ave. 
Takes and Be- ers in tan oxfords will continue in "™"™" SB. Meee tee AND Weedon 
tains favor most of the winter and mer- Made of Satin, Quilted Satin, Embossed 
chants are showing about 75 per | Ry Fa, 


CREESE & COOK CO. 
Tennories at Beaverepert 95 South St, Besten, Mass. | = ont tan oxfords in their windows. Ta-. 
Hosiery departments are selling 


large quantities-of chiffon hosiery FLEXIBLE McKAYS 
‘ . c 
Colored at this time and a real vogue for with the comfort of Turns 


Chrome chiffon appears to have set in. WOMEN’S COMFORT FOOTWEAR 
Gunmetal is the favored shade MEN’S ROMEOS, EVERETS and OPERAS 


Sides with the various other light ef- 
rs & Cobb, Inc., Boston, Mass. | fects also desirable. 

































































New Hanan Manager 


E. H. Gross has been appointed 
manager of the local store of 
Hanan & Son to take the position 
Sele bas left vacant by A. J. Matthews, who 
=Derachable T] BROADWAY, has been transferred to the New 

ee ee ee aS Orleans store of the company. Mr. 
Gross has been with the Hanan firm 
for many years and was formerly 
Where to Buy connected with the Chicago store. 

Wanted Styles eiicsiniiie 
gin crite Editorial Serrice te | Association Has Surplus 
asking. Write and tell us what A group of Milwaukee shoe deal- 
you would like to know. ers gathered at the Association of 
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BALLET SLIPPERS in Stock 
Pink Kid officially adopted 
vie baat a made. profesional {a toe and ballet aon 














BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N N. ¥. 








BALLET SLIPPERS IN ST CK ‘sie eng’ “uli 
women’s. 


FERGUSON BROS. Co. 





2121 Washingten St., Besten, Mass. 


QUALITY BALLETS —;%tx 


Hard Tee 
He — —*. 15 








Sumas on on 


Also Men’s and Women’s Slippers of every al 
METROPOLITAN SLIPPER CO. 


134 W. B’way, near Duane St. New York 





BALLET SLIPPERS — IN S STOCK 
(Made by Ballet Specialists 
fe Bi0l ‘on. Glazed 
Kid, Seft Tee 
6-1 1%-2 2%-8 
Sias ‘Side Situs 
SCHWARTZ 8 HERDER 


Mfrs. of High Grade Athlete Shoes 
Philadelphia, Pa. 


241 Ne. tith Street - - 




















Commerce directors’ room, Nov. 6, 
for the November meeting of the 
Milwaukee Shoe Retailers’ Associa- 
tion, and discussed methods of 
using the surplus in the association 
treasury. According to the report 
of J. A. Schumacher, treasurer, the 
local association now has a surplus 
amounting to approximately $7,000, 
a large portion of which is made 
up of Milwaukee’s share of the 
profits resulting from the very suc- 
cessful N. S. R. A. convention held 
here in 1920. Discussions at the 
November gathering indicated that 
the money will probably be devoted 
to some constructive or educational 
work, but decision on the question 
was postponed until the December 
meeting, which will be held the first 
Thursday of that month. 


Population Near 600,000 


Latest figures on Milwaukee’s 
population as indicated in figures 
on Greater Milwaukee, compiled 
by Wright’s Directory, show that 
the number of residents is fast ap- 
proaching the 600,000 mark. The 
exact population as determined by 
the directory is 558,630. Some of 
the other important statistics in 
the new volume of the directory 
soon to be issued are: Areas of 
city, twenty-nine and one-half 
square miles; banking capital, 
$14,150,000; rail freight tonnage, 
14,324,742; lake freight tonnage, 
7,890,220. y 


Plan New Factory 


Plans for the building of a two- 
story brick addition, 36 x 70, to 
the Teeple Shoe Co. plant at Wau- 
pun, Wis., have been announced 
by H. M. Larson, general manager 
of the company. Increasing busi- 
ness during the three years since 
the company moved to Waupun 
necessitate the building of another 
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MANHATTAN FINDING CO. 


107 Duane St., New York City 
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Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 











For All the Family 
“Cushions of Comfort 
For Tired Feet” DRCAMPEELES 
STYLE, FIT 
and QUALITY OE 
Send for Catalog 

















POWELL & CAMPBELL, 122-124 Duane St., NewYork 
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PRICE TICKETS 


No. 400 $3 per 00 140-142 WEST BROADWAY 
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A 
Single-Track 
Mind | 
and proud of it L 

















For over 25 years The Krohn-Fech- 
heimer Company has manufactured 
The Red Cross Shoe—following a 
policy that is as fixed as the north 
star. That policy is to confine the 
business of the company to manu- 
facturing. We operate no retail stores 
or departments—and we don't in- 
tend to. In this respect we exercise a 
single-track mind, and we are proud 
of it. For the exclusive Red Cross 
Shoe franchise really means some- 
thing to our merchants. It means the 
business they develop for their stores 
is their business in every sense of the 
word—that they are zealously pro- 
tected in the enjoyment of the mar- 
kets they create. 


The company has been content to 
produce a shoe of genuine quality, 
and to make this shoe nationally 
famous through this quality and per- 
sistent advertising in national maga- 
zines. But the only way it touches 
the retail field is to offer valuable 
sales helps to Red Cross Shoe mer- 
chants that assist in building up their 
own business. 


The result of this policy is shown by 
the rapidly growing list of represent- 
ative merchants handling The Red 
Cross Shoe throughout the country. 

If The Red Cross Shoe is not sold 
in your town, you will be interested 
in our proposition for an exclusive 
franchise. Writetoday for particulars. 


The Krohn-Fechheimer Company 


(Branch of The United States Shoe Company, Cincinnati, Ohio) 


Pacific Coast Representative: Saul Berner, 418 Pacific Building, San Francisco, Cal. 


eal( Oss 





When writing to Tux Kroun-Fecunemmer Company please mention Boot and Shoe Recorder 
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N.S. T. A. Joins in Style Conference 


Arguments on Pullman Surcharge to Be Heard November 17—Strong Evidence Submitted 
by Travelers—Speedy Elimination of Tax Anticipated 


HE National Shoe Travelers’ 
Association was well repre- 
. sented at the Joint Style 
Conference which was held at the 
Hotel Astor, New York, this week; 
P. J. Watson, who travels . for 
Lounsbury, Mathewson & Co., 
presented the report on women’s 
shoe styles, in the absence of 
Frank B. King, chairman of the 
Style Committee, who found it im- 
possible to attend from the fact 
that he was in his territory at a 
point far distant from the big 
metropolis. George Dyer, who 
travels for the Dalton Co., pre- 
sented the men’s style report; the 
National Secretary, T. A. Delany, 
gave a resume of national shoe 
style conditions, covering the gen- 
eral field. 


“Tex” Erwin Makes Big 
Gains 


Ross E. Erwin, better known as 
“Tex,” who represents the Johan- 
sen Bros. Shoe Company of St. 
Louis, in New York State, reports 
a constantly-growing business on 
Feeture Arch and Calender Style 
shoes. In a recent issue of “The 
Dotted Line” a sales bulletin pub- 
lished by the Johansen Bros. Shoe 
Company, “Tex” advanced from 
fifteenth position to fifth in month- 
ly sales on Feeture Arch shoes. 


Daniels on Southern Trip 


E. N. Daniels, of the sale staff 
of Murphy, Gorman & Water- 
house, Lynn, has started on a tour 
of the south, to go as far as Flor- 
ida. He has with him samples of 


pretty shoes for the winter resort 
trade. 


Herring Is P. Sullivan Co.’s 
Vice-President 

The many friends of Clay M. 
Herring, the eastern representa- 
tive of The P. Sullivan Company, 
will be pleased to learn that he 
has been elected a director and 
honored with the office of vice- 
president of the company. By 
close application to his work, Mr. 
Herring has attained marked suc- 
cess with this company and de- 
servedly merits the honors be- 
stowed upon him. 


CLAY M. HERRING 
Elected Vice-President and 
Director of The P. Sullivan 
Company, formerly Eastern 

represe,.tative. 


Charles E. Becker Succeeds 
Rehkugel 


Charles E. Becker has succeeded 
the late W. R. Rehkugel on the 
Pacific Coast, for Thompson Bros. 
Shoe Co. with territory from Den- 
ver, West. Mr. Becker has for the 
past several seasons traveled the 
Coast and the South for Thomp- 
son Bros., and had also traveled 
the same territory with the late 
Mr. Rehkugel, consequently, he is 
well known and liked in that sec- 
tion of the country. Mr. Becker 
will make his home in Los Angeles . 
and will doubtless establish his 
business headquarters in that city. 


“Jack” Ryan With New 
Lines 

“Jack” Ryan (just plain “Jack,” 
he says—“No one would know me, 
if you write John,”) has recently 
become affiliated with Chesley & 
Rugg of Haverhill, Mass., and with 
the J. F. Corcoran Co., of Brock- 
ton, Mass. He will represent the 
women’s line of the former and 
the men’s line of the latter house, 
on the Pacific Coast—everything 
from Denver West, with headquar- 
ters at the Pacific Building, San 
Francisco. 

“Jack” is “some” globe trotter, 
for he has traveled the Far East, 
Honolulu, Japan, China, the 
Straits Settlement, Java, Ceylon, 
India, Egypt, South Africa, with 
trips lasting ten months or more. 
Among his earlier connections was 
the Brown Shoe Co., for which 
house he traveled for 15 years; he 
then traveled for Edwin Clapp & 
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(Visibie) Fast Color Eyelets Color Eyelets have genuine 


can be identified by the two celluloid tops that never lose 
tiny raised diamonds on their their color and that actually 


celluloid surface. outwear the shoe. 
S 


Fair Colleen! 


Colleen Moore, First National star, is an actress of great feeling and fine dis- 
crimination. She displays her evident good taste in her every action, every 
mannerism, every article of clothing that she wears. On and off the screen 
she is always correctly costumed for the occasion. 


When lace shoes are the correct footwear for the completion of her costume 
Miss Moore wears shoes that are finished with visible eyelets because visible 
eyelets are fashionable, decorative and practical. They are one of those niceties 
of footwear construction that are always evident on the shoe of quality, fashion 
and good taste. Without visible eyelets to adorn and protect it no lace shoe 
can be absolutely stylish, correct and finished in appearance. 


Always insist on Goodyear Welt shoes with Diamond Brand (Visible) Fast 
Color Eyelets. 


The genuine Diamond Brand 1 Diamond Brand (Visible) Fast 
4 
‘@, 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 
DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


We 
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“JACK” RYAN 
Representing Chesley @& Rugg 
and J. F. Corcoran Co. 





Son, Inc., F. M. Hoyt Shoe Co., 
Curtis & Jones Co., and Charles 
K. Fox. 


“Snappy Stuff Sells’’ 


“It will seem good to have 
my territory confined to ‘God’s 
country’—the United States, said 
‘Jack’—and between trips I can 
spend a little time on my fruit 
farm—just outside of San Fran- 
cisco. 

“I am much enthused over my 
new lines—The women’s Chesley 
& Rugg shoes aré artistic in their 
straps and pumps. For instance, 
there is a new stage last, with its 
short vamp and high heel; there 
are dainty beaded effects. In the 
J. F. Corcoran Shoe Co.’s men’s 
line there are many light tans, 
with square toes, and all of the 
new and snappy effects. November 
10 will see me busily at work on 
my new lines on the Pacific Coast. 


Baker Partner in Cardone 
& Baker, Inc. 


James T. Baker has recently be- 
come affiliated with the Frank 
Cardone Shoe Co., Inc., of Brook- 
lyn, N. Y., makers of women’s 
bench-made shoes. He is in charge 
of sales. The style of firm is Car- 
done & Baker, Inc. For many 
years, Mr. Baker was connected 
with Wichert, Inc., and more re- 
cently with Thomas G. Plant & Co. 
He has an extensive acquaintance 
among the best stores of the coun- 
try. He states: “I am pleased to 


JAMES T. BAKER 


Now partner in Cardone & 
Baker, Inc. 





announce that the product of the 
Cardone & Baker, Inc., will be 
of a very high grade.” 


“Jack” Clark Enthusiastic 


“Jack” Clark, who represents 
the Sherwood Shoe Company, in 
Iowa, Nebraska and North and 
South Dakota, visited the factory 
last week to discuss styles, lasts 
and patterns with Gus Schaub. 

Mr. Clark is enthusiastic about 
the prospects for business in his 
territory, notwithstanding the fact 
that corn is about a half crop. Ne- 
braska, North and South Dakota, 
according to Mr. Clark, are in bet- 
ter condition than they have been 
for several seasons past. Retail 
shoe stocks are low on pattern 
shoes with pumps selling in vol- 
ume throughout the territory. 

Mr. Clark is optimistic regard- 
ing two-tone effects and feels that 
they will meet with the approval 
of both the merchants and con- 
sumers. Tans are very good now 
and will undoubtedly continue in 
popularity. 

Mr. Clark left the factory Sun- 
day, November 9, with a new line 
of samples for January and Feb- 
ruary delivery. 


Creager with A. E. Wessel 


J. E. Creager of Philadelphia, 
represents A. E. Wessel Sons of 
Camden, N. J., in Eastern Pennsyl- 
vania and Philadelphia. 
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(Photo by Waid) 


J. M. P. KINGMAN 
With Lind Shoe @& Slipper Co. 


Kingman with Lind Shoe & 
Slipper Co. 

J. M. P. Kingman is now travel- 
ing his old territory—New Eng- 
land, New York State, including 
New York City; Pennsylvania, 
Maryland, New Jersey and Dela- 
ware for the Lind Shoe & Slip- 
per Co. His “old side partner,” 
George B. Champlin, has recently 
joined the Lind Shoe & Slipper 
Co.’s sales force. These men for- 
merly worked together and have 
now reunited their forces for the 
Lind line. Together they are now 
pushing hard the “Linsure” line of 
soft soles and felt slippers to the 
volume buyer. “We have many nov- 
elties of interest,” say Messrs. 
Kingman and Champlin, “for the 
whole family.” 


George Gregory on Eastern 
Trip 

George Gregory, of the Cahill 
Shoe Co., Cincinnati, is calling on 
the trade in the East. Mr. Greg- 
ory has added a number of new 
pumps and straps on the French 
last and has taken many orders on 
these numbers. Mr. Gregory feels 
now that the country at large has 
put politics behind it for another 
four years, the shoe trade will en- 
joy an era of prosperity. 


Burdett on Southern Trip 


Edgar U. Burdett of the Burdett 
Shoe Co., left Lynn recently for 
Louisville, with a new line of sam- 
ples. He will spend the next six 
weeks traveling through the South. 
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| The Ideal Gift on Baby's First Birthday | 
{ You merchants who do not now carry Soft Soles and First Steps will be interested to know that 
{ our output to shoe stores is increasing. 
Until you stock Soft Soles you'll not know that for “pairs per person” a Baby stands first on } 
the list. Often a Baby receives twenty pairs on its Birthday. 
{ 
| 
| 
eB 
i ee 
No. aTh Soft Sole Pe, ~ Boot. 
White as _ Kid; , a 
No. 461—First Step Flexible Tackless Tem, end Geay Viel; Pins M White, Tan and Smoked Elk, Right ani 
Stitchdown Blucher Boot. White, Tan, left Last. Per d $13.50 
ae om Shoes illustrated and d of othe 
No. 968—As hove injPatent wor styles carried in Stock. Send for caus. 
Bae 
yD 
Ideal Baby \ (yd) } Shoe Company 
Mrs. A.L. Day, President ges Danvers, Mass. 
' , 320 FIFTH AVE., = BOSTON OFFICE: 12 WEST ST., Room 616. 
NEW YORK OFFICES: 397 rouRTH AVE. Trade Mark Reg. Phone Beach 8060 = 
es es Fr ~r —— iad i ~<r ~— soe 
+ A 





J ; 
|] GROSVENOR f 
Footwear Products . 
Mr. A. L. KENNEY é 


and 


Mr. CHRIS. S. BRIEL 


are now on their territory with 
Samples for 1925 


Be sure you see our line before 
placing your orders. 


FELTS, LEATHERS AND SATINS 


C. A. Grosvenor Shoe Co. 





Notice of Error in Prices 
Boot and Shoe Recorder Issue of 


November Ist 
No. 8475 quoted at $12.00 per dozen pair 


should have been 
$6.00 Per Dozen Pair 


No. 8467 quoted at $6.00 per dozen pair 
should have been 
$3.00 Per Dozen Pair 


For your needs in shoe ornaments, or 
bows, get in touch with 


« 





ABE MANHEIMER & CO. 


WORCESTER p 6 2 OXFORD 14th and Locust Sts. St. Louis 
MASSACHUSETTS “While others talk Quality, 
We guarantee it.” New 
= - Chic 











gS Fr i a i ar areas 


i, 


When writing to the above advertisers please mention Boot and Shoe Recorder 





light weight 
—that’s 
NACO CALF 























A. C. LAWRENCE LEATHER COMPANY 
210 South Street, Boston 


New York Philadelphia 
Chicago . | Rochester 








When writing to A. C. Lawrence Leatuer Co. please mention Boot and Shoe Recorder 
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You make more than the direct profit 
from the sale of shoe trees. You make 
satisfied customers. 





Miller Shoe Trees keep the shoes in shape 
and lengthen their life of usefulness. 





Miller Shoe Trees are life savers in the shoes 
of those whose feet perspire. 


You know their many good qualities. 


| 


Mention them to your customers. 


AARC 


Te RIED Se =e 


THE “PACK FLAT” TREE 


(Ventilated) 
This tree, as its name implies, can be packed flat 
making it convenient and desirable, especially for 
travelers. The adjustment is simple and serviceable. 
Our catalogue gives complete description of all 
Miller Trees. May we send you a copy? 


i 


~ 


es 


j ht oi 
y = 
SHOE TREE DIVISION } | 


O.A.MILLER TREEING MCH CO. | 


BROCKTON, MASS. 


When writing to O. A. Mitten Taxzino Macuine Company please mention Boot and Shoe Recorder 
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BEER EAE RE SINE NA LENSE NINES 


sep 


i. -_. 
Good Looking. 


HEN a woman likes the looks of a 

shoe for her child she is half sold! And 

ate if you can show her, also, that the shoe fits 

vec Die. Stock. comfortably and will give a full measure of 
wear, she will look no further. 


0 CROBA> 


DOUBLE WELT 


SHOES 


are made in Nature lasts that keep growing 
feet as Nature made them. No cramping of 
toes. 


4 A . SS NS 


Mi 


No. 1350 


VO 


No. 1375 

iby Sole, In Stock Longer wear. The Acrobat ‘Double 
Welt” process is rip-proof and practically 
water-tight. It gives Acrobats many other 
superior features that mean extra profit for 


you. 


8 wns 


We are advertising these Acrobat features 
to millions of women. Connect this national 
advertising with your store by featuring 
Acrobats and using our attractive display 
material. Get the de- 
tails of our agency 

No. 1300 proposition. Ask also 
InSeck eC D. for our new fall catalog. 
Write today. 


Shaft - Pierce 
Shoe Co. 


239 Third Street 
Faribault <- Minn. 


Specialists in Children’s Good Shoes Since 1892 


MR MEM IR FON EA IAN EGE 


“When writing to Suart-Prerce Sor Co. please mention Boot and Shoe Recorder 
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| REY-SAM-WIDE SHOE | 


TRADE MARK 











SHOES MADE TO WEAR 
IN STOCK - 
- 100—Gun Metal Calf Bals, Single Sole, Hicks Last 7W ..$3.59 Stock No. 205 Black Vici Bals, Double Sole, Hicks Last 7W. .....$3 


. 105—Gun Metal Calf Bals, Double Sole, Hicks Last 7W.. 3.75 Stock No. 210—Black Vici Bals, Single Sole, Duke Last 7W. .... 
. 110—Gun Metal Calf Bals, Single Sole, Duke Last 7W... 3.50 Stock No. 215—Black Vici Bals, Double Sole, Duke Last 7W...... 3 


jo. 115—Gun Metal Calf Bals, Double Sole, Duke Last 7W.. 3.75 
. 200—Black Vici Bals, Single Sole, Hicks Last 7W 3.50 


Stock No. 300—Blk. Vici Plain Toe Bals, Single Sole, BunionLast 7W, 3. 
Stock No. 310—Blk. Vici Cap Toe Bals, Single Sole, Bunion Last 7W 3. 


SPECIAL FOR POLICEMEN, FIREMEN AND POSTMEN 
With Barbour Stormwelt 


Stock No. 400—Gun Metal Calf Bluchers, Double Sole, Munson Last 5W. 
Steck No. 405—Gun Metal Calf Bluchers, Double Sole, Cub Last 5W 


Terms—2 Per Cent 10 or Net 30, F.0.B. Brockton 


Every retailer has more or less call for medium price, wide, 
dress shoes. Because of increased demand we now carry these 
twelve numbers IN STOCK, on five different lasts. The 
Hicks is a medium wide toe. The Duke a medium narrow toe. 
The Bunion a full wide toe. The Munson and Cub are 
standard army measurements. Once you start on these shoes 
we know your customers will come back for a second pair. 


agents. The expense of this item is put into the shoes. We 
respectfully ask that you give us the privilege of sending you 
a pair of each, or any part of the twelve styles, for your 
inspection. If they do not prove as we state, return them by 
express, we standing charges both ways. Seeing the shoes is 
proof of our statements. After examination our terms and 
prices are as above, F.O.B. Brockton. These shoes are all 
Brockton Made, and 100 per cent leather. Colored shoes and 


We warrant every shoe. These shoes will not be sold by narrow widths made on order only, for four weeks delivery. 
Distributed Direct to the Retailer By 


Luke W. Reynolds Co. ‘f'Mens'sHoss 127 “Street” Brockton, Mass. 














APPROVED BY 
MEDICAL MEN 


Asa —_ support for the ankles o/ 
growing dren 

tated shoe, the 

Developer is a 


WANTED 
By California Shoe Factory 


~Sales Executive 


Well-known southern California shoe factory produc- 
ing misses,’ children’s and growing girls’ shoes seeks yentnations children's shoe 
executive who desires to invest and assume manage- PATENTED —— —— 
ment and sales direction. Trade already established. 4 e Brockton 213: 
Fine brick, steel and concrete buildings with most for immediate action 
modern equipment capable of producing 2000 pairs per 
day. Expansion requires additional capital. Address BURKLEY 
owner’s confidential agent: SHOE CoO. 
115@ No. Matin Stree 


LESTER B. HOPPER 
Brockton, Mass |. 


516 Transportation Bldg., Los Angeles, California 
TT | 


WHERE THEJBUYER 
SEEKS THE SELLER 


In the CLASSIFIED ADVERTISING SEC- 
TION of the Boot and Shoe Recorder. 


The “want ad” does not attempt to create 
desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out the want ad. It is a 
case of the buyer seeking the seller. 


Boot and Shoe Recorder Classified Advertising 
can do for you what it is doing for others. Keep 
it in miad—and in action. « 


if 
| 





— 








Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 


Strictly Fine Full-grain Calf Leather 














HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. &. A. 


When writing to the above advertisers please mention Boot and Shoe Recordet 
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BALLET SLIPPERS 
— In Stock — 


No. B102—Black Glazed 
Kid Soft Toe Ballet 


Child’s Misses’ Women’s 
6-11 11%-2 2%-8 
$1.30 $1.35 $1.45 


No. B106—Black Glazed Kid 
Professional Hard Toe 
Child's Misses’ Women’s 
6-11 1144-2 214-8 

$2.60 $2.65 $2.70 


Pink to Order 


Vv 


Schwartz & Herder, Inc. 


Manufacturers of Ballet and 
Athletic Footwear Exclusively 


241 No. Eleventh Street 





The Man We 
Want 











UST have shown 

that he can earn 
real money for himself 
and for his_ house. 
He must know how to 
merchandise and sell 
a nationally advertised 
line of shoes. For such 
a man we have an 
opening on our sales 
force which will prove 
highly attractive to 
him. 








PHILADELPHIA, PA. 


THE KROHN-FECHHEIMER 
COMPANY 


Makers of the Red Cross Shoe 
CINCINNATI, OHIO 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


P'Wisttnam amon Mean at conte pes word for each insertion 

a eee. For other “Want” 

en cents per for each insertion. Mini- 

pe mount eee ted "$1.25. Ade Pdr thi | — to 

$4.00 $3.50 $3.00 $2.50 p Fd aie to — is owe of ‘this office, twelve words must be 

8.00 7.00 6.00 5.00 Ss . When ~y desire 
12.00 10.50 9.00 7.50 replies aw A cad aad Gor Gensel €: 

16.00 14.00 12.00 10.00 aa” ee 


Payment in advance is required, except when regular advertisers, as amounts are too small! to open accounts 


Recorder rates for space less than one-eighth page per 


7 times 13 times 26 times 52 times 

















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


ICHIGAN exclusive of Detroit, also Cleve- 

land and Northern Ohio section ; 100 sam- 
ples. In-Stock men’s and boys’ all solid dress 
shoes, also men’s and women’s comfort shoes, 
including the H. K. Gardiner turn line. Strictly 
6% commission basis. Brandau Shoe Co., 250 
W. Jefferson Ave., Detroit, Mich. 








Illinois—Arkansas—lIowa 


We want experienced salesmen to cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 
Write for particulars, giving references. 

NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 














A BROOKLYN factory making h'gh-grade 
novelty turns wishes to connect with a 
thoroughly experienced shoe salesman to rep- 
resent our line in the South and around the 
Coast as a side or direct line on a strict com- 

















mission basis of 7 per cent. He must have an 
establ’shed trade and A-1 references. Septum 
Shoe Company, 33 Marcy Ave., Brooklyn, N. Y. 





‘| HE following states available on popular 
priced line Stitchdowns; also quality line 
flex welts made in modern upstate New York 
factory; New Jersey, Southern Pennsylvania, 
Maryland, Delaware, Ohio, Illinois, Indiana, 
lowa. Excellent opportunity for right men. 
Prefer lines to be handled in conjunction with 
some other good non-conflicting line. State 
aze, give references and how |»ng on territory. 
Address B-127, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


AN OPPORTUNITY—Salesman wanted for 
Western Pennsylvania to carry in conjunc- 
tion with good women’s novelty line, in stock 
proposition of men’s welts to retail at four, 
five and six dollars. Only those thoroughly ac- 
quainted with better trade need reply. Answer, 
giving full details. Address P-28, care Boot 
and Shoe Recorder, 524 Perry Bu.lding, Ph l:- 
delphia, Pa. 


XPERIENCED salesmen to sell as a side 

line or otherwise, factory line of ladies’ 
One-straps, Boudoirs and Comfort Oxfords, 
Men’s Turn Operas, Everetts and Romeos, to 
case lot buyers only. Salesmen that travel their 
territories closely preferred. Commission basis 
only. The following territory is open: Missis- 
sippi, Louisiana, Arkansas, Oklahoma, Texas, 
New Mexico, Arizona, California, Montana, 
Colorado, North Dakota, South Dakota, Kan- 
sas, New Jersey, Virginia, Missouri, Iowa, 
Illinois, Wisconsin, Minnesota, Indiana and 
New York. Give reference in first letter. Na- 
tional Shoe Mfg. Co., 22nd and Lehigh Ave., 
Philadelphia, Pa. 











NORTHERN OHIO, Indiana and other mid- 
dle western states, twelve men’s all solid 
dress Welts, to retail at $5.00 and $6.00. 
Strictly 6° commission basis. Brandau Shoe 
Co., 250 W. Jefferson Ave., Detroit, Mich. 





WAL sESMAN WANTED for Georgia and 

Florida to carry manufacturer's line of in- 
fants’ to misses’ medium and fine turns; best 
numbers carried in stock. References required 
with first letter. Rohrer & Co., Orwigsburg, 
Pa. 


GALESMEN in Pennsylvania, Ohio and 

Michigan to carry as side line on commis- 
son basis twelve numbers of women’s welts. 
Line consists of regular and stout ankle nov- 





elties and oxfords in stock. Give reference and . 


line now carrying. Address B-126, care Boot 
and Shoe Recorder, 207 South Street, Boston, 
Mass. 


\IDE-LINE SALESMAN-—Ohio and vicinity 
states, line of growing girls’, misses’ and 
children’s welts and McKays, also women's 
oxfords, by progressive New York concern. 
Address B-129, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


GALESMEN WANTED for the following ter- 
ritory: Indiana, Illinois, Arkansas, Louisi- 
ana, Wisconsin, and all territory west of 
Nebraska and Kansas to sell our line of grow- 
ing girls’, misses’, children’s and infants’ 
shoes in McKay sewed, tackless McKay, Good- 
year turns, Stitchdowns and Puritan welts on 
Commission. Should be sold with other non- 
conflicting lines. Only men with a gy 
and established trade will be useu’. & 
dress, with reference, H. S. Albright & ot 
Inc., Orwigsburg, Pa. 











(3) Texas. 
(4) Ohio. 





Opportunity for Real Salesmen 


The snappy line of light, airy Holters’ McKays—strictly pattern 
shoes to retail from six dollars to eight dollars and fifty cents, 
needs additional representation in the following territories: 


(1) Kentucky, Tennessee and Alabama. 
(2) Nebraska, Colorado, Wyoming and Utah. 


Wire or write your qualification to the Holters Company, Sixth 
and Sycamore Sts., Cincinnati, Ohio. 








GALESMEN to carry twelve samples for im. 
porter specializing in gents’ golf brogues, 
gents’ walking shoes and boys’ school shoes, 
Line is of highest qual’ty, built on latest 
American lasts by Scottish manufacturer who 
knows how. High-grade experienced men hay. 
ing well established connections with first 
class trade only. Could be handled nicely in 
conjunction with ladies’ or other non-conflict. 
ing line. Commission basis, no drawing ac. 
count. Give full information regarding terri- 
tory covered, line you now carry, commission 
expected and references. Address B-128, car 
Boot and Shoe Recorder, Leather Trades Bldg 
St. Louis Mo. 


W ANTED—Experienced salesmen, on strict- 
ly 7% commission basis to show our line 
of some thirty samples of high-grade arch sup- 
port and EEE shoes to retail at $5.00 and 
$6.00. Some novelty shoes. Stock proposition. 
References required. Westcott Whitmore Co. 
—. W. Water St., Syracuse, N. Y. 


"4 fastest growing Stitchdown manufac. 
—#. of Children’s Shoes in America de 
sires the services of producing salesmen with 
a strong following to carry medium grade 
of staples and novelties in: Arkansas; New 
Mexico and Arizona; Northern Illinois, in- 
cluding Chicago; Kansas; Nebraska; lowa; 
California. No objection to side-line men pro- 
ined. The Pride Shoe 

1627 Locust Street, St. Louis, 











Nationally advertised line of high-grade 
work and out-door sport shoes made in 
Wisconsin will have some exceptionally 
‘good territories open January Ist. 
Would like to get in touch with men 
with proven sales ability who feel they 
can put the line over in a big way on 
a strictly 7% commission basis. Ad- 
dress B-69, care Boot and Shoe Re- 
corder, 207 Seuth Street, Boston, Mass. 








Salesmen wanted for established line of 
high-grade Boys’ Welts. 


Northern Wisconsin Oklahoma 

Northern Michigan Missouri 

Minnesota Arkansas 

Iowa Southern Texas 

Kentucky Tennessee 
and other desirable territories. Can be 
handled with established non-conflicting 
line. Straight liberal commission basis. 
Only experienced salesmen with estab- 
lished following desired. 

NEENAH SHOE COMPANY 
Neenah Wisconsin 
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SALESMEN WANTED 


MANAGER WANTED 


TO SUBLET 





WANTED EXPERIENCED SALESMEN. 
Side line children’s turns. Georgia, South 
Carolina, Gulf States, Michigan, Indiana, Illi- 
nois, Pennsylvania. Straight 7% commission. 
In stock proposition. Give qualifications and 
references first letter, stating what line you 
handle. Schuylkill Shoe Co., formerly F. C. 
Gerber, Orwigsburg, Pa. 








—_ 
—— 


We are lining up our sales force 
for the coming season, starting 
January 2nd. Will have a few 
choice territories open for the right 
men. Our line of medium-priced 
men’s dress welts can be carried in 
a couple of grips. Better selling 
styles carried on floor. Liberal 
commissions. Steady Positions. 
Write or wire immediately B-113, 
care Boot and Shoe Recorder, 207 
Seath Street, Boston, Mass. 














POSITION WANTED 


STORE MANAGER open for position. Thor- 
oughly capable buyer and hard-working 
retail store manager is open for position. Is 
married man, 39 years of age, having had 23 
years experience and knows the retail shoe 
business from every angle. Best of references 
furnished as to character and ability. Address 
B-130, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 








oe BUYER and manager, 18 years expe- 
rience, is capable of taking charge of any 
retail shoe store in all its branches. Will fur- 
nish the highest references; 34 years of 
age; married. Address K-721, care Boot and 
Shoe Recorder, 127 Duane St., New York City. 





GHOE BUYER and manager is open for po- 
sition. Man of wide experience, progressive 
methods of merchandising, and above all a 
producer. What have you to offer? Address 
K-719, care Boot and Shoe Recorder, 127 
Duane St., New York. 


OSITION WANTED—Retail shoe man of 
long practical experience; for the past five 
years has been buyer and manager of shoe 
store doing $100,000 business; can furnish 
A-1 references. Address B-131, care Boot and 
_ Recorder, 189 W. Madison St., Chicago, 


A YOUNG, clean-cut gentleman, twenty-six 
‘. years of age, now employed, ires to 
make a connection with a reputable retail 
ladies’ shoe house, in capacity of salesman ; 
preferably New York City or vicinity. Address 
B-132, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 











/ANTED—Position as manager of shoe 

store in New York state, 12 years experi- 
ence; can sell all grades. Address B-137, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





ENERGETIC “GO-GETTER” has covered 
Maine, New Hampshire and Vermont for 
past six years in own car; sells men’s and 
women’s line, country and cities. Has a 
wide acquaintanceship with best credit ac- 
counts. Will work on commission or sal- 
ary. Address B-133, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 














SALES MANAGER 
WANTED 


Well-known firm manufacturing a pop- 
ular and much-in-demand line of 
cushion insoles is desirous of securing 
the services of a first class sales mana- 
ger to undertake the merchandising of . 
its product to the retail shoe trade. A 
great opportunity for the right man. If 
interested send references, experience 
and further particulars to Box B-139, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 








To SUBLET in 
RICE BUILDING 


BOSTON 
from December first, approximately 700 
feet, at material concession on present 
rent. Lease to March, 1926. Address 
B-140, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 














FOR SALE 





GHOE STORE—New Jersey; good income, 
low rent; absolute sacrifice. Inquire Golden- 
berg, 305 Broadway, New York City, N. Y 








BUSINESS OPPORTUNITY 


GAMPLE shoe display cabinet for sale at 
sacrifice. Write 2 Reade St., New York, 
or phone Worth 9040. 





TTENTION, RETAIL CLERKS—If you 

have a small amount of capital and desire 
to enter a dignified and profitable business 
without any competition write me. We make 
custom lasts and furnish a device for taking 
casts of feet. Our advertising dept. will co- 
operate with you to get you started. This is a 
straightforward, above board business proposi- 
tion made by a reliable concern. If you are 
the man, our salesmanager will arrange to see 
you. R. E. Hine, 802 M. & M. Bank, Mil- 
waukee, Wis. 





LINE WANTED 


ATTENTION OF MANUFACTURERS ONLY 
—Salesman with a large following through 
state of Ohio, with over a hundred and fifty 
accounts, would like to connect with reliable 
manufacturer popular price ladies’ novelty 
line (has been in shoe game past twelve years, 
with retail selling, manager, buyer and road 
selling experience); also consider other terri- 
tory outside of Ohio. Available immediately. 
Address B-134, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


LE WANTED for wholesale trade. I have 
had many years’ experience in successfully 
selling the wholesale, chain store and volume 
buying trade; have covered thoroughy East 
and Middle West territory. Know the leading 
buyers and have their confidence. Prefer 
snappy line of women’s or children’s shoes. 
Best ef references furnished and required. For 
particulars address B-135, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








ROLLING LADDERS 


35 9-foot Shoe Ladders suitable for 
stores, storerooms, etc. All in good con- 
dition and a real bargain. Will be sold 
as one lot or separate to suit purchaser. 
Address M. Samuels & Co., Inc., 719 
W. Lombard St, Baltimore, Md. 








FOR SALE 


Family shoe store doing $30,000 yearly 
business. Population 40,000, sixty miles 


from New York; corner store, main busi- 
ness section. Have approximately $7,000 
in stock and fixtures. Must sell quickly, 
silk business. Address 
hoe Recorder, 127 


owner entering 
K-718, care Boot and 
Duane St., New York. 








Retail shoe business conducted profitably 
over 50 years. Located in center business 
district in live and growing community 
near Syracuse, New York. Owner retiring 
account of ill health. This is an exceptional 
opportunity. Address K-708, care Boot and 
Shoe Recorder, 127 Duane St., New York. 




















ANTED—A line of misses’ and children’s 
or a short line of women’s in-stock nov- 
elties for state of New York. Have covered 
state for nine years. Address B-138, Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 





TO LEASE 


TO LEASE 


Space for a shoe department handling 
women’s shoes only, in the leading specialty 
store of a capitol city of the South. Estab- 
lished twenty-five years. Population about 
150,000. Splendid opportunity. Address 
B-136, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 




















FOR RENT 





LINE WANTED 


I WANT to connect with a progressive and 

aggressive manufacturer of men’s shoes, 

desirous of getting some of the volume busi- 

ness in Greater New York, etc. Have been ten 

house but want to 

change. Address K-722, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





MISCELLANEOUS 


(CLICKER ) 
DIES 


% inch at 12 cents per 
running inch. 
14 inch at 17 cents per 
running inch. 

Minimum 15 inches 


PROMPT QUALITY 
DELIVERY GUARANTEED 


FOLEY & HALLQUIST 
1313 North 7th St. 


= ST. LOUIS 

















FOR RENT 


RICHMOND, VIRGINIA 

100% location for shoes 
A department or cate: floor in one of 
the handsomest retail stores in the heart of 
the best retail ceoping, center. Very > 
tractive proposition financially respo 
sible shoe concern. “aarti E. Gerwune, 
Broad at 7th. 








Corp., St. Louis, 
Kiskwood, Mo. 


























New Shoe Stores 


A. Fineberg, Battle Creek, Mich., 
will open shoe department in 
Schroder Bros. Department Store. 

Thom McAn, 514 Woodward ave- 
nue, Detroit, Mich. 

The Federal Army Stores, shoes, 
etc., 700 Block Second street, Fort 
Madison, Iowa. 

Charles Gleckman, 329 Somer- 
ville avenue, Somerville, Mass. 

Philip’s Shoe Shop, Lakewood, 
N. J. 

Fayette Boot Shop, Baltimore, 
Md., men’s $4 and $5 shoes. 

Edward Feis, 1250 Milwaukee 
avenue, Chicago, Ill., women’s nov- 
elty shoes. 

David Weiss, 1465 Ashland ave- 
nue, Evanston, IIl., general line. 

Peck-Vinney Co., clothiers, Syra- 
cuse, N. Y., adds shoe department. 

Adler Shoe Co., 730 Broadway, 
Brooklyn, N. Y. 

Michael J. Legott, Castle street, 
Geneva, N. Y. Will open about 
Dec. 1. 

Father & Sons Stores Co., Chi- 
cago, Ill. To open 11 new stores; 
three in Loop district and others on 
north and south side of city. 





Massachusetts Merchants 
Meet November 19 


Boston, Mass., Nov. 12—The 
Massachusetts Retail Shoe Mer- 
chants’ Association will hold its 
next meeting Wednesday, Novem- 
ber 19 at the Boston City Club. 
Dinner will be served at 6:30 and 
it will be followed by a business 
session, musical program and an 
interesting address. The commit- 
tee announces a speaker of na- 
tional reputation for the meeting. 
It will be the last meeting of the 
association prior to the National 
Shoe Retailers’ Association con- 
vention, which is to be held here 
January 12 to 16. 
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Metal Shoe Fitting Stools 


and Floor 
Mirrors 


Write for 


tctas, THE CHICAGO 
ana eriese WIRE CHAIR CO. 


621 N. La Salle’ Street, Chicago, Il. 
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NEW and USED CHAIRS 
Prices from $2.00 each up 
Always on Hand 
Crown Motion Picture Supplies 


138 W. téeh Street 
New York City - - - - N. Y¥. 





2416 Ne. Tenth St. 





MILBRADT 
Rolling Ladders 
and 


BICYCLE 
Rolling Ladders 


We are the +) ~~ and have manufac- 


manner, ranteed 
respect to give satisfaction, and we 
supply your wants in the rolling ladder 
line, whatever they may be. 


Write for complete catalog 


Milbradt Manufacturing Co. 





St. Louls, Me. 
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Xmas Catalogue 
No. 32 


with illustrations in 
colors of Artificial Poin- 
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Vines, Baskets, etce., 
mailed 
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clephone 








rs Little Sales Count 


therefore in progressive stores little 
sales are bid for. Greeley Boudoirs 
fill a need and the need is felt in 
stores where Greeley Bou- 
doirs are sold. You can build 

7 agooddemandfor thist) 
foot covering —— 
AA A 

ack and colors. ather 

or rubber heels. 36 pair lots FREE FOR THE 


nly from stock. Deliveries ASKING 
—— Frank Netschert, Inc. 


If bber . No. 32861 HOLLY WREATH 
your jo cannot supply you, write us. 61 Barclay S . 


A. W. GREELEY a a 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 


WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAT, NEW TORK, N. Y. 

Fone —Canal ov 


BUY 


Bargains in aes 1 Seabee on hand for 
special sales and bargain basements 


Ww SELLERS. 
Buy | SUR SURPLUS C14!" t CASH FOR 


HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Alse Purchase Gent's Furnishings, Clething, ete. 
YOUNG & CO. 
815-317 Church St.—New York, N. Y. 
Telephone Canal 0856 


CASH PAID 


for shoe stores or surplus stecks ef shoes 
or for other merchandise. Leases 

over. We yt KS - te 
investigate and make “offer upon request. 
Kalter Cerf. BMepenutee Co., Inc. 


591 Broadway, N ¥ 
Phone Spring 5160-5161-5162 











CASH PAID 


for entire shee stocks or surplus stocks of 
oes or other merchandise. Any quantity. 
Prompt attention given. 
KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 











We buy quick and pay niapert saab ap ontee 
for retail and wholesale stocks of 
— no Pak 


BROOKLYN PURCHASING SYNDICATE 
FRANK W 


610 Broadway, 
Phone Stagg 1757 











HIGHEST CASH "yeces PAID 
for entire shoe stocks. We also buy your 
— — rr < 
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THE “BELWOOD’ 
Correct in style, yet comfortable, the 
Belwood is setting a new mark of 
opularity with discriminating men. 
With a reputation of over seventy 
years to uphold, the ‘Belwood is ip 
ical of a line of footwear finer than 


ever before. 





PP & SON, INC. 


EAST WEYMOUTH, MASS. 
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TAN CALFSKIN’S THE THING 


*“‘THE PROPER LEATHER FOR FALL AND WINTER’’ 


No. B4922— calf imitation turn, 13/8 
covered Cuban Widths A-C. Price. .$4.75 


No. B4921—As illustrated all ous leather- 
Widths A-C. Price . 4.60 


No. B4697— t tan calf imitation turn, 12/8 

ey Cuban . Widths A-C. Price. .$4.50 
lo. B4698—As illustrated all patent leather. 

Widths A-C. Price..... $4.50 


No. B4010—Light tan calf imitation turn, 
ivy covered Spanish heel. Widths B end 


No. B4011—As —_or™ light tan calf, 13/8 
covered Cuban heel. Widths B and C. Price $4.25 


No. B4717—As illustrated all patent leather. 
Widths B and C. Price $3.90 


No. B4718—As illustrated all black “oe. 
Widths A, B and C. Price $3.90 


No. B4720—As illustrated patent leather vamp 
mat kid quarter. Widths B and C. Price $3.90 


No. B4476—Light tan calf 
top 


No. B4477—As illustrated medium tan —, 
Widths, A—C. Price $3.7 





FEATURING 
CARL E. SCHMIDT’S 
CALFSKINS 


in the new shades, to meet the 
peo demand, for Russia calf 
Ss come into its own over night, 
sweeping the entire country 
from coast to coast. E 
smart woman who follows the 
mode closely needs at least one 
= of tan calfskins to complete 
wardrobe 


We have enticipated and can 
supply your wants with these 
distinctive patterns and crea- 
tions for immediate delivery. 


IN STOCK 


Terms: 2% 10, Net 30 
F.O.B. Boston 











No. B4439—Light tan calf, h elt, 8/8 
leather de ee cae ne Gridehe the, A-C. 


aay wy | illustrated medium tan = 
. Price $3.85 


te, 29 


tan calf imitation turn 
13/8 covered Coben heel. Widths, A-C. 


tan calf, hand-braided strap, 
12/8 covered Cuban Ae 


No. B4060—Light tan calf, hand turned, 16/8 
full covered Spanish heel. Widths, A-C. 


No. B4051—As illustrated light tan AY Ee 
covered Cuban heel. Widths. A—C. Price 


No. B4052—As illustrated brown velvet, silk 
ay a 16/8 full covered heel. 
Widths, A -C. Price 


No. B4034—As illustrated all patent leather, 
14/8 full covered Spanish heel. Widths A-C. 
Price. . . eons. 4.50 








l ROGERS BROS. SHOE CO. 


.§9 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 4 
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WHY HELMHOLZ SHOES 
SELL—AT A PROFIT 


THERE’S THREE REASONS WHY HELMHOLZ SHOES SELL. 
THEY HAVE CHARACTER. 
THEY HAVE QUALITY. 
THEY HAVE PRICE. 


CHARACTER IN HELMHOLZ SHOES MEANS ATTRACTIVE- 
NESS OF PATTERN, QUALITY OF WORKMANSHIP AND 
PERFECTION OF FITTING. 


QUALITY IN HELMHOLZ SHOES MEANS THE VERY BEST OF 
LEATHERS AND MATERIALS. THE VERY FINEST WORK- 













MANSHIP. THE MOST DESIRABLE OF PATTERN AND 


STYLE. 


PRICE IN HELMHOLZ SHOES MEANS THAT THE SELLING 






COST IS FAIR AND REASONABLE—CHARACTER AND 


QUALITY CONSIDERED. 


HELMHOLZ SHOES ARE COMPLETE IN ALL SIZES. THEY 
OFFER GOOD DEALERS THE PROFITABLE OPPORTUNITY 
TO CONCENTRATE BUYING ON A SINGLE LINE THAT CAN 


MitwAuU KEE 


BE FILLED IN AS NECESSITY DEMANDS. 
WRITE US—WE’LL SEND SALESMAN OR CATALOG. 


HELMHOLZ SHoE Mee. Co. 


HIGH GRADE SHOES 
FOR CHILDREN. 


J. K. Orr Shoe Company, Adienta, Georgia 
Georgia, No. and So. Carolina 


« Theyre Better Stitchdowns + 






WISCONSIN 








Published every week 
ter April 15, 1922, at the Pest 
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Company, 207 South St., 






















































Boston, Mass. Entered as second-class ma 
March 23, 1879. Subscription price $5.00 per year. Printed in U. 
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TRADE MARK REGISTERED 





Merely to be “‘satisfied temporarily’’ 
with a makeshift may be the intention but per- 
manent damage is usually done. 





Every ingredient of The Whitest White 
is a tried and tested article, worthy of sharing in 
the popularity of 


WHITE LEVOR 
GRAN AID 


Gloversville, New York 
aan 





New York, Boston, Chicago, St. Louis, Cincinnati 





Easter’s Colors Ready 


No. 60 Hazel 
No. 70 Apricot 


Ni tc ~» — 
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tte Stock-PRught Now 


The *‘Dansant’’ 


IMPORTED GENUINE GOLD AND SILVER BROCADE 
TRIMMED WITH GENUINE IMPORTED GOLD AND SILVER KID 


wa 


Widths—A, B, C 
Sizes—3 to 7 
White Kid Lined 
Solid Leather Counter 
Rhinestone Buttons 


No. 310—Genuine French Imported 
Silver Brocade, trimmed with Silver 
ORDER Kid, 17/8 Louis Spanish Heel. 
NOW No. 312—Same with 14/8 Baby 
Spanish Heel. 


Don’ tDelay No. 311—Genuine French Imported 
Gold Brocade trimmed with Gold 
Kid, 17/8 Louis Spanish Heel. 


No. 313—Same with 14/8 Baby 
Spanish Heel. 


Terms: 2% 10 Days, Net 30 Days 


_Duane_Shoe (@mpany, 


& CORPORATION 


143 DUANE STREET NEW YORK 
Factory: 403 River Street, Haverhill, Mass. « 














When writing to Duane Suoz Company please mention Boot and Shoe Recorder 
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FINISHING 
PLANTS: 


LOWELL, MASS. 
ST. LOUIS, MO. 
GRIFFIN, GA. 


WAREHOUSE 
AND FACTORIES: 


1000WASHINGTON 
STREET, 
BOSTON, MASS. 


Z 
DE MARY 


C.U.S. PAT. OFF- 


HIS consolidation of interests is designed with the purpose of 

effecting the economical and efficient marketing and distribu- 
tion of woven and finished fabrics among manufacturers of all 
classes. 


The obviously superior facilities with which the Company is 
equipped in working to this end constitute, of themselves, a strong 
invitation to those seeking merchandise of this description. 


The past record of its constituent units gives assurance of the 
high plane upon which the policies of the Company will be main- 
tained. 


The Trade-Mark which will identify the products of the 
NATIONAL FABRIC & FINISHING CO. will be made to stand for 
speed in service, supremacy in quality, comprehensive variety and 
dependability of practice. 


Standing upon this platform, the patronage of responsible manu- 
facturers is solicited. 


NATIONAL FABRIC AND FINISHING COMPANY 


LINCOLN AND ESSEX STREETS 
BOSTON “%- oe MASS. 
SUCCEEDING 


FARNSWORTH-HOYT CO. KALLMAN-NEWCOMB CO. W. H. HOLBROOK CO. 
W. A. LIPPINCOTT CO. THE SELSER & BALLANTYNE CO. 

















When writing tomNationat Fasric AND FinisHinc Company please mention Boot and Shoe Recorder 
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Ever hear of Arithmetic Bugs ? 


A colored brother busily engaged in a cootie hunt gave this 
reason for naming them arithmetic bugs.—‘‘Dey add to my 
misery—Dey subtracts from my pleasure — Dey divides my at- 
tention — and dey multiply like hell.” 
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HERE’S very little connection between this 
definition and 


COFFEE SPORT WILO 


except that COFFEE SPORT WILO multi- 


plies customers—especially on children’s shoes 
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That is because it is 
made particularly for 
children’s shoes and 
sums up more perfectly 
than any other leather 
three cardinal require- 


Sport Wilo Colors ments Be sure you get 
Include R dw what you order 

Red, White, Blue, Green, 1. ugge ear if you specify 

Chocolate, Light Smoke, 2. Appearance 

Log Cabin, Beige, Silver 4 

Gray, Dark Gray, Dark 3. Comfort for Growing 

Smoke, Cocoa, Pearl, Feet 

Tangerine, Black, Olive. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 
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Sole Selling Agents of 
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10 Spruce Street, New York No. 401 Metropolitan Building 
308 Leather Trades Bidg., St. Louis, Mo. Milwaukee, Wisconsin 














When writing to C. D. Kepner Leatuer Co. please mention Boot and Shoe Recorder 
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Styled to the Minute 
and Ready to Ship Now 
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B 402 F $5.25 
Net 30 Days 
Telegraphic Code Word “Pastor” 
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Women’s Patent quarter and vamp, side gore Gladys 
Sandal, 3 buttons on each side. Chateau last, McKay 
sole, 1%-inch, covered, Spanish Louis heel. 
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This lattice front, side gore pump is but | 
one of the new smart patterns carried on 
the floor by Utz & Dunn Co. 
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Correctly styled—Reasonably priced— 
it means quick turn-over to the dealer, 
for it permits him to give his customers 
extraordinary value at a popular price. 


Send for Stock Catalog 


UTZ & DUNN CO. 


ROCHESTER «~NEW YORK 
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DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bidg., Denver, Colo. Bush Terminal o- Building 709 Forrester Building 
TIGER & McNUTT 180-182 West 42nd St, Room 1521 Los Cal. 
Representatives S. A. McOMBER, Representative G. C. MeA Representative 
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Wéen writing to Utz & Dunn Co. please mention Boot and Shoe Recorder 
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Can you satisfy customers 


with feet like these? 


HAT’S the shoeman’s biggest prob- 

lem. He carries a stock of shoes that 
was made over perfect foot lasts and are 
intended to fit normal feet. 


Yet seven out of every ten customers that 
enter his store do have abnormal feet. 
These are government figures. 


The dealer who carries a complete line of 
Dr. Scholl’s Foot Comfort Appliances and 
Remedies welcomes customers with all 
kinds of foot troubles. He has studied 
Practipedics and knows instantly what 
caused the feet to become broken down, 
ill-shaped and painful. 

Instead of trying to squeeze a normal 
shaped shoe on these abnormal feet, he 
fits the proper Dr. Scholl’s Arch Support 


and then the fitting of shoes is a simple 
matter. The aches and pains and that 
tired, ‘“‘all-in” feeling are eliminated, the 
excessive strain on the muscles and liga- 
ments are removed, the weak and broken- 
down arches are built up, the shoes are 
comfortable and will not become broken- 
down and distorted in a few weeks’ time. 


That is real service which customers fully 
appreciate. It cements customers to that 
particular store and they tell their friends 
about it. The store acquires a reputation 
and gains prestige and the business grows. 


Such are the rewards of those who render 
Dr. Scholl’s Foot Comfort Service. Give it 
a thorough test and no money would per- 
suade you to part with it. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Comfort Appliances 
and Remedies in the World 


CHICAGO 
213 W. Schiller Street 


NEW YORK 
62 W. 14th Street 


TORONTO 
112 Adelaide Street, E. 


Ee} 


When writing to Taz Scuott Mec. Co. please mention Boot and Shoe Recorder 
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EW styles for the new 

season! A policy that 

keeps Snug-lers in the 
limelight. 


Here is a smart, service- 
able mode among the new 
Snug-lers for women. 
Padded sole, spring heel, 
embroidered collar, celluloid 
buckle, opera slipper—avail- 
able in a variety of pop- 
ular colors. 


You will be ready for the 
new season’s profits if you 
prepare now by ordering 
new styles and staple num- 
bers in Snug-lers — the 
trade-mark name for the 
best in felt footwear. 


United States Rubber Company 
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Steck We. 6i13—DBrown Kaffor Kid 
Blucher, Bretton Model. A $9.00 re- 
taller. In stock. 


M. A. Packard Co., 
Brockton, Mass. 
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Wy Where Quality Counts 








And fitting, comfort and long wear are essential, the name KAFFOR KID 
is most frequently mentioned. 
Good merchants who appreciate the value of consistent service—fine fitting 
qualities and attractive appearance know that KAFFOR KID solves many 
problems. 
These are good reasons why KAFFOR KID is found in the lines of Amer- 
ica’s best manufacturers of men’s, women’s and children’s footwear and why 
many merchants specify KAFFOR KID in placing their orders. 
Black, Arab Tan and Morro Brown give KAFFOR KID a range of color 
that satisfies the fashion, and makes selling easy. 
KAFFOR KID outstanding characteristics are: 

(1) Extremely fine grain. 

(2) The wearing and non-scuffing qualities of calf. 

(3) The softness of kid. 

(4) Mellowness and softness that assures comfort and permanent 

fitting qualities. 

The M. A. Packard Company of Brockton, Mass., use KAFFOR KID in 


building the attractive style shown above. 























Write us for any Write for booklet 
information desired “The Story of Leather” 
Sent Gratis. 


about leather. This Is A Calf Year! 
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BUSINESS BUILDERS $ 


“ Hug-Tite’ Ankle 


No. R 329 





= R 329—No. 8 Brown Boarded Calf Lace Oxford, ™% 
Wingfoot Heel, A-Grade Full Grain nena 9% Iron Oak 
Sole, Campus Last. B, C and D, 5% to $4.00 


No. R 325—Black Boarded Calf aay Gawk Same soe 
as No. R_ 329.. $4.00 
IN STOCK 


No. R 326—Black Boarded Calf Whole Quarter Bal, % 

Wingfoot Heel, A-Grade Full Grain Counter, Frat Last. 

H. T, * Ankl B, C and D, 5% to 11................ $4.00 
ia °. 

us- | ite nkle No. R 301—Ruby Red Calf Bal. Same owte is No. R 326. 

_faug~ 5 ie RADIO Last $4.00 

‘No. R 311—No. 8 Brown Boarded Calf Bal. Same style 

as No. R 301.......... ; $4.00 

a. R 312—Black “Boarded Calf ‘Bal. “Same style oi 

00 





IN STOCK 


“BEST AT THE PRICE” 





No. R 318 ; 
These numbers are typical of 


the values offered in every 
Ne. R 318—Black Boarded Calf Lace Oxford, % Wing- ° 
foot Heel, A-Grade Full Grain Counter, 9% Iron Oak Sole shoe in the vast BEALS- 


No, R 320—No. 9X Tan Boarded Calf Lace Oxford. Same PRATT line. A line which 


style as No. 


jot ds bo ae ha lives up to its slogan “Best at 
IN STOCK | the Price.” 


BEALS-PRATT SHOE MFG. CO.,- Milwaukee, Wisconsin 

















When writing te Brars-Pratr Mrs. Co. please mention Boot and Shoe Recorder 
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The recommendation of the Style Conference Committees of the Allied Industries at 
their November 16th meeting in New York ts 


Gore fitted patterns come first 


For general use—Morning, Afternoon and Evening 


No better evidence could be asked that gored styles 
are here to stay. 

Trade and public are alive to the superiority of goring 
as a style shoe adjustment. 

For easy access—for perfect fitting—for ready con- 
formity to varying heights of instep and for accentu- 


ating the beauty of the waist line, there is nothing so 
perfect as a gored shoe. 


Make your gored styles give 100 per cent satisfaction 
by insisting on HUB GORE, backed by our two-year 
guarantee. 


Don’t trifle with cheap goring. 


Standardize on HUB GORE —the standard since 
1888. 
HUB GORE MAKERS 
Branch of 


EVERLASTIK, INC. 
CHELSEA, MASS. 
1107 Broadway, New York, N. Y. 


& 





yo on 
Backed by the 
guarantee 
of the largest 
makers of 
elastic fabrics 
in the world. 








Centering Style Attention 
on the Waist of the Foot 


If it is natural to pick ‘out one general 
topic of shoe trade interest in relation to 
shoes and their construction, then this sea- 
son the interest is centered in the waist line. 
It has taken many years to bring about a 
real appreciation of the place of the waist 
line in good shoe fitting. Aside from its 
being a point of the foot that gives a 
graceful curve to the instep and a proper 
junction of the shoe and the silk stocking, 
there is a very definite fitting value to the 
waist line. 


From the Boot and Shoe Recorder, 
Nov. 8th 


All genuine HUB GORE bears 
this trade-mark 


When writing to Eventastix, Inc., please mention Boot and Shoe Recorder 
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TANTALIZING TESS 








oo 
Ooo 


The cut-out instep 


No. 290—Price $4.50 strap pattern which No. 291—Price $4.65 
Patent Tess—Cut-Out 3 Button Strap— has taken the trade Black Satin Tess—Cut-Out 8 Button Strap— 


ee Covered Heel. Boston Last, : my c Trim. Military Wood Covered 
AA to C. eel. Boston Last, AA to C. 
by storm. No. 292—Same in Black Suede, Price $5.00 





Carried in stock in 
ten different num- 
bers. In Patents, 
Satins, Suedes and 
Kid. 


For a real “honest to 
; ” 
No. 299—Price $4.15 goodness live one, 


Black Kid Tess—Cut-Out 3 Button Strap. order Tess now. It Black Kid Tess—Cut-Out 8 Button Strap 
8/8 Rubber Heel. Belmont Last, A to D. —13/8 Cuban Rubber Heel. Boston Last, 


No. 298—Same in Patent........Priee $4.15 Will putpepintoyour 4 tp 


No. 293—Same in Patent..........Price $4.15 
sales. 


No. 294—Price $4.15 


Send for our 
style book 


OOM 
oo 


No. 296—Price $4.65 
No. 295—Price $4.50 Black Satin Tess—Cut-Out 8 Button Strap 
—Black Suede Trim—8/8 Wood Covered 


Patent Tess—Cut-Out 3 Button Strap. mys Heel. Belmont Last, AA to C. 
Wood Covered Heel. Belmont Last, AA No. 297—Same in Black Suede........ Price $5.06 


THOMSON-CROOKER SHOE CO. 


18-26 Station St., Boston, Mass. 























When writing to Tuowson-Caooxen Suon Compawy please mention Boot and Shoe Recorder 
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Ramsey’s Flexibles 


The Real Shoe for Kiddies 
Made on our new KID’S-FOOT Lasts 














All with retanned flexible soles. Sizes 81-11 are made by 
Ramsey’s double stitch process and carry an 
outside spring rubber heel. 





FANCY TRIMMED BLUCHERS, UNLINED 2-5 5%-8 8-11 
4016—Nut Brown, Smoked trimmed........................ $1.00 $1.15 $1.50 
4003—Red, Patent trimmed...........2..2................ccccees. 1.00 1.15 1.50 
4004—Oxblood Lotus, Brown Lotus trimmed........ 1.10 1.25 1.65 
4005—Brown Lotus, Oxblood trimmed.................... 1.10 1.25 1.65 
4013—Smoked, Patent leather trimmed...................... 1.10 1.25 1.65 
FANCY TRIMMED BLUCHERS, LINED 

4204—Oxblood Lotus, Brown Lotus trimmed.......... $1.25 $1.40 $1.75 
4205—Brown Lotus, Oxblood trimmed.................... 1.25 1.40 1.75 
4206—Gray Buck, Patent trimmed............................ 1.25 1.40 1.75 
4208—Patent Leather, Gray trimmed........................ . 1.35 1.50 1.85 
4210—Dark Gray, Patent trimmed.......................... 1.25 1.40 1.75 
BLUCHER, UNLINED ‘ 2-5 5%-8 8%-11 
Ee REET SS Ric? a ee nES av $1.00 $1.15 $1.50 
4503—Red ER EEE eee Ee FS ® -90 1.00 1.30 
4516—Nut Brown Spring Calf.................0..0000..000..... 90 1.00 1.30 
4504—Oxblood P. & V. Lotus... 1.00 1.15 1.50 
SD. TIO thane sb 5 paces -ceccsasesicnsccnsoeenpste << ie 1.25 1.60 
BLUCHER, LINED 

4816—Nut Brown Spring Calf..............0000000000.0.... $1.00 $1.15 $1.50 
SS) REE Bae 1.15 1.30 1.65 
4804—Oxblood Lotus uppe®...................cccccccccccceeeeee = 105 1.30 1.65 
4805—Brown Lotus upper sik aonesioniaclssupensicciceoninig pa” 1.30 1.65 
4808—Black Lotus upper...... nclelianeibercadeciciac: Me 1.30 1.65 
4813—Smoked Elk pikbediinbcmiscicaba 1.15 1.30 1.65 
4809—Patent Leather (illustrated).................. ae 1.40 1.75 


IN STOCK READY TO SHIP 
Send Your Orders Now 


RAMSEY’S FLEXIBLES 


- 347 RIDER AVENUE, NEW YORK CITY 


. 














When writing to Ramsny’s please mention Boot and Shoe Recorder 
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The BRISTOL—In Stock 


The Florsheim Feeture Arch {a rigid—flexible shank} can be 


built into any — Florsheim style, giving firm support to the 
arch yet being flexible when foot bends—an exclusive feature 
that gives added comfort with regular Florsheim style. Two 
Feeture Arch styles in stock. Booklet of Stock Styles on request. 


Style S-72—Tony Brown Willow Calf Bal, as illustrated, FeetureArch 
Style S-73—Black Kid Bal, Comb. No. 14 Last, Feeture Arch 


Most Feeture Arch Styles Retail at Eleven Dollars—made in any regular Florsheim style 
Florsheim Stock Styles are regular quality and regular price. 


THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS 
Manufacturers + CHICAGO 


EE», 
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APPRECIATION and 
ADOPTION of these 


fundamental truths 


(reprinted from our 
Recorder advertise- 
ment of March Ist, 
1924) is bringing 
about a healthier and 
better condition in 
the shoe and leather 


industry. 





JS tandardjze on 











7 Evans Brands ; 
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more and more geome 


every day are walking on 


EVER GRIP 


BOSTON WOVEN HOSE AND RUBBER COMPANY 


CAMBRIDGE, MASS. “ 





When writing to Boston Woven Hose & Rusper Co. please mention Boot and Shoe Recorder 
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Snow, Blizzards, Cold Weather : 


will soon cause many women to put on boots. The merchant who 
overlooks this fact is missing one of the surest, safest and most 
profitable bets in the shoe business. 


Practically every woman who buys high cuts is a prospect for 


MATRIX Boots 
In Stock 


HE ONLY 

SHOE MADE 
AS NATURE 
MADE THE 
FOOT. 


Soles permanent- 
ly moulded — fit 
every curve of the 
foot. 


No. 505 No. 605 


Black Kid Lace Boot 18/8 Solid Leather Feels “like an old Black Kid Lace Boot 11/8 Solid Leather 
Heel. Rubber Top. Heel. Rubber Top. 


shoe” from the 
start. 


E. P. REED & CO. 


Exclusive Makers of Women’s MATRIX Shoes 
ROCHESTER, N. Y. 


New York Office: 299 Broadway, W. D. F. Gibson 


Men’s MATRIX Shoes made by Alden, Walker & Wilde 
East Weymouth, Mass. 


























_—es DeRIDDER 


PROCESS SHOE 
Patented in U. S. A. 


When writing to E. P. Ruxp & Co. please mention Boot and Shoe Recorder 
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-about Tueping’s ‘Winnebagat 


GOOD upper leather should be 

mellow when new. Rueping’s Win- 
nebago calf zs. Moreover it should remain 
mellow after exposure to dampness and to 
quick temperature change. Winnebago 
does. 




































It used to ‘be that a good leather was in- 
elastic—because leather that stretched 
would stretch out of shape. Now there is 
a better leather that stretches slightly | 
(enough to allow the foot full freedom of 
movement) and then stretches right back 
into shape. That leather is Rueping’s 
Winnebago Calf. 


FEES PERLE 











Fineness of grain is a distinguishing fea- 
ture of good leather. The grain of Reup- 
ings Winnebago Calf is remarkably close 
and readily takes a high polish, which 
requires very little rubbing to renew. This 
is a feature that appeals to the eye in an 
instant. 


























When writing te Faro Ruzrme Leatusr Co. please mention Boot and Shoe Recorder 
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Winnebago Calf is decidedly pleasing to 
the touch. 























f 

; Two colors that bid fair 
to remain long in favor 
are: 

Rueping’s No. 33 Titian 

t (golden tan) 

} Rueping’s No. 15 Coptic 
(reddish brown) 

One way to order boarded calf shoes is 


merely to state “boarded calf.” A better 


way to insure maximum value is to specify 
RUEPING’S WINNEBAGO CALF. 


















Color Card on Request 
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Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 
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When writing to Fauv Rurrinc Leatuer Co. please mention Boot and Shoe Recorder 
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Patent Applied For Patent Applied For 
The PROVEN ARCH Shank The PROVEN ARCH Shank 
—strong, springy, and per- —and a cushion cemented | 
spiration-proof—supports the between insole and outsole 


arches without hampering remove all obstacles to foot 
the muscles. comfort. 


Proven Arcs ||| 


No. 872—Black Kid Bal, 13-Iron Sole, Rub- Patent Applied for —— oe q 4 € 


ber Heel, Custom Last, ae with 
Proven Arch . shennan 


When it comes to the question of providing support 
er for foot arches—remember that this is the shoe 
which does not stop halfway. 


The Certified PROVEN ARCH Shoe supports the 

arch across the ball as well as from heel to ball. 

That means it relieves the conditions which cause 
calluses in addition to 
those which induce pre- 
mature fatigue and ach- 
ing. So with this shoe 
you’ve more to sell— 
and consequently will 
sell more pairs. 


No. 872 
In Stock 











No. 876 


In Stock M ade 


for 
No. 874 
No. 876—Black Calf Oxford, Bleached Calf In Stock WW omen 
Quarter Lining, 13-Iron Sole, Rubber Heel, 


Wall Street Last...... ; $5.50 too 
ne 877—Same as Above in Color wr 











No. 870—Same as No. 876 with Storm 
Welt oe $5.75 


Ne. 871—Same as No. 877 with Storm No. 874—Black Blucher Kid, 13-Iron Sole, : | 
, eee “ eoeee 5.75 Rubber Heel. Combination No. 2 Last, | 
Besigees with Proven Arch $6.5 . 


8 
Made also with the PROVEN ARCH 875—Same as Above in Tan Kid....$7.25 





STONEFIELD-EVANS SHOE COMPANY ROCKFORD, ILLINOIS | 


CHICAGO SALES OFFICE LOS ANGELES SALES OFFICE KANSAS CITY SALES OFFICE | 





J. Wurmser, Security Building 825 Consolidated Bidg., A. L. Se R. W. Martin, 923 Walnut St. 


a 














When writing te Srownyieip-Evans Suox ComPany please mention Boot and Shoe Recorder 
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FELT SHOE 
DANIEL GREEN a 


104,301. 


To all whom it may concern: 


doing business under the laws © 
Massa 


Boston, State of Massach' 
city of Dolgeville, county o 


mark shown in the accompanying drawing. 
This trade-mark 


decessor, since July 1904. 





UNITED STATES PATENT OFFICE. 


COMPANY, OF BOSTON, MASSACHUSETTS, AND 





VILLE, NEW YORK. 


TRA DE-MARK AND SLIPPERS 
seas re FELT SHOES AND SLIPPERS. 


—- 


Application filed February 8, 1915. Serial No, 84,358. 





STATEMENT 


Fett 

it known that the DanreL GREEN 

on Company, a corporation - hy; Sy cameos © thos and_ slippery made 

_ a 

i ity of Boston, 

chusetts, and located in the city of M 
county of Suffolk, in said State, and doing a 
ness at No. 72 Lincoln street, in the city o 

usetts, and also in the 

f Herkimer, State of 


New York, has adopted for its use the trade- 


has been continuously used 
in the business of said corporation, and its pre- 


The class of merchandise to which this 


Comry 


DECLARATION 
Unised States of ica State end county of between the States of New York, Massachusetts, 


MADE WHOLLY OR PARTLY OF LEATHER 


Registered May 18, 1915. 


trade-mark i ropriated is Class 39, Cloth- 
ing, and ho panies description of the goods 
comprised in such class on which it is used by 


wholly, or in part, of lea 
ey is usually applied to the pack- 
ages, or boxes, containing the goods by printi 
it thereon, or by pasting n suitably _ d 
labels upon which the trade-mark is a 
also by attaching to the goods themse! — 
woven label on which the trademark is shown. 

DANIEL GREEN FELT SHOE COMPANY, 

By WILLIAM R. GREEN, 
President. 


States of the United States, and particularly 





Ohio, Connecticut, Illinois, and 








A Friendly Warning! 


E find it necessary again to warn 
against the use of the word 
“COMFY” in describing footwear not 
made by us. Dealers and manufac- 
turers are hereby notified that this word is 
owned exclusively by the Daniel Green Felt 
Shoe Company. It is fully protected by 
copyright, and it is unlawful touseit except 
indescribing goods which we manufacture. 
During the 40 years they have been 
manufactured, COMFY slippers 
have won a high position in pub- 
lic esteem. This position of lead- 
ership has incurred the inevit- 
able penalty of imitation. 
So carefully have we guarded 


-(Q)Daniel Green 
/Comfy/ 





our standards of manufacture that there 
has never been the slightest question ofthe 
superior value of genuine COMFYS over 
the palpably inferior products that have 
sought to profit by COMFY popularity. 

We cannot, however, permit any dealer 
or manufacturer, either through careless- 
ness or deliberate intent, to offer to the 
consuming public any substitute slipper 
under the name “COMFY,” which 
is our exclusive property. We 
respectfully urge the trade to 
co-operate withusin maintaining 
our rights, and protecting their 
customers against misrepresen- 
tation. 


Daniel Green Felt Shoe Company 


General Offices: 


DOLGEVILLE, NEW YORK 


Sales Offices 
116 East 13th Street 10 High Street 189 West Madison Street 
New York City Boston, Mass. Chicago, Ill. 














, 


When writing te Danizt Green Feit Suor Co. please mention the Boot and Shoe Recorder 
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Hanover STORM-SEAL Welting 


Makes a really waterproof seam 


GS FORM-SEAL Welting is in- 

seamed with the regular lea- 
ther welt in one operation; thus 
the inseam becomes a set seal per- 
manently waterproof. The fabric 
backing protects the inseam 
stitches from the hazard of pulling 
through and, at the same time, 
assures a uniform bead around the 
shoe. 


STORM-SEAL Welting is 
already replacing less satisfactory 
calking processes in many high 
grade shoe factories. It comes in 
four colors, the white and light 


tan being especially logical for use 
on crepe soled shoes. 


It does not absorb stains and re- 
tains its original color always. 


STORM-SEAL Welting is speci- 
fied for patrolmen’s shoes by the 
New York Police Department in 
recognition of its perfection as a 


practical waterproofing of the | 


seam. 


STORM-SEAL Welting used 
in your shoes becomes more than 
a talking point in the absolute pro- 
tection it gives the wearer. 


HANOVER RUBBER CO. 





WEST HANOVER, MASS. 


Boston Salesroom 
10 High St. 


@===s 
By Courtesy of 


The STETSON SHOE 
CO. Inc. 


South Weymouth, Mass. 


we show this new oxford 
made with the— 


HANOVER 
STORM-SEAL 
WELT 


November 22, 1924 








When writing to Hanover Rusper Co. please mention Boot and Shoe Recorder 
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IT’S WONDERFUL LEATHER 


HE races at Longchamps! 


Ah! there’s a sight. Exquisite- . 


ly-gowned women, smartly- 
attired men, jockeys sporting bril- 
liant colors, the hum of the crowd, 


and, over all, that air of expect- 
ancy. 


And then the races, with the jump- 
ing start, the crowding at the 
pole, the forging-ahead, the fall- 
ing-behind, and then the home 
stretch with your favorite nosing 
out to a sure win at the tape. 
It’s wonderful,—that’s what it is: 
WONDERFUL. 


GRI 














LSS PRL 


We have been following the leather 
race for some time: we have 
studied finishes and stretch and all 
the elements of breeding, and now 
we have entered for the TAN 
CALF race, a sure favorite which 
you will admit is WONDERFUL. 


It is LOZELLE, the new leather 
that is suggestive of the style and 
dash of Longchamps, with a refine- 
ment and a stamina that is sure to 
bring it first under the tape in the 
race for better calf footwear. It 
sure is WONDERFUL. 


UGIEIR 





























THE GRIESS PFLEGER TANNING CO., Boston Chicago Cincinnati New YGck Rochester 








When writing to Guinss Prizcer please mention Boot and Shoe Recorder 
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Cushman-HollisiL 


For Volume Buyers on|S] 








A Longer Line 
Better Made 





WHITES — £=PATENTS 


Not content with a long time leadership in 
the production of fabric footwear, we are 
offering the volume buyer today a complete 
line of women’s shoes. 


We believe that these shoes are better made 
than any before produced in our factory and 
that they merit the attention of all good 
merchandisers. 





CUSHMAN -HOLLIS CO. 


Sales Office, Albany Building Factory 
Boston - Auburn, Me. 





When writing to Cusaman Hottis Company please mention Boot and Shoe Recorder 
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siLeads the Way 


2n}Shoes That Retail *3 to *6 








Better Styled 
Better Merchandised 








SATINS — CALF — SUEDE 


Appreciating the demand for style appeal 
in all grades of shoes, we are offering 
lasts and patterns that are up to the 


minute in every detail. With a large capac- 
ity for volume production we strive to give 
our trade the kind of service their problems 


demand. 





CUSHMAN -HOLLIS CO. 


Sales Office, Albany Building Factory 
Boston - Auburn, Me. 


When writing to Cusaman Hottis Company please mention Boot and Shoe Recorder 
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LOURS CALF 





7y| HE enthusiasm shown by man- 
“i ufacturers of fine footwear 
over this new shade in the 
Velours line, proves that it will be a 
winner. It is one the consumer will 
readily accept as a good shoe shade. We 
urge you, a retailer of fine shoes, to ac- 
quaint yourself with the Velours line, 
especially this new shade. 

















TAWNY VELOURS CALF is finished 
smooth, in a medium light shade of tan. 
This leather is chrome tanned, and pos- 
sesses a fine tight even grain. It will 
make up into a very fine and durable 
shoe for men and women. 


It bears the P. & V. trademark, an 

Made in Milwaukee emblem which stands for the maximum 

Sold all over the World in service and satisfaction, and carries 

those high standards which all P. & V. 
leathers must meet. 


‘‘This is a Calf year’’ 





PEISTER & VOGEL | EATHER Go. 


PHILADELPHIA, PA. 
MILWAUKEE, WIS. ST. LOUIS, MO. 
IN, MASS. CINCINNATI, O. 
NEW YORK, N. Y. : ° L . 
CHICAGO, ILL. SAN FRAN ’ . FRANKFURT, GERMANY 


ROCHESTER, N. Y. 
NORTHAMPTON, ENG. 


~ 











When writing te Prisrzn & Vocet Leatuzn Co. please mention Boot and Shee Recorder 
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The N.S.R.A. Convention 

is YOUR teakettle. 


Foible and fancy in shoe 
style boiled down to 
FACTS. 


Knowledge is power in 
shoe retailing today. It is 
the “open sesame” of profits 
and turnover. 


THE HARVARD BU- 
REAUexperts will be there 
to counsel and advise you. 


BOILED DOWN BUSI- 
NESS meetings will bring 
you the best speakers in 
the industry—on all sub- 


' 
} 


























ON TO BOSTON 


January12, 13, 14, 15—1925 





When writing to Nationar Suor Reraiers’ Association please mention Boot and Shoe Recorder 
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The Famous 
Weber Here's Your Answer 
— to that persistent call from men 
— for shoes that will give them 


the service and appearance they 
ought to expect at $5 to $7.50. 


Retailers who build for the 
future will appreciate WEBER 
Union-made Shoes. 


WEBER Bros. SHOE Co. 


PLD DD Wet Wee 





Style No. 886 


Black Scotch Grain 
9 North Adams, Mass. 
Bleached Calf Lining 
ge _- New York Office: 1328 Broapway, Marsrivce Broo. 
Price $4.60 H. Harris, Rep. 


PrP we 

















Russell Moccasin Footwear 
Will Sell in YOUR Store 


Whether you do business in a big city or a small village, people 
who take a live interest in outdoor sports look into your windows 
and enter your store every day. Let them know that 
you sell Russell Moccasin Footwear, and you’ll make 
profitable sales that you would otherwise miss altogether. 


Russells 
Neverleak Chief 


is a leader among single vamp boots—a boot that seasoned sports- 
men swear by and any hunter, fisherman or hiker will “take to” 
on sight. Made of carefully chosen, waterproof Paris veal chrome 
tanned leather, selected oak soles and “Never-Rip” seams around 
the toe piece. All heights, 6 to 20 inches; all sizes; army last. 








Our catalog describes a wonderfully complete line of sports- 
men’s boots, moccasins, golf shoes, slippers, etc—made for 
enduring service and extensively advertised. Write for this 
boot and dealer discounts today. 





THE W.C. RUSSELL MOCCASIN Co. 
927 Capron St. - - Berlin, Wisconsin 











When writing to the above advertisers please mention Boot and Shoe Recorder 











22, 1924 B November 22, 1924 BOOT AND SHOE RECORDER 








other kind. It is why they prefer shoes made 
with GoodyearWingfoot Heels. It isthe quality 
behind this Goodyear Wingfoot guarantee! 


GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 


: 
OUR own experience must tell you that 
nothing else than quality could account for 
the great popularity of Goodyear Wingfoot 
“Heels. That quality—the very highest known 
to Goodyear manufacture—is why more people 
walk on Goodyear Rubber Heels than on any 





ENGEFOOT 


31 








ge yrange Tue Goopyear Tire & Rusper Co., Inc., please mention Boot and Shoe Recorder 
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Answers the comfort app eal | 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 


experiment. 


SPLIT RIVET 
CLOCKING SHANK 
TO INSOLE 


“Whe Shoe with the Crawford 
Arch Supporting Shank 


United Shoe Machinery Corporatio 


BOSTON, MASSACHUSETTS 





When writing to Unirep Suoz Macurnweny Corporation please mention Boot and Shee Recorder 





Veep behind 
\the Scenes 






ich eathot Sell” 


ageant 1 footwear lashon j 
1 22.5-6-7 1925—Hotel Statler } 




















COME-— 
Take a Peep Behind the Scenes 


See the stage setting for 1925 shoe styles and patterns 
displayed by forty charming, promenading models 
on the runway at the 


Pageant of Footwear Fashions 
January 5, 6 and 7, Hotel Statler, St. Louis 


show of the year. A trip to the St. Louis market at the time will 

enable you to carefully inspect ‘‘Shoes that Sell’’; you can select 
your Easter novelties with a full knowledge that the models you order 
are correct in style and with the definite assurance of 100 per cent delivery 
for Easter trade. 


©= will be by far the most important and inspirational shoe style 


A hearty invitation in the proverbial St. Louis hospitable way is extended to 
retailers from everywhere—customers or prospects. All are welcome. If you 
will advise us, we will gladly reserve seats so you may inspect the wonderful 
products responsible for the phenomenal growth of St. Louis into the world’s 
greatest shoe market. 


Entertainment of the highest class is being planned for the intermissions 
between promenades, and included in this will be music by one of the 
snappiest and most widely known phonograph recording orchestras. 


Come! Visit with us and enjoy our hospitality—see, inspect and select for 
1925 *‘ Shoes that Sell’’. 


Meet, greet and rub shoulders with the leading shoe retailers of the United 
States. 


It will be a good investment for the future advancement and success of 
your business. 


ST. LOUIS SHOE MANUFACTURERS 
AND WHOLESALERS ASSOCIATION 








MEMBERS 


BOYD-WELSH SHOE Co. 
BRAUER BROS. SHOE CO. 
BROWN SHOE Co. 

CAPITOL SHOEMAKERS, INC. 
CENTRAL SHOE CoO. 

F. C. CHURCH SHOE Co. 


CREEL, MAULDIN & 
CHAMBERS, INC. 


FRIEDMAN-SHELBY SHOE CO. 
HAMILTON-BROWN SHOE Co. 
JOHANSEN BROS. SHOE CO. 


JOHNSON-STEPHENS & 
SHINKLE SHOE Co. 


W. H. LAMPE SHOE Co. 


“Shoes “e# Sell” 
Fageant ¥ footwear Fashons 
my W/2« = 


»-O-7 1925-Hotel Stat/er 


MEMBERS 
McELROY-SLOAN SHOE CO. 
JOHN MEIER SHOE CO. 
THE MOORE SHOE CO. 
PEDIGO-WEBER SHOE CO. 
PETERS SHOE CO. 


ROBERTS, JOHNSON & 
RAND SHOE CoO. 


SAMUELS SHOE CoO. 
SHOE SPECIALTY MFG. CO. 
TRAVASO SHOE CO. 


TWEEDIE FOOTWEAR 
CORPORATION 


UNITED SHOE MFG. CO. 
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OLCOT ROP" 


SHARK LEATHER 


Sizes, 2% to8 
A to D Width 
Price, $4.35 


ing Misses’ Shield (\ 


Ne. 843—Grow 
Tip Welt gy Circuiar Foxed. 

















No. 844—Children’s and Misses’ 
Wing Tip Circular 
Oxford 


Ne. 842—Growing Misses’ Oval 
Wing Circular Foxed One-Strap 
Buckle. 


Sizes, 2% to 8 
AA to D Width 
Price, $4.75 





a FS YEM shoes are representa- 
<4) tive of Brooklyn’s finest qual- 
ity and workmanship. 


We highly endorse “OLCOTROP” 
SHARK LEATHER as the most 
practical leather we have ever cut for 
our type of shoes. It will outwear any 
ordinary two uppers and positively 
will not “scuff” or crack. Its dis- 
tinctive grains lend an attractive 
appearance and more important it is 
extremely pliable, with plenty of give, 
making it easy on the foot. 


Many of the largest retailers through- 
out the country already have these 
shoes in stock, and are selling them 
freely. 


We are prepared to furnish you with 
a unique method of publicity to push 
the sale of “OLCOTROP” SHARK 
LEATHER shoes. 


All models illustrated here are made 
of “OLCOTROP” SHARK LEATHER 
on form-fitting lasts. Deliveries in 
from 3 to 4 weeks. 





Ne. 818—Children’s and Misses’ 
Three-Quarter Foxed, Regular 
Cut Boot. 


oo 
A to D Widths 


No. 841—Misses’ Buckle One- 
Strap Wing Tip Circular Foxed 
Oxford. 

Sizes, 8% to 11 . 
INS» OE Cn 

2% 


to 8 we 4.3 
A to D Width 

















REYEM SHOE MFG.CO. 


210 Taaffe Place 


Brooklyn , NY. 








When writing to Revem Suoz Mea. Co. please mention Boot and Shoe Recorder 
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Merry. 
Christmas 
—and Happy Fee 


oS wget Christmas is a busy Christ 
The way tw get the good okl-fashioned 
thet out 4 « w forget all your 


ve 
of dispesttion 
The canecaled. Lailt-in arch 
vour feet sag. the far inner sabe : 
The Arch Preverwer Shoe gives you a reel 

named urge” to do things, to jump right isto the 

. apie ef any occasion 

ae rl Merry (hristmes. Mes—and happy feet! 

Miso, well groomed feet. 
bk. T. WRIGHT & CO. INC, 
Kocklaned, Me smu husetts 





 Deparrtnaeet S22, 
Maker, of men's hte share sim 18T6 


ARGT Stor ER 


, The Mon s Stylefal Shoe on « Real Chassis, We 
. a 7 








e* ae tee" b g E Ey 
PP oe 9 mo A, , Nate fe eis ay 
ys kon game oon Adttrow ‘ et a & Fe : a 
ee Ske yg SS a 


The Shoe that has 


a real message— 


ORE can be said truthfully about the Arch Pre- 


server Shoe than about any other shoe for men. 


It supports the arch correctly; it allows the forepart 
of the foot to function normally; it prevents all strain, 
pinching, sagging. Quite logically, it is comfortable at 
all times. 


In addition, it affords the smartest of style, and un- 
questioned value in leathers and workmanship. 


Further, these facts — the most important shoe mes- 





























When writing to E. T. Waicut & Company, Inc., please mention Boot and Shoe Recorder 
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sage before American men today — are being delivered. 
In advertisements, full pages and half pages, (as shown 
on opposite page) in the Saturday Evening Post, the 
message Of the Arch Preserver Shoe is going to real 


men everywhere. 





These messages are being read by leading men in your 
community — the very men you want for your 
customers! 


We carry 28 desirable styles in stock, enabling you to 
handle this line without a large investment. Let us give 
you complete information about this shoe— the sen- 
sation of the shoe industry. 


The sales franchise for the Arch Preserver Shoe is 
eagerly sought after by the most aggressive and. for- 
ward-looking dealers, those who are out after more 
than ordinary success. 

| THE 


ARCH RAESERVER 


The Man’s Styleful Shoe on a Real Chassis 


E. T. WRIGHT & COMPANY, Inc. 
Rockland, Massachusetts 


Thie Trade Mark is found on Makers of Men’s Fine Shoes Since 1876 


the sole and lining of every genuine 
Arch Preserver Shoe. There are 
seven patents embodied in Arch 
Preserver Shoe construction. These 
are vested solely with E. T. Wright 
Company, Inc., Rockland, 
Massachusetts, for the making of 
men’s and boys’ shoes, and with 
The Selby Shoe Company, Ports- 
mouth, Ohio, for the making of 
women’s and misses’ shoes. 











When writing to E. T. Waicut & Company, Inc., please mention Boot and Shc Recorder 
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GLASS CALF 


MANUFACTURERS-- RETAILERS--CONSUMERS 


DEMAND 
GLASS CALF 


A Leather Entirely Unique 


HETHER or not there is a call for the 
regular run of Scotch Leathers GLASS 
CALF retains its permanent place as a ready 


seller. 
WHY? 


GLASS CALF altho’ suggesting the “doggy” 
effect of Scotch leathers, still emphasizes the re- 
fined conservatism of the dress shoe. 


GLASS CALF does not “pull out” at the toe. 


GLASS CALF is full aniline dye, with no pig- 
ment whatsoever. . 


GLASS CALF has a rich full lustre—and retains 
this bright appearance thru strenuous "wear. 


GLASS CALF is glovelike on the foot. 


J. S. BARNET & SONS, Inc. 


BOSTON, MASS. 


BARNET 


Lynn Leathers © 


November 22, 192; 























It fitted you—your body seemed moulded 
to it. It meant an hour of rest—content- 
ment—and the evening paper. 


You have known this comfort — your 
many customers have, also. 


With the wonderful MATRIX Shoe 


every waking hour is one of comfort. 


The striking feature of this shoe is the 
The one dealer in remarkable moulded sole that exactly 
town who features the fits the natural contour of the bottom 


a Neg eed of the foot. ,, 2 here *s absolutely no 
to build business! breaking in. 


etre agilaemacaes You can instantly visualize how vital 
or full details. ° ° we 
a wearing and selling feature this is— 
probably the most important in the his- 
tory of shoemaking! 


MATRIX Shoes are splendidly made — 
chock full of style—and sell readily to 
both classes—the comfort seeker and the 
younger man whose shoes must be 
fashion’s newest offering. 


=» ‘Te MATRIX Shoe 


—aitm—__ FOR MEN 


rR ALDEN.WALKER & WILDE INC. 
East WEYMOUTH. MASS. 


When toriting to Atpen, Watxer & Witpe, Inc., please mention Boot and Shoe Recorder 
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Ene A Luxurious Leather 





Eg But Not a Luxury 


eA pricot 


The new color favorite APRICOT is now charm- 
ingly presented in STARBUK for the benefit of 
those manufacturers and retailers who specialize in 
fashionable shoes at moderate prices. 


In contrast with patent leather or in whole shoes 
APRICOT in STARBUK produces most delightful 
color harmony with the present prevailing garment 
colors. 


Many have told us they consider APRICOT STAR- 
BUK the most beautiful expression of this shade, 
the popularity of which is spreading everywhere. 


You should have a sample before you. 











i TOLMAN, Dow & Co., INC. 


176-180 LINCOLN ST. : BOSTON, MASS. 
Rochester, N. Y. Greater New York 


Mr. A. E. Perry New Castle Leather Co. 


22 Andrews St. 100 Gold St. 

St. Louis, Mo. Cincinnati, Ohio 
T. M. Fitzgerald & Co. F. George Mohr 

1602 Locust St. 202 E. 7th St. 


General Representatives for Continentdl Europe 
New Castle Leather Co. 
Headquarters: Paris, France 





November 22, 1924 BOOT AND SHOE RECORDER 


wale 


INETY-FOUR PER CENT 
OF OUR BUSINESS THUS FAR 
THIS YEAR HAS BEEN WITH 
ACCOUNTS THAT WE SERVED 
LAST YEAR. SATISFIED CUS- 
TOMERS HAVE KEPT THE 
WALK--CROFT PLANT AT 
CAPACITY. 


MAAN \ 


SSIS 

















SMART SHOES FOR WOMEN ARP MADE BY 
BANCROFT WALKER COMPANY 
A? TeIR FACTORY IV BOSTON 














a 


yright, 1924, Bancroft Walker On 
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Are they Tied Up in 
TOO MANY MAKES ON YOUR SHELVES? 


Here Is the Answer: 


ETWEEN the DESIRE FOR PROFIT and the FEAR OF LOST SALES, 
many retailers are asking themselves, “Where am I Going to Land?” 


@. They find themselves burdened with too many makes, their business 
forced to carry a load of slow-moving merchandise—good shoes ofttimes, 
but ill-bought, with only a few pairs sold in each lot—the accumulated odds- 


and-ends filling wall-space that 
ought to be working, killing capital 
that ought to be turning over and 
over. 


Concentration on LINES 
is the Surest Way Out— 


{ Where are your profits going? Have rou 
bought from too many sources? Are you ready 
now to pick a good line, buy it right, push it 
and stick to it? 


q, Isn't it true that every new lot of half-sold 
merchandise decreases the average worth of 
your stock? And isn't this the remedy, name- 
ly: Keeping within the style trend, concentra- 
ting on a range of prices and a tine of shoes 
that will satisfy up to 100% of your require- 
ments and your customers? 


q A concentrated, well-balanced stock of the 
longest, strongest, best-known line you can get 
is worth nearer 100 cents on the dollar than 
any other. Such a line can be merchandised 
profitably, with minimum markdowns at 
clean-up time; it will average to fit better, sat- 
isfy more, and restore the confidence and good- 
will of your customers. It can GIVE YOU SERVICE 
in season and between seasons, and with the 
support of its In-Stock Departments you can 
Carry a great part of your turnover in such a 
way as tO KEEP UP THE TURNOVER, without 
over-investment in stock. 


CONSIDER THIS ADVICE 
OF A WELL-KNOWN MERCHANT: 


(Name furnished on request) 


q “We have the Queen Quality name 
on our window and are advertising 
them extensively ; and it seems to be 
A MAGIC WORD WITH OUR TRADE. AS 
one merchant to another, if you have 
an opportunity to put in this line, 
I certainly would not hesitate one 
moment, as we find it GETTING BUSI- 
NESS FOR US ALONG THE LINES OF 
LEAST RESISTANCE. | attribute a 
great deal of our success to the han- 
dling of these popular shoes—and we 
are known through this section of the 
country as ‘cranks’ on fitting shoes 


properly.” 








When writing to Tuomas G. Prant Company please mention Boot and Shoe Recorder 





[ THOMAS G. PLANT cc 
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Get Your Full Business 
on the Full Line 


{ Don't commit yourself again to the mistakes of the 
past! Concentrate on a good line for the bulk of your 
turnover and you will cover the style trend, save style 
losses, and simplify your buying and selling. Fewer 
accounts, concentrated lines and the service of your 
supporting manufacturer are fundamental to restored 
activity and prosperity. 


{ In selecting such lines on which to concentrate, so 
far as women’s and young women’s shoes are concerned 
there is no line comparable to QueEN Quarry in re- 
spect to the wants it covers. The range of styles and 
types of shoes at popular prices afforded by the QuEEN 
Quauiry line is unparalleled. There is no want of the 
average buyer of women’s and young women’s shoes 
which cannot be supplied by QuEEN Quatiry. 














q If youcan secure the QuEEN Qua ity agency for your 
community, we are confident, knowing the general high 
average of business health that true of QuEEN 
Quatity agents today, that you will take the most 
effective step toward better business and profits, and a 
general return to normal, healthy stock condition at all 
times. 





f DESIRE ARE YOU READY? 


i — Will You See the 

f PROFIT “Queen Quality’? Salesman? 

/ {He is near you right now— 

' WAIT FOR HIM. He has the 
proof of what concentration 
on “Queen Quality” can do 
for your business. And if you 
can't wait— 

7 Write or Wire 

THOMAS G. PLANT COMPANY 


NT COMPANY *®OSx°R:3° Boston 30, Mas. 








When writing to Tuomas G. Prat Company please mention Boot and Shoe Recorder 
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; 4, WINDSOR. 


FLEX~WELT 
PROCESS 


for Children 


7wo New Styles 


of Growing Girls Shoes 


IMMEDIATE 
DELIVERY 











in this now famous brand 


, ererwes FLEX-WELT shoes sell readily and 
their low price enables you to make a hand- 
some profit. That’s what you are interested in—just 
how these shoes will work for you. The brand is already 
popular, because the shoes are right; they have the latest 
style features; are strongly constructed; are comforta- 
ble; durable; and sell at prices that everyone can pay. 
Southern Tie You will find that the growing girl of today demands 
“grown-up” styles, and when you can satisfy that de- 

In sizes 2/4-8. Style 5755 in Russia ¢ mand you will have made a steady customer. The two 

Calf; 5754 in Patent, and 5756 in y y . . 

Dull Calf. Price . styles illustrated are fine examples of this fact. Sell more 
pairs where they can be sold—that’s the key to in- 
creased business. Rice & Hutchins’ Windsor Flex-Welts 

IN STOCK will sell in quantity! Proof? Their price, style and qual- 
DEC. 15 ity. Don’t wait. Order today. 
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RICE & HUTCHINS 


INCORPORATED 
13 HIGH ST. BOSTON, U.S. A. 





Co 


DISTRIBUTING BRANCHES 


Rice & Hatchins Chicago Co. Rice & Hutchins New York Co. 
In sizes 244-8. Style 5757 in Patent; . Rice & Hutchins Cleveland Co. Rice & Hutchins St. Louis Shoe Co. 
5758 in Russia; 5759 in Dull Calf. Rice & Hutchins Atlanta Co. Atlas Shoe Co., Boston, Mass. 

i Rice & Hutchins Baltimore Co. Jos. I. Meany & Co., Inc., Phila., Pa. 


Sailor Tie 


— 
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Who Wants to Sell More Men’s Shoes? 


Try This Survey Method 





} HIS article explains an original 
... plan to develop a larger business 
vw’"* in men’s shoes. 

During the last ten or fifteen 
years, there has been a notice- 
able increase in pairs per capita 
in women’s footwear and a cor- 
responding stagnation in men’s 
sales. Surely there are practical- 
ly as many men and boys in this 

United States as women and girls, and at one time 
father bought as many pairs of shoes for himself as 
mother, perhaps even more, but he bought substantial 
shoes, suitable for his vocation and, as father toiled, 
he naturally wore out more pairs than mother, who 
had not turned “flapper.” His daughter would not 
think of wearing skirts that showed the tiniest bit of 


the majority of shoe stores, yes the vast majority, is 
hustling and bustling with eager shoppers, while the 
men’s side, representing an almost equal investment, 
has that “vacant appearance.” In a store employing 
ten shoe fitters, instead of five ladies’ salesmen and 
five men’s salesmen, you will find eight for the ladies 
and two for the men, and more often the ratio is nine 
to one. 
Men Buy Service—Mostly 


The man of today sacrifices himself for his family, 
whose tastes have multiplied and varied many times 
more than the family income. He still questions the 
endurance of a shoe. He buys service, months of it, 
and in some cases he gauges the wear by years. Within 
a period of three days the writer recently heard the 
testimony of three men who acknowledged to the mer- 





her ankle, and sonny would be 
looked upon as a “silly ass” if he 
wore nothing but low shoes 365 
days of the year, with socks dang- 
ling around his ankles, garterless. 


Men’s Business Hurt by Women’s 

What has happened? The female 
species has by degrees entered into 
a period of style in footwear, with 
changes more frequent than hats 
and gowns, and the element of serv- 
ice no longer has very much consid- 
eration for them. Today few women 
ask “How long will these shoes 
wear?” But they do question style, 
and stylish their footwear must be. 
The result is some five to ten pairs 
of slippers are bought by the av- 
erage woman in a twelve-month 
period. 

That is why the women’s side of 
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In a Nutshell 


The shoe survey in a nutshell 
is nothing more nor less than a 
clever way of introducing your- 
self to prospective customersand 
of impressing them with your 
very real desire to give them 
what they want. It may or may 
not develop information which 
you can use as a buying guide, 
but it certainly will get you and 
your store “across” in good 
shape. 


And, incidentally, this is not 
the dream of a theorist but the 
practical idea of an intensely 
practical retail shoe merchant 
in the Middle West who, having 
experimented with the idea in a 
small way, is now ready to try it 
out wholesalein his community. 











chant that they had worn the shoes 
on their feet six, three and four 
years respectively. Style is a sec- 
ondary consideration with man, but 
gaining in importance. Therefore, 
conceding that milady buys five to 
ten pairs of shoes a year against 
the provider’s one to two pairs, 
there still remains a certain amount 
of men’s shoe business in every 
community. 

Who gets it? Are you getting the 
lion’s share? If not, get busy. 
There are ways of promoting this 
business and you can do it in he- 
man fashion. 


How to Go After Trade 


You, Mr. Retailer, have a promi- 
nent store, carry good lines of 
men’s shoes, well selected styles and 
a good assortment of sizes. You 
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the increase they have had in their men’s shoe department they attribute to the 
“pulling power” of their window displays. 


make attractive window displays and employ good shoe 
fitters. You belong to clubs, interest yourself in civic 
affairs and perhaps even go to church. You advertise in 
newspapers, use the billboards, programs, score cards, 
and even send out booklets and personal letters, yet 
the men’s business lags, and you think you have done 
everything within your power. 

You have probably never heard of the “SHOE SUR- 
VEY.” It’s an original idea. Here is how it works. Just 
try it. Make up your mind you are going to meet every 
man personally that you can, that you will find out his 
likes and his dislikes about shoes, where he has bought 
them before and how much he is accustomed to paying. 


How to Start Your Survey 


On one of those quiet days, fill your pockets with 
some inexpensive advertising such as blotters, book- 
lets, pencils or papers of matches bearing your store 
name and address. Then you need a pencil and a pad of 
paper, but a printed form of questions is best. Next, 
after completing the details of your personal appear- 
ance, put on a smile and tread on air. Get that look of 
bouyancy and prosperity. Then float to the first office 
building, factory or storeroom that crosses your path. 
Any place will do—the cigar store, drug store, restaur- 
ant, post office, fire station, police headquarters or any- 
where you see a man you can talk to without inter- 
rupting him, and say: “Mister or Al (if you know 
him sufficiently well), I am taking my semi-annual 
shoe survey. To complete same I have got to get the 
opinions of one thousand men on which to base my 
percentages. Will you give a little information?” 


How to Approach Your Victim 


If you have been discreet and not selected a man 
who was in the act of making a sale, dictating a letter 
or rushing for a train, you will invariably receive 
“Yes” for an answer, with a look of curiosity. He be- 
comes interested and wants to hear what a shoe sur- 
vey is all about. Even men are curious. Satisfying curi- 
osity and creating a desire, has caused many a sale. 
You have now broken the ice, and you have a listener 
to whom you can then explain as follows: “I am trying 
to find out what the men of this town need for their 
feet, their ideas of footwear, colors, patterns, leathers, 
weights, prices they can afford to pay and such infor- 
mation that will guide me in selecting our stocks, so 
we can give the men folks what they want.” 

Your listener will now commence to think that here 
is a man that is on the job. He wants to know what | 
like and proposes to arrange his business to suit my 
needs if at all within reason. Naturally he becomes 
more interested and listens more closely. At this point 
you might confide to him that you are Bill Jones of 
the Arcade Bootery at 4th and Main streets, if that 
information is necessary to enlighten the listener. By 
this time, if not sooner, you have learned that you are 
talking to Mr. Barnes, and you proceed with the shoe 
survey. 

A Typical Survey Conversation 


“Mr. Barnes, do you like tan or black shoes best? If 
tan, what shade and what will be your future choice’ 
What leather do you prefer—calf, light, medium or 
heavy, soft kid or kangaroo? What type of toe—long, 
short, medium, English, French, freak, straight or 
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square? High or. low shoes, or both? Blucher or 
straight lace? Tip, plain toe or soft box? Cushion in- 
sole or corrective types? Hooks or all eyelets if high 
shoes? Single or double soles, etc.” 

With this line of questioning you have set the man 
to thinking about his preferences in footwear and 
often he will give further information voluntarily of 
which you can make note. 

You can easily lead up to the question as to whether 
or not he has ever bought shoes at your store, if not 
why, or if he once bought and did not come back, why? 
Find out where he bought the shoes then on his feet. 


The Surveyed Is Interested 

The friendly conversation may so interest Mr. 
Barnes that he will of his own accord pull off his shoe 
to show you his toe troubles, etc., but much of the in- 
formation gained in this way must not be noted on 
your pad before him. Remember you are taking a shoe 
survey and not selling shoes, but incidentally you have 
met a man, which has resulted in a friendly chat. 

“Oh, yes, Mr. Barnes, your initials and address.” 
Then with a thank you and an invitation for him to 
drop in sometimes, bid Mr. Barnes good day and show 
that you feel you have met a new friend. “Oh, yes, Mr. 
Barnes, have one of our pencils and bear us in mind.” 
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Just imagine the wonderful information you will 
have! Mr. Barnes likes brown kid, always wears high 
shoes, prefers bluchers with tip, likes hooks, rubber 
heels and light, single soles. Never bought shoes at the 
Arcade, bought last pair at Johnson’s, Red Top brand, 
and paid $8.00. Will need new shoes in about sixty 
days. Wears about size 9 B. His full name is J. C. 
Barnes. He is a dentist, address 732 Pell street. Our 
style No. 56 would interest him. Seems to be about 
42 years old and weighs about 175 pounds. What more 
do you want? Many of these questions, such as age and 
weight were not asked directly by Bill Jones, who exer- 
cised displomacy at all times. He estimated in many 
cases. 

How to Make the Survey Work 

A few days later Mr. Barnes receives a neatly typed 
letter from the Arcade Bootery, bearing two-cent post- 
age, which reads something like this: 

Dear Mr. Barnes:— 

We want to thank you for the courtesies 
extended to Mr. Bill Jones, and the time you 
gave him when he called on you recently, 
taking our shoe survey. 

It is a big task to interview 1,000 men and 

(Continued on page 56) 





How Window Trims Have Helped to Increase Our 
Men’s Shoe Business 


By JAMES M. FOLEY 
Buyer for Leopold Morse Co., Boston 


ODAY’S batth of retail shoe 

selling starts with the window. 
After you have succeeded in getting 
men into a store, they are purchas- 
ers. That my statement is true is 
proved by the fact that to date we 
are ahead of our business of last 
year, both in dollars and numbers of 
pairs. 

The main thought in window trim- 
ming is to tie up your merchandise 
with current eyents. The public likes 
to trade in a store that is in sym- 
pathy with its doings in the social 
world. Take advantage of every big 
event in your city or town. Show by 
a sign or a banner that you know 
this function is going to take place, 
and that you have footwear which is 
just what is wanted in order that 
this event may be thoroughly en- 
joyed. 


Sports Make Strong Appeal 


With football holding the center of the stage, there 
is an excellent opportunity to sell good looking shoes 
and accessories at good prices. Men are very easily 
appealed to through a window with a sports flavor. 
It is not always necessary to show sports shoes in this 


* 


The main thought behind our 

windows, says Mr. Foley, is 

that they be tied up with local 
events. 


connection. In the window presented 
herewith, we displayed snappy shoes, 
with sport hosiery, handkerchiefs 
with striped borders, canes and 
gloves. We showed only a few pairs 
of high shoes, for our sales prove 
that 95 per cent of the demand is for 
low shoes—we showed what good 
soles these shoes have; that they are 
equipped with rubber heels. As the 
trim -was installed two days before 
the Harvard-Princeton game, ban- 
ners of these colleges were hung on 
the walls of the window. No prices 
were used. The appeal was made 
simply on the basis that here were 
exceptional quality, styleful and com- 
fortable shoes, in which “Young Men 
and Men Who Keep Young” might 
enjoy not only a big football game, 
but any other outdoor function and 
be as well shod as his neighbor. 


Shoes Sell Stockings 


The next noon, after this trim was installed, recorded 
twenty sales as the result of the trim. Each customer 
on entering the store said that he had seen the particu- 
lar shoe in the window, asked the price, and on being 

(Continued on page 56) 
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Educate Your Customers to ‘‘Dress the Part” 


There’s an Accepted Shoe for Every Form of Outdoor 
and Indoor Activity 


The idea of dress- 
ing the part is 
growing in favor. 
Once it didn’t 
matter so much 
whether you wore 
an old pair of shoes 
with six-inch tops 
to go hill climbing, 
but today the ac- 
cepted foot cover- 
ing.is a calf high- 
cut boot snugly 
laced. A whole new 
field of shoe de- 
mand has been 
created through the 
feeling that each 
event must have its 
particular shoe at- 
tire. 

The complete 
shoe store to be of 
all-around service 
must not only be 
strong in its pres- 
entation of smart 
shoes for daily wear, but specialty shoes for sport and 
outdoor wear, and very fancy shoes for evening wear. 

In the northern country, the skating shoe season is 
already here. A few years ago when Charlotte made 
the skating rink a society place, most stores had to 
carry a fancy line of skating boots in all the colors 
from white to purple. It was a particularly profitable 
winter season because nobody possessed appropriate 
skating shoes and had to go in the market for them. 


Miss Fitzgerald goes skiing 


Trade Which Is Yours for the Asking 


Enough time has elapsed since that vogue for skating 
to have brought about a national and constant demand 
for the right skating shoe in all its styles and types. 
Too many stores have left this profitable business to 
the hardware and sporting goods man, not realizing 
that the real professional service of fitting skating 
shoes is far more important than in any other type 
of footwear, and the public is coming back to the store 
where it can get the service, together with the selec- 
tion. 

The standard and staple demand is for a combina- 
tion of boot and skate retailing from $5 to $36, with 
a good average at $11 to $15. If you do anything in 
gift service in your_store for the holidays, you ought 
to cover yourself on these numbers. 


The high boot in elk and other tannages of nearly 
waterproof construction will have a greater sale this 
year than in many years past. Practically all the 
schools and colleges form a basis for a sales market 
for these specialties. In many communities the mer- 
chants get together and designate one of their number 
to carry the line so that the business will be well worth 
his while. 

This co-operative selling effort helps the merchants 
to serve their community with a wider range of 
specialties than would be possible if each man carried 
a short line of everything. 


Riding Boots 


“Walk and be healthy” has its counter slogan in 
“ride and be smart.” The country isn’t going to the 
dogs but a goodly part finds fun in following the dogs. 
No rider would consider anything but an English-made 
boot up to a few years ago. With the amount of Ameri- 
can lasts machinery and leather used now in the mak- 
ing of English boots, there seems to be no logical 
reason why one should depend on the foreign makes. 
Riding boots have their own peculiar accessories as 
spurs, folding boot-jacks, boot hooks, saddle soap, and 
those useless but smart and swank nickel affairs called 
jockey pulls. 


Miss Booth goes to a patty 
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Both park and range riders are mighty fussy when 
it comes to picking out suitable equipment. The price 
question is usually of secondary importance. Fit, qual- 
ity and smartness are the primary considerations. 


For the Children’s Department 


Among the new specialty ideas to help attract atten- 
tion to the children’s department is the combination 
box holding a pair of baby’s soft shoes and a pair of 
socks to match. These come in colors, making an at- 
tractive, quick selling gift proposition. Christmas is 
the day for children, toys, games, yes, but let’s develop 
more of the practical gift idea such as rubber boots, 
arctics, fancy stockings, rubbers, new shoes and 
slippers. The commonplace feature may be greatly 
eliminated by the liberal use of plenty of clean white 
tissue paper and gay boxes in conveying the gift spirit. 

Hosi 

The up-front space occupied by hosiery shows the 
importance the average store attaches to this depart- 
ment. Research figures show that approximately 80 
per cent of the shoe stores carry hosiery and of that 
number about 25 per cent are making important money 
in so doing. Hosiery has graduated from the side line 
to the front line class. Instead of being an accessory 
to shoes, hosiery has grown to be a factor in itself 
with an array of its own accessories. Garters for men 
and women, underhose, special laundering soaps, heel 
and toe protectors, mending silks and dyes round out 
this department. Christmas gift boxes are considered 
indispensable in making this department a real gift 
suggestion center. Women’s garters range in price 
from $1 to $25. The more expensive kinds are usually 
bought by men as gifts, consequently many stores find 
it advantageous to have a male clerk stationed near 
this department during the busy season. 

While Southern towns do not have the weather in- 
centive to cause folks to think of a shoe store during 
the holiday season as a gift 
center, they have, however, 
taken advantage of the rest- 
lessness of the American 
people by installing a lug- 
gage department. 

What better use of the top 

of the shoe fixture cabinet 
may be made than by dis- 
playing a short line of trunks 
and bags? People who buy 
bags in a shoe store are gen- 
erally those who appreciate 
and pay for a good article. 
It is quite the accepted thing 
now to consider a piece of 
luggage as the proper way 
of expressing collected good 
wishes. 


Buckles 


Buckles as just buckles 
register about 5 per cent in 
the average mind as a gift 


BOOT AND SHOE RECORDER 49 


dressed up in appropriate boxes with a jewelry 
atmosphere register 100 per cent. Novelty buckles are 
strong now. The new burnt leather with color effects 
are most striking, especially with the vogue for tan 
shoes. Enameled bakelite and the new designs in rhine- 
stones are causing thinly veiled feminine buying sug- 
gestions to be dropped at the breakfast table. 


Business Fairly Good, Club Membersj 
Are Told 


Boston, Nov. 20.—Notes of both optimism and warn- 
ing were sounded at the monthly meeting of the Boston 
Boot and Shoe Club, held last evening at the Hotel 
Vendome. The concensus of opinion was summarized 
in a letter from Frank C. Rand, president of 
the International Shoe Co., of St. Louis, in which he 
said: 

“Business conditions throughout the country seem 
to be fairly good with indications that retail stocks 
are not large—probably slightly below normal. 

“Following the national election confidence has re- 
vived, resulting in renewed activity. If the phenomenal 
movement of securities on the New York Stock Ex- 
change properly reflects the mental attitude of the 
nation, it would seem that we are rushing toward an 
unhealthy inflation of values. 

“The hide and leather markets are strong; but the 
experience of 1920 and 1921 is too recent to be for- 
gotten. It showed then and should show now that there 
is no proper place for speculation in business. 

“IT am in hopes that in 1925 the shoe industry may 
not be subjected to the harmful influence of excessive 
fluctuation in prices or volume; and shoe manufac- 
turers can to a large degree control the situation by 
conservative sound thought and action.” 

The coming convention of the N. S. R. A. came in 
for a boost when General Chairman Irving B. Howe 
took the floor and urged that New England manufac- 

turers give more _ whole- 
hearted co-operation than is 
apparent at the present 
time. 

Other markets, he said, 
are active in their support, 
and many sections of New 
England will be well repre- 
sented. In some sections, 
however, there is not that 
degree of enthusiasm which 
was hoped for. 

Other speakers of the eve- 
ning were George B. Hen- 
drick, sales manager of the 
W. L. Douglas Shoe Co., who 
spoke on the problems in- 
volved in reaching a decision 
as to how best to advertise 
footwear; and A. A. Durkee, 
superintendent of J. J. Gro- 
ver’s Sons Co., of Stoneham, 
who told of the method 
adopted in that plant of bud- 
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Make Every Advertisement Pay 


Specialty Appeal Simple and Direct—Returns 


out knowing it, expresses the very principle on 


Easily and Quickly Tabulated 


chants, they may be procured at this man’s store be- 


\ CROSS-ROADS’ general store proprietor, with- idea of selling tonic out of the minds of the other mer- 


which the specialty business is built, in an- 


other stores selling to all appear- 
ances the same articles, could his 
business be run profitably. 

swering the question of how, in 
a small center with three or four 

Sifted out, his answer ran 
something like this: “I make it 
a rule to carry everything that 
the other three or four stores do 
not carry. I came into this store 
long after those others were well 
established and could not hope to 
compete actively with them on 
the lines they already carried, so 
I set about to fill a demand, what- 
ever it might be, on the very 
things that the townspeople had 
always found it necessary to go 
to the big city for.” 

Isn’t that the position of the 
store specializing in shoes exact- 
ly? Doesn’t the specialty shoe 
store supply something that can- 
not be gotten in other stores 
handling shoes? Can anything 
but a close study of footwear 
needs and nothing else make it 
possible to deliver complete sat- 
isfaction? Can another store 
compete with one that comes to 
know, not feet generally, but the 
individual foot of its customers? 

The specialty shoe store is in- 
terested in a specific demand. 
Coming back to the cross-roads’ 
storekeeper; this fall he noticed 
certain of his customers’ over- 
coats were becoming shabby, so 
an order was placed for about 
fifteen overcoats in almost exact- 
ly the sizes worn by those he had 
seen needed new coats. When the 
coats were put on display these 
folks’ attention was casually 
called to the new overcoats—they 
fitted a need measured before- 
hand and sold almost immedi- 
ately, to the last one. In the win- 
ter, when transportation difficul- 
ties and cold weather knocks the 
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Copy for Ad 
“T’D LIKE TO LOOK LIKE THAT” 


Haven’t you heard this said by women 
in the audience as they see a marvelously 
dressed actress going through her role? 

Actresses are clever. As a setting for 
their own beauty they study the products 
of modiste, milliner and shoemaker. They 
select their apparel from those who can 
put something more than fine material 
into their clothing. A gown must be more 
than a beautiful shade, it must be un- 
usually becoming, etc. 

They get something that is almost 
priceless—something that every woman 
craves, and rightfully, too. It is wrong 
not to supplement one’s natural qualities 
with becoming clothes. 

The very woman whose smartly clad 
feet are admired—who is noted for taste 
in footdress—does not spend a cent 
more in a year for her shoes than anyone 
else. She gets in a tan shoe a beautiful 
satiny shade that is seldom seen, its 
beauty impresses itself because of this. 
If she wears a satin shoe it never gets 
“roughed” up. She gets true value. 

That's what you'll find in our shoes— 
true value. There’s no substitute. The 
women who are envied know it. 


cause he has a warm cellar in which to store liquids. 


Customers come to him to get 
what they can’t get elsewhere. 
He sells the overcoats to the 
tonic-drinkers. For the same rea- 
son, when winter colds appear, 
there can be had a line of cold 
remedies. 


A Lesson for the Shoe Store 


The shoe store proprietor can 
use these. methods on _ shoes 
alone, for the needs in footwear 
are as numerous as the months 
in the year. Small stocks, possi- 
ble through accurate knowledge 
of needs; quick changes to keep 
at the peak of demand; timely 
advertising for further speed 
and less lost motion, and the 
point of saturation is never 
reached nor will interest wane. 

The proper advertisement on 
the right kind of shoes will show 
immediately whether the shoes 
are the right ones or not. No 
need to wait. There’s a vast 
difference between reputation 
gained through years and imme- 
diate daily profits. 


Real Story of Quality Becoming 

Known 

Every day more and more peo- 
ple are giving up the idea of 
“bargain shoes.” They are learn- 
ing for themselves the fact that 
the variance of quality in foot- 
wear is just as great as that of 
prices. They know the value of a 
shoe can only be realized by 
using that shoe for the purposes 
for which it was built. Gradually 
they are coming to realize shoes 
are built for specific uses and 
break down quickly under strains 
for which they were not in- 
tended. 

It is too slow a procedure, 
though, when you consider al! 
the sad experiences the wearer 








November 22, 1924 


must encounter before finding the right style and the 
right quality for certain conditions of wear. 

Why not settle all these things in every advertise- 
ment? Why not take as much newspaper space as is 
needed to tell a complete story to those buyers you al- 
most know personally? 
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WINDOW SUGGESTION 


The mirror laid flat on floor with snow running from 
its edges makes a centre for a sport shoe display, skate 
shoes and skate shoe combinations predominating. The 
information as to condition of ice for skating develops 
interest in the window. 

Specializing can be done effectively in the shoe store. 
Take a type of shoe—sport, evening, etc. Build up an 
atmosphere suitable to the type of shoe displayed, in 
window, in newspaper, in interior, in salesman’s talk. 
Shift from one type to another in shoes and go the 
limit in developing wearer enthusiasm on that type 
while it is being sold. : 


Don’t leave a thing out of the advertisement, and 
then count upon that advertisement paying. Don’t live 
in the future as regards profit from each ad. It is bet- 
ter to demand a satisfactory return on every adver- 
tisement than to accept the theory that advertising 
will pay sometime. This latter theory helps to make 
weak advertisements or to discourage advertising at 
all. Advertising is inseparably bound to business, so 
much so that one cannot think of one without thinking 
of both. When advertising is mentioned, the picture of 
goods, policies, personnel, etc., comes to view as its 
base. If an advertisement does not pay after it is seen 
to reflect every attribute of a business intelligently, 
then there’s some change necessary in some of the 
particulars of the business. 


Analysis of Shoes for Specialization 


If there’s a single particular about one’s shoes that 
makes them more desirable than a shoe without it 
that’s the thing that ought to be known. Such qualities 
can be made the basis of an advertisement which will 
not read exactly like all the rest that appear in the 
same paper on the same day. The very sameness of 
shoe advertisements in a paper leaves nothing but the 
price as the determining factor in sales, generally. 
Business is stimulated by analysis. Take, for example, 
a lining. If an advertisement came out talking about 
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nothing else but the lining, stating that it is cut by 
men as skilled as the tailor, who so cleverly fashions 
the line of a skirt or waist, that its quality is as good 
as the lining in the finest coat, that it is fitted to the 
shoe and will not wrinkle, etc., isn’t it reasonable that 
there are plenty having trouble with the linings of 
their shoes who would be impressed and buy? 

Any shoe sold, any shoe worn will serve its purpose 
in a general way, satisfactorily. It is the shoe that 
more nearly fills known needs that makes business 
good. It is in the details of fit, comfort and appearance 
sustained that one shoe differs greatly from another. 
It is the advertisement that clearly pictures this dif- 
ference that pays. 


An Instance Holding a Good Thought 


Two women are caught out in-a rainstorm; one will 
arrive home with wet feet, and the other’s will be 
warm and dry. The first woman’s shoes will dry and 





/\\) 
iL 


iL 
SxHees LEAVING FORWANTER SPorRTS 


HU 


Hn 
lh 











Copy for Ad 
SHOES LEAVING FOR WINTER SPORTS 


She was surprised at the way these pumps 
hugged her ankle. It is because they are cut with 
the care of the finest gown. The leather is glove- 
like in texture and will never lose its beautiful 
finish. Priced at $ they are the most 
economical to buy. 

Put yourself in this picture and enjoy winter 
weather. A boot lively as the winds that whip 
the color into cheeks. The tanner experimented 
until he got a leather light enough for comfort 
and heavy enough to stand wind, rain and snow, 
Then we added a “weather strip” in the sole ta 
doubly protect you. They'll hold their shape after 
repeated soakings—will not curl or harden. They 
make it easy to go out doors where health is, 
Priced at $ 

“Here’s health.” Woolen sox and oxford com- 
bination. Holds the promise of dry feet. When 
the snow gets too deep there’s a boot on this same 
last. Boots are $ ; Oxfords $ Ready 
for anything! We learned years ago that re- 
stricted circulation caused most of the cold feet 
of winter so we specified sporting boots with 
roominess, smooth linings, etc. The extra care 
given the “insides” gives the exterior a smart- 
ness impossible in a less skilfully made boot. 
Warm because it keeps feet dry. Priced at $ 
Will last three winters. Don’t try to get along 
without a pair. Don’t risk your health and 
comfort. 

(One of these four descriptions to go into the 

outline figure showing the style described.) 
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curl and never look quite the same again. This is on 
the assumption that both shoes have seen the same 
amount of wear, have soles of equal thickness, etc., or 
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STREET TOWN | 











Copy for Ad 
FUN! NO WET FEET 


A jolly party too often breaks up because 
somebody's feet are wet or cold. The jibes of the 
rest and laughing commands to, “Be a good 
sport” don’t mean much to the one whose feet are 
beginning to “crack.” 

It’s better to come right off to a shop that 
specializes in winter boots made for winter 
weather. You'll save money. If you can keep your 
feet warm and dry you won’t have to bundle up 
so you “can’t breathe.” 

No. 1 style is a supple boot that laces up to the 
knee with a good broad tongue to keep out 
“drafts.” Black grain leather, and makes up in 
quality so that it isn’t necessary to be excessively 


heavy. 
No. 2 sheds the cold and snow like a duck’s 


back does water, etc. 


both pairs may be brand new. Such things happen 
daily to demonstrate the value of a pair of good shoes. 
If one knows of such things why not put them into 
advertising rather than make the bald, colorless claim 
that one’s shoes are “different.” See if in this way one 
cannot supply a felt need that no one else can or 
cares to. 
How It Works Out in Practice 


Theory after theory may be indulged without mak- 
ing much progress. ‘The real way to judge is to see the 
thing worked out. That is the purpose of this article; 
to put the exact thought into a merchant’s mind that 


November 22, 192; 


will lead to the preparation of the next advertisement 
immediately on lines that will be based on reason, that 
will be based on known needs, and hold all the elements 
that will make the reader want the shoes advertised, 
not any old shoes that display weakness by leaning too 
heavily on price. 

A person can feel just as proud of paying a good 
price as to be elated over saving, if the article pur- 
chased makes that person feel that his or her judgment 
was good. 

Copy for each advertisement layout sketched will be 
found by the layout. The thought in each case is to 
give to the reader something in footwear value that is 
felt to be needed but which only a specialty shop can 
supply; to make the reader think of the boot perform- 
ing one use, the party pump another, etc. The copy is 
not ultra-feminine, but based on the idea that the 
American woman is America’s greatest purchasing 


























Your Name 


STREET TOWN 








Copy for Ad 
WARMER 


That’s the way you'll feel these cold days in 
these shoes — warmer. Because the leather is 
tanned to act on the feet as woolen clothing does 
on the rest of the body. Some leathers are hard 
and stiff; they seem to attract the cold and hold 
it. These are as different from such shoes as day 
is to night. They allow brisk circulation that 
makes feet warm and then they hold that warmth 
and keep out wet. Proper fit and excellent ma- 
terials hold the secret. We specialize on sport 
shoes. In tan $ 


agent and like the common conception of a purchasing 
agent, is looking first of all in the spending of a dollar 
for an equal exchange of values. All the talk in the 
world, regardless of how highly colored, wiil not lead 
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the attention away from that fundamental of busi- 
ness, VALUE RECEIVED. Plain facts well presented 
are, after all, interesting enough in themselves to 
make obviously unnecessary a trimming of flowery 
prose. Furthermore, it must be considered that the 
average brain of the grown-up compares favorably 
with that of a child of fifteen years, and that in the 
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Copy for Ad 
“LIMITED” STYLES 


A Parisian designer says styles originate 
through the efforts of wealthy women and 
actresses to distinguish themselves by being 
first to wear a thing. 

But you needn’t be a wealthy American 
abroad, nor a high bred Frenchwoman or 
actress to get the thrill of being first. 

That is why we specialize on “Limited” 
styles. They arrive daily at our shop so that 
whenever you stop in there is always some- 
thing brand new for you. 


case of the above-average mind there is a taste for the 
writings of a favorite author, so it is a good axiom to 
stick to interesting facts interestingly put. 





Washington Merchants Hear Sam Davis 


Washington, D. C.—The Washington Shoe Retailers’ 
Association held a meeting Friday, Nov. 21, at Hotel 
Hamilton. It was Sam Davis Night, and the field secre- 
tary of the National Shoe Retailers’ Association deliv- 
ered an instructive address on salesmanship. There 
were many guests at the meeting. There was a dinner 
prior to the address. 
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Copy for Ad 
SUCH SHOES! 


If you should happen to get caught out 
in the rain in a pair of our pumps you 
will find out more about their fine manu- 
facture than we could ever tell you. You 
will see the many fine points then that 
you cannot possibly see when you are 
buying them. You can feel their beautiful 
fit that’s so becoming and comfortable, 
but you can’t tell how long it will last. 
Beautiful, soft, fine kid linings; velvety 
counters; smooth as satin boxes in the 
toes that you never feel. Those things all 
cost money, but they give you something 
for your money that you can’t get in 
every shoe. If you should happen to get 
caught in the rain with them, don’t 
worry. You know they are made to give 
satisfaction under just such unusual con- 
ditions. 





Manufacturers’ Convention 
January 20-21 


New York City—Subjects of vital importance to the 
shoe industry will be discussed at the annual conven- 
tion of the National Boot and Shoe Manufacturers’ 
Association to be held January 20 and 21 at the Hotel 
Astor, this city. This will be the twenty-first annual 
convention of the association. The annual reception 
and dinner which concludes the convention program is 
to be held in the grand ballroom of the hotel on the 
evening of January 21. Details of the convention pro- 
gram are now being worked out and will be forwarded 
to members as soon as completed. President John C. 
McKeon urges that “every member of this association 
make arrangements to have his company represented 
by one or more executives.” 
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The Game of Business 


FTER all, the game of business—the game of 
life—is much like a football game. “The man 
who truly succeeds sets for himself an ideal or goal 
which he ever strives to attain. He seeks to dis- 
cover his talent, to develop it to the full and ex- 
press it in service to mankind; he comes to see 
that the progressive realization of his ideal is 
through self achievement, and that such is for 
him true success.” 

As he gains one five yard line after another he 
will hear the applause from the side lines and the 
grand stand and a mighty whoop when he crosses 
the goal. 

But what about the signals? Here is where team 
work comes in. The football player who thinks he 
knows more than the man calling the signals and 
tries to play the game by himself will never reach 
the goal or be counted among the stars. It takes 
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concerted, harmonious team work to win the game 
of football and the game of business. 

It takes training and action. Scientific training 
and harmonious action. Notice the numbers in 
this football signal—thirty-six, fifty-four, five, 
four, one? 

This is a set of signals worked out by one of the 
country’s largest life insurance companies. Here 
is what they mean. Take one hundred men age 
twenty-five. All good, strong huskies, in various 
vocations of life that can successfully pass the life 
insurance examination. Take the same group of 
men again forty years later, at age sixty-five and 
here is the result: Thirty six will be dead. Fifty 
four will be dead broke; dependent upon friends 
or charitable institutions. Five will still be earning 
their daily bread. Four will be wealthy. One will 
be rich. 

The great majority of the thirty-six who are 
dead are in their graves because they disobeyed 
the natural laws of health and well-being. They 
failed to properly train and control themselves. 

Likewise the fifty-four who are dependent upon 
the efforts of others for daily bread disobeyed the 
natural laws of success. They failed to properly 
nourish and use their God-given capacities, facul- 
ties and powers. They lack thorough training 
along any useful line. And so the men who did 
train and develop their talents and are expressing 
them in service to the world, the five and the four 
and the one of the original hundred, are support- 
ing and sustaining with food, raiment and shelter, 
the fifty-four, who, as young men, said, “Why 
should I worry? The world owes me a living and I 
will get it somehow.” They scoffed at the idea of 
study and the cultivation of their natural talents. 
They are the fellows who are still saying, “That 
stuff is all the bunk.” 

They have forgotten or disregarded, if indeed 
they ever learned that great truth set down by 
the greatest propounder of truths the world has 
ever known. Unto him that hath (properly nour- 
ished and used his natural talents) shall be given 
(more talents). And unto him that hath not 
(nourished and used them) shall be taken away 
even that which he hath (been given). 





Social Footwear Week 


O many good things come out of St. Paul in 

the way of co-operative suggestion, that we 

are again indebted to that busy city for an idea 
that will get more shoes sold right. 

After successfully working Tan Shoe Week and 
Utility Shoe Week, the merchants of that city are 
to co-operate in a Social Footwear Week. On a def- 
inite date all of the stores will show evening foot- 
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wear and will advertise in newspapers to en- 
courage the public to buy that-form of dress 
footwear that begins its vogue in the winter social 
season. 

In smaller communities where the idea of a 
social footwear week as conducted by all of the 
stores would mean but a little business for each, 
there is springing up the idea of designating one 
store as the town’s social footwear shop. This one 
merchant then gets a real opportunity .to be of 
service, for he knows that he can sell enough pairs 
to justify stocking a real supply of perishable 
footwear. 

In exchange for the concession given to him, 
some other merchant in town is acknowledged by 
his friends and competitors as the merchant who 
should get the skating shoe business of the town. 
To balance the good things all around, another 
merchant specializes (in addition to his ordinary 
stock of shoes) on mountain boots. 

In this new form of co-operative competition we 
see a service plan of selling specialities in a town 
so that all the merchants can get a distinctive 
share of some one specialty business, and be safe- 
guarded against having a stock of extras similar 
to what every competitor carries without profit, 
because the volume of sales is not adequate. 

As the shoe business is becoming more complex 
in its ordinary stock of shoes, isn’t it a fair way to 
give the community better service by designating 
individual merchants to carry those particular 
lines that are not in themselves volume sellers in 
every store or at every season of the year? 


The Hard Dollar Game 


HE announcement that the cart-wheel silver 

dollar is coming back into circulation has its 
bearing on prices of shoes. At least, that analysis 
is made by a chain-store operator in New York 
City. He pointed out that the big chain-systems 
selling five-dollar shoes, are being followed by 
equally big chains selling four-dollar shoes and 
this week another chain links itself up with the 
three-dollar price. The man with heavy silver 
dollars in his jeans looks at their buying power 
with greater interest than he did when a bill 
might be either a one-, five- or ten-dollar denomi- 
nation. 

How these chains with fixed prices at such a 
low figure can compete is problematical in view of 
the rises in material markets. How much can be 
put into a $3 shoe with lining stock on the recent 
price level of vamp stock, and all the available 
low-priced made-up leather gobbled up by the 
demand of the past month? Will it be dog eat dog, 
price meet price, and the survivors eventually 
forced to high prices? 


* 
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The other side of the story is the tremendous 
market place of the metropolitan district of New 
York City. 

Our growth in recent years is in the big cities, 
hence “The Big City Trade.” We have 150 cities 
of a population of more than 50,000 and 87 cities 
with a population of more than 100,000. New York, 
our greatest city, has 10,000,000 people in its 
metropolitan district. It had nearly 8,000,000 in 
its metropolitan district when the 1920 census was 
taken. It gained 20 per cent in population from 
1910 to 1920. In 1930 it will have 12,000,000 
people. 

If the rate of three pairs to a person holds in 
New York’s trade, then metropolitan New York 
requires for this year 30,000,000 pairs of shoes. 
By 1930, New York will require 36,000,000 pairs 
of shoes. The probability is that the rate of con- 
sumption of shoes in New York is much greater 
than three pairs to a person. But, the three pair 
rate is taken to be conservative. Besides, there is 
the shopping population made up of millions who 
visit New York annually. ; 

It would not be at all surprising to see New 
York selling at retail 40,000,000 pairs of shoes 
annually and to sell 50,000,000 pairs by 1930. 

Say that New York shoes average $4 a pair, 
then New York’s shoe business totals $120,000,- 
000 annually. The estimate of $4 a pair is probably 
low for New York for that city is probably doing 
a retail shoe business of more than $150,000,000 
annually. 





Earlier Christmas Funds 


MOVEMENT has been started by the Dry 

Goods Economist for the earlier distribution 

of Christmas savings funds by banks. The present 

practice of distributing these funds just prior to 

Christmas has added greatly to the last minute 

holiday shopping rush, with attending strain on 
store personnel and service. 

Banks usually start the first week of the year 
the dollar-a-week plan saving, so that after forty- 
nine weeks the customer gets back a fifty-dollar 
bill on the basis of deposits and interest. Now if 
these funds were started with-the first of Decem- 
ber, the fifty weeks would bring the money 
into circulation at an early time in the holiday 
season. 

We are happy to report that we have received 
information from many merchants that they are 
going to make the holiday season a busy one. A 
season of practical gifts and an emphasis on all 
the articles of footwear that can coax a dollar bill 
out of a purse is possible if merchants in .a com- 
munity will work together to that end. 
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F. E. Church, U.S. Rubber Co. Footwear 


Sales Manager 

New York, Nev. 13—Frank E. Church was recently 
appointed manager of footwear sales of the United 
States Rubber Company, succeeding William A. North 

who is now mer- 
chandise manager. 
Mr. Church was 
formerly manager of 
the St. Paul branch 
and most recently 
president of the Bea- 
con Falls Rubber 
Shoe Co. Sales of 
waterproof footwear, 
keds, soles and heels, 
felt slippers, Hast- 
ings products, and 
all other footwear 
will be directed by 
Mr. Church. 
Mr. Church joined 
the company in 1919 
as manager of the 
St. Paul branch. In 
1921 he was elected 
FRANK 8. CHURCH president of the Bea- 
con Falls Rubber Shoe Co. He was vice-president 
treasurer and manager of the Northern Shoe Company 
of Duluth, Minn., up to the time he joined the U. S. 
Rubber Co. 

Mr. North has supervision of all finished goods of 
the general division at factories, warehouses and 
branches. 

Clinton E. Little, manager of soles and heels, suc- 
ceeds Mr. Church; and M, G. O’Harra, recently mana- 
ger of the New York branch, assumes Mr. Little’s 
former position. H. A. Bly, formerly manager of the 
Toledo branch, steps in as New York manager, and 
E. F. Busdieker, formerly branch treasurer at Toledo, 
is now manager. 





How Window Trims Have Helped to 
Increase Our Men’s Shoe Business 
(Continued from page 47) 
fitted, bought the shoes. The customer was told in what 
department of the store he could get the hosiery which 
he had seen displayed; he was told that stripes in 
hosiery and neckties were very good style this season 
and would be very effective with the reddish-brown 
calf shoes, gray and plack striped hosiery, a dark blue 

coat and silver-gray hat. 

We feature shoes at three prices—$5.50, $7.50 and 
$10. The shoes which we displayed in this trim were 
all $7.50 shoes. While we showed no prices, we linked 
this window up with an ad in one of the daily papers, 
describing the type of shoe displayed, as one which 
might be observed “at the Yale bowl, or the Harvard 
stadium, or Braves Field, or in the gallery of almost 
any important golf tournament.” A cut of an attrac- 
tive looking oxford was shown and the price was given 
underneath. 
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We give our windows ample time to show results— 
say two or three days. If they do not bring in inquir- 
ies, or customers, within 24 hours, we keep close 
watch; if another twenty-four hours go by without 
some good reaction, out comes the trim—no matter 
how important we think it is. 

Today the tendency is towards good merchandise, 
and the public wants that good merchandise at a price 
that is right. A merchant at the present time cannot 
put poor merchandise into his windows and “get away” 
with it. We find that the price of $7.50 in a depend- 
able shoe with “snap” meets the average man’s tastes 
and pocketbook. But perhaps to prove the rule, an ex- 
ception has been made during the last few weeks, for 
we have sold more $10 shoes than for some time. 





Who Wants to Sell More Men’s Shoes? 
(Continued from page 47) 

tabulate their likes and dislikes in footwear, 
but it was worth while because it is an impor- 
tant part of our business, to serve the men 
folks of Dayton properly. The shoe survey 
gave us much important information. 

We greatly appreciate the co-operation you 
gave us. 

Very truly yours, 
The Arcade Bootery. 


Mr. Barnes now feels he has given you important 
information, likes the interest displayed by the Arcade. 
He knows Mr. Jones, and some day right soon may 
look him up. Some three or four weeks later, Mr. 
Barnes receives another nicely typewritten letter with 
two-cent postage that just about makes up his mind 
as to where he will buy his next shoes. It reads:— 


Dear Mr. Barnes :— 

It might interest you to know that our last 
shipment of Highland shoes, received this 
week, contained several styles of the type you 
like best. 

It would be a pleasure to show these to you, 
Mr. Barnes. May we be favored with a visit 
to our store real soon? Ask us to show you 
style No. 56 and No. 89. We have your size. 

Very truly yours, 
The Arcade Bootery. 


How does Mr. Barnes feel now? He feels that the 
Arcade is his shoe store—built, managed and main- 
tained for him. 

The survey ticket is never destroyed. It should be 
kept and used as a permanent mailing list. The num- 
ber of old customers you hold and the number of new 
customers you gain, are limited only by the number 
you include in your semi-annual shoe survey. The in- 
formation gathered can be used in gauging your buy- 
ing, but not necessarily. It will, however, serve in 
many useful ways because the Arcade can even go 80 
far as to phone Mr. Barnes any time they have a new 
9 B shoe or a bargain in an old one of his size. There 
are endless possibilities, and you can reap benefits 
according to the amount of application you give the 
survey. < 
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Who Sets 
the Style? 


Harry A. Gibson of The 
White House, San Francis- 
co, picks a good style, sells 
it and doubles his order 
again for Easter. 

















Here we see Harry A. Gibson, head of the shoe 
departments of The White House, San Francisco, 
pointing out his one best number of the past two 
months. So good does it look to him after the Style 
Conference in New York that he doubled his order 
on it for spring. 


Mr. Gibson is one of the leading shoe men on the 
Pacific Coast and strongly believes in concentrating on 
a good pattern and at the same time having it made up 
in a wide diversity of materials. On the shoe shown, 
the combination is a blond satin with gold kid trim- 
ming, the ornament concealing a slight gore. Every 
possible combination of fabric and material has been 
interpreted into this pattern by him. 


As one of the builders of the style report for spring, 
he looks forward to a season of good taste in feminine 
footwear with the greatest demand for step-in effects. 
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Men’s Patterns Nominated by Leading Merchants 





SHOES FOR GENERAL WEAR 


SHOES FOR INFORMAL 
EVENING WEAR 





METZ MEN’S SHOES, 
Chi 


cago, Ill. 


Patterns 


Oxfords 


Lasts Heels 


Lasts Heels 





60-40 
Jan.- 


80- 
March- 


in 
eb. 

3 
an 


‘or 
March-April 











VAILE SHOE CO., 
Kokomo, Ind. 


ee 


Oxfords 
Generall 


y 


Shoes for 
Staple Trade 


Medium 
Light Tan 
Conservative 

Tans and 
Black 





G. ELLINGER, 
Lincoln, Neb. 





ZIPP SHOE CO., 
Deadwood, S. D. 








GEORGE E. PIERCE, 


Providence, R. I. 





THE PAYNE SHOE CO., 
Topeka 


. nsas 











MORSE & HAYNES, 
Springfield, 





McDOWELL SHOE CO., 
Albany, Oregon 








Brute Ty 
of Oxfi 





SAGER & JULEN, 
Green Bay, Wis. 








W. S. STRYKER, 
Omaha, Neb. 








A. B. CRANDALL, 
Des Moines, 





ROBERT S. LOVE, 
Memphis, Tenn. 


Plainer 


3/4 to 7/8 





Oxfords 75% 
for Young 
Men 
Oxfords 50% 
High Shoes 
50N 
Older Men 


Heavy 





WESCHLER COMPANY, 
Erie, Pa. 


B 
ter Youns 
Men 
ightweight 
for 
Older Men 





ARTHUR BURT CO., 
Washington, D. C. 


Oxfords 





CHESTER HEROLD, 
San Jose, Cal. 
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National Selection of Spring Styles 


SHOES FOR FORMAL 
DRESS WEAR SHOES FOR GENERAL SPORT WEAR 








Patterns Lasts Heels Patterns 


3 METZ MEN’S SHOES 
Oxfords Medium Tan Chicago, Ill. 


afew Boots} Broad Patent 90% Brown 
Button) Custom Colt or Oxfords per Gray 
Plain Toes Lasts Patent Kid White 


Lasts Heels Colors Leathers 











Patent Light Tans | Smooth VAILE SHOE CO., 
Oxfords and Dull moke Leather Kokomo, Ind. 
Calf Two-Tone |Some Grain 








G. ELLINGER, 
Leather 
; Lincoln, Neb. 


Medium 


Narrow 





Scotch 
Button and| Narrow ZIPP SHOE CO., 
Grain and 


Congress | Plain Toe Two-Tone | Tan Calf Deadwood, S. D. 








Oxfords 
Brown and Grains GEORGE E. PIERCE, 


and Cloth 
8/8 Block Light Brown| and Veals Providenee, R. I. 











THE PAYNE SHOE CO., 
Topeka, Kansas 





Lace Elk 

Oxfords Calf MORSE & HAYNES, 
Cloth Top | Plain Toe Patent i Grain Springfield, Mass. 

Buttons Leather 























Patent 7/8 and 8/8 repe Light Tan McDOWELL SHOE CO., 
Oxfords | Broad Toes 8/8 Kid Oxfords Flange i Calf Albany, Oregon 





Southern 

Ties Regular Calf SAGER & JULEN, 
Oxfords Not too Patents Oxfords | Wide Toes = Green Bay, Wis. 
uc 


Plain Toe Wide 





Patent Comfortable , Elk W. S. STRYKER, 


Leather Dull Kid Oxfords 
Calf Toes i Omaha, Neb. 





Patent A. B. CRANDALL, 
Oxfords Gores Dall Caif Des Moines, Ia. 








Oxfords 

85% Mostly 3/4 and 7/8 repe Elk ROBERT S. LOVE, 
3/4and7/8| Patent F Calf 

Button few Some Spring Composi Grain for Memphis, Tenn. 

Shoes 15% Gun Metal Trimmings 





Plain Toe Patent Tan Russia THE BOOTERIE, 
Full Toes’ Smoke Calf and 
Oxford Dull Calf Two-Tone Elk Waco, Texas 





Oxfords i 

Plain Toe edg se. WESCHLER COMPANY, 
A wi 

‘hes’ T Grain Trim- Erie, Pa. 


Cloth Tops mings 





Oxfords in| Medium f. Spring ARTHUR BURT CO., 
Oxfords Low and > |Grains Som 
Plain Toes} Full Toes Broad Washington, D. C. 





San Jose, Cal., 


Wide Toes 

















Fancy—But 
Tendency ‘ M Boarded CHESTER HEROLD 


Solid 
Leathers 
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SHOES FOR INFORMAL 
SHOES FOR GENERAL WEAR EVENING WEAR 
Patterns 


Lasts Heels 
BOSTON SHOE CO., 


Colors 





Louisville, Ky. 


M. F. MURRAY, 
Wilkes Barre, Pa. 


ba? — 


Brogue 


Medium 
Wide 





Lasts 


Heels | Leathers 





Oxfords 


M 
Onfords 


50% Black 
50% Medium 
75% Rubber} Light Tan 
25% Leather| 


Flat 75% Black 
without 


Rubber (25% Patent 





T. HENRY BLACK, 
Portland, Me. 


Shoes 


Oxfords 60% 
Boots 40% 


8/8 


7/8 8/8 





‘o 





(Oxfords 
GUDE’S, INC., 


75 
Shoes a One-inch 
, Flare Heels 
Los Angeles, Cal. 








A. E. TAYLOR, 
Chicago 








STEVENS SHOE STORE, 


Ottumwa, Iowa 





J. H. BREITENBACH, 
Madison, Wis. 











WILLIAM KAUFMAN, 


San Francisco, Cal. 





R. H. FYFE & CO., 
t, Mich. 











W. W. WILLSON, 





Boston, Mass. 





DAVID I. JOSEPHSON, 
Trenton, N. J. 





Short Vamps 


ROBINSON SHOE CO., Medias 
Huron, S. D. Wide 
Square 




















——S 




















Trend of Styles in Juvenile Footwear 





FOR SCHOOL WEAR 


VAILE SHOE CO. 
Kokomo, Ind. 


Patterns 
for Growing Girls 





Patterns Leathers 
for Misses and Children for Growing Girls 





Oxfords 7 poten 
Stubby Oxfords lack ‘an 
4 Two-Tone Models Calf 
G. 8. MONAT 


Bedford, Ohio 





ZIPP SHOE CO., 





Deadwood, S. D, 




















November 22, 1924 AND SHOE RECORDER 





SHOES FOR FORMAL 
DRESS WEAR SHOES FOR GENERAL SPORT WEAR 





Patterns Lasts Heels Leathers | Patterns Lasts Heels Soles Colors | Leathers 





BOSTON SHOE CO., 
Louisville, Ky. 


75% Plain Combina- 
tions of 
White and 
Black White 


and Tan 


Medium Leather |75% Patent 
Wooden ull 


25% D 
Peg Calf 


Wide Toe 
Plain and 
Soft Toe 


Buck 50% 
White Calf 


25% 
Tans 25% 


Brogue 





Patent Mostly 
Calf 


6/8 to 7/8 Tan 


M. F. MURRAY, 
Oxfords ill 


Elk 
Grain Calfs kes Barre, Pa. 


Light- 
weights 
with Plain 
Toe 





T. HENRY BLACK, 
Portland, Me. 





Full Wide 
Toes 
7/8 Flare 


Light and 
edium 
Tan 


GUDE’S, INC., 
Los Angeles, Cal. 


Oxfords [Plain 
~— Plain i 
oes 








Plain Toe Any Color 
Light- i that Gives 
weight French Good Con- 
Oxfords trast 


A. E. TAYLOR, 
Chicago, Ill. 








Oxfords 
High Shoes 


STEVENS SHOE STORE, 


Ottumwa, Iowa 


Two-Tone 
Tan Com- 
binations 








J. H. BREITENBACH, 
Madison, Wis. 








Spring and 
6/8—7/8 


WILLIAM KAUFMAN, 
San Francisco, Cal. 








R. H. FYFE & CO., 
Detroi 


Plain Toe it, Mich. 











7/8 or 8/8 
Wide Flange 








DAVID I. JOSEPHSON, 
Trenton, N. J. 








ROBINSON SHOE CO., 


uron, S. D. 


National Survey Made by the N.S.R. A. 


PLAY SHOES 














Liges Tan 


























FOR DRESS OCCASIONS 





Patterns Leathers Patterns Leathers Growing Girls’ Boys’ and 


Youths’ 





VAILE SHOE CO. 


Plain 
Toe Oxfords 


Kokomo, Ind. 





Oxfords 
Regular Height 
Boots 


Oxfords and 
Boots in 
Patent Leather 


G. S. MONAT 
Bedford, Ohio 

















Patent 
Satin 








ZIPP SHOE CO., 
Deadwood, S. D. 
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FOR SCHOOL WEAR 









































































































































Patterns for Patterns Leathers Leathers 
Growing Girls for Misses and Children for Growing Girls for Misses and Children 
MORSE & HAYNES, =. 
Springfield, * Brogue Oxfords Brogue Oxfords Brown Calf Brown 
ae ae Low Heel Welt Low Heel Welt Brown Suede and 
Pumps Pumps Patent Black Calf 
McDOWELL SHOE CO., Straps Straps Patent Patent 
Albany, Oregon Sandals Sandals Calf . Calf 
SAGER & JULEN, Oxfords Oxfords Tan Calf Tan Calf 
Green Bay, Wis. Straps Straps Black Calf Black Calf 
COOK & LONE, Cutats Tan Gut Patent 
an 
Memphis, Tenn. ouaey Gate Straps Patent Tan Calf 
Patents Patent 
GEORGE P. BUSSEY, One and Two-Straps One and Two-Straps ussia Calf Russia Calf 
Macon, Ga. F Oxford Fancy Oxfords Gun Metal Gun Metal 
= _ (Some) (Some) 
THE BOOTERIE, s Oxfords Russia Calf 
entries Ties Mostly Patent 
Waco, Texas as Women’s Straps Patent 
WESCHLER CO., Would Suggest Would Suggest Tan and Black Calf Black and Tan Calf 
no 
Erie, Pa. Grant Changs Great Change Elk Elk 
CHESTER HEROLD, Oxfords Tan Calf Patent 
Cutends Gun Metal 
San Jose, Cal. Southern Ties Straps Patent Tan Calf 
Oxfords Oxfords Patent Patent 
ELWELL FIELD SHOE CO. Straps Straps Tan Calf Tan 
Ties Pumps Elk Elk 
Pumps 
M. F. MURRAY, Shoes Shoes Patent Patent 
Oxfords Tan Calf Tan Calf 
Wilkes Barre, Pa. (Mostly) Oxfords Dull Calf Dull Calf 
J. LANGLEY, Oxfords Calf Calf 
onee Tie Effects Elk Elk 
St. Paul, Minn. Tie Effects Shoes Patent Patent 
STEVENS SHOE STORE, Shoes ight Tans Tan 
at ~ pee Ties Black Calf Brown and Black Calf 
Ottumwa, Ia. Straps Strap Effects Patent Patent 
T. HENRY BLACK, Oxfords Oxfords Black Calf Black Calf 
Medium Medium 
Portland, Me. Lace Boots Lace Boots Russia Calf Russia Calf 
Patent 
J. H. BREITENBACH, Oxfords Oxfords Patent Black Calf 
‘xior 
Madison, Wis. Shoes Black and Tan Calf ae 
RALPH N. BAKER Oxfords Oxfords an an 
Boarded Tan Leathers Boarded Tan Leathers 
Los Angeles, Cal. Strap Effects Strap Effects Elk for Sport Effects 
Tan Calf Tan Calf 
WwW. W. WILLSON, Oxfords Oxfords 
Boston, Mass. Straps Straps Patent 
Black Suede Ss 
Straps Tan Patent 
gy Xo St _ ail 
t, e traps an 
Purnps Gu Gun Metal Gun Metal 
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PLAY SHOES FOR DRESS OCCASIONS 
Patterns Leathers Patterns Leathers Growing Girls Bye and 
hild ren ouths 
Eilanees MORSE & HAYNES, 
Ss — oe: Patent Oxforfis Springfield, M 
tra) . ie 
= Black Suede | Black Suede oni 
Gores Turn Soles 
Satin Satin 
Oxfords Elk Patent McDOWELL SHOE CO., 
Straps Patent Straps 
Straps Calf Oxfords Albany, Oregon 
‘ Oxfords Tan Light Strap Straps in Tan and SAGER & JULEN, 
Patents Patent Black Calf 
Sport Effects Elk Effects and Satia Oxfords Green Bay, Wis. 
Fancy Tan Calf COOK & LONE, 
’ Sports Patents Memphis, Tenn. 
a + 
Oxfords Calf Straps Patent GEORGE P. BUSSEY, 
Moccasin Effects Elk One-Eyelet Tie Satin Macon, Ga. 
Blucher Boots Patent Patent Boots THE BOOTERIE, 
in Russia Straps Brogue 
Two Tones Calf Satin Oxfords Waco, Texas 
alf Gores Patent Satin and Black Calf WESCHLER Co., 
NO CH/|ANGE Calf Patent and Patent 
Straps Satin Pumps Oxfords Erie, Pa. 
Plain and Tan and Smoke CHESTER HEROLD, 
Trimmed Solid and 
Oxfords inations San Jose, Cal. 
Sandals 
Oxfords ps Patent Patent Patent 
Elk in Colors Straps with Less Black ELWELL FIELD SHOE CO. 
Moccasin Toe of Sandal Effect Satin Satin Oxfords 
Styles 
Oxfords Elk Straps M. F. MURRAY, 
Patents 
Shoes Calf Oxfords Wilkes Barre, Pa. 
Oxfords Elk Stra Patent J. LANGLEY, 
Lightweight Tie Effects Satin 
Shoes Calf Pumps Velvet St. Paul, Minn. 
Oxfords Tan and Brown Straps Full Toe STEVENS SHOE STORE, 
alf Patent Same as Misses 
Effects Smoked Elk Bow Pumps Oxfords Ottumwa, Ia. 
Oxfords a! j jo T. HENRY BLACK, 
j wns tr: ‘or 
Moccasin Effects _ Portland, Me. 
Plain Toe 
J. H. BREITENBACH, 
Madison, Wis. 
Oxfords Tan Pum Patent Pumps Patent RALPH N. BAKER 
‘ Dark Colored | Strap Effects Black Satin 
Boots k Oxfords White Leathers Straps Oxfords Los Angeles, Cal. 
Moccasins 
Tan Patent Ww. W. WILLSON 
Boots Smoked Elk Strap Pumps Black Suede Same Same Boston, Mass. 
Oxferds 
Tan R. H. FYFE & CO. 
Oxfords Syehel j= = Detroit, Mich. 
Combinations 
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Texas Shoe Merchant Gets Turnover in Seven 
Stores Every Four Months 


Overstocking and Unwise Selection of Styles Dangers to Avoid, 
Says George W. White 


in your store every four months? George W. 

White of the White Shoe Houses of Texas, 
operator of seven retail shoe stores, asks this ques- 
tion, and tells how he accomplishes it in all of his 
stores. 

Mr. White commenced with only one store in Tem- 
ple, Texas, and gradually expanded, applying his 
sound principles in each house until the chain devel- 
oped into seven busy places. He has been in business 
11 years in Texas. 

Mr. White, in talking about volume of business, 
with which turnover is so important a part, said that 
the retail shoe merchant could turn his entire stock, 
unless his store was overstocked or he had badly se- 
lected styles. The over- 


\ RE you securing a turnover of your entire stock 


Because every retail shoe merchant’s greatest con- 
cern is to secure the volume of business that will mean 
success, there are certain factors in the retailing game 
that must be considered. These factors are linked very 
closely with the location of your store, and the type 
of buyers you wish to attract. There are the problems 
of advertising, the training of salesmen and women, 
and the maintaining of a distinctive atmosphere in 
your store. 

Mr. White looks upon the cost of advertising as an 
investment instead of an expense. He said that he had 
often heard the complaint by shoe men that advertis- 
ing didn’t pay, but he has found the facts to be other- 
wise. He is a strong believer in the power of printer’s 
ink as applied to merchandising. In the White Shoe 

Houses the advertising 





stocked store might be com- 
pared to the person suffering 
from the ills that arise from 
the surfeit of food; the 
store with the badly selected 
styles, to the person ill from 
the effects of indigestible 
food. Both are unhealthy con- 
ditions. Then, unless you are 
securing a complete turn- 
over of the stock in your 
store every 120 days, it is 
wise to make a diagnosis of 





Figure Turnover on a Pair Basis 


The plan adopted by a great number of 
live merchants in big and little stores is to 
calculate the turnover strictly on a pair 
basis. This means considering the stock on 
the shelves in the same manner as the dol- 
lars in the bank are considered, knowing 
exactly how many pairs were sold during 
each week and each month and buying ac- 
cordingly; and buying only enough pairs 
to keep the stock to a certain defined limit. 


money is spent in three 
ways. In order of their im- 
portance these are: news- 
papers, window displays and 
direct mail advertising. 


In Advertising Avoid 
Generalities 
Mr. White believes in 
making advertising specific. 
The readers of the news- 
papers are more interested, 
1 he has discovered, in facts 








your case. Once it is evident 
what is the cause of the trouble, the remedy can more 
easily be found. 


Each Style Should Bring Profit 


Mr. White said that when the shoe merchant had 
attained the proper turnover, this healthy condition 
for his store, then each shoe could carry its own 
burden of cost of retailing. The owner of the store 
would profit because of the increased volume of busi- 
ness, the patrons would profit, and the shoe store 
would be the money-making institution that it should 
be. 
In the White Shoe House of Fort Worth, Mr. White 
said that he was selling shoes at $7.50 and making 
more real profit than could be made on these same 
shoes when sold at $10 in the store where the turn- 
over was not right. He said: “When a man has been 
unable to clear the shelves of his stockroom, a cer- 
tain portion of his loss must be added to the new 
goods and although he is selling the shoe at a higher 
cost to make up for his loss, he is still losing money. 
It’s necessary then to so buy and so sell that each 
shoe will be able to carry its own burden and not the 
burden of unsalable goods.” 


about certain merchandise 
than in generalized statements concerning merchan- 
dising methods or aims. “If you have a new style, tell 
the public about it. A visit to your store will give 
them an idea of service, of your selling personnel, and 
the individuality of your store more quickly than much 
generalization on the subject,” he says. 

Every merchant knows about the drawing power of 
good displays. Just what is a good display is the dis- 
play that influences sales, whether it be the showing 
of only a few shoes and an elaborate background, or 
the showing of more shoes against a less elaborate 
background. At the White Shoe House, there are the 
newest styles in attractive, but not confusing group- 
ings, against a colorful backgraynd. The seasonal tone 
is shown in the display—spring flowers or autumn 
leaves used at proper periods. 

Mr. White has found direct mail advertising effec- 
tive. Letters and booklets are sent out. Pictures of 
shoes are shown and all facts are given, so that order- 
ing is simplified. Records of sizes with certain facts 
about type and modes desired are kept, so that it is 
easy for patrons to be fitted, even if they are unable 
to come to the store. The mail order_pbusiness of the 
White Shoe Houses has grown to large proportions. 
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Sale of Plainer Styles Stimulated by 
“Utility Week” 


St. Paul Merchants Put Across Another Co-Operative 
Merchandising Stunt 


center of the United States seem better able to 
stick together and produce results than in 
other parts. At least we hear more about it. Not so 
very long ago St. 
Paul merchants 
led the way in 
planning and 
holding a success- 
ful “Tan Shoe 
Week,” details of 
which were pub- 
lished at the time 
by the Boot and 
Shoe Recorder. 
Now comes an- 
other co-operative 
attempt, equally 


Re merchants in the great grain-growing 





October 20 to 25 Inclusive 
| “Utility Footwear Week’ 


SPONSORED BY SAINT PAUL SHOE RETAILERS 


The lace oxford is the cor- 
, rect shoe for utility wear 


Mannheimers’ Feature— 


Lace Oxfords 
$7.85 to $] 7.50 


Kid, calf ond patent leathers 
tm black, new tan end brown. 


announced here today. Mr. Wolfe, who has been with 
the McCallum Hosiery Company for 13 years and for 
12 years the hosiery buyer for B. Altman & Company 
of this city, will succeed Jacob Casin, now general 
sales manager for the glove, underwear and hosiery 
departments of the Van Raalte Company. The Van 
Raalte Company is making a division between the 
hosiery and underwear departments and the glove de- 
partment and probably a manager for the latter dfvi- 
sion will be appointed in the near future. 

Mr. Casin’s plans for the future are indefinite. He 
has been with the Van Raalte Company for seven years 
and for 17 years previous was with Julius Kayser & 
Company. 

Mr. Wolfe is one of the best known men in the 
hosiery trade, particularly in New York. He is a mem- 
ber of the committee of the National Association of 
Hosiery and Underwear Manufacturers, which, in con- 
junction with the Textile Color Card 
Association, is working out a stand- 


1 “WALK AND BE HEALTHY" 
—SHOB SHOF—MAIN FLOOR. 








acini <n ones rcp aaa tema Sfp rast 


successful. This time it was the aim 
of the co-operating merchants to 
center attention on so-called utility 
shoes—mostly oxfords which had 
not been moving at the rate hoped 


This Is Utility Footwear Week 


Sponsored by St. Paul Shoe Retailers 


Lace Oxfords 


Are Correct and Greatly in 


ine cen a 
Choose From Oxfords « 7 
Patent Leather, Tan and Black 


Calfskin—Low Rubber Heel. 7- 00 


pee ety et pm At yt yt Sy 
Ask to me them, Pair, 


ard color card for the hosiery in- 
dustry. 


‘Listen In”’ for KGO 
San Francisco—On November 17, 
at 8:45 P.M. (11:45 Eastern Stand- 
ard time), Sam W. Burtchaell, presi- 
dent of the National Leather & Shoe 





for for a couple of seasons. 


J. Langley of Mannheimer Bros., — 


Finders’ Association, gave the first 
of a series of twenty-minute “Foot 





Ine., reports that “with one excep- 
tion we have had 100 per cent co- 
operation from the retailers here 
and a considerable amount of con- 
sumer interest is manifested.” 





re eo — Wool 


Talks.” President Burtchaell’s pur- 








It is the old, old story that in 
union there is strength. The merchants of any com- 
munity are or should be the style arbiters of that com- 
munity. Within certain limitations, if they work to- 
gether, they can sell what they have bought. They can 
put across, to the benefit of all, such ideas as “shoes 
for a purpose,” “buy your hosiery where you buy your 
shoes,” and dozens of other constructive and profit- 
making ideas, good alike for consumer and retail mer- 
chant. 

The “Utility Week” idea went across in good shape 
and sales showed the hoped-for increase. 





T. D. Wolfe to Go with Van Raalte Co. 


New York, Nov. 17—Townsend D. Wolfe, sales man- 
ager for the McCallum Hosiery Company of North- 
ampton, Mass, will become general merchandise mana- 
ger for the Van Raalte Company on January 1, it was 


giving 
these talks is to 
bring about a bet- 
ter shoeconscious- 
ness on the part 
of the public. Es- 
pecially does he 
address his re- 
marks to the men. 
He has a number 
of snappy slogans, 
such as “Shabby 
shoes shout shift- 
lessness,” “Is your 
sole worth sav- 
ing?” Shoes are 
silent but scream- 
ing.” 


ARE AN INVESTMENT—— 
NOT AN EXTRAVAGANCE. 


8 Worth of Correct Com- 
fort, Style, Quality 
and Perfect Workmanship 
Just the sort of Shoe the Dainty Woman has longed 
for abd desired — but never expected to obtain! 
Four Styles: Dressy Patent 
or Black Kid Straps, Black 
or Havana Kid Oxfords. 


Every woman should own at least 1 pair of oxfords. 


15,0.0 TERUR 


375 ROBERT STREET 
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Iowa Merchants to Meet March 10-12 


Des Moines, Ia.—On November 13, the Iowa Retail 
Shoe Dealers’ Association held a group meeting at 
Iowa Falls, Ia. Carl Ortlund, J. E. William Prescott 
and Mr. Becker of the Shoe Travelers’ Auxiliary of 
Iowa, attended the meeting. At the suggestion of the 
Iowa retail shoe merchants, the Travelers’ auxiliary 
will stage a Style Show at the next convention of the 
Iowa Retail Shoe Dealers’ Association, which will be 
held at the Hotel Fort Des Moines, this city, March 10, 
11 and 12, 1925. There will be 50 professional models, 
who will exhibit the styles for late spring and summer, 
1925. The night of March 11 will be Style Night. 
The auxiliary will have a banquet Thursday night. 

At a group meeting at Cedar Falls, many construc- 
tive ideas were brought out. It was decided that 
nething would be left undone to make the next Iowa 
Retail Shoe Dealers’ Convention a success. There was 
also an interesting talk on “Co-operation” by Profes- 
sor Fuller of the Iowa Falls College. 

Among the retail merchants present at the Cedar 
Falls meeting were: Harry Jacobsen, Des Moines, 
president; Ira Welch, Griswold, secretary; W. H. 
Gernes, Ames, director; A. H. Lamm, Cedar Falls, 
director; Fred Harty, Winterset, second vice-president; 
E. A. Westberry, Iowa Falls; F. N. Elliott, lowa Falls; 
H. Timmerman, Waterloo; M. C. Buck, Waterloo; 
Wilson & Sweitzer, Waterloo; Mr. Doepke, Ackley; 
Mr. Littlejohn, Independence; A. F. Herden, Iowa 
Falls; N. A. Grassfield, Waverly; H. C. Harrison, who 
represents the fire insurance for the retail merchants. 
The next group meeting will be held in Des Moines, 
December 30. 





Luncheon to Chester Herold 


The coming of Chester Herold, of San Jose, Califor- 
nia, director of the N. S. R. A. to Boston for the pur- 
pose of making a study of the National Convention 
plans which he is later to report to the merchants of 
California, was made the occasion of a luncheon at 
the Harvard Club by the leading shoe men of Boston. 

At this meeting consideration was given to making 
the program of events in Boston so important to the 
better merchandising of shoes in 1925, that no mer- 
chant in any section of the country could afford to 
stay away. | 

With Everit B. Terhune as host, speeches were made 
by Irving B. Howe, W. W. Willson, Henry E. Hagan 
and Chester Herold. 





Massachusetts Merchants Meet 


Boston, Nov. 20—The second big meeting of the sea- 
son under the leadership of I. H. Morse, was held at 
the City Club, November 19. President Morse promised 
one hundred per cent attendance not only of his asso- 
ciation, but of merchants generally in New England 
at the Boston show in January. He is arranging a 
special gathering place for the Massachusetts associa- 
tion for that important week. 

Edward H. Whiting, who writes the Whiting column 
for The Boston Herald, spoke at length on the better 
business tone brought about through the election. He 
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Cee a ee 
A “Shoemobile” operated by A. Simon & Co..,, re- 
tail shoe concern of Altoona, Penn. The body is 
shaped like a shoe as an advertising stunt. It is 
used for delivery and attracts much attention. 
The reading matter on the wheel coverings is 
readable at all times as they do not rotate with 
the wheels. 





was followed by the Editor of the Recorder, who inter- 
preted the shoe style conference and illustrated it with 
the materials for spring costumes. 

Irving B. Howe followed, with an interpretation of 
the report as it affected New England and wound up 
the meeting by giving a complete analysis of the N. S. 
R. A. convention to be held in January. 





Turnover Is What Counts 


By C. A. PARTEE, Manager 
Uhlman’s Shoe Store, Fremont, Ohio 


If a shoe does not move in four weeks at a fair 
mark-up, it never will move at that price. Our stock 
is gone over every week, slow movers are viewed and 
the clerk’s attention is called to slow movers. The next 
week if the same shoes have not moved, we mark them 
down. The third week, if the shoe still is a slow mover, 
we put a P.M. on same. Keep them moving is the 
secret. 

We also have an “odd-and-end-section” where slow 
movers and short lots are kept and sold at a very low 
price. This “odd-and-end-section” keeps the stock clean 
and supplies the store with good shoes at a low price. 

We also keep a stock sheet showing just what we 
have in stock at all times; showing what are good 
sellers and what are dead stock, thus enabling us to 
buy the fast sellers only. 


Table of Young Folks’ Sizes 


Herewith, as a review, is a table of sizes: 

0 to 4. 

8 to5 (soft soles). 

4 or 5to8 (harder soles). 

5 to 8 (5 with heel. 5 
without heel). 

8% toll. 





Infants’ 
Infants’ shoes 
Children’s shoes 


Growing girls’ 

Little gent’s 11 to 18%. 
1 to 2. 
2% to 6. 


6% to T°7% to 8. 





TANNERS OF 
THE SCHMIDT CALF LEATHERS 
DETROIT, MICH. 
November llth, 1934. 


TO MY MANY FRIENDS IN THE 
MANUFACTURING AND SHOE RETAIL TRADE: 


Because of the state of my health, 
I have, during the past five years, spent most 
of my time on my farm, but during this last year 
I have been devoting a great deal of time to the 
tannery, and now again I take pride in the leather 
which we are now and have been oe this year 
——s at the tannery of Carl E. Schmidt & Oo. 
no. 


I believe that in feel and quality 
our present leather is equal to our leather which 
took the Grand Prize at the World's Exposition at 
San Francisco in 1915. 


The unprecedented demand for our 
leathers, especially in colors, has required us 
to run the tannery at full capacity, and we are 
rapidly catching up with the avalanche of orders 
— has almost overwhelmed us in the past six 
weeks. 


The words "Schmidt Calf Leathers’ 
stand for quality, and I believe that we are 
giving you a very unusual quality at the present 
time, and of course unusual cutting surface. 


iat, nil 


President. 
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CINON NAL 


FOR STYLE ~ QUALITY~ SATISFACTION 








THE CAHILL SHOE CO,—CINCINNATI, O. 


There is a place in every shoe 
store in the United States 
for a Cincinnati-made line. 
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M 405— 
Model 246—‘*THE FORE” THE COUNTESS 


A type of Oxford sop TwE YEAR ‘ROUND for Outdoor or In- 
door Sports and also used largely by the College Girls and 
others for street wear. Especially desirable in two tone Tan 
effects, over the “Fore™ last, particularly designed and adapted 
for a shoe of this type with Crepe Rubber Sole and Spring heel. Webster says. “A Countess is the wife or widow of an Earl in the 

No mark downs on this one. English peerage—or a Lady possessed of the same dignity in her 


own right.” 
**THE COUNTESS” 


Illustrated above is truly possessed of Dignity in it’s own right. 
1. First in Tan Calf 
2. Patent with Apricot, Grey Kid or Tan Calf Quarters. 
3. All-over Patent 
Added to your stock will add the dignity to your line necessary to stamp it 


- #SERVICE” 


‘“‘Walk and Be Healthy 43 Quite frequently we receive comments from our 
good friends—our customers wherein they express 
their appreciation of the wonderful values received 
and dwell particularly on the service we give them. 

Real Service as understood by each individual of 
our organization of 500 strong means good shoes 
made to order and delivered in 4 to 5 weeks. 

Mr. Retailer: “That's Real Service” backed by an 
intelligent organization who understands your needs. 


President | 


Te; Voabmam, Lawrence, Co, 


STATION A 

















2, 1924 
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A $5,000 Straw to Show 
Which Way the 
Wind Blows 


i. Wats FEW days after the election of President Coolidge, 


Ssh 


— eR newspapers featured front-page stories of stock- 
7/28 WY : ; a 
HEFSS) % market booms, and also carried the information that a 





seat on the New York Stock Exchange had risen in 
price from ninety to ninety-five thousand dollars. They say that 
straws show which way the wind blows—and a $5,000 straw 


should be a reliable indication that prosperity is in the air. 


- 


And, indeed, with the “watchful waiting” of pre-election months 


over; with those whose tendency was to interfere with business, 
decisively defeated; with an administration friendly to private 
enterprise unmistakably endorsed by the votes of the nation— 
there is every reason to look forward to times of financial stability 
and commercial progress. Just as thousands of buying orders 
established new trading records on Wall Street, so thousands of 
business enterprises, held up until the results of the election 


should be known, will be now put through. There will be less of 


(Continued on page 78) 
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Introducing 











This Holters Rapid Trans-Kit 
—ready to come at your signal, 
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Holters Rapid Trans-Kit 


...the Shoe Express 


OMETHING new — something 

novel in the way of shoe service— 
that’s The Holters Rapid Trans-Kit, 
the Shoe Express, now ready for opera- 
tion on the direct line between the 
Holters factory and you. 


Holters Rapid Trans-Kit is a minia- 
ture traveling sample-room. It’s a com- 
pact kit containing eight up-to-the- 
minute models, to retail at popular 
prices. It comes express prepaid—de- 
livered at your door. Just open the lid— 
and right in front of you are the newest 
shoe numbers—eight of them. And 
there's a handy order blank, too, with 
full instructions on how to order. You 
make your selections—send in your 
order. Then fasten the strap, call an 
expressman and have the kit returned 
to us at our expense. 


Doesn't this Rapid Trans-Kit appeal 
to you as the handiest shoe service you 
ever heard of? It means that your buy- 
ing is simplified—that you can look 
over our latest shoe models in your 
own store, place your order and re- 
ceive the goods in a surprisingly short 
time—for we can ship the numbers 
shown in the kit in about fifteen days. 


We have added this Rapid Trans- 
Kit to our sales force as an extra con- 
venience to the trade—to meet hurry- 
up calls. Of course our regular salesmen 
will continue to call on you. 


The Rapid Trans-Kits are ready now. 
Send the coupon today and this kit 
with its line of quick-sellers will be sent 
to you immediately prepaid. 


THE HOLTERS COMPANY, CINCINNATI 


Makers of Women’s Specialty McKays 
to retail at $6.00 to $8.50 


Branch of the United States Shoe Company 


Chicago Office 
210 Security Bldg. 


Minneapolis Office 
723 Boston Block 


New York Office 
1404 Bush Terminal Bldg. 





The Holters Com 
(Branch of The 
Sixth and Sycamore Streets 
Cincinnati, Ohio 


hited States Shoe Company) 


Here’s your ticket for the 
Shoe Express...Use it now 


Gentlemen: 
Please send me your Rapid Trans-Kit with its 
line of the latest shoes. 
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Arches that are 2000 years old 


The Pont du Gard, at Nimes, France, was built 2000 years ago by the 
Roman Emperor, Augustus. Its 52 graceful arches stand today as they 
stood in the days of the Roman legion. 


For in the arch is strength—and in the arch of the Arch-Protector Shoe 
is the strength which the foot needs in this day 
of concrete pavements and unyielding floors. 
The light, invisible steel support in the Arch- 
Protector Shoe balances the foot, keeps it 
shapely and young, and adds to comfort and 
walking ease. 


With its graceful lines 
and fashionable _ sil- 
houette, the Arch 
Protector Shoe fills the —_Jennabel—Three-strap with cut-out in 
need for arch-support the fastion and grace which can be ese 
footwear pleasing to bodied in the »wenenens Shoe. 
the eye. If there is no Arch-Protector represent- 
ative in your town, you have the opportunity 
of putting in your stock a shoe for which there is a steady and 


growing demand. Write us for full information today. 


The Val Duttenhofer Sons’ Company 
(Branch of The United States Shoe Company, Cincinnati, Ohio) 
New York Office: 1404 Bush Terminal Building 
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Krippendorf Ss 
Dependable 


Shyles 
GW‘ 
A Step or Two 


) Bellaire Strap Patent vamp. Ahead 
Apricot kid quarter 


Krippendorf’s shoes are recognized by 





the leading dealers of the country for 
their superior workmanship and _ fitting 
qualities, plus style and service. 


The Krippendorf Dittmann Co. 


Cincinnati, Ohio 


Style Quality Service 


College Strap “of Russia 
Calf with buckle 


Russia Calf Gore March- 
ioness Colonial Pump with 
tailored leather bow 





jet) MARKET OF AMERICA 
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No. 105B The Georgia 


Arch-Tone oxford cut from select Black Glazed Kid. 
Made on No. 173 “Buoyant™ combination last (for 
example, A instep and C Ball), reinforced steel 
shank, welt sole, solid leather extra-strong counters, 
14/8 solid leather heel with rubber top lift. Price $5.60 
Sizes 9% and 10 are $.50 extra per pair. 

AAA 5 _ through 9 B3_ through 10 

AA 4%through 10 C 2% through 10 

A 4 through 10 D2% through 10 

E 3 through 9 


No. 252B The Ciro Zs 
A three-strap, unusually attractive in design, with an 
originality not always to be found in an “in-stock” 
shoe. And with the famous Arch-Tone feature. In 
Patent (No. 252B) $5.75; in Black Kid (No. 253B), 
$6.00. 
through 9 B3_ through 9 
C 2% through 9 
D3 through 9 


No. 251B The Belmont 


Arch-Tone four-strap of fine Black Glazed Kid, 
made over No. 183 last, welt sole, reinforced steel 
shank, all leather extra st counters, 14-8 mili- 
tary heel with rubber toplift. Price $5.75. 

AAA 5 through 9 B3_ through 9 

AA 4% through 9 C 2% through 9 

A 4. through 9 D 2% through 9 
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READY TO GO! 


4 Fast-Selling Models 
of the Red Cross Shoe 


HERE are four steady sellers from the In-Stock Depart- 
ment of The Red Cross Shoe — chosen for stock be- 
cause experience has shown that they are reliable models for 
which there is a steady demand. They are nationally known 
and nationally advertised shoes that your patrons will al- 
ways want. And you can get them on a moment's notice. 
Our In-Stock Department also includes other equally at- 
tractive models, all ready to ship immediately. 

















The Krohn-Fechheimer Company 
Branch of the United States Shoe Company 
Cincinnati, Ohio 
Pacific Coast Representative: 


SAUL BERNER, 
418 Pacific Building, San Francisco, California. 












No. 250B The Betty 


Arch-Tone two-strap of Black Glazed Kid, made 
over 161 last. Welt sole, reinforced steel shank, all 
leather extra long counters. 14-8 solid leather 
military heel, with rubber top-lift. Price $5.75 
Sizes 94 and 10 are $.50 extra per pair. 
AAA 5 __ through 9 B3__ through 10 
- 4 Coes C 2% through 10 
rough 9 D 2% through 10 


Rel CrsSine 


hom ‘ad i Ly 
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unemployment, there will be fewer idle mills and fac- 
tories, there will be more money earned and more 


money spent. 


Perhaps there will not be many tears shed over the 
passing of 1924; perhaps it has been a time of compar- 
ative inactivity in the shoe business as in almost every 
other industry. But 1925 is a new year-——and everyone 
is being dealt a new hand with which to get into the 
game. A hectic, frenzied boom year such as 1920 is 





neither expected nor desired. But a year of good business, 
based on a solid foundation of prosperity at home, and 
the possibility, at least, of some measure of European 
recovery under the Dawes Plan, seems to be indicated 


beyond a doubt. 


There's a $5,000 straw showing which way the wind 
blows. And it’s one of those good winds that blows 
nobody ill. ’ 


ie de tk 


Paging Mr. Job— 


Job, as you remember, made himself a reputation on 
account of his remarkable patience. No matter what 
happened, Job figured that things might be worse and 
that if he just waited a little while they'd probably be 
better. 


And last spring, as you'll also remember, shoe manu- 
facturers and retailers, needed most of Job's patience, 
while they waited for the tardy spring to arrive. There 
were the spring stocks on their shelves, and outside the 
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north wind blew and girls that should have been buying 
white kid were buckling up galoshes. 


And the late Spring apparently held up the rest of the 
seasons, for during the past month or so we've been 
hearing numerous complaints about the unseasonable 
weather and the balmy November days that have been 
holding up the sale of late Fal! and early Winter stocks. 
Almost looked as though folks would be doing their 
Christmas shopping in the footwear they bought to 


wear on mild September days. 


But, just as the late Spring finally did arrive, so now 
the late winter seems to be at last among those present. 
Our thermometer registered 24 this morning, a temper- 
ature which is plenty cool enough for southern Ohio in 
mid-November. And with Winter-weather here, winter- 
buying and winter-shoes will undoubtedly follow with- 


out delay. 


So, whether you ve imitated Job or whether you've just 
been human like the rest of us and cussed out the 
Weather Man instead, the time for patience is over and 
the time for action has arrived. Cold weather is here. 
Election is over. December, the retailer's best month, 
is coming in a few weeks. Santa Claus is looking over 
his sleigh and working-out his reindeer for their annual 
trip. All these things means only one thing—good times, 
good business, good profits. So let’s get ready to go and 
take advantage of our opportunities to make the good 


times better. 


Watch for the Next Cincinnati Section in the December 27th Boot and Shoe Recorder 
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What Creates 
Good Will? 


Satisfaction with goods purchased—satisfaction 
with the business methods involved in the trans- 


action. 


Mere sales do not create good will. When you sell a 
woman a pair of shoes there must be something 
more in the transaction than a mere sale. The 
method of selling, of fitting, of handling the cus- 
tomer, and, most important of all, the shoe, creates 
good will. You want to bring that woman back to 
your store for her next pair. You want her trade 
permanently. 


Julian @ Kokenge shoes for more than thirty years 
have created good will for thousands of merchants 
all over America. Will you permit us to tell you 
just how you can profit by hooking up with us? 


Gwe Julian So Kokenge Co- 
Makers of the famous JioK Gch Fitting Shoes for Women 
426 E 4th St. Cincinnati, Ohio. 


November 22, 1924. 
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Gentlewomen Understand 


The symmetry in the lines of a pattern mean as 
much if not more than the style itself. 


Time and time again you will see exactly the same 
style produced by different firms, but, what a dif- 
ference. 


Poor lines, poor shoemaking reduce its value 
dollars a pair, and nobody notices good or bad lines 
more quickly than gentlewomen, For artistic inter- 
pretation of correct shoe styles you cannot possibly 5111—Clifton 
do better than confine yourself to CAHILL’S 
CATCHY CREATIONS. Shown in a Light Tan Calf made over our 
Short Vamp French Last, carrying a 13/8 Block 


Th e Cahill Sh oe Co ® Peeks ince in Patent Leather and Black 


Cincinnati Calf. 





THE QUALITY SHOE 
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You sell eight pairs Out of four you pa 
to pay the manufacturer’ bill. all ovithand ie. Y 


Ae profit 











Does that last pair put you in 
the black or red 


Do you sell that last pair at the full retail 
price or do you have to take a loss on it? For 
thousands of merchants, that last pair means 
‘red’ on the books. What does it mean for you— 
red or black? 


We know that if you will sit down and study 
with us the factors that make a line salable to the 
last pair, you will be convinced that our shoes 
really are salable to the last pair, at the full re- 
tail price. This means net profit to you. 


No matter how far you look, you cannot 

find a line of shoes that more quickly satis- 

Juno Oxford fies the women who depend upon you to se- 

made of tan and gun lect for them the proper footwear for all 
metal calf, 8/8 heel. occasions. 


A popular number. : 

The fine quality and timely style seen in all 
our shoes is merely a suggestion of why they are 
salable to the last pair. Let us show you. The 
Stanley Duttenhofer Shoe Co., 1401 Plum St., 


Cincinnati, O. 


STANLEY 
DUTTENHOFER SHOES 


ARE— 


——_— mr om H A TA ee OUSDl 
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When writing to Tur STANLEY ivonmmnallh Suor Co. please mention Boot and Shoe Recorder 
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CIN CINNATI 


Hazel brown Russia Calf Pump 
No. 3277 with dark brown Calf basket- 
weave inlaid as illustrated; lapel oe vend Hag 
inch Cuban covered heel; Imitation Turn;BtoC;3 to8. 
ROR ey Poe ee oS ae | $4.00 
IMMEDIATE DELIVERY 
Two-tone, one-eyelet tie Pump 
No. 4487 of Apricot Kid and black Pat- 
ent Colt. Wide bow of tan silk ponrain; se 
e full Spanish covered heel; Imitation Turn; B to C; $4 00 


In DO Ee oe, et cee ee 


IMMEDIATE DELIVERY 


Light brown Russia Calf one- 
No. 4488 strap Pump with dainty perfo- 
rated edging; 15/8-inch full Spanish covered heel; 








retail Wing foot top lift; Imitation Turn; B to C widths; 
? For pi SOR NOT . POURING bo vata deh conc eH R ewan $3.85 
neans IMMEDIATE DELIVERY 





ou— 
tudy The three style designs you see here are 
o the their own salesmen—they have that 
peg brisk newness, attractive beauty and 
— very evident fine quality that makes 

them sell on sight. 
not 

\tis- Z \\ These three give you a good idea of 
“~ ™ what i present Aeaag agahe ng 
° line of Novelties is like. We have the 
Think of kind of shoes you want and in the 

1 all HOLIDAY price range to suit your trade—from No. 4488.3 


the | SLIPPERS — $2 upto$5. 


St., 
f VER seventy-five of our most attractive IN-STOCK 
e numbers are illustrated and described in a large cir- 
cular we have lately received from our printer. We will 
gladly mail you a copy—just send us a card. 





We are just mailing out 
now an illustrated cir- 
cular showing all of our 
a. —- and — 
oliday Slippers 
STOCK—a very com- 
plete and up-to-date line 
of Men's, Boys’, Wo- 
men's, Misses’, Chil- 
dren's and Infants’, 
House Footwear. A 
copy promptly on 
request. 
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Reg. U.S. Pat. Off. 
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TOCKING B. W. Shoes doesn’t 
- mean keeping them on the shelf. 
. , hey're always popular —— always 
The Trilby Tie selling. They bring comfort to 
women's feet and to your own 


heart. 
Order Today or Write for Samples 


IN STOCK 
ready to ship—net 30 days 











S—400 S—401 
Black Kid Oxford Brown Kid Oxford 
AAA.5 -10 B.3%-10 AAAS -9 B.4 -9 
AA, 5 -10 C.3 -10- AA, 5 -9 : 

AL” 44-10 D3 A. 444-9 


A triumph in a striking one-eye- $4.40 ‘$5.00 
let tie. Fresh from the Roth shop. 
S—403 S—404 


ee ae Black Kid Oxford Brown Kid Oxford 
Sample on request. (Arch Corrective) (Arch Corrective) 


AAA, 5-10 B.3%-10 AAA.5%-9 B. 349 
AA, 5-10 C.3%-10 AA, $5 -9 C3 -9 
A, 410 a het A 4-9 D.4 -9 


10 
$5.20 


Hh ROTE SHon™: @ 


- CINCIN ATI # 


2S 








= = Silas = pe 
When writing to Tut Roru Snoz Mee. Co. please mention Boot and Shee Recorder 
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The list of volume buyers who have 
kept our factory filled to capacity 
bear witness to the worthiness of our 
product and the excellence of our 
service. 





If New York says: 
“st’s the Latest Style” 
Weve Got It! 


- Allen, Goller Shoe Co. 


Boston Office, 207 Essex St~Factory 60 K Street South Boston ~ 
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GLOVE-GRIP SHOES 


THIS LINE PROMOTES AND PROTECTS SALES 
ORIGINAL AND EXCLUSIVE FEATURES WIN AND HOLD TRADE 


49 STYLES—MEN’S AND WOMEN’S MODELS—IN STOCK 















































Model 734 — PASADENA 


Two Strap, Black Kid, Plain Tip. A a/8 Half Rubber Changing conditions in shoe merchandising have improved the chances 

Heel. Combination Last. IN STOCK. Sizes: AAAAA/ for business on a specialty line. They have created wide sales opportuni- 

AAA. ‘ialt0: AKAAZAA, AAA/A and AA/B. 3 Seed ties. Hundreds of merchants flivvering along might be Rolls Roycing if 
old time methods gave way to new. Arnold Glove-Grip Shoes typify 20th 
Century trade requirements. They are what the public—men and women 
—want. Orthopedic or corrective shoes? No! Just Common Sense normal 
looking shoes, but, with a patented feature, original and exclusive which 
promotes and protects sales. Talking points are numerous. Business build- 
ing power is large. Money making capacity great. Sample the line on the 
above number. 

EFFECTIVE SELLING AIDS FURNISHED WITHOUT COST 


Manufactured only by 


M. N. ARNOLD SHOE nia 


NORTH ABINGTON, MASS. 


Write today for this Catalogue “‘S’’. NEW YORK OFFICE: 127 DUANE STREET 


Illustrates and Prices Glove-Grip 
Stock Styles. BOSTON OFFICE: 10 HIGH STREET 


When writing to M. N. Annotp Suox Company please mention Boot and Shoe Recorder 
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xO The Stamp of Approval! 


E The New | 
Deauville Sandal 


This newest creation of hand-woven leather thongs worn 
wherever Novelty shoes are decreed. Flexible and light. 





The sensation at Deauville, Atlantic City, Newport, Bar 





— Harbor, Pinehurst, Palm Beach and Cuba. 

ycing if 

ify 20th 

women 

ern Now being shown in the largest Department Stores and 
s build- most exclusive as well as popular priced Shoe Stores. All 
p on the Planning to feature Deauvilles in their 1925 stocks. 

Write for Representative to call on you. 
oon 





GOLO SLIPPER COMPANY 


129 DUANE STREET, NEW YORK 


When writing to Goto Stippzr Company please mention Boot and Shoe Recorder 
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FOUR DOLLARS 
FLAT 


HERE ARE REAL SHOES 
IN STOCK NOW 


They Have 


STYLE 


nd 


QUALITY 


No. 6462—Patent Regent Pump, 


: 

: 

: a eee Sailor Tie, Turn. Torn rey , 

2 No. 1008—Black Satin Sailor Tie, NEW LASTS ay yt Satin Regent 
F 

: 

F 

: 

2 


Turn. B to D No. 6464—Black Suede Calf Re- 


No. 1009—Black Suede Calf Sailor NEW PATTERNS gent Pump, Turn. B to D. 


Tie, Turn. A to C. ‘0. 6465—Imported Black Velvet 


All ab b 14/8 Span- 
———— eee FIT GUARANTEED Regent Pump, Turn. B to D. |, 


Il above numbers 
Spanish Louis Heel. 


Better Wire Your Order 


$4.00 


Samples Submitted 
At Our Expense 


The quality of these ™ 
No. 1000—Patent Sailor Tie, Turn: 


coe eg eee ee yaw ave shoes includes Gray vici 3°: p. 

ock Heel, Turn. A to D. oO 

No. 1021—Imported Black Velvet s $ No. 1001—Black Suede Calf Sailor 
Mule Pump with soutach braid, kid linings, special extra Tie, Turn. A to C. 


Turn, 10/8 Block Heel. A to D. wide grain leather shank No. 6057—Patent Sailor Tie. A to 


No. 6056—Patent Mule Pump, 10/8 f or : 
Block Heel. A to D. pieces and 9% iron fine All above numbers carry 10/8 
oc ee 


No. 6540—Patent Mule Pump, : 
Turn, 13/8 Block Heel. B and C. quality soles. 


POWELL & CAMPBELL 


MANUFACTURERS WHOLESALERS OF DR. CAMPBELL’S HEALTH SHOES 
122-124 DUANE STREET - - NEW YORK 


Memmi Me enemies iis nett ett ent tte tc 
When writing to Power, & Campsett please mention Boot and Shoe Recorder 
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ST. LOUIS—With the advent of 
rain and cold weather, the retail 
shoe business during the week end- 
ing November 15 showed marked 
improvement. Reports from a num- 
ber of stores indicated that the 
week showed distinct gains, partic- 
ularly in the men’s trade. It has 
been in this division of the busi- 
ness that much of the complaint 
has been voiced. Rain fell the latter 
part of the week, and men custom- 
ers bought much needed footwear. 
High shoes took on an impetus, the 
like of which has not been experi- 
enced here this season. Figures 
available during the past week 
showed that high shoes were selling 
in some stores at about 75 per cent 
of the business, with oxfords run- 
ning a poor second. Tans are hold- 
ing well and are running about 65 
per cent as against blacks. The 
lighter shades of tan are having the 
preference. Not much encourage- 
ment is being given the Scotch 
grain leathers and in most stores 
are reported selling only fair. Soft 
toes with the wide lasts still have 
the favor of the younger men. 


Tan Calf Very Strong 

In the women’s trade a similar 
improvement has been noticed dur- 
ing the week, but of course the up- 
ward trend was not as abrupt as 
that experienced in the men’s end 
of the business. Tan calf continues 
to baffle the majority of buyers who 
constantly find their stocks depleted 
of the wanted sizes and styles. The 
manager of one of the large shoe 
departments stated that in his 
judgment he couldn’t see any style 
that would head off tan calf this 
season. Everyone is reordering and 
wishing they had a large stock on 
their shelves. 


Black Satin Selling Freely 

There has been a noticeable in- 
crease in black satin during the 
past week. This is attributed to the 
fact that evening functions again 
being the vogue, dresser footwear 
will come into popularity and this 
want will naturally be filled by 
black satin. Some black suedes are 
being sold. While the volume is 
small the cold weather seems to 
have aroused inquries for this style. 
The Saturday of the week was 
heavy. In fact one of the best ex- 
perienced in some few months. 
Stores were complaining of the 
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Marked Improvement to 
Retail Trade in St. Louis 


shortage of help. Practically all 
stores were waiting on as many 
customers at it was possible. 


Maxwell a Visitor 


F. R. Maxwell, vice-president of 
the Thomas G. Plant Shoe Co. of 
Boston, was a visitor in St. Louis. 
Mr. Maxwell has been on a tour 
through the South and West of the 
retail stores of the company. He 
was accompanied on the trip by J. 
F. Fox, western manager of the re- 
tail stores of the company. 


Shoe Mart Club Meets 


The Shoe Mart Progressive Club 
held its monthly meeting November 


87 


11 at the Washington Restaurant. 
The agsociation consists of the em- 
ployees from the four stores. Fred 
Karstens, president of the organi- 
zation, presided. George E. Gayou, 
correspondent of the Boot and Shoe 
Recorder, addressed the club on 
“My Impressions of Europe.” He 
covered his six weeks’ tour of Eu- 
rope, where he was a delegate to the 
London convention of the Associ- 
ated Advertising Clubs of the 
World. 


New Store for Chicago 

The W. B. Huette Shoe Company 
of St. Louis will open a store in 
Chicago about December 1st under 
the name of the Robert Barrett 
Shoe Store. It will be located at 10 
North Dearborn street, and will 
specialize on men’s $4.00 shoes ex- 
clusively. John Sweet, connected 
with the Olive street store here, will 
manage it. 





Patent Leather Is Leader 
Cincinnati Shoemen Report 


CINCINNATI—The retail shoe 
business during the week ending 
November 15 was reported by most 
merchants as spotty. Much needed 
rain fell during the week. 

There - little change in the style 
situation, and step-in patterns and 
pump effects and also, small-tongued 
pumps and ties are favorites for 
street wear, while for evening wear 


and dancing, slender strap effects 


are leaders. 

Light shades of tan calf continue 
to sell freely, but stores which keep 
a record of their sales show that 
patent leathers are outselling tans 
two to one, and that according to 
their records, patent leather leads 
the sales, with tan calf second, and 
satin third. Buckles are selling 
freely. 

Men’s business picked up slightly 
during the past week, due to the 
rain and cooler weather, and re- 
ports show that the demand is for 
about 30 to 35 per cent high shoes, 
and 65 to 70 per cent oxfords. One 
of the leading men’s stores reported 
that the men coming in for new 
shoes are poorly shod, and their old 
shoes show that they are badly in 
need of new footwear. 


Shoe Group Have a Century 
Box 

“The Shoe Group of the Business 

Men’s Club was presented with a 





century box as part of the dedica- 
tion exercises of the new Business 
Men’s Club in Cincinnati on Novem- 
ber 11. The pioneers of the indus- 
try attended the exercises, and the 
following message was placed in the 
century box, which is to be opened 
100 years from November 11, 1924: 
“1924 extends greetings to 2024! It 
is an awesome experience to speak 
across one hundred years, but time 
is relative, and when we consider 
the great age of the art of convert- 
ing skins into foot-coverings, one 
hundred years is not so long, and 
we are but your Yesterday, and you 
are our Tomorrow. 

“Let us tell you something of our 
Today. Early in the year 1912, the 
leaders of the shoe and leather in- 
dustry of Cincinnati organized a 
Shoe and Leather group, consisting 
of members of The Business Men’s 
Club. This development was the 
outgrowth of casual luncheon meet- 
ings of its organizers, whose par- 
ticipations at the luncheons had 
been of a nature so congenial and 
broadening as to suggest the per- 
manent establishment of the Group 
in its present form. The founders 
were W. K. Ballantyne of Selser & 
Ballantyne Co., L. B. Cahill of The 
Cahill Shoe Company, R. T. Druk- 
ker of the Travers Co., C. S. Faxon 
of The Cahill Shoe Co., Harry A. 
Hollmeyer of The Griess Pfleger 
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“Ask The Man 


Who Wears Them’ 


The man who is on his feet all day once he tries Gro, 
Cord Soles would never wear any other kind. Comfort- 
flexibility and long wear are built in—what more could 
one ask. 

Skid-proof and moisture-proof—Gro-Cord Soles are 
worn by men in every walk of life—Women and children 
too can have Gro-Cord comfort and rugged, lasting wear. 
Gro-Cord Soled shoes for work, dress or sport are avail- 
able in the lines of many shoe manufacturers. Write for 
the names of these manufacturers and sample showing 
cord construction. 


Cord Tire Wear 
In Every Pair 


Distributors 


A. R. Mueller Co. —~ SO 


258 Fourth St. 1627 Locust St. 
Milwaukee, Wisconsin St. Louis, Mo. 
A. C. Morand Co. Northwestern LeatherCo. 


304-6 Sacramento St. 14 South Street 
San Francisco, Cal. Boston, Mass. 


Lima Cord Sole and Heel Co. 
Lima, Ohio 


Q2 nRmowW?o 


fpworny 


When writing to Tus Lima Corp Sots anp Heer Co. please mention Boot and Shoe Recorder 
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Tanning Co., P. A. Henry of the 
P. A. Henry & Co., Edward Pfleger 
of The Griess Pfleger Tanning Co., 
S. G. Ross of The United Shoe Ma- 
chinery Corp’n, A. J. Ryan of The 
Ryan Ideal Stain & Blacking Co., 
John C. Taylor of The Travers Co., 
George Springmeier of George A. 
Springmeier & Co. 

“Not all of these farsighted lead- 
ers are with us today. Harry A. 
Hollmeyer died in 1913. His keen 
wit, affability and generosity made 
his a personality fondly remem- 
bered by his host of friends. 

“John C. Taylor died in 1921. He 
was the youngest among us, and 
his early demise. deprived us of a 
truly good fellow. 

“L. B. Cahill died in 1923, leav- 
ing a memory that is cherished by 
his associates. His recognized abil- 
ity as a 1aconteur added greatly to 
the good-fellowship of our mem- 
bers. 

“Coincident with the moving of 
the Club into its new building, in- 
terest in the Shoe and Leather 
Group was stimulated, and its circle 
was enlarged.” 

The present members of the Shoe 
Group of the Business Men’s Club 
follow: Edgar Bettman of the 
Bettman Dunlap Company, R. T. 
Drukker of the Travers Co., Sidney 
Eiseman of Chas. Meis Shoe Co., C. 
S. Faxon of The Cahill Shoe Co., 
Mark G. Feder of The Feder Gregg 
Co., Ernest Griess of The Griess 
Pfleger Tanning Co., P. A. Henry 
of the P. A. Henry & Co., Chas. P. 
Morton of the Rehbun Last Co., Ed- 
ward Pfleger of the Griess Pfleger 
Tanning Co. S. G. Ross of the 
United Shoe Machinery Corp., Sam- 
uel Smickler, of The Griess Pfleger 
Tanning Co., Chas. A. Thomas of 
The United Shoe Machinery Corp., 
W. K. Ballantyne of the Selser & 
Ballantyne Co., George Spring- 
meier of George A. Springmeier 
& Co. 


Potter Co. Meeting 


A meeting of the employees of 
the Potter Shoe Co. was held Tues- 
day, November 11. Several of the 
men gave short talks on where and 
when to make suggestions for extra 
sales. One stated it should be made 
after the sale of the first pair, after 
you have had time to study the 
needs of your customer. Sugges- 
tions of hosiery can be brought 
about by suggesting hosiery to 
match or light colors with black 
shoes. 

The repair work is another good 
suggestion, if the clerk notices that 
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the old shoes could stand a visit to 
this department. Buckles and other 
accessories are good suggestions 
for Christmas presents. It was 
stated that an incentive for selling 
extra pairs of shoes, is that you can 
sell one customer three pairs of 





shoes in half the time it takes to 
sell three customers one pair each. 
The point was emphasized that the 
salesman should not merely sug- 
gest, but talk up, and really sell the 
suggested article. A small hosiery 
contest is being held. 





Chicago Reports Lagging 
Interest in Retail Game 


CHICAGO—Shoes are being sold 
to be sure but there is a woeful lack 
of the usual buying intensity or- 
dinarily present at this time of the 
year. The weather might well be 
blamed for it—might as well as any 
one of a dozen other elements that 
enter into the rise and fall of retail 
buying. But in plain words—the 
public is not showing normal in- 
terest in footwear. 

For a day or two in the early part 
of the week, with rain and damp- 
ness, there was a little more interest 
shown, but the demand was spas- 
modic and didn’t last the week out. 
It is hard to conceive the public’s 
confidence in footwear prices, how- 
ever, when the stores in the loop 
that are looked up to as leaders are 
offering price reductions on staple 
season’s goods. It would hardly be 
fair to blame the merchant or the 
department manager—for stocks 
must be sold and yet there isn’t the 
slightest question but that steady 
“sale-ing” is breaking the price- 
morale of the buyers. 

Men’s footwear especially has 
been slow, and this slowness has 
continued pretty well through the 
entire fall with no apparent reason. 
Not a men’s store in the loop has 
had a crowd of buyers at any time 





Black Ranks First 


While blacks still continue 
to hold the lead in style foot- 
wear, the tan shades are popu- 
lar. State street windows are 
showing some exceptionally 
attractive combinations of tan 
ealf and satin, and tan calf 
and velvet that are aimed to 
coax the fancy of the window 
shopper who buys on appeal. 

Black satins, black calf and 
patent in many combinations, 
each with the other, have 
made their appearance in the 
windows and there are many 
tongue effects with fans and 
cut steel buckles. 














during the week—or at least when 
the observer was present. 

Without a doubt it is going to 
take a good wet snow and some 
snappy weather before the buying 
starts with any degree of volume. 
And that ought to be a safe predic- 
tion if the past ninety days of buy- 
ing are any indication of the lack 
of fall footwear consumption. 


Wholesale Buying Slow 


The wholesale trade is below nor- 
mal. Merchants are buying on a 
hand-to-mouth basis and little fu- 
ture business is being written, in 
spite of apparent indications of ris- 
ing prices in the near future. Gen- 
erally speaking, the increase in sole 
and upper leather has added from 
ten to fifteen cents to the average 
manufacturing cost and most of the 
plants are discussing the advisabil- 
ity of increases when the present 
stocks of leather are worked out. 

The feeling generally is one of 
optimism, however, and most of the 
wholesale men are planning on 
bigger business volume through 
December and in the early part of 
1925. 


Costume Booteries Busy 


The costume booteries like Alfred 
J. Ruby, F. E. Foster, I. Miller and 
such, where footwear for formal and 
costume wear are featured, report 
a fair business and the attendance 
during the day would safely war- 
rant the statement that their busi- 
ness is good, although not up to 
normal. 


The Best Selling Patterns 


Gored effects are particularly 
striking with steel buckles. They 
are in good demand. Surely, the 
southern or sailor tie, with its many 
variations of pattern, has been a 
volume producer for the average 
merchant and still holds a very high 
place among the “best sellers.” 

The button oxford pattern does 
not seem to have taken the fancy 
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A permanent jet black dye 
—for all light colored shoes 


Try REPCO on any light colored 

shoe. It will turn the shoe to a positive 
permanent black of a smooth and 
glossy lustre. 


There. is no disagreeable odor to Repco Dye 
and it is unaffected by water. It will not rub 
off. Black polishes and pastes can be applied 
to shoes treated with Repco with most pleas- 
ing results. 


Shoe stores, repair shops and findings dealers 


1 REPCO DYE f selling or using Repco Dye find ita profitable 
Mey INE Diack, all kinds of russet. ta investment and an excellent trade-builder. 


er shoes. 
ne wen DIRECTIONS | au es Suggest Repco Dye to your customers as a 
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Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren St., New York,N. Y. 
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of the average buyer as was to be 
expected of a novelty of this kind 
and while there are many different 
patterns shown, they have not 
reached any great volume in any. of 
the stores. 

Indications seem 1o be that with 
the coming of snow and colder 
weather the three- and four-eyelet 
oxford will come in for considerable 
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attention and these are command- 
ing quite a volume of business. 
The velvet vogue is yet to ma- 
terialize. Some sales are being made 
in the blacks with cut-steel buckles 
or ribbon trimming, but not many. 
In the past week some velvets in the 
blonde shade have made their ap- 
pearance in the more exclusive 
shops, but they are not moving. 





Tan and Patent Leathers 
Lead Cleveland Demand 


CLEVELAND—Retail shoe busi- 
ness continues at about the rate it 
has held for several weeks. The 
volume-is fair considering the 
weather and everybody here is 
about agreed that future demand is 
dependent on the weather. Eco- 
nomic conditions have improved in 
late weeks, but the weather has not 
been favorable for selling shoes. 

The demand at the present time 
is for tan shoes and patent leathers. 
Other lines are being sold, but these 
lead in sales. 


Travers Closing Out 


One of the landmarks of the re- 
tail section of Cleveland is soon to 
pass. It is the Travers Shoe Store 
at 522 Euclid avenue. The store has 
been in the present location for 
eight years, and before taking up 
the present quarters, was across the 
street. 

The lease on the storeroom will 
expire in the near future, and in 
preparation of the day when the 
room will have to be turned over to 
a new leaseholder, the company is 
conducting a big special sale, which 
is being well patronized. 

The entire stock is expected to be 
sold. For more than four years 
A. G. Griffin has been manager. 


Has Shoe Department 


A new department store has been 
opened at 6014 Broadway in this 
city. It is known as the Shifard De- 
partment store. A shoe department 
is operated in connection with the 
store. 


Siff Buys Fifth Store 


David Siff of Akron has pur- 
chased the shoe department of the 
Hub Department Store, at Steuben- 
ville, Ohio, and he is preparing to 
take over the business. The depart- 
ment purchased has done a big vol- 
ume of business annually for sev- 





eral years. This new department 
makes the fifth store that Mr. Siff 
is operating. 


Feltstein Store to Open 


The room in the Union Mortgage 
building, which is to be occupied 
by the Feltstein Shoe Co. of New 
York, is being prepared by carpen- 
ters and decorators, and the com- 
pany is expected to open its first 


store in this city some time during : 


December, so as to be in line for ‘ 


the holiday trade. 


The new store will carry a line 
of $5 shoes. It is going into a room 
that-is situated in Euclid avenue 
near East 9th street, one of the 
busiest corners in America, and the 
corner that sees more traffic every 
day than any other street corner in 
Cleveland. 


Goldberg Buys Stock 
David Goldberg is preparing to 
open a new store at 220 South 
Main street, Akron, Ohio. He will 
carry a line of men’s and boy’s 
shoes. This is his first venture in 
the shoe business. 


Monsky’s Second Store 
H. S. Monsky, shoe merchant at 
Wooster, Ohio, has purchased the 
bankrupt stock of the Wooster Shoe 
Co., and is conducting the business 
in the rooms occupied by the latter. 





Milwaukee Retail Business 
Is Along Spotty Channels 


MILWAUKEE—Despite the fact 
that the weather turned colder 
during the first two weeks of No- 
vember, the expected increase in 
business was not particularly no- 
ticeable in Milwaukee stores. Lit- 
tle change in conditions was re- 
ported for the week ending No- 
vember 15. Some stores noted a 
steady business with no great 
change for better or worse, while 
others stated that business was 
rather spotty, being good one day 
and quiet the next. The three days 
of the Wisconsin Teachers’ Asso- 
ciation Convention, November 6, 7, 
and 8, were very good, as the state 
meeting brings to the city nearly 
7,000 women who plan to combine 
attendance at the convention with 
a shopping trip. 

Tan calf continues to hold a 
prominent place in local business, 
while patents follow closely and 
satins are also of note. One store 
reports the activity of a “pug” ox- 
ford which has been featured for 
the past few weeks, while in a 
dressier style, a side gore has been 
selling. Although tan calf leads 
at this store, similar styles are 
active in patents, and satins are 
selling in dress styles. Another 
high class store finds that a large 


part of their business has been in 
Colonial styles, especially in tan 
calf, although other brown and 
black leathers are moving to some 
extent. 

There has been more activity in 
dress ‘pumps in local stores dur- 
ing the early part of November, 
and silver brocaded slippers are 
especially good. One high class 
store notes the popularity of a 
fancy tongue slipper, having the 
tongue beaded or studded with 
rhinestones. A similar style has a 
tongue effect similar to a rhine- 
stone buckle. Bronze is also men- 
tioned among dress shoes. 


Goes Into Business 


Sidney B. Weber, who has been 
a salesman at the Walk-Over store 
here for several years, has bought 
out a shoe store at Janesville,Wis., 
and is going into business for 
himself. The Janesville store is 
well located and one of the attrac- 
tive shoe stores in that city. 


Men Buy More Freely 


Increased activity in men’s 
shoes was reported by Milwaukee 
stores during the first half of No- 
vember. Tan oxfords have been 
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A Clinton In-Stock Leader 
that Draws Business 


No. 721 “Pp. & V.” Black Velours 
Py Calf, “Rock Oak’ Sole, 
‘Buddy Leather Counter, Calfskin 


t Quarter Lining, Wingfoot 
Las Heel, Double Deck Edge, 


¢ 48 5 Two rows Goodyear stitch- 


ing. In Stock. 
B, 7/11. C and D, 6/11. 


No. 828—Same as above, 
made of “P. & V.”’ Mecca 
Tan Calf. 


—— ~ 


CLINTON SHOE MEG. Co. @NTO% 
The Baker ’Lth Shoe 


Gives Health 

















Women’s Misses’ Child’s 
$3.00 $2.90 $2.85 
Pink satin, 50c extra 


IN STOCK 








601 
Soft Toe 
A snappy number made on a common sense “ Black Kid 
last. Conforms to foot and gives comfort on . icciniate Si» 
bottom. A Real Leader. ‘ $1.45 $1.35 
Child’s 
IN STOCK | $1.30 
Sizes 3 to 8 $4.50 Widths B to D stk secon stenraaia 


Goodyear Welt. Moisture Proof 


Send for Sizes. Try Them BROOKS SHOE MFG. Co. 
A. J. McN ULTY, Sales Mgr. 6th and Montgomery Ave. 


i. H. BAKER CO. PHILADELPHIA, PA. 


117 Lincoln Street, Boston 
Factory at BEVERLY, MASS. 
When writing to the above advertisers please mention Boot and Shoe Recorder 











The Standard for Quality and Comfort 
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leading at one shoe store, although 
a large part of the business has 
been in staple lines with a strong 
tendency to a repeat business. A 
department store reports that 
black and tan are running about 
50-50, while both high shoes and 
oxfords are moving. Styles will 
favor wide, rather square toes, 
and heavy-stitched soles. 


Selling Children’s Shoes 


Children’s shoes have been mov- 
ing very well and various styles 
are selling. At one high-class 
store tan oxfords have been good, 
and are usually worn with wool 
sport hose. This store has been 
selling strap slippers for dress 
wear. At a department store, high 
shoes have been showing the most 
activity, in button styles for dress 
wear, and lace styles with heavier 
soles for general wear. A few 
lighter slippers for party wear 
have been moving at this store. 


Wins Display Prize 

Paul Schrubbe, proprietor of a 
shoe store at 2626 North avenue, 
took the prize for the best win- 
dow display of shoes during a 
contest held by the North Avenue 
Advancement Association. Under 
the terms of the contest a prize was 
offered for the best display in each 
of 11 groups, the winners to be de- 
termined by votes of shoppers in 
that business district. 


Favor Friday Night 
Opening 

At a meeting of about 250 sales 
people from stores of Wausau, 
Wis., approval was expressed of 
the plan of keeping stores open on 
Friday nights instead of Saturday. 
Committees were appointed to 
visit those merchants who still 
hold to the Saturday night opening 
in an attempt to swing them into 
line. The meeting held to consider 
this problem may result in the for- 
mation of a permanent organiza- 
tion of sales people in this city. 


Kozy Komfort Co. in New 
Factory 

The new home of Kozy Komfort 
Shoe Manufacturing Co. at 1701 
Richard street in Milwaukee is 
rapidly nearing completion and will 
be ready for operation January 1. 
The new factory is ideally laid out 
on one floor and will be equipped to 
handle one of the most complete 
line of soft-soles in the country. 
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All Styles Sell Fairly 
Well in San Francisco 


SAN FRANCISCO—Bronze kid 
and blonde satin are meeting with 
favor here in women’s shoe stores 
and departments. Tan calf and pat- 
ent are also good. There doesn’t 
seem to be any one pattern that is 
in more demand than any other. 
All are selling almost equally well. 


Men Buy Wide Toe Styles 


Young men are buying light tan 
calf oxfords. Broad-toed shoes are 
good sellers, the dressy youngsters 
demanding very wide toes. More 
conservative dressers are buying 
toes that are medium wide. 


Regal Men’s Shop Opens 

The new Regal Co. shoe store, 
opened in early November at 807 
Market street, is one of the most 
impressive in the city. It is an ex- 
clusive men’s store. The interior is 
finished in blue. The ceiling is 
arched. Shelving is of walnut with 


buff and brown labels on cartons. 
The store has a very attractive 
front and windows. E. F. Wuerth is 
manager. The Regal store at 772 
Market street will close about the 
end of the year. 


New Arnold Store 


F. J. Lorenz & Sons, Inc., recent- 
ly opened an exclusive Arnold 
Glove Grip Boot Shop at 250 Pow- 
ell street. The store is equipped 
with wicker furniture and finished 
in French gray. 


Florsheim Window Draws 
Attention 


One of the most attractive win- 
dows in men’s shoe stores was re- 
cently shown at the Florsheim- 
Schaeffer Shoe Co. Bright autumn 
foliage on a trellis was a_ back- 
ground and shoes were displayed 
on mahogany stands, offering a dig- 
nified contrast. 





Business Confidence High 
in Denver and Colorado 


DENVER—With protection for 
the products of Colorado’s farms 
and mines assured and business 
confidence restored by the victory 
of the Republican national admin- 
istration, Colorado faces the most 
prosperous period in its history. In 
every part of the state and in prac- 
tically every industry, plans are be- 
ing carried out for a development 
which will assure work for all and 
a prosperity without parallel in the 
state’s history. 

Building permits in this city will 
approach the $25,000,000 mark in 
1924. Business in the Denver stock- 
yards will total approximately $50,- 
000,000 this year. In addition, mil- 
lions will be spent in the next few 
months in the development of Colo- 
rado mining, and many more mil- 
lions will be brought out of the 
ground. So it goes on down the line. 
Shoe merchants of Denver and the 
rest of the state are predicting 
good business for the coming 
months. 


Fontius Employees Guests 

Employees of the Fontius Shoe 
Company were entertained recently 
at the country home of Mr. and 


Mrs. Harry E. Fontius in Mount 
Vernon canon. Sixty guests were 
present. Refreshments were served 
and games played. 


Open Fourth Feltman & 
Curme Store 

The Feltman & Curme company 
has opened another shoe store in 
Denver. It is located at 610 Six- 
teenth street, and is the fourth re- 
tail shoe store to be opened here by 
the firm. 


es 


Velvet Step-Ins at $10 


The Broadhurst-Young company 
recently displayed step-in pumps in 
black velvet. These shoes are selling 
in Denver at $10 a pair at most 
stores carrying them. 


Showed Footwear Types in 
Movies 

A movie film, “Footprints of 
Progress,” was exhibited by The 
May Company and pictured every 
type of footwear used by the human 
race from the days of the cave 
dwellers to the present. The film ac- 
companied a lecture on “Billiken” 
shoes by Mrs. B. L. Barker. 
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Oxfords Are Good Now! 


Dr. Darling oxfords are always salable and 
will never find their way to the bargain 
counter. They entail no loss of profits on end 
sizes and odd pairs, for they are in demand 
season after season, and you can size in from 
our Stock Department. 


° 


aecpsotoonras fas 


Style B-604 ° 

Black Glazed Kid, Square Edge, 4 Double Dr. Darling Arch Support features can be em- 
Sole, Fine Felt Cushion Insole, 12-8 Cuban . ° . 

Heel, Rubber Top Lift, Special “Stvleze” Com- bodied in any light, airy dress pattern that we 


bination Last. In Stock AA to E, 34-9. 
make. 


Style a $4.45 Folder on request. 


1... $8.60 


SHERWOOD SHOE CO. ::_ Rochester, N. Y. 


ORIGINATORS OF QUALITY McKAYS 
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LE “AMCO” 
KLASSIC SHOE ORNAMENTS 


Snappy Sparkling 
Rhinestones 

with safety catch pins or New 
Clasp (open the jaws of the clasp, 
slip on side or throat, press jaws 
together) for Patent Leather, Satin 
or Velvet pumps. 

The last word for pump ornamen- 


tation. 
Per dozen pair $9.00 


Mention whether pin or clasp on 
ornament is wanted. 


*Lasic onmA 


ABE MANHEIMER 
& COMPANY 


14th AND LOCUST STREETS, ST. LOUIS 


“WHILE OTHERS TALK QUALITY, WE GUARANTEE IT” 
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New York Reports Spotty 


Character Is Very General 


NEW YORK—Retail shoe trade 
here continues spotty, with the 
weather being blamed by most of 
the merchants who find business 
not up to the seasonal voiume. Un- 
doubtedly the weather has been a 
big factor in retarding sales, not 
only of shoes, but of other articles 
of apparel. It has been argued that 
the weather is less of a factor than 
it was years ago. However, indirect- 
ly it is still a major influence. Most 
women buy footwear to go with 
new gowns, coats or suits, and they 
do not buy these until the weather 
becomes seasonable. 

Despite the adverse weather con- 
ditions that have prevailed through- 
out most of the fall season so far, 
some merchants have done a good 
business. This is particularly true 
of several of the shoe departments 
in specialty shops and department 
stores in the mid-town section. The 
neighborhood shoe stores, in many 
cases, appear to be suffering from 
the keen competition of the big 
down-town stores. One of the rea- 
sons for the success of the larger 
stores seems to be their willinngess 
to play their style hunches rather 
strongly. Most of the large depart- 
ments offer the same pattern in a 
variety of materials and often in 
two or three heights of heel and 
even in different shaped lasts. 


Strong Light Tan Vogue 

The warm weather is credited 
with being one factor in fostering 
the vogue for light tan shoes among 
women here. The fashion is 
stronger now than it ever has been 
and there are some merchants who 
predict that it will carry through 
the winter, although others predict 
that it will die down when snowy 
weather comes, but revive again in 
the spring. At any rate, it is one of 
the best bets for current selling 
and all merchants are playing it as 
strong as they possibly can. 


John Slater Talks on Euro- 
pean Shoe Styles 


Another American shoe man has 
returned from Europe to praise 
American footwear as the best 
made, best styled and best fitted in 
the world. John Slater, of J. & J. 
Slater, and former president of the 
National Shoe Retailers’ Associa- 
tion and president emeritus of the 
Retail Shoe Dealers‘ Association of 





Combinations Stronger 


Next to tan calf, combina- 
tions are the second leading 
style note, and growing 
stronger all the time. The 
combination idea has been ex- 
tended to satin, alligator and 
suede, combined with patent 
or calf, and in some cases with 
kid. 

Many of the combinations 
are now being made in the 
D’Orsay pumps, which have 
rapidly sprung into favor as a 
leading pattern in recent 
weeks. The D’Orsay pumps are 
going strongest on the new 
broad toed and short vamp 
lasts, which are being touted 
as the coming last for spring 
selling. 











New York City, told the latter 
organization some of his European 
experiences at the regular monthly 
luncheon held on November 11 at 
the Cafe Boulevard. 

Fancy shoes, said Mr. Slater, pre- 
vail in London, with cut-out and 
low-heel models featured strongly, 
It was Mr. Slater’s observation 
that most of the shoes worn in Lon- 
don were ill fitting and not par- 
ticularly good looking. The average 
run of footwear seen on the streets 
was not up to the American stand- 
ard, he said. Austrian shoes, in his 
opinion, are of poor quality and 
extremely high-priced. So far as 


footwear is concerned, Italy, he 
said, presented the best shod ap- 
pearance on the streets. Throughout 
Europe the pointed toe is featured 
strongly with Italy running hard on 
high heels. 

Following Mr. Slater’s talk the 
meeting resolved into a discussion 
of current business and personality 
in trade. A. B. Young of Los An- 
geles and Frank Meyer of Danville, 
Ill., were guests of President Jesse 
Adler at the luncheon and partici- 
pated in the discussion. It was the 
opinion of most of those present 
that the need for personality in 
business is as great today as it ever 
was and that in view of the keen 
competition, which makes price ad- 
vantage almost impossible, per- 
sonality often turns the scale in 
favor of one retail merchant or the 
other. 


Two Hanan Stores Close 


Hanan & Son are giving up two of 
their stores, one at 411 Fifth ave- 
nue, just above 37th street, and the 
other at 1255 Broadway, corner of 
38th street. Sales are being run in 
these stores to dispose of the pres- 
ent stock. 


Namm Adds Children’s 
Department 

Extensive alterations are being 
made in the women’s shoe depart- 
ment at A. I. Namm & Son, Brook- 
lyn department store. The depart- 
ment is being enlarged consider- 
ably. A children’s shoe department 
also has been opened on an enlarged 
scale, and plans are under way to 
open a men’s shoe department when 
the store takes over another build- 
ing on Fulton street. 








Tan Calf Is Best Selling 
Leather in Philadelphia 


PHILADELPHIA—Novelty foot- 
wear is still in demand although 
patterns are not as extreme as 
they were for some time, accord- 
ing to John C. McKeon, of Laird, 
Schober & Co., who has just re- 
turned from an extensive business 
trip to England, France, Italy, 
Austria, and Switzerland. Plain 
patterns are in good demand in 
seamless pumps and in_ short 
tongue effects. The biggest selling 
leather today is tan calf with pa- 
tents and satins following in sec- 
ond and third places respectively. 
There is comparatively little de- 


mand for walking oxfords. Mr. 
McKeon reports that, while shoe 
production is down somewhat at 
this time, it has been coming back 
steadily since the early part of 
September and the outlook for the 
future is good. 

Speaking of the impressions he 
gathered on his trip, Mr. McKeon 
stated that in France everybody is 
busy either in manufacturing 
plants or agriculturally. All sec- 
tions are very active and there is 
no unemployment. In England a 
great deal of unemployment still 
prevails. The outlook for Germany 
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GOODRICH TURNS for Spring, 1925 are money 


makers for live merchants. 

STYLE, MATERIALS, WORKMANSHIP guarantee 
selling quality. 

“GETTING MORE SHOES SOLD RIGHT” is easy 
with GOODRICH TURNS in your store. 


Our salesmen are showing the LATEST NOVELTIES. 


You will be pleased to have a representative call. 


HAZEN B. GOODRICH & CO. 


Factories at HAVERHILL, MASS. 
BOSTON OFFICE, 183 ESSEX ST. 
































THEY HOLD ~~ SNUG TO THE FOOT 
A LONG FELT WANT NOW FILLED 


This exclusive and original idea of 
the “‘Dalco’”’ Factory means quick sales 
and more profits for retailers. 


Retailers — Do Not Let Business Go by, by Passing Up 
Such a Practical Seller for Holiday Trade 


This pattern illustrates our beautiful rhinestone front Dalco 
Pump Hold. Many others to choose from. Flexible back makes 
one size serve all. Come carded for easy merchandising. Hand 
them out and take the money, that’s all. No fitting, no fussing. 
Order trial dozen NOW. Ask for assortment to retail at 


popular prices. 
Prices $6 to $12.00 per Dozen Pair 


Send for Folder 


DALRYMPLE-DUDLEY CO. HAVERHILL, MASS. 


—— X 














When writing to the above advertisers please mention Boot and Shoe Recorder 
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is bright as a result of the Dawes 
plan and the stopping of the 
presses which were printing un- 
limited quantities of the old 
marks. Italy is very much over- 
run with tourists, the Italians are 
neglecting their comnferce and the 
Germans are beginning to get a 
grip on it. All the shoes being 
made abroad are cheap grades. 
The only exceptions to this are 
those which are made in the spe- 
cialty shops and in England, where 
a very good market for high-grade 
footwear exists. 


Factory Demand Spotty 


The demand for footwear is re- 
ported by manufacturers here as 
spotty. Retail merchants buy only 
when they have to. They wait un- 
til their stocks are very much de- 
pleted and then want immediate 
delivery. As soon as a small order 
has been delivered they wait 
again until their stock is depleted 
before entering the buying field 
again. Both the election and the 
unseasonably mild weather are 
said to have had an adverse effect 
on buying. Prices of shoes are 
generally unchanged. Although 
raw materials have advanced, 
shoe manufacturers are showing a 
disinclination to ask for increases. 
Should the higher prices continue 
in the raw material market, how- 
ever, the increased cost would 
very likely be passed on down the 
line. 


Light Shades of Glazed Kid 
in Demand 

According to glazed kid manu- 
facturers here there has been a 
very noticeable decline in the call 
for black glazed kid and a corre- 
sponding increase in the demand 
for the light shades of brown. 
There is very little activity in the 
darker shades though in some 
quarters greater activity in them 
is predicted for the near future. A 
demand is noticeable for cham- 
pagne trimming stock to go with 
the light brown shoes. 


Good Calls for Ribbon Ties 


Hallahan and Sons, Inc., report 
that there is a very good demand 
for ribbon ties and that front 
gores are in moderate demand. 
This manufacturer also finds good 
call for models in patents with 
which buckles can be worn effec- 
tively. There is fairly good call 
for tan calf, but not much for 
suede. This firm finds that patent 
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leather is still the most popular ma- 
terial. There has been no change in 
the prices of shoes, although the 
sole and upper leathers markets are 
rising. 


Finders’ Convention and 
Banquet 

On November 12 and 13 the 
Leather and Shoe Finders’ Asso- 
ciation, of Philadelphia, held its 
seventh annual convention and 
banquet. The gathering on the for- 
mer date consisted of a dinner 
followed by a meeting at which 
speeches were made by various 
members and guests. A film was 
shown, also, depicting the making 
of leather from the slaughtering 
of the cattle until the finished 
product is made into shoes and 
belts. On the second day of the af- 
fair the members and guests en- 
joyed a banquet at the Bellevue- 
Stratford Hote! at which the offi- 
cers of the association were pre- 
sented with valuable gifts as 
tokens of the organization’s ap- 
preciation of their services. 


Open New Store 
One of the most extensive shoe 


stores in town was opened re- 
cently by Hallahan’s at 940 Market 


street. In addition to this down- 
town store this firm has three 
branches in West Philadelphia 
and three in the northern part of 
the city. In the new store the vari- 
ous departments are distributed 
over three floors. On the main floor 
are the hosiery department, the 
women’s La Belle Mode depart- 
ment, the foot comfort department 
for women, and Dr. Scholl’s spe- 
cialties. On the second floor are 
the men’s club room, the men’s 
foot comfort department, and the 
women’s thrift department. On the 
third floor is the merry-go-round 
shop and the juvenile department. 
During the opening week of the 
new store souvenirs were given to 
every visitor. The new store is fea- 
tured as “Philadelphia’s Depart- 
ment Store of Footwear.” The Hal- 
lahan business was founded by 
Peter T. Hallahan in 1870. 


Bouton Model Featured 


The Strawbridge and Clothier 
store recently made a feature of 
the “Bouton” at $20. It was a tai- 
lored model with a modified French 
vamp in blended tones of autumn 
brown. In it the dull nap of genu- 
ine buckskin was combined with 
paneled alligator leather. 





Haverhill Looking for 
Increases in Business 


HAVERHILL — Following elec- 
tion, with results that would seem 
to guarantee a safe and sane busi- 
ness outlook during the next four 
years, Haverhill’s shoe industry 
looks for a substantial increase in 
buying. Preparations for an en- 
larged output are being made by 
several local concerns. Reports from 
different sections of the country are 
favorable for a larger demand for 
merchandising, with particular 
reference to Haverhill-made foot- 
wear. The agricultural sections of 
the country, which constitute the 
basis of prosperity, are buying 
goods on a larger scale than for 
several years. 

Novelties in women’s footwear, 
in which Haverhill is a leader, are 
being brought out in varied styles 
conforming to popular demand. Al- 
together, the outlook for the early 
months of 1925 is most favorable 
for the Haverhill shoe industry, 
with particular reference to the 
turn footwear which has made 
Haverhill famous. 


Visitors from Canada 


E. N. Sabistan, secretary and 
treasurer, and C. Quartermain, su- 
perintendent, of Perth Shoe Com- 
pany, Ltd., shoe manufacturers at 
Perth, Ontario, Canada, were’ visit- 
ors in Haverhill last week. Cour- 
tesies were extended to them by 
the Haverhill Shoe Manufactur- 
ers’ Association and the Haverhill 


Shoe Board. Several factories were . 


visited by the visitors, including 
those of Rickard Shoe Co., With- 
erell & Dobbins Co., and Tessier & 
Bowdoin, Inc. While in this city the 
Canadian shoe men obtained de- 
sired information regarding the 
arbitration system which has been 
adopted and the results which have 
been obtained through its operation. 


Haverhill to Be at Boston 
Show 


The National Shoe Retailers’ As- 
sociation Convention and Style 
Show to be held in Mechanics 
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New and Wanted Styles ; 
IN STOCK for Immediate Shipment 





SIZES AND WIDTHS 











No. B 332 $5.00 sa sali wir 
Black Ooze Calf, One-Eyelet Tie TERMS: ™ . 
Patent, One-Eyelet Tie 


(Wilson Process) 
262 Last, 14/8 Spanish LXV Net 30 Days 264 Last, 12/8 Wood Cuban 
Heel Celluloid Covered Heel Welt 


C. P. FORD & CO., Inc. - - Rochester, N. Y. 


NEW YORK: Marbridge Building 








ppm mc lk Hernan 


3 W’S LENOX—IN STOCK | 


For Growing Girls, Misses and Children 


These Sturdy Children’s Shoes 
Tan Calf Vamp, Sucked Bi Top, New Stay are especially seasonable 
585—Misses’, 11%4 to 2, D 


&E $2.90 
586—Child’s, Rub Heel, 8% to 11, D & E— 2.65 
587—Child’s, Spring Heel, 8% to 11, D & E 


Patent Vamp, Fieldmouse Top 
590—Misses’, 11% to 2, D & E 
591—Child’s, Rubber Heel, 8 > 65 
592—Child’s, Spring Heel, 84% to 11, D & E........ 2.65 


Patent a a Elk Top 


595—Misses’, 11% to 2, D & 
596—Child’s, Rubber Heel, re to 11, D & E... 
597—Child’s, Spring Heel, 8% to 11, D & E.. 


Tan Calf Oxford Straight Tip 
Child’s 6361 8% toll D&E $1.90 
Misses’ 6360 11% to2 D&E 2.10 
G. G, 4723 2% to7 C&E 2.60 


= a 


Tan Calf Cuteed. ee Tip, Brass 
ye 
Send for New Illustrated gnits Se ye BEE ses 
2. 


NEW STAY . G. G. 4475 2 

CUT-OUT PATTERN Circular Tan Elko Oxford Shield Tip 
Child’s 6201 8%toll D&E $1.90 
Misses’ 6200 1i4%to2 D&E 2.10 


Weimer, Wright and Watkin Co. °2. 5.252 a non 


Child’s 6211 8%toll D&E $2.05 
39 S. Second Street, Philadelphia Ga 481 aeter DD a5 
eS OS NS TD = 


When writing to the above advertisers please mention Boot and Shoe Recorder 
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building, Boston, January 12, 13, 
14 and 15, will attract buyers from 
all over the United States. As in 
former years, Haverhill will be well 
represented among the exhibitors, 
several concerns already having ar- 
ranged for booths. Shoe manufac- 
turers are interested in bringing 
buyers to the Boston market in Jan- 
uary, and they regard this forth- 
coming show as an important 
means to this end. In addition to 
the Haverhill concerns which are to 
exhibit at the show, practically all 
the principal manufacturers in this 
city will keep open house at their 
Boston offices or hotel rooms, where 
the newest and most desirable 
styles will be on display for visiting 
buyers. 


New Prices for Topstitching 


The Haverhill Shoe Board, 
through its chairman, Edwin New- 
dick, has issued a new price list for 
the topstitching of plain and fancy 
shoes. The new list is intended to 
equalize the earnings of the work- 
ers. General and considerable in- 
creases in wages of shoeworkers do 
not appear advisable, according to 
the chairman of the board. 


Offer Prize for Slogan 
About 50 of Haverhill’s retail 
merchants, doing business on Wash- 
ington street, recently utilized a 
full-page advertisement in the local 
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Tan Calf a Big Seller 


Haverhill manufacturers, 
during the past few weeks, 
have received many inquiries 
and orders for women’s turn 
pumps made of tan calf. The 
widespread demand for this 
footwear was unexpected by 
many manufacturers. It is one 
of those odd happenings which 
are frequent in the trade and 
illustrates the difficulties 
which shoe manufacturers 
have in anticipating the re- 
quirements of shoe merchants. 














newspapers to offer a prize of $20 
in gold for the most appropriate 
slogan for Washington street as a 
shopping center. Application blanks 
and information are available at 
any store on Washington street. 
Two shoe merchants, “The Bootery” 
and Pentucket Shoe Store, are in- 
cluded in the list of merchants 
utilizing this advertising plan. 


Making McKay Shoes 


The Valied Shoe Co. is a recent 
addition. to shoe manufacturing 
concerns in Haverhill, starting on a 
production of women’s McKays. 

The R. V. Murphy Co., formerly 
conducting a contract shop, is to 
begin the manufacture of women’s 
McKay shoes. 





Much Use of Ornaments 


on Lynn-Made Footwear 


LYNN, MASS—A shoe business 
of $50,000,000 is expected by Lynn 
manufacturers for next year. That 
is $10,000,000 more than the av- 
erage annual business for the 
years since the war. Signs of 
larger business are plentiful 
enough. Manufacturers already 
are taking advantage of them. A 
big buying movement is expected 
in Boston market in January. 


A Survey of Styles 


Styles continue so diversified 
that it is difficult to describe them, 
except by the general remark that 
“Any shoe which is pretty is good 
style.” However, two new ideas 
are coming along strong. One is 
the trend towards lighter colors; 
the other is the larger use of orna- 
ments. 

Colors are moving from blacks 


to tans, and from tans to lighter 
shades. Black, of the shiny sort, 
like patent leather, or satin, con- 
tinues fashionable. 

Russia calf shoes continue in 
high favor. Present signs are that 
they will run for a while to come. 
Blonde is gaining. In the color 
code, blonde is a blend of brown 
and white. Blonde satin, velvet, 
kid, calf and patent leather are 
used. 

Gray shoes are in the samples 
for spring. White shoes are shown, 
some for the winter resorts, and 
some as samples for next summer. 
Most of them are all white leather. 


The Price Situation 


Prices are a delicate subject to 
discuss, from the Lynn point of 
view, because there is no con- 
certed movement in the matter. A 
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study of the better grade shoes 
reveals the information that price 
is a minor matter. Any sum, with- 
in the bounds of reason, will be 
paid for shoes that are wanted, be- 
cause of the attractiveness of their 
styles, or because of the comfort 
and security which they give to 
the foot through the exactness of 
their fit. 

The $5 lines are selling well, 
and there is a tendency to develop 
$4 lines, and even $3.50 lines, and 
this in the face of a rising market 
for raw materials. 


Weiss and Lynch Are in 
New Concern 
A new firm, The Artcraft Shoe- 
makers, Inc., has just been formed, 
and is now making a bid for busi- 






























NAT WEISS 


ness. Nat Weiss, formerly of the 
Rialto Shoe Co., of Lynn, and later 
of Boston, is the leader in this en- 
terprise. He is well known through- 
out the country to the larger 
buyers, and this acquaintance, 
with his unusual selling ability 
and keen sense of what is best in 
style, makes his contribution to 
the new firm a valuable one. Asso- 
ciated with Mr. Weiss is T. Frank 
Lynch, who is well known as a 
shoemaker. 

The combined abilities of these 
two shoemen should result in suc- 
cess from the beginning. 


Ornamentation of Shoes 


Many new shoes for immediate 
delivery have ornaments, like 
slides of brilliants, beads or the 
like, or bows or buckles. Novelty 

(Continued on page 00) 
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Analytical Study of Men’s 
Preference for Footwear 


BROCKTON—“It is quite an in- 
teresting study,” said a member of 
the local trade, “to separate the 
various consumer demands in the 
buying of men’s shoes. Some mer- 
chants, I think, are apt to overlook 
a bet when they are satisfied to 
carry a popular line of men’s shoes 
only on one last. I figure that in 
order to satisfy the demands which 
an average merchant in an average 
city store will receive from shoe 
buyers he should have three styles 
of lasts for a line on which he fig- 
ures to do a profitable volume of 
business. 

“To begin with, we have the 
young men of ages from 20 to 34. 
This is the college age, also the 
young business man’s age, when 
shoes are bought almost exclusively 
on style. Lasts and patterns, suit- 
able for this age of shoe buying 
must represent the newest ideas, 
even to the extremity of style. This 
class, by the way, represents about 
85 per cent of the men’s shoe buy- 
ing which is done in city stores of 
the United States. 


The Middle Age Buyer 

“Next we come to the age repre- 
senting men from 35 to 50 years. 
These buyers are men who are more 
conservative in their ideas than 
those of the earlier age. The mer- 
chant, to satisfy this age of buyers, 
must have a last and pattern which 
is less extreme; one appeals to the 
more mature business or profes- 
sional man. This age of buyers is 
well worth looking after, for it rep- 
resents about 28 per cent of the 
men shoe buyers. These are usually 
well-to-do men who are willing to 
pay good prices for shoes that rep- 
resent their ideas of well shod feet. 


Older and Ultra-Conservative Age 

“Next and final in our age cate- 
gory is the class of men’s shoe 
buyers ranging from 50 to 70 years. 
This is the ultra-conservative age; 
men, as a rule, of means, many of 
them in the retired business or pro- 
fessional class. They demand qual- 
ity in their footwear, without 
frills. The last must be comfortable 
rather than stylish. In fact, men in 
this age of buyers will repeat pur- 
chases of shoes on the same last 
regardless of style, provided they 
obtain comfort and satisfaction. 
These buyers represent about 20 
per cent of the men’s shoe trade in 
city stores. 


“Thus we have a total of about 
83 per cent of men’s shoe buyers. 
Of the other 17 per cent, boys rep- 
resent about 12 per cent and very 
old men about 5 per cent of the 
men’s shoe buying ages. So, we see 
that an up-to-date city merchant in 
putting in a good selling line of 
men’s shoes should be properly 
equipped in lasts and patterns to 
take care of these three middle ages 
of buyers. All are well worth cater- 
ing to, and none need be lost pro- 
vided the merchant makes a careful 
study of their requirements.” 


Report on Business 
Conditions 


Burton L. Wales, sales and adver- 
tising manager for M. N. Arnold 
Shoe Co., North Abington, returned 
last week from a three weeks’ busi- 
ness trip to the middle west, visit- 
ing principally the larger cities. As 
a result of this trip Mr. Wales 
added agencies for the “Glove Grip” 
lines in Chicago, St. Louis and Kan- 
sas City. He made similar arrange- 
ments for the sale of “Glove Grip” 
lines in other cities. He reports that 
while merchants are conservative in 
their buying they are appreciative 
of the opportunities offered in prac- 
tical specialty lines. 


Wind Returns from Europe 


Max E. Wind of Wind Counter & 
Insole Co., of Brockton, recently re- 
turned from an eight weeks’ Euro- 
pean trip during which he visited 
Germany, Austria, Czecho-Slovakia, 
England, and France. As a result 
of his observations abroad regard- 
ing the shoe business, Mr. Wind 
said: “There are only limited op- 
portunities for shoes made in the 
United States to be sold in Euro- 
pean countries. Increasing number 
of shoe factories abroad and low 
cost of production, together with 
higher duties on imported shoes, 
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constitute a severe handicap to the 
sale of American-made footwear in 
Europe.” 


Merry-Go-Round for 
Children 


The Model Shoe Store, one of 
Brockton’s_ retail establishments, 
has a novelty in its children’s de- 
partment. This consists of a merry- 
go-round with horses, dogs, goats 
and other animals utilized as fit- 
ting stools. These are a help to the 
clerks in keeping children quiet and 
thus insuring proper fitting of the 
little feet. 


New Stock Catalogues 
Issued 


At this season of the year, shoe 
manufacturers are issuing their 
catalogues of in-stock shoes for the 
fall and winter season. One of these 
recently issued by The Dalton Com- 
pany, Inc., illustrates and describes 
six shoes carried in stock with the 
motto, “The shoes of today with the 
style of tomorrow.” These are all on 
the oxford type. There are five 
heavy shoes made up in black vi- 
king calf, Tony tan calf and tan 
Scotch. There is also a patent colt 
and black ivory calf dance oxford. 


Chase Elected President of 
Chamber of Commerce 


At the annual meeting of the 
Brockton Chamber of Commerce 
held recently, Arthur J. Chase was 
elected president for the ensuing 
year. Mr. Chase has long been asso- 
ciated with George E. Keith Com- 
pany. In former years he was an 
active newspaper man, being con- 
nected with the local press and 
other publications. Mr. Chase is 
affiliated with numerous local busi- 
ness and social organizations and 
has an extensive acquaintance 
among business men in the shoe 
trade. He is well qualified by 
ability and experience for the im- 
portant position which he occupies 
as head of the Brockton Chamber 
of Commerce. 





Steadier Tone Evident in 
Boston Retail Shoe Stores 


BOSTON—The most encourag- 
ing feature of the retail shoe busi- 
ness in this city during the week 
ending November 15 was the ad- 
vent of seasonable weather. It came 
on Friday and Saturday and helped 


very much to stimulate volume. Yet, 
on the whole, buying was spotty 
and not entirely satisfactory. 

In medium-priced stores tan calf 
is the most popular material sell- 
ing in women’s lines, with black 
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suede and patent following in the 
order named. Tan calf is also very 
strong in high-grade stores. The 
advent of cool weather on Satur- 
day, November 15, added more im- 
petus to the tan calf movement. A 
manager of the women’s depart- 
ment in a high-grade store reported 
he sensed a change from mild to 
cool weather on Friday without 
leaving his store. He said the tan 
calf demand became more pro- 
nounced within a few hours, at- 
tributing the change to the weather. 

Straps, operas and gores, in the 
order named, sold best during the 
week in medium-priced stores. Con- 
cealed gorings are expected to have 
a good run during the coming 
months. 

Blonde satin pumps, trimmed 
with gold kid, were shown in one of 
the Tremont street stores. Blonde 
satin has taken hold very strongly 
here. Possibly it may make a better 
impression on the ballroom floor. 

The men’s business has not been 
as good as was expected. Oxfords 
are selling somewhat better than 
shoes. 


Alterations at White’s 

The children’s department at the 
R. H. White Co. was recently 
altered. It was entirely refurnished 
and is very attractive. The interior 
is finished in gray. One of the ideas 
employed in the renovation is a 
show case, about a foot high run- 
ning all around the top of the 
shelving. It contains shoes, slippers 
and here and there a stuffed animal 
to provide the atmosphere found in 
a child’s playroom. 

F. A. Mueller, manager of the 
shoe departments, is planning ex- 
tensive alterations for the women’s 
department. 


Retail Advertising 


The shoe department at The Shep- 
ard Stores advertised a new south- 
ern tie pattern for women. It was 
featured as a combination of an 
oxford and pump. It is made of 
black calf and carries a comfortable 
heel. 

Fletcher & Co., Ltd., selling 
Edwin Clapp shoes for men, adver- 
tised the “Stratford,” a brogue in 
black or tan Russia calf with heavy 
sole and wide heel. 

In appealing to men the Jordan 
Marsh Company shoe department 
incorporated an interesting para- 
graph in its advertising. It follows: 
“Very often you admire another 
man’s shoes. You wonder where he 
got them. These remarkable shoes 
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will be not only a source of admira- 
tion to your friends but also a con- 
stant reminder of your good taste.” 
The ad featured a medium shade 
tan oxford with broad toe. 


Plaited Grass Mules 


A very attractive novelty re- 
cently appeared in the hosiery case 
at the Thayer McNeil Company’s 
West street store. This was a mule 
of plaited grass with delicate em- 
broidery in blue, or orchid, or red 
silk, and a little nosegay at side 
front in colors to harmonize with 





the embroidery. The mule carried a 
baby Louis heel and was lined with 
silk in color to match embroidery. 


Cammeyer Exhibit at Cop- 
ley Plaza 


Cammeyer of New York held an 
exhibition of women’s exclusive 
footwear for fall and winter at Par- 
lor A, Copley Plaza, on November 
12 and 13. A high style range of 
women’s shoes, hosiery and buckles 
were presented, as well as children’s 
shoes. George W. O’Neill was in 
charge of order taking. 





Only Fair Tone to the 
Women’s Trade in Buffalo 


BUFFALO — The retail shoe 
business in this city up to the end 
of the first week in November was 
only fair. Unseasonable weather, 
which retarded buying all over the 
East, had the same effect in this 
city. 


What’s Selling in Stores 


A survey of the stores with the 
purpose of learning what’s selling 
in women’s footwear follows: 

C. B. Marsh Co., 8S. Barone, man- 
ager—Best tan oxford year for a 
long time. For late in the season 
crepe sole oxfords enjoyed a good 
demand. 

Feltman & Curme, Mr. Taylor, 
manager—All styles are selling 
well. Fair demand for tan oxfords. 

Hanan & Son, W. W. Spragge, 
manager—Patent and medium light 
shades of tan selling equally well in 
all patterns. Shoes, taking buckles, 
most popular. Fair trade on operas. 
Best-selling pattern instep strap, 
gored pump in patent, tan or satin 
with a small steel buckle. 

E. W. Edwards & Son, P. H. 
Pike, manager—Calls for high 
heels in dress shoes. Tan oxfords, 
both plain and fancy, selling well. 

Walk-Over store, J. Grammery, 


manager—Three-eyelet tie on Pug 
last in black and tan calf big num- 
ber. Tan calf pumps, with covered 
block heel, good. 

J. N. Adam & Co., G. W. Snyder, 
manager—Doing about 40 per cent 
more volume than year ago. Pat- 
ents and tans showing most ac- 
tivity. 


Learn About Shoemaking 


G. W. Snyder, buyer of the shoe 
department of J. N. Adam & Co., 
applies common sense ideas in 
creating more interest in their 
duties. He holds fast to the belief 
that if the sales force knows at 
least the fundamentals about the 
construction of shoes it can more 
intelligently and more interestingly 
serve the customers. The sales staff 
recently visited the Munroe Shoe 
Co. plant. Weekly conferences are 
held at the store. 


Children’s Department 
Busy 
A growing interest in the new 
children’s department at the J. L. 
Davis store on West Chippewa 
street is reported. E. D. Boyer is 
manager. 





Busier Times in Business 


Circles in Rochester, N. Y. 


ROCHESTER — The upward 
trend of industrial activity noted in 
September was maintained during 
October, and further decreases in 
unemployment were noted in sev- 
eral sections of the state, according 





to a report from the employment 
service of the United States De- 
partment of Labor. No appreciable 
change has occurred in the Roches- 
ter area since the preceding report 
was issued, the document says. 
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Competition Is Sharper 

James Stone, editor of the Shoe 
Retailer, addressed the November 
meeting of the Rochester Retail 
Shoe Dealers’ Association at the 
Hotel Rochester on November 14. 
Mr. Stone spoke of the marked in- 
crease in the number of new stores 
in Rochester during the past year 
and stressed the necessity of every 
merchant being on his toes to meet 
this new competition, for in his 
opinion Mr. Stone stated that every 
new store meant fewer pairs for 
the present stores and that old 
established merchants must fight 
the new competition to maintain 
volume. 

For the December meeting a 
speaker of note is promised by 
President John Schmanke and the 
nominating committee will an- 
nounce the slate of officers for 1925. 
President Schmanke appointed Phil 
Leckinger, William Pidgeon, Jr., 
and Sol Rosenbloom on the nomi- 
nating committee. 

Cleon E. Shields, proprietor of 
Shields Boot Shop, 9 East avenue, 
is one of the leaders in a movement, 
started by a group of about 13 mer- 
chants, for the establishment of a 
new retail center in Rochester by 
erecting a co-operatively owned 
building in the vicinity of down- 
town, where high-grade lines of 
merchandise could be sold by mer- 
chants now located on Main street, 
at a saving in overhead. 

At a recent meeting in the 
Shields Boot Shop plans were dis- 
cussed and Mr. Shields outlined the 
value to be gained from co-opera- 
tive effort in that merchants who 
own their business, but do not own 
their stores would own both under 
the new plan, and would no longer 
be at the mercy of the landlord in 
the matter of increased rents. Mr. 
Shields also stressed the value of 
co-operative advertising. 


Weider to Manage Nisley 
Store 


Theodore Weider, better known 
as “Doc,” has been appointed mana- 
ger of the Nisley Shoe Store at 31 
Clinton «enue south. Mr. Weider 
has been in the retail shoe business 
in Rochester for many years and is 
leaving the I. Miller store to join 
the Nisley organization. 


Find Business Good 
The Utz and Dunn Company’s 
salesmen have been in their terri- 
tories less than ten days, but Mer- 
leau C. Smith, sales manager, re- 
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W. H. Dunn’s Statement 


In the November 8 issue of 
the Recorder an error oc- 
curred under an optimistic 
statement issued by W. H. 
Dunn of Utz & Dunn Co. of 
this city. Mr. Dunn predicted 
increased prosperity for at 
least five years to come as a 
result of the election of Presi- 
dent Coolidge. The error oc- 
curred when the statement 
was signed W. H. Hunt in- 
stead of W. H. Dunn. 











ports that the men are already 
booking a good volume of business 
for immediate and future delivery. 
According to Mr. Smith they now 
have a larger percentage of Spring 
business than they have had at this 
time in several years. This advance 
business is not confined to staple 
patterns, but covers a wide range 
of semi-novelty patterns, as well. 


Johansen a Visitor 


Harry Johansen of the Johansen 
Bros. Shoe Company, St. Louis, 
stopped off in Rochester last week 
to inspect the new Future-Arch 
Department in McCurdy’s depart- 
ment store. Mr. Johansen is opti- 
mistic about the outlook for 1925 
business. While in Rochester, Mr. 
Johansen was the guest of “Tex” 
Erwin, who represents the Johan- 
sen Shoe Company in New York 
state. 





Buffalo Store Sells on Four- 
Point Basis 

Salesmen at the Barton store are 
very exacting in handling custom- 
ers. C. H. Barton, proprietor, calls 
his plan for a four-point analysis. 
Style, comfort, price and wearing 
purposes are considered on every 
sale, he reports. Salesmen carry out 
the “Shoes For the Occasion” idea, 
and women are advised on the pur- 
pose of each type of shoe in which 
they express interest. 





New Buffalo Store Opens 


A new Father & Son store re- 
cently opened here at 11 West Chip- 
pewa street. F. Powell is manager. 


Adds Shoe Department 


Syracuse, N. Y.—Peck Vinney 
Co., clothiers, recently added a shoe 
department. William McCaw, for- 
merly with Park-Brannock and the 
Regal Shoe Co., is in charge.’ 
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Lynn 
(Continued from page 99) 
heels may properly be added to 
shoe ornaments. Some of these 
shoes will be sold for Christmas 
gifts, and properly so, for they are 
in the jewelry class. 

Side ornamentation is the new 
thought. For instance, a pump, 
now selling, has a gore in the 
side, and the gore is completely 
covered by a rosette of leather or 
satin, to match the shoe, and with 
a centre of cut steel beads. 

Bows of leather or fabric are 
flat, and are used for trimming 
vamps, usually concealing gores. 
Ribbon bows are flowing and are 
fastened to straps on the sides of 
shoes. The array of shoe orna- 
ments is doubtless the largest 
ever gathered in Lynn. Sales of 
ornaments, as well as of shoes 
with ornaments ‘attached, go on 
briskly for the Christmas trade; 
and it is expected that the fash- 
ion of ornaments will continue to 
Easter. 





Advocates a Shoe 
Clinic 

“Tom” Baker, of Baker’s 
family shoe store, wants the 
feet and footwear of school 
children examined, and he 
writes to the newspapers of 
Lynn to say so. He says that 
there is no sense in educat- 
ing the heads of the rising 
generation, and letting their 
feet go to the dogs. 

Mr. Baker wants the school 
doctors of Lynn to examine 
the feet of children, as well 
as their throats and lungs, 
and teeth and eyes. Also, he 
wants a public shoe clinic es- 
tablished, the clinic to be 
conducted by doctors and 
practical shoemen, who 
would advise people about 
correct footwear for their 
children. 











New Firm Opens 


Mitchell-Welch Shoe Co., Lynn’s 
newest firm, began cutting shoes 
last week. It has fitted up the Bat- 
tery factory in West Lynn for 
making novelty style shoes with 
wood heels. Its capacity is 1000 
pairs daily. It has new lasts and 
patterns, and its samples show the 
smartest styles, at popular prices 
for the big city trade. 
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Shoes are made under the per- 
sonal supervision of members of 
the firm. R. H. Mitchell, who was 
formerly of R. H. Mitchell Co. is 
factory manager. Thomas Welch, 
formerly of the Welch Shoe Co., 
is sales manager. Edward Welch, 
formerly of the Welch Shoe Co., is 
office manager. 


New Firm Starting 


The Lynn Novelty Shoe Co. is 
fitting up a factory at 47 Oxford 
street, and expects to be making 
shoes before Dec. 1. It will make 
novelty styles for the big city 
trade. This firm was recently in- 
corporated, with M. Gordon as 
president; I. Kokulin as treasurer, 
and N. Epstein as clerk. 


New Shoe Stores 


Arnold Glove Grip Boot Shop, 
Chicago, IIl. 

A. E. Nettleton Store, Roosevelt 
Hotel Building, New York, N. Y. 

Feltman & Curme, 610 16th 
street, Denver, Colo. 

Hallahan’s, 940 Market street, 
Philadelphia, Penn. 

Felstein Shoe Co., Union Mort- 
gage Building, Euclid avenue and 
East 9th street, Cleveland, O. 

David Goldberg, 220 So. Main 
street, Akron, O. 

The Horne Hanson Co., shoes, 
etc., Lamesa, Texas. 

C. E. Edney & Sons, Gravette, 
Arkansas. 

King’s Specialty Shoe Shop, W. 
A. King, Marlboro, Mass. 








McCormack Shop Re-Opens 


Syracuse, N. Y.—The A. B. Mc- 
Cormack Boot Shop at 203 East 
Fayette street has been re-opened. 
A fire, nine months ago, forced Mr. 
McCormack to move away to a 
temporary location. The store sells 
corrective footwear as well as a 
general line. 
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Warmth, Protection, Style 


Here are three “‘U. S.’”’ Gaiters that please the most exacting 
women customers. The jersey cloth uppers, fitting the ankles 
snugly, keep the wearer warm in the severest weather. The 
sturdy, durable soles and ample foxing give protection against 
snow and slush. And for style “‘U. S.” Gaiters are standard. 


Stormy weather will bring many Ee Asan 
fashionable pai women to your store. Get your ge ~~ Tage 
cite onap fast- winter profits by selling the best rng a 


able snap fast- 
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Survey of Rubber Footwear Business in 


New York State 


Many Merchants Too Lax in Applying Aggressive Merchandising 
Methods in Rubber Departments 


S tire interesting and instruc- 


tive facts concerning methods 

of shoe stores in conducting 
rubber departments were obtained 
as the result of about 75 interviews 
with shoemen in small towns and 
cities in New York state. 


A picture of the better grade 
stores shows an average mark-up of 
30 per cent with an overhead 
charge of 25 per cent, and about a 
one and one-half stock turn. Stores 
of this type usually place orders for 
about 60 per cent of the estimated 
needs in the spring and as their 
credit is generally good, stand well 
on the rubber houses list of pre- 
ferred customers. This means bet- 
ter deliveries in times of unexpected 
business. Those houses, as a rule, 
find that three types of women’s 
light rubbers are sufficient, with 
two toes on footholds and two or 
three on gaiters. Two lasts on rub- 
bers and gaiters and one on clogs 
cover the men’s trade; one last is 
generally enough for the misses’ 
and children’s and boys’. 

A Walk-Over store in New York 
State reports its rubber business to 
be a profitable branch—rubbers are 
budgeted exactly the same as shoes. 
Records tell the owner just what 
sizes, lasts and styles sell. He does 
not buy so many dollars’ worth of 
goods for next season; he buys so 
many pairs of certain styles and 
sizes. He is boss of the rubber situ- 
ation, as far as it is humanly pos- 
sible to be. Then there is a store in 
Schenectady that did not want to 
face December 1 every year with a 
rubber bill of from $3,000 to $5,000 
staring it in the face. Patton & 
Hall treat rubbers as any well sized- 
up department. Buying in this de- 
partment is done every month and 
the bills are paid the tenth of the 
following month. Mr. Patton be- 
lieves that if more merchants would 
think farther in advance the rubber 
business would be in much better 
condition; bills would be paid more 
promptly and stores would get more 
profit. 


Some Changes in Rubber Game 


A big town store claims that the 
rubber business has changed in the 


past few years. Fewer lightweight 
goods are being sold to the better 
trade, due to these reasons: people 
ride more, both in automobiles and 
street cars, buildings are warmer, 
ideas in winter dress have changed. 
In the men’s trade more partly 
waterproof shoes are worn. Women 
are wearing more cloth overshoes 
for the rough weather and depend- 
ing on footholds for the light, rainy 
weather protection. Newer styles 
are making galoshes a style feature. 


Thousands of pairs of light rub- 
bers are being worn by those who 
wear orthopedic and comfortable 
types of shoes. In fact, these folks 
are in the market for rubbers the 
year round. This store finds that 5 
per cent of the gross business is 
done by the rubber department. 
Their gross mark-up is from 33 to 
35 per cent and their estimated 
overhead about 20 per cent, due to 
the ease and rapidity of making 
sales. Orders are placed March first 
for 70 per cent of the estimated 
needs to be delivered in August. 
About January size-up orders are 
given for the balance. It so happens 
that in their city there are good, 
wholesale houses who may be de- 
pended upon to furnish quick, satis- 
factory service for quick sizing up. 

It is the policy of the house to 
close out by April all rubber goods 
that are not considered suitable to 
sell during the summer months. 

There is another side to the rub- 
ber business in shoe stores. Too 
many merchants are not making 
enough out of the business because 
of employing lax and unbusiness- 
like methods. The following ques- 
tions and answers obtained from 
New York merchants are indicative 
of the survey: 

A. Are your rubber figures kept 
separate? About ‘wo per cent de- 
partmentize their store. 

B. Methods of buying. Buying 
methods are those of the rubber 
companies’ making and are not 
based the same as shoe or hosiery. 
“Grandfather’s” way is the rule. 

C. Chances for getting quick size- 
up. In average years the wholesale 
houses give fairly good service in 
emergency. In case of open winter, 


the retail merchant sometimes car- 
ries over more than he sells. 

D. What to buy, when and why. 
About 35 per cent buy from guess, 
having no accurate records. Re- 
mainder have varying records. 

E. Per cent of mark-up. Twenty 
to 33 1/3 per cent. 

F. Per cent of overhead. See Har- 
vard figures—average of about 25 
per cent. 

G. Per cent of net profit. From 0 
to 12 per cent—fair average, 5 per 
cent. 

H. Per cent of rubber sales to 
total sales. A fair average of 5 per 
cent. 





Northwestern Conven- 
tion Jan. 26, 27 and 28 

Plans for the annual con- 
tion of the Northwestern 
Shoe Retailers’ Association, 
to be held January 26, 27 and 
28 at the Auditorium, St. 
Paul, Minn., are taking a 
definite shape. Close to 100 
shoe manufacturing firms are 
expected to exhibit shoes to 
1000 retail shoe merchants. 
President J. Langley of 
Mannheimer Bros., St. Paul, 
is chairman of the booth 
committee and is handling 
reservations. 











Shoemen Active in Philan- 
thropic Work 


New York, N. Y.—Many promi- 
nent men in the retail and whole- 
sale shoe business are very ac- 
tive in the Business Men’s Coun- 
cil of the Federation for the Sup- 
port of Jewish Philanthropic So- 
cieties in its $1,250,000 drive. 
Among the shoe men present at 
the $100 dinner attended by 2500, 
were: Morris Rosenwasser, Max L. 
Friedman, Sol Weingarten, Mor- 
ris Weingarten, Andrew Geller, 
Max Kalter, David Davidowitz and 
Ed Friedman. Max Friedman, of 
the Diamond Shoe Co., is head of 
the wholesale shoe group, and Sal 
Weingarten, of London Shoe Co., 
division head of the retail group. 
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“On to Boston,” January 9-10, 1925 


N.S. T. A. Fourteenth Annual Convention to Hold Big Meet at Somerset Hotel—Cincinnati 
Shoe Travelers Ask Ohio Travelers’ Organizations to Fight Pullman Surcharge 


o N to Boston” is the current 
QO national “war cry.” The 
National Shoe Travelers’ 
Association, in company with all of 
the other branches of the manufac- 
turers, wholesalers and retail mer- 
chants, are to hold their convention 
in the Hub. The place of meeting 
will be the Hotel Somerset and the 
dates, January 9-10. That this is to 
be a big gathering is already de- 
cided upon from the way reserva- 
tions have been coming in. On the 
morning of November 9, the Board 
of Governors of the N. S. T. A. is 
to meet to listen to reports on such 
motions as were proposed at the 
last meeting, among which is that 
of President McWhirter of Waco on 
insurance. This matter has been 
much discussed and is to be brought 
to an issue at the fourteenth annual 
convention. The purpose behind this 
insurance feature is that every 
member of the N. S. T. A. in good 
standing be insured for $1,000, pay- 
able to his heirs at the time of his 
death. 
Entertainment De Luxe 


Election of officers will take place 
and many sections of the country 
are already talking about candi- 
dates for the various positions. 

The entertainment feature is be- 
ing well taken care of by the Boston 
Shoe Travelers’ Association, the 
Southern Shoe Travelers’ Associa- 
tion and the Boston Shoe Associ- 
ates. Committees have been ap- 
pointed and are preparing plans for 
a genuine “Get Together New Eng- 
land Hospitality Nite” for all visit- 
ing delegates. 

Arrangements are being made 
with the railroads by which every 


member of the N. S. T. A. may have 
reduced rates on all round trip 
tickets; these tickets to be vali- 
dated in Boston. 





Full Speed Ahead to 
Christmas Day 


(From “Weekly Shoe Sales Bulletin,” 
compiled by C. A. Dickens, Chicago.) 


When a steamship reaches 
clear waters after feeling 
its way through a treacher- 
ous northern course, the cap- 
tain orders “Full Speed 
Ahead.” Wonderful crops 
have thawed frozen credits 
and congealed shoe buying. 
Farmers have paid _ their 
bankers in full, or reduced 
their debts below the point 
of worry. Again they are fix- 
ing up the house and farm- 
stead, replacing the sadly 
worn implements, getting the 
clothing and shoes they have 
been wanting, and putting 

- “store stuff” on the table. 
Now is the time to go FULL 
SPEED AHEAD, right up to 
Christmas Day. 


Success Depends on Effort 


Napoleon said that every 
common soldier in his army 
carried a field marshal’s 
baton in his knapsack. Simi- 
larly, every salesman wants 
to feel that in selling his 
line his possibilities for 
greater earnings depend al- 
together on his own efforts 
and that he earns just as 
much money as he is worth. 











Cincinnati Boys Against Surcharge 


The Cincinnati Shoe Travelers’ 
Association met recently in the 
clubrooms of the Shoe and Leather 
Club. George Schuette, president, 
presided. Frank Weber made a 
motion, which was unanimously 
adopted, that the Cincinnati asso- 
ciation write to the other associa- 
tions of shoe travelers in Ohio, to 
the end that all of the travelers’ as- 
sociations petition their represen- 
tatives at the state legislature to 
take similar action to that of the 
Virginia legislature. As a result of 
the action of Virginia this sur- 
charge was ordered removed in that 
state. The Cincinnati travelers be- 
lieve that if Ohio will pass such 
legislation and other states will do 
likewise, this evidence would carry 
much weight with the Interstate 
Commerce Commission in the final 
and favorable outcome of this case 
for the travelers and the traveling 
public. 


Northwest Is Prosperous 


Gene Murphy, who travels 
Northern California, Washington, 
Oregon and Western Idaho, for 
the F. Mayer Boot & Shoe Co., 
writes us under date of October 
18 from Spokane that “Business 
prospects for the Northwest have 
never looked better than at the 
present time, with nearly all the 
large Metropolitan stores re- 
modeled, and new fronts, spick 
and span. Every dock and quay 
have vessels to load and most of 
the tonnage, foreign bumper fruit 
and small grain, with good prices, 
and a demand for“the products. 
The future never seemed rosier. 
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RALPH B. HOBSON 


Who covers the South for Mor- 
gan Grossman. 


Hobson with Morgan 
Grossman 


Ralph B. Hobson, formerly with 
Kozak & McLaughlin, is now with 
Morgan Grossman of Brooklyn, N. 
Y. Mr. Hobson is covering the en- 
tire South by way of Atlanta to 
Texas and up to Kansas City, 
through the Twin Cities and the 
entire Middle West, making all of 
the large cities. He started from 
Brooklyn last week with a very 
attractive line of latest creations 
in “Turn shoes of character” for 
spring. 


Wilson With Urann 


Philip B. Wilson, recently with 
the Reynolds, Drake & Gabell Co., 
and who for some time repre- 
sented the Howard & Foster Co. 
of Brockton, Mass., now repre- 
sents Henry E. Urann, makers of 
children’s shoes. Mr. Wilson will 
sell to the jobbing and large chain 
store trade. He will make his 
headquarters at 183 Essex street. 


Weaver with Bett Shoe Co. 


The Bett Shoe Company has 
secured the services of Mr. Weav- 
er, formerly connected with the 
Thomas G. Plant Co. He will 
cover Chester, Wilmington, Balti- 
more, Washington and the south, 
for the Bett Shoe Co. This firm 
reports good demand for velvets, 
suedes, Russia calf, and a com- 
bination of a patent leather vamp 
and a quarter in a leather on 
the apricot shade. 


RALPH WEIL 


Who represents Whitman & 
Keith Co. in Pennsylvania. 


Ralph Weil Covers Keystone 
State for Whitman & Keith 


Ralph Weil has recently joined 
the sales force of Whitman & 
Keith Company of Brockton, and 
will hereafter represent this con- 
cern in Pennsylvania. 

Ralph is known as a salesman 
of high-grade shoes, and has for 
several years successfully covered 
a territory in which part of Penn- 
sylvania was included. 

He was at one time President of 
the Pennsylvania Shoe Travelers’ 
Association. 

Mr. Weil has made his selec- 
tion of styles from the long line 
of men’s and women’s Whitman 
samples and is now on his terri- 
tory. 

Sales Manager C. A. Sabine of 
Whitman & Keith Company, says 
that he is very much pleased to 
represent the Whitman Shoes to 
the best Pennsylvania stores 
through a man like Ralph Weil. 


“Uncle” George Hale Is 90 
Years Young 


George Hale of Hartford, Conn., 
known as “Uncle George” to his 
many friends in the shoe trade, 
recently celebrated his 90th birth- 
day and is just as active as when 
he was 29. “Uncle George’s” ter- 
ritory was New England and Can- 
ada. He retired from the road 
some few years ago for a well- 
earned vacation, which he ‘enjoys 
to the utmost amid his many 
friends in the “Nutmeg State.” 
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MORRIS MOSSON 
Who covers Western and Cen- 
tral Texas, New Mexico and 
Arizona for Johansen Bros. 
Shoe Co. 


Mosson with Johansen Bros. 

Morris Mosson represents Jo- 
hansen Bros. Shoe Co. in Western 
and Central Texas, New Mexico 
and Arizona. Mr. Mosson is an 
old shoe man, with both retail and 
wholesale experience, and is ac- 
quainted with nearly all of the 
trade in his new territory. He will 
make his headquarters at El Paso, 
Texas. 


Murfitt with Utz & Dunn 


George W. Murfitt, who formerly 
represented the Thomson-Crooker 
Shoe Company in New York State, 
has joined the sales force of the 
Utz & Dunn Company of Roches- 
ter, New York, and will represent 
this house in Northern Ohio, 
Northern Indiana, and Chicago 
surrounding territory. 


“Bill” Gerrish with Rohrer 


William E. Gerrish, a New Eng- 
lander, born and bred, represents 
the line of Rohrer & Co. of Orwigs- 
burg, Pa. “Bill” calls on the larger 
trade in and around Boston. He has 
a large following in the New Eng- 
land States, as it was here he learn- 
ed his trade, and it has been New 
England which he has always 
traveled. 


Ray Wegman, who has been asso- 
ciated with C. P. Ford for some 
time on factory sales work, has 
been asigned the state of Michigan 
and will make his headquarters in 
Detroit. 
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PAUL SOLOMON 
Associate Sales Manager of the 
Le-Hy Shoe Manufacturing 
Corporation covers big cities 
between Pittsburgh and Chi- 

cago. 


Paul Solomon with Le-Hy 

He formerly represented Henry 
Adams and LeBosquet-Moore Co. of 
Haverhill. He has been appointed 
associate sales manager of the 
Le-Hy Shoe Manufacturing Corpo- 
ration and will represent these 
houses in the big cities between 
Pittsburgh and Chicago. 

Mr. Solomon will assist Mr. 
Hyman in sales work and will su- 
pervise sales plans and policies. In 
addition, he will cover the big cities 
from Pittsburgh to Chicago on the 
special sales proposition. 


Axelson On Pacific Coast 

P. A. Axelson, manager of The 
Menzies Shoe Company’s whole- 
sale department, recently returned 
from an eastern trip interviewing 
the company’s largest customers in 
New York, Boston, Pittsburg and 
Philadelphia. 

Mr. Axelson had a very success- 
ful trip, finding most of the con- 
cerns called upon to be very low 
on merchandise, considering the 
amount of business that they were 
doing. 

Most of these customers report 
a satisfactory increase in their 
business during the past sixty 
days. 

Mr. Axelson’s next trip took him 
to Denver on November 9. After 
spending about three days in Den- 
ver he proceeded to the Pacific 
Coast, where he had a most suc- 
cessful trip a few months ago. 


J. A. BLEU 


Who travels Ohio for Berkshire 
Moccasin Co. 


He started his activities for this 
company the first of November. He 
is a young and energetic salesman, 
as his reports back to Massachu- 
setts “headquarters” indicate. Mr. 
Bleu is opening the field for the 
Berkshire folks in the Buckeye 
State and says that the merchants 
are most favorably disposed to his 
line of Kiddie moccasins as desir- 
able play footwear for the little 
folks. 





McWhirter Talks before 
U. S. Chamber of 
Commerce 

Buford McWhirter, presi- 
dent of the N. S. T. A., ad- 
dressed the second annual 
meeting of the Southern Divi- 
sion of the United States 
Chamber of Commerce in 
Memphis, November 19-20. He 
talked on “The Importance of 
the Commercial Traveler in the 
Curriculum of Business,” and 
placed before his listeners the 
necessity of recognizing the 
value of the shoe traveler in 
the world of commerce. 











MacLean with P. Cogan 


& Sons 


R. J. MacLean, recently with 
the Union Shoe Company, and for 
some time with the Stetson Shoe 
Co., is to carry the line of P. Co- 
gan & Sons of Stoneham, Mass., 
in Pennsylvania. He is now in his 
territory. Mr. MacLean is a vet- 
eran traveler in the Keystone 
State and has a large host of 
friends in that section. 

Bernard Boylan of Brockton, 
Mass., formerly superintendent of 
Baker-Field Corp., Pingree Shoe 
Co., Stacy-Adams Co., and Edwin 
C. Clapp & Son, Inc., is now su- 


November 22, 


(Photo by Waid) 
RALPH A. BUNKER 
Professional golfer at the Port- 
land Country Club, travels New 
England for the Sportocasin 
Company, Yarmouth, Maine. 
He is now on a trip. Besides 
the Sportocasin golf shoes for 
men and women he carries the 
rest of the line, including hik- 
ing boots, and the children’s 
moccasin type of footwear. 





perintendent of P. Cogan & Son, 
Stoneham, Mass. 


With Morphy,Levy,Crossman 

James T. Forrest has recently 
made arrangements to represent 
Morphy, Levy, Crossman Co. in the 
South. Mr. Forrest’s territory is 
Louisiana, Mississippi, Texas and 
Arkansas. He formerly covered 
Texas and other Southern territory 
for the A. G. Walton Co., and at 
one time a part of New England for 
Ault-Williamson Shoe Co. Mr. For- 
rest is a young and energetic young 
man and has a host of friends in 
the shoe trade. 


Crandall with Rice & 
Hutchins St. Louis Co. 
Warren F. Crandall, with a wide 
experience in shoe selling, has re- 
cently joined the sales staff of the 
Rice & Hutchins St. Louis Com- 
pany, and will travel his former 
Missouri territory, with some addi- 
tions. Mr. Crandall has a great 
many friends in Missouri and 
Texas. His headquarters will be in 
St. Louis. His former connection 
was with the Capitol Shoe Makers, 
and prior to that with the Central 
Shoe Co. and another Western 
house. 
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Abenz Case ““ An Lerlcan Hoy 
Solid Leather 
Men’s and Boys’ Work and Dress Shoes 


Made by 


Che MENZIES SHOE CO. 
Fond du lac, Wis. 











HINO. 


GROSVENOR 


Footwear Products : Indian Moccasin Slippers 
: Make Useful Gifts 


And add profit to your Christmas Business 


Mr. A. L. KENNEY 


and 


Ye ey 


S Genuine moccasin hand-sewed construction. Best grade Tan 
Mr. CHRIS. S. BRIEL ae Elk uppers and flexible Oak soles. Indian design burnt 
> into top as illustrated. Made on good fitting lasts—to out- 


. : . wear any other type of slipper. 
are now on their territory with IN STOCK 


Samples for 1925 be For At-Once Delivery 
Ne Style 1051 Men’s 6-11........$2.50 

Be sure you see our line before & es Ge ea ta 

Style 952 Women’s 3-7.... 2.15 


placing your orders. “4 Lined Sc per pair extra 





Price List of other styles 


FELTS, LEATHERS AND SATINS tee gt 


Ss We also make the best play footwear for children under 
Ss the name of 


C. A. Grosvenor Shoe Co. 


WORCESTER - - - OXFORD [x omnes tab et oon entas 
a ° ° HOLLISTON 
MASSACHUSETTS £ Berkshire Moccasin Co. “mass. 


SERRATE RRS” 


We will have several territories open for high grade side-line salesmen after 
Jan. 2nd. If interested write to R. B. Peckham, Gen. Mgr. 




















| Wihkatewer (i, ‘ Prepare for Holiday Sales— aK 


& . Stock up on Greeley Boudoirs 

Your e aS a — the finest, kippiest line you 

; %, ever saw. They'll go with a 

Questi on A\ Sa: ‘. rush for Christmas pres- 

Be it the pronounciation of vitamin or marquisette le ents. You’llenjoy steady 

or soviet, the spelling of a puzzling word—the mean- sales. Black and colors. 

| ee novocaine, oa, this “Supreme Leather or rubber heels. 

| WEBSTER’S NEW INTERNATIONAL DICTIONARY Carried in stock. At 
contains an accurate, final answer. 407,000 Words. once deliveries. 


2700 Pages. 6000 Illustrations. Regular and India 
Paper Editions. Write for specimen pages, prices, etc., FREE If your jobber cannot supply you, write us. 


Pocket Maps if you name Boot and Shoe Recorder. 
A. W. GREELEY 
G. & C. MERRIAM CO. SPRINGFIELD MASS. 4 12 Duncan St. - - - Haverhill, Mass. 





























When writing to the above advertisers please mention Boot and Shoe Recorder 
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7 times 





Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 
$3.50 
7.00 
10.50 
14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ONS WANTED—Four cents Se word for each insertion. 
je a aged ty ed “Want” 
ad lor each insertion. M 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


replies fi 


vertisements, sev 
mum amount accepted. $1.25. 5 Ade ander this ty 
up to noon on Tuesday of ey 
desire answers to come in care of this 


lorwarded direct to 
ees Loceumnallip the abvastaaasens antl pall tee aucendindly. Aunuees 
to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


pat wand @ ini- 
will be received 

date. advertisers 

ph 1, 3- 
advertisers desire 

their address, each ( TA 











SALESMEN WANTED 


SALESMEN WANTED 





ESIDENT REPRESENTATIVES . wanted 

on commission in the more important 
shoe manufacturing cities, Please give refer- 
ences and acquaintance with mfg. or retail 
shoe trade. Address B-141, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


ALESMAN—Must be experienced; for Old 

Established Wholesale Hosiery House; 
either exclusive or as a side’ line, commission 
basis; state territory covered and full par- 
ticulars. Address Rockwood Hosiery Co., 416 
Market St., Philadelphia, Pa. 





SALESMEN WANTED 





STAMP WORK SHOES, 
Write for particulars, giving references. 


Illinois—Arkansas—Louisiana 


We want experienced salesmen to cover the above territory. W 
Welt and Nailed, in Blucher, Outing and 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


‘e make wy UNION 
Moulder. 
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G ITCHDOWN MANAGER wishes salesmen 
for following states: Maryland, Delaware, 
Eastern Pennsylvania, New Jersey, Virginia, 
West Virginia, Pacific Coast, Louisiana. 
Strong competitive line. All styles in stock. 
Can be carried with non-conflicting line. Reply 
direct to factory. Maryland Shoe Mfg. Co., 
Hagerstown, Md. 


TTENTION, SHOE CLERKS—If you are 

energetic, and have the ambition and 
perseverance to become a highly paid sales- 
man, we have an opening for you. Address 
B-142, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, III. 


SALESMEN 


Shoe Travelers’ Opportunity 


With progressive manufacturer of house 
and bedroom sili d trade. 
Nationally known and advertised trade 
mark. Territories: (1) Washington, Balti- 
more, Philadelphia, Boston and New Eng- 
land; (2) Pennsylvania and Ohio; (3) In- 
diana, Michigan. Only aggressive men with 
experience in trade need apply. Drawing 
account against commission with unlim- 
ited opportunities. Give all details in first 
letter, age, experience, yearly sales record, 
earning and references; strictly confiden- 
tial. Address K-724, care Boot and Shoe 
Recorder, 127 Duane St., New York. 
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A Most Desirable Opening 
For the Right Salesman 


This House is a long established Massachusetts firm making a nationally known 
line of men’s and women’s quality shoes. We are not satisfied with the amount 
of business coming from our accounts in Indiana, M[linois, Iowa, Minnesota and 
Wisconsin—particularly in Chicago. Our large accounts should be larger. Are 
you the man to jump in and tackle this entirely possible increase—and build 
new business? .Probably the man we want has been selling men’s shoes... The 
right man can make arrangements which will be satisfactory... Address Box B-144, 
care Boot and Shoe Recorder, 207 Sovth Street, Boston, Mass. 


. 
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52. f. 


RESIDENT SALESMAN WANTED —In 
large cities. In stock Ballet line. Wm. 
Sumner Smith, 326 W. Monroe St., Chicago. 





THE following states available on popular 
priced line Stitchdowns; also quality iine 
flex welts made in modern upstate New York 
factory; New Jersey, Southern Pensylvania, 
Maryland, Delaware, Ohio, Illinois, Indiana, 
Iowa. Excellent opportunity for right men. 
Prefer lines to be handled in conjunction with 
some other good non-conflicting line. State 
age, give references and how long on territory. 
Address B-127, care Boot and Shoe Recorder, 
207 South Street, Boston, \ 
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salesmen, on strict- 


of arch sup- 
shoes to retail at $6.00 and 
.00. Some novelty shoes. Stock Fimore ‘Co: 
References requ Westcott we 
217% W. Water St., Syracuse, N. 


ANTED EXPERIENCED GALaeEy. 
Side line children’s turns. Georgia, South 
Carolina, Gulf States, Michigan, Indiana, _ 

nois, Pennsylvania. Straight 7% eommissio 
In stock proposition. ‘Give qualifications and 
references first letter, stating what line you 
handle. Schuylkill Shoe Co., formerly F. C. 
Gerber, Orwigsburg, Pa. 








frequent changes. 


Street, Boston, Mass. 





We Can Use You Next Season If— 


YOU are experienced and want a permanent connection. 
YOU can qualify and produce a reasonable record free from 


YOU are interested, known, and have a following in these ter- 
ritories: Indiana and Ohio; Michigan; New York State 
and Pennsylvania. Arkansas and Louisiana; Tennessee 
and West Virginia; Missouri and Iowa. 


We offer a Milwaukee market line of Men’s and Boys’ Dress 
and Service Shoes, largely in stock, retailing in Dress Welts 
from $4.50 to $6.00. All applications should be specific and com- 
plete. Whether accepted or not, all will be held in strictest con- 
fidence. Address B-143, care Boot and Shoe Recorder, 207 South 





Resident Salesmen 


Wanted 


in the principal cities to 
carry the H. M. & H. Line 
of High-Grade McKay 
shoes. Applicants must be 
men of high standing, and 
must be able to furnish ap- 
propriate references. Hen- 
nessey, Maxwell & Hennes- 
sey Shoe Co., Lynn, Mass. 
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SALESMEN WANTED LINE WANTED MISCELLANEOUS 
7 3 eo 
” rc pany, wing w a line popular-pr 
a Mase, Manafectarers of Men's and oe ei Mitherestad “commneieate "Sith “VARNUM”’ 
P sylvan interes’ commun w 
_ Women’s shoes, need two salesmen. B-149, care Boot and Shoe Recorder, 207 
be There are two territories in which there is South Street, Boston, Mass. 
_ an established trade that can be developed T LIBERTY—High class salesman, who is 
ers te a satisfactory volume. producer. Thoroughly acquainted with 
trade from Nérth Carolina to Florida. Would 
We will pay expenses and a satisfactory like to connect with real live firm handling a 
ts salary to the men we select. medium-priced women’s turns and McKays. Are Used in All UP-TO-DATE 
When you write please give complete de- R= ag 5, Bosto: | eee ae . RET 
— n, ‘ 
‘ tails of your experience and mention age, ALL SHOE STORES 
= home address, whether married, what ti ist 
companies you have represented, volume Mi ad 5 | ~¥ p nee ene pA pes How Is Your Supply ? 
f sales in territories you sold. $75,000. We'll de $100,000 next year. But 
. I must make more money. With 25 years THREE STYLES 
Cc. B. SLATER COMPANY, retail selling experience, I want to take a No. 1, 2, 3 
— South Braintree, Mass. good 
and energy I’m patting inte my present English, French, American 


= Sony address, B-150, care of _ 
hoe Recorder, 207 South Street, Bos- Standard Measures 
Salesmen wanted for established line of ‘om Mase re 
. Price No. 3 


high-grade Boys’ Welts. 
MOST POPULAR 


Northern Wisconsin Oklahoma 
Northern Michigan Missouri $1.50 Each 


Minnesota Arkansas 
Iowa Southern Texas TO LEASE 


Kentucky Tennessee HOE DEPARTMENT for lease in ladies’ 
and other desirable territories. Can be ready-to-wear store. Excellent ~~ _" t 


Louis. Address B-158, care Boot an 
handled with established non-conflicting Recorder. Leather Trades Bldg., St. Louis, Mo. 


line. Straight liberal commission basis. 
Only experienced salesmen with estab- 
lished following desired. 


NEENAH SHOE COMPANY FOR RENT 
Neenah Wisconsin 
HOE DEPARTMENT in the finest ladies’ 
specialty shop in Newark, N. J., for rent Frank W. Whitcher Co. 
on percentage basis. A one hundred per cent 
locaton. Exceptional opportunity for a live- Manufacturers 
yr tg yg Hy HS BOSTON, MASS 
ress B-152, care an order, . 
POSITION WANTED 207 South Street, Boston, Mass. BRANCH, cupcaee. ons. 
VAILABLE at once, qualified, retail execu- 
f ag manager, ag | 14 — — F oO Ae R E N » ¥ 
men’s footwear, gents’ furnishings, seeks re- 
F i ith ization. K. 19 RICHMOND. VIRGINIA 74 $9 
sponsiale connection with organization 100% location for shoes MANCHESTER 
endeemet satel (Trade Mark Reg. U. 8. Pat. Off.) 


BUXER and manager desires to make change. x CURVED JAW NIPPER 
Go 
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nected with large New York chain stores. 
Only first a ee ee o de- a - 

partment or chain stores. ress K-714, care a ° 
Beet, and Shoe Recorder, 127 Duane St., New Just the Tool for That Nail 
Yor 


WANTED—Position as shoe buyer with a 
good live organization catering to medium 
or popular-priced lines. Several years’ experi- 
ence as buyer and manager for department 
store. Can wr up a = business; will go 
t rt 4 ition i ti 
Secon. haieae BAdk, Game Best ont Ghee OR SALE CHEAP—%5 feet sectional shoe 
Recorder, 207 South Street, Boston, Mass. shelving, 12 feet high, modern. Blue print 
on request. W. H. Griffith & Son, 507 Felix 

E ZECTIVE fifteen years wholesale and St., St. Joseph, Mo. 

manufacturing and jobbing experience de- 
-- wo a —- pS ae ge y= A. 
charge of stock order, shipping and produc- 
tion departments. Address B-146, care Boot Retail shoe business conducted profitably 
and Shoe Recorder, 207 South Street, Boston, over 50 years. Located in center business 
Mass. district in live and growing community 
near Syracuse, New York. Owner retiring 
account of ill health. This is an exceptional 
opportunity. Address K-708, care Boot and 


HELP WANTED Shoe Recorder, 127 Duane St., New York. 


“HOE man for retail store capable of trim- 
ming windows and selling shoes. Town of 
= = hundred thousand population, in 
position for the right party. 


Address B-151, care Boot and Shoe Recorder, WANTED TO PURCHASE 


207 South Street, Boston, Mass. 
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you. 
Les VAnt® Wanted to Purchase Palen, 04.00 
WANt medium price line ladies’ and chil- Looking for a family shoe store in or Frank W. Whitcher Co. 


Pty dren’s shoes for a > —_ poemnd y= Bee York om: Will buy - 
jcago; ten years’ experience. rnis! it oF ¢ basis. Address K-723 care Boot Paten ‘anufacturers 
— and have my = car, which can Shoe Recorder, 127 Duane St., New tees and M 


vem. Boston, Mass. 161 W. Lake St. 
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tured MILBRADT Ro’ 
for thirty-five years. Ro 


of Chica) and 
BICYCLE | Step 

een different styles of 
ing Step Ladders. 


line, whatever 


2416 Ne. Tenth St. 


MILBRADT 
Rolling Ladders 


BICYCLE 
Rolling Ladders 


We are the My) have manufac- 
ng Ladders is 
our exclusive business. We 
purchased the --e ae 


Ladders ‘as wall as. eight: 
of MILBRADT Roll 


o ° 
supply your wents in the rolling "adder 
they may be. 

Write for complete catalog 


Milbradt Manufacturing Co. 
St. Louls, Me. 


have lately 
Ladder Co. 














The a authority on Silk Plush 
for Window Dressi _Window Dressing 


The National Plush Co. 


7 West 3rd Street, New York 
Plushes and Velours 
"Phone SPRing 3671 








Neatest, strongest, lightest and most 
convenient fitting stool on the market. 


Finished Golden Oak or 
Mahogany 

















Price sevtsseveveeeeereeeeeeel.00 each 


Carried in stock. Available for shipment 
anywhere by parcel post or express. 


WANTED TO PURCHASE 





MILBRADT MFG. COMPANY 





2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step 














WANTED TO PURCHASE 


HIGHEST cass Fyces > | 
shoe stocks. your 


for entire 
fun or ‘slow sellers. (ASF, 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


$96 BROADWAY, NEW TORK, N.Y. 
WILL FOR 


+ 'S STOCKS 
BUY | SURPLUS STOCK t CASH 


Bargains in shoes always on hand for 
qpeatal caleo andl Gangein besemmante 


HIGHEST PRICE PAID 


FOR 
SHOE STORES 
OR SURPLUS STOCK 
Alse Purchase Gent’s Furnishings, Clothing, ete. 
YOUNG & CO. 
815-317 Church St.—New York, N. Y. 
Telephone Canal 0856 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE 
OF THE RETAIL SHOE Ok MERCBANT 


by the 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERT ECG RATES—Card of Advertising 
tes furnished on application. or rates for 
— Ws ike, ci. oe Wes Peas 


SHOE’ RECO conven’ to ave te avoid miiet F 





BOSTON OFFICE: 207 South Street. 
aS ae OFFICE: 224 Moraine St. Geo. 
Hill, Manager, Telephone 507 
CHICAGO OFFICE. 1 és West Madison St. a ie 
Maine 1089. B. C. Bowen, 
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M. Bowen hy Bowen, Manager) cle. 


Rowe 739. 
N YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Seott, Manager, Tele- 


Whitehall 
PHILADELPHIA OFFICE: Room 524 Perry 
Bide. 1530 Chestnut St. H. Walter Scott, 


HAVERHILL OFFICE: Chamber of Commer: 
¥ v—— National Bank Bldg. Gex 


CINCINNATI ‘Orrick; Second National Bank 
Bldg. H =X (B. C. Bowen, Manager) 


Ti Canal 
ncapneee OFFICE: 626 Powers 
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5 OFFICE: Leonard E. M. Ze. 
Cc. Rae orn 405 Broadway. Ti 
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Melbourne. G. Jervis M: 


. Sabazzini, Gerente. 
BRAZIL: Gerents, John 8S. Fitch, 33 Rue Genera! 
Camara, 88 Sob. 


CHILE: Santiago, Las Rosas 1123-1127. Otto- 
ne, Gerente. 


CUBA: Mr. H. Gomes. Corrales 2A, Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 

SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 





WANTED TO PURCHASE 
CASH PAID 


KIRSCH-BLACHER CO., Inc. 














622-624 » New York, N. Y. 
Phone 1443 

















CA 


for shoe stores or surplus 
or for other merchandise. 


Kalter Cerf. Mereantife Co., Ine. 
591 Broadway, New York City 
Phone Spring Wice-suee ies 








We quick snd peg 
for and wholesale 
other 


stscky of shows or 
"For 90 years our 


Bank and mercan’ reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANE W. 


610 5 
Phone Stagg 1757 
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‘|e ee BASS | feateatateatec ae 


Build Christmas Business a 
<oooe —— With Rangeley Moccasins S| 


Feature Rangeley Moccasins in your Christmas yy 
Advertising.—It will pay. ==4 





Suggest them to your customers as a Christmas 
Gift, both pleasing and practical—they will ap- 
preciate it. 


The Christmas selling season offers you a real oppor- 
tunity to try out the famous Rangeley line of true moc- 
casins made by G. H.-Bass & Co., specialists in outdoor 
footwear for nearly half a century. 





More than 100 styles In Stock—Estimate your Christ- 
mas requirements and order them today. You won’t re- 
gret it.—Catalog on request. 


Special Christmas Electro and Gift Certificates Free 
Write for them 


G. H. BASS & CO. Wilton, Maine t. 


SNOW SHOE MOCCASIN 5] 


lm ag omg og gg mg gp Mg Mg oy my 





‘ eae = Sales Executive 
nnn Snag Wanted As Partner 


. P . . Well-known shoe factory executive, with capital, 
— illustrations $8 is desirous of getting in touch with an eminently 
colors of Artificial Poin- qualified salesman and sales executive to join 
settias, Flowers, Plants, with him in the organization of a factory to 
Vines, Baskets, etc., manufacture women’s style shoes. Man with 
mailed a a a. Factory \. be eee Ba 

ew England. Applicant must have established 
ony ee trade with large buyers. Best of references re- 
quired and furnished. All communications will 


be strictly confidential. 
Natural prepared everlasting, 61 Barclay Street BOOT AND SHOE RECORDER, 


= ok oe toe Sin NEW YORK - - N.Y. 207 South Street, Boston, Mass. 




















WHERE THE BUYER Fine Calf Leathers 
SEEKS THE SELLER ei hia 


In the CLASSIFIED ADVERTISING SEC- a 
TION of the Boot and Shoe Recorder. Velvetta Calf 
The “want ad” does not attempt to create Tuscan Calf— 
desire. The desire already exists in the prospective . 
buyer’s mind, and he seeks out the want ad. It is a Russia Calf— 
case of the buyer seeking the seller. 
Boot and Shoe Recorder Classified Advertising Strictly Fine Full -grain Calf Leather 


can do for you what it is doing for others. Keep HUNT-RANKIN LEATHER CoO. 
it in mind—and in action. 106 Beach St., Boston, Mass., U. S. A. 


























| "Fae BARRE | | 
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. A 
Sensation of Paris! 


It is the Basket Woven Shoe. 
Manufactured for whole- 
sale. Exported to all 
countries. Large 
stock ready for 
shipment. 


Address the Creator 


JEAN KARAN 


Manufacturer of Basket Woven Shoes 
43 Rue de Javel, Paris-XV, France 


“Clifton”. 
GEM DUCK 
4 


FROM THE FIRST DAY 
YOU USE IT YOU’LL NEVER 
REFUSE IT 











Used with our wet process it produces a per- 
fect innersole, as it is easily formed in and hugs 
the lip providing strength where strength is 


most needed 


“CLIFTON”? COVERING CLOTHS 
“Clifton” backing and plumping cloths are 


recommended for satisfactory results. 


in profitable shoemaking all “Clifton” special- 
ties register high. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 

SEE SB SBSBSSBESRBRBERBRBRRER EE SB 











APPROVED BY 
MEDICAL MEN 


As support for the ankles of 

proving chlidren and es fully van 

shoe, the Ventilated Foo: 

Developer fs . Well knows 

sargeons fits use. 

‘© your stock of 

yentuations Children’s shoes 

PATENTED 

order % 

ic ttt ns 

for immediate actice 
BURKLEY 
SHOE CO. 

1156 No. Main Street 

Brockton, Mass 





Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institu- 
tion—needs capable salesmen; young men between 
the ages of 25 and 35 years who have had thorough 
experience in one or more of our lines, and can give 
us the highest references. 


Our company, which started in 1902 with one store 
now operates 571 retail stores in 41 states. We se 
dry goods, shoes, notions, clothing and furnishings 
for men, women and children. We do a strictly cash 
business. Our sales in 1923 were $62,188, 978. We 
opened 115 stores in 1920, 59 stores in 1922, 104 
stores in 1923 and 96 stores this year. 


By industry, study and determination your prog- 
ress will be rapid in our organization. Under our 
experienced managers you are trai to become a 
manager. When you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Bapgstence bes nats wo Gat cone of Ge soentet successes 
men. What we need are young, 
h experience 


f ith 
of our company is ample. yg this is our proposition—tes 
and proven over a per of 21 years: 


You us first as a salesman in one of our stores. 
During yg BY eriod of proving your ability learn the 
of co-operative effort. 
managers are se 


ou make a success of the ma: it, you 
om psa greeters 
» 


Seoked you by the J. C. Penney Company, 
from subsequent profits of the store. 


aan today for our booklet, “Working 
pap y ep your age and number 
perience in eur tt. pl §—- We may 
interview later. All 
strictly, — 


Address your letter to our nearest employment office: 


J. C. PENNEY CO., Inc. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 





When writing to the above advertisers please mention Boot and Shoe Recorder 
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The genuine Diamond Brand Diamond Brand (Visible) Fast 
(Visible) Fast Color Eyelets Color Eyelets have genuine 


can be identified by the two celluloid tops that never lose 
tiny raised diamonds on their their color and that actually 


celluloid surface. outwear the shoe. 


Fair Colleen! 


Colleen Moore, First National star, is an actress of great feeling and fine dis- 
crimination. She displays her evident good taste in her every action, every 
mannerism, every article of clothing that she wears. On and off the screen 
she is always correctly costumed for the occasion. 


When lace shoes are the correct footwear for the completion of her costume 
Miss Moore wears shoes that are finished with visible eyelets because visible 
eyelets are fashionable, decorative and practical. They are one of those niceties 
of footwear construction that are always evident on the shoe of quality, fashion 
and good taste. Without visible eyelets to adorn and protect it no lace shoe 
can be absolutely stylish, correct and finished in appearance. 


Always insist on Goodyear Welt shoes with Diamond Brand (Visible) Fast 
Color Eyelets. 





UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


= - 
VU ” 


ONY \ie “fe Wo No Vp GN 
When writing to Unirep Fast Coton Everer Company please mention Boot and Shoe Recorder 





UNDOUBTEDLY cx» 

STYLES ORIGINATE ON 

FIFTH AVENUE AND 

RUE DE LA PAIX.BUT IT ' 
TAKES THE CRAFTS- , 6@4: 
MANSHIP OF SEABROOK. © 4)" / 
QUAINT NEW HAMPSHIRE 
VILLAGE,TO_ INTERPRET 

AND PRODUCE THOSE 
STYLES IN PRACTICAL 
AUTHENTIC FASHION. 


ADAMS TL IR NS 





| ae ‘Adin Shoe eames 


oe 8 N. HL 


BOSTON NEW YORK CHICAGO 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bldg. Room 810 


SALESMEN 
w Yo = py. * ca arris, » Chas .R —¥ us Southern States—Charles R. Doremus 
—Fra k Pa rker Eastern States—Frank Law 

me Middle ‘State = = Re ‘edho Im 
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ter r April 15, 1922, a t the Post Office a it Boston, Mass., under the act of Con gress of March 23, 1879. Subscri price $5.00 per y * Printed ia U USA. 
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SWEPT BY AN AVALANCHE 


“Cambridge” 


that new light shade of tan Russia Calf for women 





Se 





\ “a Fe 





Instantly Achieves Nation-Wide Popularity 


When we first showed “CAMBRIDGE,” a short while 
ago, as a new lighter shade of tan calf to go with the 
ever popular “SunSet,” we hardly imagined that it could 
achieve such country-wide approval over night. We have 
been literally besieged with orders from shoe manu- 
facturers from Coast to Coast — special delivery — 
telephone — telegraph —and even personal trips to the 
tannery—they want “Cambridge”. 


A beautiful light shade chrome calf leather, 
“Cambridge” holds its fine finish throughout the shoe 
manufacturing operations 


and—best of all—we can and are filling all orders 
promptly. 


If you haven’t seen it, you should ask to see samples— 
we will gladly send sample cuttings on request. 


The House of “SunSet” 


THIS IS A CALF YEAR 


Barnet Leather Co., Ine. 


3€0 MADISON AVENUE, NEW YORK CITY 


Distributing Agencies . 
SAN FRANCISCO MILWAUKEE CIN CINNATI ST. LOUIS ROCHESTER i\ 
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Boston Distributors 
c BARNET LEATHER CO., Inc. 
Tanneries of MASS. f} 


LITTLE FALLS { uN 98-100 South Street 


— 
New York 4 a A(Ap\’ Boston, Mass. ™\ 
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CAPARAPAR ARAL ACAPAL AL ALAPAN AD ALAM 
































YOUNG MEN’S STYLES 


To Sell for 


$6 











BASE PRICES 





A Grade B Grade 
Oxfords .. $4.30 Oxfords ,.. $8.96 
Boots ...... $4.50 Boots ..... $3.95 


The above base prices include in both A and B grades; 
bright finished black and tan calfskins, Scotch 
grains, patent, black and Havana brown kid leathers; 
Mooney’s 9-iron bend soles on calf and grain leathers, 
8-iron on kids and patent. i] 

















Write for a Marion representative to show you his 
new line of spring styles. 
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7 MARION SHOE CO. 
= M ON, INDIANA 
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gr POSNER. 


For Children, Boys 
and Young Ladies 


The Only House Specializing in 
Children’s Shoes and Hosiery 
Exclusively 


TYLE originality is the note struck in this 
season's offerings in Shoes and Hosiery. 


Their inherent quality combined with style spells 
profits. Consumer satisfaction is assured when 
you offer shoes and hosiery that give value, dollar 
for dollar. Featured together Dr. Posner’s Shoes 


and Hosiery are consistent profit makers. 


Write for a copy of our “In-Stock Catalog.” 








No. 801 ‘‘Diploma Girl’’ Hose 


(Illustrated on Model) Full-fashioned, pure thread silk. Made with 20-inch 
boot and built to fit the slender limb. Stocked in the season’s most popular 
colorings. Sizes 714-10 $13.25 per doz. 


There’s a Style and Shade for Every Age 








Carried In Stock 


No. 257— Lattice. Infants’ 
Turn. All Patent Leather, 
Lattice cut-outs, plain toe. 
Sizes 4-8 iid soveseeee fel 


Also in Welts 
No. 4615—Lattice. Sizes 814- 
apes . wsveevee 4.00 


No. 4617— Lattice. Sizes 
11%4-2 ......... ; $4.50 


D2A.POSNER. SHOES. Inc. 


142 WEST BROADWAY ~ - NEW YORK CITY 





When writing to Dr. A. Posner, Suoxs, Inc., please mention Boot and Shoe Recorder 
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: Chow- 
( 
m= Caramel 
Cs ~~ 
| (© Oak Leaf 
% 











| Golden Brown 
Chestnut Brown 
. 








F.B.&C. Colors Always Forecast 
the Color Successes 


This fact is no accident. It is due to our matchless 
color department, and our unrivaled world organi- 
zation for securing the preferred varieties of skins. 


Call for these F. B. & C. Colors in your spring 
ordering, and know that your customers will wear 
fashionably accurate colored kid shoes. 


AMALGAMATED LEATHER COMPANIES 


(INCORPORATED) 
22 N. Fifth St. Tanneries 
PHILADELPHIA, PA. WILMINGTON, DEL. 


FBC Kid 
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aramount 


THE SUPERLATIVE PATENT LEATHER 














HEN you choose PARAMOUNT for your standard, 
you are selecting a leather that has set the pace in 
patent leather development for more than thirty years. 


THAYER-FOSS COMPANY 


Leathers of Merit 
BOSTON, “fe _ “i : MASS. ~ 


When writing to Tuayer-Foss Company please mention Boot and Shoe Recorder 
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Patents Stocked in 
Snappy Patterns 
Get them N Ow for that BIG December trade. 


Priced to profitably qualify in the $8 Class. Re- 
nowned, like all U&D Shoes, for perfect fitting. 
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B402E $4.60 B419T $5.25 
Net 30 Days Net 30 Days 
Telegraphic Code Word “Palm” Telegraphic Code Word ‘““Titanic” 
Women’s Patent quarter and vamp, Lois Pump, Women’s Patent quarter and vamp, and bar 


P st. | ¥ , straps, two-strap Lacey Sandal, stitched imita- 
- poor Py ne Pa ion lace stay, McKay Sole, Shelburne last, 114- 
a inch wood covered Cuban heel. 

AA 4% to 8 AA 5 to 8 
A 4 A 4% to 8 
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All Shoes Shipped Immediately upon 
receipt of order. A Stock Service that 
means money toyou- - - - - = - 


UTZ & DUNN CO. 


ROCHESTER ~NEW YOK 
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DENVER OFFICE * NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Building 


TIGER & McNUTT 180-182 West 42nd St., Room 1521 Los re hen 
S. A. McOMBER, Representative G. C. MeA resentative 
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When writing to Utz & Dunn Co. please mention Boot and Shoe Recorder 
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The Toe Box Need Not Be Hard 


HE only reason for having a stiff, 
hard box is to preserve the smooth, 
shapely lines of the toe. 


It is no longer necessary, however, to 
use a stiff, rigid structure in a shoe that is 
intended to be a comfortable foot covering. 


The Armstrong Cork Box gives the shoe 
shown above, or any other shoe, just the 
correct support for the toe. The Armstrong 
Cork Box preserves the style lines of the toe 
just as well as the old-fashioned hard, stiff 


ARMSTRONG CORK COMPANY, 


Shoe Products Division, 


box. And it is far more comfortable for 
walking. It will not bunch, curl, break, or 
become brittle. Made as it is of cork, it 
does not absorb moisture from the foot, or 
water coming in from the outside. 


More than one hundred of the leading 
shoe manufacturers of the country are 
using the Armstrong Cork Box Toe in 
many of their latest models. So it is easy for 
you to stock shoes equipped with the Arm- 
strong Cork Box Toe. A list of these manu- 
facturers will be sent to you if you desire. 


Lancaster, Pa. 


Armstrong 


Circle 


Cork Box Toe 

















When writing to Anmstronc Cong Company please mention Boot and Shoe Recorder 
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Brophy Bros. 


a 


— 
































Dalmar 


Selling strong with combination 
quarters. 


I HE increased demand with which the Brophy Line is being fav- 
ored has at times embarrassed us in the matter of deliveries. 


To obviate a recurrence of these periods we have carefully increased 
our capacity. This has been done within the walls of our plant, - 
through the installation of certain new machinery, and the re- 
adjustment of methods, which results in greater efficiency. 


Brophy Bros. Modish McKays are— 
Quality Shoes—Popularly Priced. 
And they do sell. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 
BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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When writing to Broruy Bros. Suox Co. please mention Boot and Shoe Recorder 
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Kildare, of CEDAR CLIFF SATIN, trimmed with black patent leather, 
17/8 Spanish Heel, stage last. 
Joh . Steph & Shinkle Shoe Co., St. Louis, Mo. 





women FE Ee 





Shoe factories of prominence—those who pride them- 
selves upon their plant—their equipment and—their 
PRODUCT! Zealously guard the qualities of the 
materials which enter into the shoes they make. Such 
factories invariably use CEDAR CLIFF SATIN in 
the designing of their high-grade Satin Shoes. 


| 


: 
| 


Merchandisers who buy from high-grade factories — expect wearing 
qualities and refined appearance in the Satin Shoes they buy, such 
as can only be attained by the use of 


CEDARCLIFF 


PURE DYE 


SHOE SATINS 


The CEDAR CLIFF SILK COMPANY, 251-255 FOURTH AVENUE, NEW YORK 





























When writing te Tux Cupar Curse Six Company please mention Boot and Shoe Recorder 
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ANTTBING that makes your job of selling 
easier should be welcome in your store. 
Women who want a shoe at $6 to $8 are 
hard to sell. They want the most of style, fit, 
quality and appearance. They are close buy- 
ers because their finances compel them to 
economize. 

Lape & Adler shoes appeal to that class of 
trade because—tIst: the style and attractive- 
ness of the shoes please their eyes; 2nd: the 
unexcelled fitting qualities please their feet; 
3rd: the price tickles their purse, and 4th: the 
quality completely satisfies. 


Those hard-to-sell customers will be amazed 
when you offer them so much for so little 
money. 

Even a seasoned buyer will be astonished 
when he looks at Lape & Adler samples and 
Prices. 


We believe that you will appreciate what we 
are trying to do for merchants, and write us 
at once to submit samples to you. 


THE LAPE & ADLER CO., COLUMBUS, OHIO 





Prominent among the 
best selling models this 
season are the two smart 
models here illustrated. 
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if Davies Kicks for Kids 


Here are shoes that will stand the wear and tear that every 
red-blooded American boy gives to shoes. They're built 
to stand up under hard strains. Style is built into every 
pair. Built right and priced right. To the merchant who 
is anxious to build up his boys’ business, Davies Kicks for 
Kids are the shoes to concentrate on. 


Davies Shoe Manufacturing Co. 


FACTORY No. 1 : . . CTO . 
RACINE, WIS. Racine, Wisconsin HORICON, vis. 


The Pal 


Style No. 756 


Boy's Mahogany Veal Bal, Durable Oak Out- 
Sole, Grain Leather Inner-Sole, One-Half Rubber 


Heel. 
This boy's shoe is handsome in style and depend- 


able in quality. 
Width in Stock, D. 


Price —Boy's 2% to 5%. 
Youth's No. 856, 12% to 2 


The Buddy The Junior Soldier 
Style No. 2900 


Style No. 757 
Boy's Mahogany Veal Blucher, Heavy Oak Out- Boy's Heavy Army Dull Grain Tan Fox Blucher 
Sole, Grain Leather Inner-Sole, One-Half Rubber Double Strength Tipe, Soft Toe Army Style, One- 
Heel. Half Rubber Heel, Strong Oak Out-Sole, Grain 
This strong shoe will stand the scuffing and kick- Leather Inner-Sole. 5 
ing of the youth. It appeals to boys because it is Some of our customers call this shoe ‘““The Never- 
qetnes and to parents because of its extra Wear-Out.” 

urable wearing qualities. Width in Stock, D. C Width in Stock, D. 
Price—Boy’'s 2% to 5% 


Price—Boy's 24 to 514 feran saw enece 
Youth's No. 857, 1244 to2 “20 2.50 Youth's No. 3000, 12% to 2 vn chduten 
Little Gent's No. 9579 to 12 . Little Gent's No. 3100, 9 to 12............ 2.25 


al 








When writing to Davies Suot Manuracturine Co. please mention Boot and Shoe Recorder 
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No. 348 Price $4.35 


Patent Poppy One Strap, Cut Out Quarter, 
Military Wood Covered Heel, Boston Last. AA to 
C. 


No. 851. Same style in all Brown Suede. 
Price $4.85 
No. 350. Same in Black Suede.....Price $4.85 


No. 330 Price $4.75 


Black Satin Poppy, Black Suede Trim, Cut Out 
Quarter, Full Spanish Louis Heel, Beacon Last. 
to C. 


No. 331. Same style in all Black Suede. 


rice $5.00 


No. 329 Same in Patent........ Price $4.50 


No. 290 Price $4.50 


Patent Tess Cut Out, 3 Button Strap Military 
Wood Covered Heel, Boston Last. AA to C. 

No. 291. Black Satin Tess........ Price $4.65 
No. 292. Black Suede Tess........ Price $5.00 
No. 293. Patent Tess. Rubber Heel. . Price $4.15 
No. 294. Black Kid Tess, Rubber Heel. 


rice $4.15 
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Re-Order 


Meaning right styles—because these days mer- 
chants are not ordering on any number unless 
it’s a seller and to be a seller it has to be a fitter. 


Our re-orders on these styles is proof positive 
that they have both of these qualities. 


On request 
we will 
mail you 
our 
Beauty 
Style 
and 
Price 


Catalog 


No. 588 Price $4.00 


Boarded Tan Calf Blucher Oxford, Plain Toe, 
Rajah Crepe Sole and Heel, Hackney Last, AA 
to D. 


No. 296 Price $4.65 


Black Satin Tess Cut Out, 3 Button Strap, 8-8 
Wood Heel, Belmont Last, AA to C. 

No. 297. Black Suede Tess Price $5.00 
No. 295. Patent Tess Price $4.50 
No. 29%. Patent Tess, Rubber Heel. . Price $4.15 
No. 299. Black Kid Tess, Rubber Heel Price $4.15 


Buy fewer lines and make more money 


THOMSON-CROOKER SHOE CO. 


18-26 Station St., Boston, Mass. 


When writing to Tuomson-Crooxer Suoz Company please mention Boot and Shoe Recorder 
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‘The most beautiful new color 
I have seen produced by any 
American Tanner this year.’’ 


That is what a widely famed buyer of 
shoes recently said to us about our new 


TONY Chestnut 








Reg. U. S. Pat. Of. 








[His beautiful blending 
of TONY RED and 


TONY BROWN produces 


just the happy medium that 
makers and retailers of high- 
est grade shoes have been 
hoping for. 













The best authorities tell us 
that TONY Chestnut is des- 





tined to be one of the most 
popular leathers we have 
ever produced. 


You know the Creese & 
Cook record of famous color 
originations. 


Get a sample of TONY 
Chestnut and know the au- 
thentic shade. 

















“CALF LEATHERS ARE WHAT THEY WANT” 














SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 














When writing to Cazzszr & Coox Company please mention Boot and Shoe Recorder 


CREESE & COOK COMPANY 


TANNERIES 
DANVERSPORT, MASS. 


SILVEY & CHRISTMAN 
82 GOLD STREET 
NEW YORK CITY 
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A SMART SPRING STYLE 


| x 


AMBASSADOR 


A featherweight tan calf lace oxford on medium English toe. 
Typifies a popular idea in young men’s footwear. 


WBA BEE PORTE LE CREED AA TEER 

















IF YOU HAVE NOT RE- BOSTON OFFICE 
ea wes ty ig % 183 ESSEX STREET 
tmaeesr ~ELoward & Foster Co. New YORK OFFICE 
ADDRESS ALL COM- : abe 
MUNICATIONS TO THE Brockton M ass CHICAGO OFFICE 
FACTORY. 9 “ SECURITY BUILDING 

















When writing te Howarv & Fosrxr Co. please mention Boot and Shoe Recorder 














F CUIR DE NEIGE were only a passably good White Kid, it cer- 
—— could not have won its position of confidence so quickly in our 
trade. 


That it sold so surprisingly—that it became the standard White Kid 
in a number of prominent factories is due manifestly to certain fea- 
tures which it has always been our aim to emphasize in all EVANS 
LEATHERS. 


We have felt that the best service EVANS LEATHERS could render 

users and consumers was to give them the same measure of satisfac- 

tion year after year. And on this most important service feature, all 

- tanning refinements of the EVANS organization are brought to 
ar. 
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(SKIN OF SNOW) 








tandardize on 


E vans B rands 


In no kind of leather does constant beauty and value count for more 
than in White Kid Shoes. 

CUIR DE NEIGE will give to your customers a sustained beauty 
and elegance in their white shoes that will reflect its merit gratify- 
ingly in your sales. 

In preparing for the expected demand for White shoes in the season 


before us, we confidently counsel you to adopt CUIR DE NEIGE as 
your standard White Glazed Kid. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 


(Branches in All Principal Shoe Centres) 
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The Man Who 
Wrote This 
Advertisement 


Has Tested 


KORITE 
for Himself 


A Perfect Waterproof 


ay tesa your service by adopt- 
ing KORITE as your standard 


waterproofing. 


Old-fashioned greasy preparations are 
antiquated. 


The tendency is toward more winter 
low cut shoes for men. These shoes 
will give doubly satisfactory service if 


KORITED. 





November 29, 192; 


I JUST got a new pair of heavy winter ox- 
fords from the man who makes my shoes, 
made on a new last which I haven’t tried be- 
fore, which probably accounted for the fact 
that the shoes were just a mite too tight and 
pinched my toes so that I feared I could not 
wear them. 


The thought occurred to me that KORITE 
might ease them up; so I tried the experi- 
ment, with the happy result that the shoes 
came back so soft and pliable that I have 
worn them ever since with perfect comfort. 


I was also very much pleased to find that 
the leather was not darkened materially and 
that the color remained rich and attractive. 
The shoes can be shined perfectly as well. 


I lately wore these shoes to a football 
game on an extremely cold and disagreeable 
day. Though the ground was wet underfoot 
my feet were perfectly warm and dry all after- 
noon. 


Now I know from personal experience that 
all the statements that have been given me by 
the manufacturers of KORITE are perfectly 
true. 

If I were selling shoes, I would certainly 
make a feature of KORITE as an added ser- 
vice to my customers, for I can see where many 
extra sales could be made through offering the 
public shoes so perfectly eased and water- 


proofed. 
—The Ad Man 





A Wonderful Flexer 


a Le not. only waterproofs but 
gives added ease to shoes made of 


heavy leathers. 

It lets the shoe conform to the foot in- 
stead of making the foot conform to the 
shoe. 

KORITED SHOES are a big additional 
talking point that makes and multiplies 
sales. 


If your manufacturer cannot supply KORITED SHOES we will direct you to one who can. 


KORITE PRODUCTS, Inc., 292 Main Street, CAMBRIDGE, MASS. 


nesses * 


When writing to Korite Propucts, Inc., please mention Boot and Shoe Recorder 
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{= ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’? this is not an in-stock 
proposition. 








C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 

















Made with genuine 
Barbour Storm Welt 




















When writing to C. H. Atpen Co. please mention Boot and Shoe Recorder 
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CO. 


Wisconsin 


N SHOE 





Made by 
WELDO 


Sport, cap bal oxford of Rueping 
SH & 


crepe sole and heel, Antler last. 


NUNN-BU 
Milwaukee 


, 


Winnebago Calf, Color No. 33 light tan 


English 
soft toe 
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When writing to Frev Ruerinc Leatuer Co. please mention Boot and Shoe Recordes 














r 29, 193 
" November 29, 1924 BOOT AND SHOE RECORDER 








RUEPINGS 


| Winnebago Gif 


im) HERE are just so many points of merit on “which 
the astute buyer may weigh the value of a 
given shoe at a given price. 


Chief among these, in every instance, is the quality of the 
leather. There are some names which, on leather, mean as 
much as Uncle Sam’s on a greenback. In boarded calf, 
this is especially true of Rueping’s Winnebago. 


Winnebago Calf shoes keep their shape remarkably well 
because this leather is just a bit elastic enough so to yield 
gently under the strain that foot action imposes upon a 
snug-fitting shoe. 


Winnebago Calf is exceptionally fine grained and mellow 
to the feel, pulls out smooth and takes a high polish. 


The two colors now most in demand are: 


No. 14 SPA-TAN No. 33 ‘*TITIAN”’ 
a popular Light Tan A pleasing Golden Tan 


It pays to specify Rueping’s Winnebago Calf 
A color card is yours for the asking 


Fred Rueping Leather Co. 


Fond du Lac - Wisconsin 


Branches: Boston Cincinnati Milwaukee - St. Louis New York 
Chicago San Francisco Montreal Northampton, England 














When writing to Frev Ruerinc Learner Co. please mention Boot and Shoe Recorder 
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Teeple SKIBOOT 
A Corking Good Gift Item 


Here’s a boot that sells on sight—it fits 
like a stocking. 

The Skiboot is 10” high. It leads the 
field in good looks and has a Winter’s 
Wear in every pair. Its brass buckles 
delight the boy and its sturdy construc- 
tion loosens the parent purse strings. 
That’s why it sells on sight. 


IN STOCK 
Broncho Brown Elk, double [Moccasin Vamp, 
Boys’ and Youths’ have Middle sole; Little 
Men’s, heavy single sole. 
Boys’ 2% to 6, C and E 
Youths’ 1 to 2, C and E 
Little Men’s 10 to 1344, C andE 3. 15 


THEIEP LIE 


MIGHTY GOOD 


WETS # BOYS 
TEEPLE SHOE CO 


WAUPUN ~WISCONSIN 




















STURDY SHOES FOR FALL 


IN STOCK 








DUNDEE LAST 
Stock No. 466 
Gallun’s Black Oxford. 6 Rows Stitching, Double a 
Wingfost Flange Hi . oar | See $5.75 
Stock No. 566 
Creese & Cook Tony Tan Oxford. 6 Rows Stitching, Double Sole, 
Wingfoot Flange Heel. B, C, and D Wide................ $5.75 


FOR THE DANCE 





DANSANT LAST 
Stock No. 372 
Bristol Patent Colt Dance Oxford, Ato D............... $5.00 
Stock No. 467 
Black Ivory Calf Dance Oxford, AtoD ................ $5.00 





THE DALTON CO., Inc. 


MFGRS. MEN’S FINE SHOES 
BROCKTON, MASS. 


=e Essex S 
. W. MANSON, JR. 
«5 209 S. State St. 
Mr ARSTOW 
m.. waiuiee 651 Marbridgs Building 
GEO. S. D 


BOSTON: 
GEO. J. LOVELY, GEO 
aaa | wr Re 
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Personality 


IN WOOD 





ROM even such an inanimate thing as a 

piece of wood has been wrought by the 

artist or the skilled craftsman, an article 
that bespeaks a true human quality, the personality 
of its maker. 


HE last of the United Last 
Company inherits a person- 


HOUGH of a less romantic 
nature, the shoe last, like the 





“Strad” and the Chippendale, 
registers the personality of its 
makers. Itcarries to the shoe manu- 
facturer the latest conceptions of 
the keenest of style experts, — the 
practical features of comfort and fit 
as built in by model makers versed 
in modern last requirements. 


ality from a service based on con- 
scientious, understanding skill, a 
personality synonymous with re- 
liability, a personality that only 
could be cultivated in a large, 
well-founded and well-directed 
organization such as the United 
Last Company. 


United Last Company 


Headquarters: Boston, Massachusetts 


SHOW ROOMS 
212 Essex Street 
1402 Bush Terminal Building 
803 Sycamore Street 
331 Arch Street 


FACTORIES 
BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK. MILWAUKEE 


BOSTON 
NEW YORK 
CINCINNATI 
PHILADELPHIA 
Affiliated Company 
UNITED LAST COMFANY, LTD. 
Montreal 
ustth Branch Office at Toronto 














ONE ADE TRONS ARNE FRENCE AS S 


When writing to Unrrap Last Comrany please mention Boot and Shoe Recorder 
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No. B180—Men's 6-inch ‘Ilan ovo Calf Goodyear No. B158—Men’s 6-inch Tan Soo Calf Goodyear 
Welt. Unlined. Soft Toe Cap. Flexible Single Sole. Welt. Unlined. Plain Toe. Flexible Single Sole. 
Rubber Heel. Last 36. Widths 1 to 5. In Stock, 5 Rubber Heel. Last 36. Widths 1 to 5. In Stock, 5 
wide only wide only » 


No. B258—Men's 6-inch Chocolate Elk Goodyear No. B261—Men's 6-inch Chocolate Etk S 








Welt. Unlined. Machine-sewed Vamp. Pac Style. 
Single Sole. Rubber Heel. Last 36. Widths 1 to 5. 
In Stock, 4 and 5 wide 

No. B258X—Same as above with Uskide Sole $3. 50 
No. B780—Same as No. B258 in Tan Soo Calf $3.50 


Goodyear Welt. Unlined. Single Sole. Rubber Heel. 
Last 36. Widths 1 to 5. In Stock, 5 wide 


No. B261X—Same as above with Uskide Sole $3.25 
No. B263—Same as No.B261 in Tan Soo Calf $3.25 


BP oge ks... 
—* 


ORIGINAL CHIPPEWAS are ALWAYS GOOD 


Your customers can see at a glance that they are 
sturdy in quality, strong in service, and unques- 
tionably good values at their price. They are fast 
sellers and splendid profit makers at all seasons of 


the year. 


Complete Illustrated Catalog or our Salesman senl 


CHIPPEWA 


eee mca 7 a 


P. J. Gross, 
301 E. 9th St. Los Angeles, Cal., 
Se. 


Henson Bro. & Fullbright No. Calif., 
Athens, Georgia, 
Ga., Fla., No. and So. Carolina 


upon request 


t 
CHIPPEWA SHOE MF6.CO. j/ i 
CHIPPEWA FALLS. WISCONSIN : 


, 
where 5 nae Simmofit Bramhall Corp., 
Belfast, Maine, 
California and Arizona. 45 4th a. ‘Portland, on Maine and New Hampshire 
m, Idaho, Utah 


Hatchinson Bros. Shoe Co., 
Fort Smith, Arkansas, 
Arkansas and Oklahoma. 
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PIED 
PIPER 


OXFORDS, STRAPS, SAN- 
DALS, COMBINATIONS AND 
SPORT SHOES FOR LITTLE 
INFANTS, INFANTS, CHIL- 
DREN, MISSES, AND GROW- 
ING GIRLS. 


FOR SPRING 


The Pied Piper line for Spring contains more 
snap, style and salability than has ever before 
been crowded into a line of juvenile footwear. 

















For comprehensiveness (range of sizes, variety 
of patterns, colors, etc.) no line is more complete. 


For clean-cut appearance, smoothness, flexi- 
bility, comfort and long wear Pied Piper Shoes 
have no equal. 


As a_ successful merchandising proposition 
nothing in the trade has ever approached Pied 
Pipers. 


Backed by a stock department which features 


ready-to-ship even little infants’ sizes 24 to 5 in 
as many widths as B, C, D and E. 


If you are tired of the ordinary stuff and want to 
guard against price competition—and desire at 
the same time to establish a record volume of 
business in 1925—then be sure to look into the 
Pied Piper proposition. 


It is a tremendous merchandising asset— 
THE GREATEST TRIUMPH IN PRESENT-DAY 
SHOEMAKING 


Maiathon Shoe Co; 


WAUSAU WISCONSIN 





When writing to MaraTuon Suoe Co. please mention Boot and Shoe Recorder 
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HE Price Factor is account- 

ed for most powerfully by 
WEBER UNION MADE 
SHOES. 


No shoes for men enable the 
retailer to give more substantial 
value at a retail price“range of 
$5 to $7.50. 

And in style WEBER SHOES 
vie evenly with more expensive 
foot wear. 


DD 





WEBER Bros. SHOE Co. 
Style 720B 
Light Tan Scotch Grain North Adams, Mass. 


98 Blucher Oxford. Rag- 
lan Last. Soft Tip. 
Bleached Calf Lining New York Office: 1328 Broapwar, Marsrivoz Bipo. 
Heavy Single Sole. 
Shoulder Roll Heel. H. Harats, Rep. 
Price $4.10 
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Familiar Trade-Marks 


There is only one way to make people 
familiar with your trade-mark—bring it to 
their attention constantly. That’s just what 
a clean embossed gold trade-mark on every 
pair of shoes you sell will do. 


MMMM 
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RAUSKOLB GOLD LEAF 
EF. W. RAUSKOLB COMPANY 


16 FRANKLIN ST. MEDFORD, MASS. 


MUM TT 
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When writing to the above advertisers please mention Boot and Shoe Recorder 
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Why did these shoes break down 
and become distorted ? 


AS it the fault of the shoes? Were they cheap 

shoes and is this what might be expected or did 
the condition of the wearers’ feet have something to do 
with their premature breaking down? Do your custom- 
ers ever come back with their shoes looking like these 
and if so, what explanation do you offer? 


When you stretch a new shoe, made for a normal foot, 
over feet such as were worn in these shoes, what kind 
of foot comfort do you imagine these persons had? Will 
they continue patronizing stores that persist in ren- 
dering that kind of a foot comfort service? 


Dr. Scholl’s Foot Comfort Appliances 
will correct the foot troubles 
which caused these shoe troubles 


Through the installation of Dr. Scholl’s Foot Comfort Service, 
your foot trouble and shoe problems are satisfactorily and per- 
manently solved. Instead of fitting feet with weak and broken- 
down arche;, bunions, corns, callouses and other abnormalities 
why not correct the foot trouble with Dr. Scholl’s Appliances and 
forestall all this suffering and heavy shoe expense? 

All modern shoe businesses are built upon service. It pays big 
dividends. No advertising in the world is so profitable. Good will 
and prestige are invariably built upon the service the store gives. 
And remember there is only one real, genuine, proven foot com- 
fort service and that is Dr. Scholl’s. Also bear in mind that Dr. 
Scholl has perfected a Foot Comfort Appliance or Remedy for 
every foot trouble. 


THE SCHOLL MFG. CO. 
Largest Manufacturers of Foot Comfort Appliances 
and Remedies in the World 


CHICAGO NEW YORK TORONTO 
213 W. Schiller Street 62 W. 14th Street 112 Adelaide Street, E. 
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! 3000 Milage of Cattle 


Pus photograph shows a line of ‘cattle a 
approximately one mile long. — 


If the young cattle producing the annual 
shipments of: Gallun’s Vegetable Tanned 
Stock were herded into a single file, they 
would stretch from New York to San Fran- 
cisco, a long, long trail of 3000 miles. 


COPPERT,AN 
BONNIE BROWN 
SAFFRO 


—three of the light 
colors so popular this 
season. 


ALLUN 
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‘HIS. pee Badois rod wor ot Gallun 
Vegetable Tanned Stock emphasizes, but die 
does not prove, the quality which thirty years 4 ‘ 









of steady improvement. has me into it. | 
' t : : : ; Dy 
The complete proof is hunt’ by the nation- , t 
-ally-known shoe manufacturers who use 
Gallun Leather almost exclusively and who _ 
have used it constantly for many years. 


Where shoes are made with a reputation for © 
uniform and-abiding fit—for lasting comfort: 
and stability of color and lustre, Gallun’s 
Vegetable Tanned Stock is usually specified 
by the manufacturer or the merchant. 3 3 ' 
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A * 
MADE ONLY BY 


THE SATURDAY EVENING POST ROBT H.FOFRDERERINC. 
PHILADELPHIA 








The FOOT 
ARISTOCRATIC 


Among the dealers in the larger 
cites scling Johon @ | Kobengs 
shoes are the following 


wes... "gupeee, Julian & Kokenge enti ohewes 
‘Szizcs= smartly conservative models in Vici kid i 


IE active life of the modern eee FERNCLIFFE, 





woman makes perfectly fitting shoes are made insu 
footwear a first essential. Ar the and cool flexibility, while exphe- 
same time her good taste and keen _ sizing the smart lines that costume 
LOS ANGELES, CAL. {ous appreciation of beauty demand of fashions demand. 
LOUGVELLE, KY. Breck Bros. & Co. the shoe craftsman the utmost in Vici kid ts the outstanding leather 
—aaacs  Mewvteees —«- Saineaeagpemrunenend pleading in the fooswear mode because no 
grace . 


The Cagener-K. 
nasuvns. Teme. {M5 Sees 


buw voam cory “Riches Go Ny ee en ay 
OMAHA. NEB. Nemes & Kokenge y, makers 

reevacetra {Sree er The Foot Saver and J. & K. Arch- 
PT TSBUROM. PA. ee Fieting Shoes, the fact 
that fashionable footwear was 
never more beautiful than it is to- 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agen: LUCIUS BEEBE & SONS, Boron 
Be neem ney mm all pars af Me north 


“ VICI kid 


A660 Us Pan OFF 


THERE 18 ONLY OWE VICI KID --- THEAS NEVER HAS BEEN ANY OTHER 


This advertisement appears in 
The Saturday Evening Post 
of December 13th; in Vogue, 
December 15th; in Harper’s 
Bazar for December and in 
Vanity Fair for January. 


Reg. U. S. Pat. Off. 








When writing to Ronert H. Forrverer Inc., please mention Boot and Shoe Recorder 
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Vici trade mark 
— sells shoes 


HE VICI kid trade mark is being placed in 
footwear for one reason and one reason only 


—it helps to sell shoes. 


Millions of Americans are reading VICI kid ad- 
vertisements every month. They know VICI kid 
is made only by Robert H. Foerderer, Inc. They 
ask for it by name and accept it as the standard 
of kid leather quality. 


It is just the most natural thing in the world that 
the foremost retailers of the country should 
capitalize this demand by offering shoes bearing 
the VICI trade mark. 


The list of retailers who are selling identified 
shoes of VICI kid includes many of the best 
known names in the retail shoe business. That 


tells the story. 


ROBERT H. FOERDERER, INC. 
PHILADELPHIA 
Selling agencies in all parts of the world 


Robert H. Foerderer, Inc., 
is the sole manufacturer of 
the one and only VICI kid. 





When writing to Ropert H. Forrperer Inc., please mention Boot and Shoe Recorder 








BOOT AND SHOE RECORDER November 29, 192; 
































ss 


Taser 























IN STOCK 
No. 793 —-THE DAISY 





A fancy apron front Pump made in 
Tan Eric Calf K over our moderately 
round toe last No. 151. Has square 
perforations in the wing tip, foxing 
and apron band. Made in a welt and 
carries a 9/8 leather heel. 

















Ready for Immediate Shipment 


PY Se Meetgten~. 5% to 8 
| ore 4% to 8 
....34% 08 











Price $4.85, net 30 days 
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NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG. BWAY AT 34 UST 
¥C JACK E.WESTER.MGR. 
. Lilian O.Titss 














The WALK-OVER INDUSTRY 


1874— Quality for Half a Century — 1924 


mi r 
,  S08Ren ore 
> 


 ) | Oe 
eee 








Factories 
No. 2 and No. 3 
Campello, Mass. 


- 
Two Lint hty Chain 


way 


ies aoe 
EHIND the Walk-Over dealer is the great productive power 
of a mighty chain of factories devoted to the making of fine 
shoes for men and women. Fine in the sense of design and 
fitness; in quality of materials used; in perfection of all the 
intricate details of manufacture that are the hallmark of good 
shoes. 


For half a century Walk-Over men and methods have set a 
high standard in shoe making that has made Walk-Over shoes 
famous in every part of the world. Today, in city and town, 
even in out-of-the-way corners of the earth, Walk-Over shoes 
are sold and worn. And the service they give in wearing, 
further increases the prestige of Walk-Over shoes and the 
dealers who handle them. 
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It’s A 


Wals-Over 


TRADE MARK REG. U.S. PAT. OFF. 


HTN Seep om RE] 23] 


WHEN MADAM STEPS OUT--- 





Offer this one to the 
women who lead the fash- 
ion in your locality and 
you win not only loyal 
customers and friends, 
but also an enviable repu- 
tation for newness of style 
and originality of design. 


In fine Tan Calf it 
has won and is now 


winning new friends The CLUSTER 
every hour. GORE PUMP 


Light color, light 
weight Tan Calf 


Stock No. 8757 





No. 235 
Genuine 
Silver 
“Aurora 
No. 240 
As abov 


Walk-Overs are famous for the friends 
they make and keep. 


QUALITY FOR HALF A CENTURY 


LUCLEELULOLEUUTUUUOASUCEUECCUAU EACHOTHER TUATHA 
OCUEHTANUUADUUUANTAUEGOUEUHANEUNANTOOOEQUONEOUPAUOOOOUUOGUOOARDUVOOODOOGOOODONUOOOUTAOOOOUTOATOOHAOVATOTOOTOTONOANNOEUIOOUITONTOHD 








GEO. E. KEITH COMPANY 
“Makers of Wakx-Over Shoes for Men and Women 
EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD OVE 
CAMPELLO~BROCKTON, Massachusetts 
St. Louis, Missouri 
U.S.A. 
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This Is Silver Time! 


Genuine Imported Brocade Gold and Silvers 


Ready for Immediate Shipment 
A, B, C Widths 








TRIMMED py 2 aS | irene 4 PROCESSED 


WITH GENUINE US oe: ialiies 
IMPORTED By -N\ ~ 
SILVER KID NZiy TARNISH 




















No. 222 Pr 
Genuine Imported Silver Brocade, 

16/8 Spanish Full Louis Heel, code 

**Sildor.” , soa 

No. 225 Price, $4.75 ‘i Sag 

As above in Genuine Gold Brocade, f y z ff Cia Gay 


de “Goldor.” 8/7 7 
code “Goldor RY 4” Y Pattern 


v Uy Yi >» . : ZY 
A.V orm 
¥ 


>. 
Se 


No. 235 Price, $4.75 

Genuine Imported Silver Brocade, Imported Genuine 

Silver Kid Trim, 16/8 Spanish Full Louis Heel, code 

“Aurora,” Genuine Imported Silver Brocade, Imported Genuine Silver 
Price, $5.00 Kid Trim, 16/8 Spanish Full Louis Heel. Code “Silgay.” 


No. 240 
As above in Genuine Gold Brocade, code “‘Golswan.” No. 260 Price, $4.85 
As above in Genuine Gold Brocade, code “‘Golgay.” 


ip 


Ny 4 . ysl’ ~ eG %y 
« = 440///77 ij, ity 
Mh ae Pattern MPL ///e \ 


Wire Us While Our 


| VY Stock of Widths and 
Sizes Is Complete 


No. 256 Price, $4. 
Genuine Imported Silver Brocade, 16/8 Spanish Full Loui 


No. 310 __. Price, $5.00 Heel, code “Silone.”’ 
Genuine Imported Silver Brocade, Silver Kid Front-strap, No. 255 Price, $4.75 
16/8 Spanish Full Louis Heel, code “Starlight.” As above in Genuine Gold Brocade, code “Goldone.” 


HANNAHSON 


HAVERHILL, MASS. 
Specialists in the Manufacturing of Silver and Gold Footwear 


When writing to HANNAHSONS please mention Boot and Shoe Recorder 
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Ire Stock -Rught Now 


The ‘‘Dansant’’ 


IMPORTED GENUINE GOLD AND SILVER BROCADE 
TRIMMED WITH GENUINE IMPORTED GOLD AND SILVER KID 


Widths—A, B, C 
Sizes—3 to 7 
White Kid Lined 
Solid Leather Counter 
Rhinestone Buttons 


No. 310—Genuine French Imported 
Silver Brocade, trimmed with Silver 
ORDER Kid, 17/8 Louis Spanish Heel. 
N OW No. 312—Same with 14/8 Baby 
Spanish Heel. 


Don’t Delay No. 311—Genuine French Imported 
Gold Brocade trimmed with Gold 
Kid, 17/8 Louis Spanish Heel. 


No. 313—Same with 14/8 Baby 
Spanish Heel. 


Terms: 2% 10 Days, Net 30 Days 


_Duane_Shoe (@mpany, 


A CORPORATION 


143 DUANE STREET NEW YORK 
Factory: 403 River Street, Haverhill, Mass. ~ 








When writing to Duans Suoz Company please mention Boot and Shoe Recorder 
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As we have added several new colors, the foregoing names have been adopted 


““~ Preserve this list for reference 
These names are buy-words for Spring 


Samples are ready 


A. C. Lawrence Leather Company 
—— 210 South Street, Boston, Mass. 





When writing to A. C. Lawrence Leatusr Co. please mention Boot and Shoe Recorder 
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New lolicy for the 


This Is the Day of the Merchant with Vision to Meet 
the New Order of Things! 


@ Chief amongst the old methods that have proven unprofitable is the buying of too many makes, the 
piling up of back-numbers, unsold odds-and-ends, ‘undigested’ stock that shows up in the inventory 
slowing down turnover and eating up profits. Isn't it time to get back on a firm foundation, with fewer 
and more salable lines on which you can coneentrate and do business at a profit ? 





AJULORDEOAEARREGULRECEELELERLAEODDEEAEECRAREREEREALOUR OOS 
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IS THIS 
YOUR PROBLEM? 


@ Have you been feeding 
into your stock an indigest- 
ible variety of numbers of 
various makes? 


THERE’S A WAY OUT! 
Concentration on Amer- 
ica's best-known shoes—the 
leading make for women 
and young women. 








S\SURRGGCHDEOHGGLECHEREGAOR SCOR AROTLERTOTAAARSSERGTRDIORARREEEALI 
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When writing to Tuomas G. Pranr Company please mention Boot and Shoe Recorder 
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|New Ordler of things/ 


leet Clean Stocks—Consistent Turnover—Restored 
Profits by Concentrating on a Good Line! 


kes, the @ He profits most who buys consistently, covering his reasonable advance requirements from the longest, 

entory, strongest, available line, with the support of an efficient /n-Stock Department to replenish sizes and widths 

h fewer and meet ‘between-season’’ requirements, all within the style trend, and under one leading brand. Con- 
centrate on a good line, and avail of the cc-operation of the manufacturer to “get more shoes sold right! 


POUUTOTAVALERRERDRORIGCRUREGRADSELCRRUELADGRTARRTORTAREL OLR REOR A LINE WITHIN THE PRICE TREND 
$5.00 or $5.50 to $7.00 or $7.50 
Where Retailers Get Most Volume 


° @ The Queen Quality line meets the new order of things 
with the entire range under one brand, at rearranged, 
lower prices based upon pronounced economies in pro- 
duction and increased volume. With Queen Quality you 
can concentrate and get service on all the lines and styles 
you can profitably sell within the range of women’s and 
young women’s medium and semi-fine footwear. 





MT : 










THIS IS THE WAY 
MERCHANTS SEE IT! 


q “For twenty-five years ‘Queen Quality’ 
shoes have been the backbone of our busi- 
ness. They averege to fit as well as any line 
familiar to us. The Stock Department en- 
ables one to secure merchandise of a kind at 
the right time that proves an invaluable 
aid in maintaining attractive turn-over.” 












(Name furnished on request) 
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Co-operation to Help You Sell More 
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q@ As in manufacturing, soin selling, Queen Quality iJ 
affords national advertising and local merchandising 
support of special value to retailers concentrating on 


OAKES _ 
-~  Y. ae the Queen Quality line. The trade-drawing power of 






My 














= 






America’s best-known brand is an asset to every re- 
tailer handling the line consistently. 


Wait for the ‘‘Queen Quality’? Salesman! 
Take the Time to Buy Wisely 


: sf « If your profits have gone ‘into merchandise still on 

i, the shelves, and you are ready to put your stock back 
in shape, to concentrate ona line thatcan give service 
up to 100 per cent of your requirements, do not commit 
yourself to anything until you have seen the length and 
strength of the Queen Quality line, until you know what 
it is doing for others and can do for you. The Queen 
Quality salesman is near you. Wait for him, or write or 
wire to headquarters. 
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THOMAS G.PLANT COMPANY *Srass. 


When writing to Tuomas G. Prant Company please mention Boot and Shoe Recorder 
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Another Shipment 


of the largest and smallest shoes for the 
largest and smallest men in the world— 


Again we are sending to John Aasen and Major Mite the shoes 

of their choice—Educators. John wears a size 20EE and the 

Major a size 1. This is interesting, novel and most unusual. 

But more than that—it shows to you, Mr. Dealer, that Rice & 

Hutchins’ shoes are made to fit every foot, no matter what the 
size may be. With such shoes as the basis of your 
stock you will be able to render a service that will be 
appreciated to the extent of repeat sales. The Educa- 
tor shoe has features that insure many sales, pleasant 
profits and a rapid turnover—excellent fit, perfect 
comfort, long wear, attractive style, and above all, 
the construction which permits the foot to grow as it 
should. 


Educators are made for men, women and children. Shoes like 
the above are carried in stock at all of our branches in sizes 
5% to 15, AA-EEE. Black Kid and brown calf. Price. $5.75 


erat 


PPS 


JOHN AASEN (at the left) is 8 
feet 9 inches tall and weighs 450 


oeiwonwnoes RICK & HUTCHINS 


several circuses. 


Pin chooses Educators for INCO RA: 
eir comfort, style, and fit. RPC TE 
MAJOR MITE (at the right) is 13 HIGH STREET BOSTON, U. Ss. A. 


also with a big circus. He is 22 DISTRIBUTING BRANCHES: 

inches i Rice & Hutchins Atlanta Co. Rice & Hutchins New York Co. 

= ° tall, weighs 15 pounds, Rice & Hotchine Baltimore Co. Rice & Hutchins St. Louis Shoe Co. 

and is 18 years old. Rice & Hutchins C hic ago Co. Atlas Shoe Co., Boston, Mass. 
Rice & Hutchins Cleveland Co. Jos. 1. Meany & Co., Inc., Phila., Pa. 





‘ 


: 


When writing to Rice & Hutcuins, Incorporate, please mention Boot and Shoe Recorder 
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THE GREAT 


NATIONAL 


SHOE WEEKLY 


ESTABLISHED APRIL |! 


1882 





Vol. LXXXVI 


Boston, November 29, 1924 


No. ll 















The Real Facts About Labor Costs 


Another Militant Crusader, This Time a Woman, Raises 
the Question and Here Is Our Answer 


restless of mind, can raise the wind with a twenty- 
line letter. Yet that is what has been accomplished 
by Miss Alice Stone Blackwell of Dorchester with her 
new issue—‘“not enough labor is put into shoes.” For 
your information, let it be known that she is never 
long out of print. Her concern for the welfare of the 
world jumps easily from the soul of Armenia to the 
sole of your shoe. She sees a crusade—and floods news- 
papers all over the country, with duplicates of the 
text appearing in the box at the bottom of this page. 
Unfortunately, “little learning is a dangerous thing” 
for she portrays a one-sided story of shoe economics 
almost equivalent to ignor- 


|: isn’t often that one lone woman, no matter how 


fashions them into the finished shoe. The amount of 
labor that goes into each of the parts to make up the 
final shoe is such that some authorities have esti- 
mated it at 70 per cent. 

It is possible to go into a five-and-ten-cent store and 
buy the ingredients that go to make up a woman’s hat 
and the finished product may be made comparable with 
the article bought for a ten-dollar bill. But, who can 
go into the making of a shoe which starts with a block 
of wood, fashioned in the shape of a foot and proceed 
through complicated processes that necessitate, in the 
factory, 180 different operations? Consider also, that 
in a factory, shoes are made up in from 14 to 36 sizes, 

each having 5 to 7 widths 





ance. In fumbling’ the 


and you get some idea of the 
complexity of the problem. 












pamphlet issued by the 
United States Department 
of Labor on Wages and 
Hours of Labor, she thumbs 
from the back of the book 
three sheets that thrill her 
with the injustice accorded 
the laborer on ‘shoes. She 
doesn’t explain at all that it 
is the time and labor costs of 
the year 1916, nor that it is 
the schedule obtained from 
a single shoe factory. 


Labomas High as 70 Per 
Cent of Shoe’s Cost 


The inability to measure 
labor definitely in regard to 
its true proportion of the 
article produced is one of the 
problems facing us. The shoe 
factory assembles materials 
that are already made and 





The Labor Cost of Shoes 


To the Editor of The New York Times: 

The price of shoes is again under discus- 
sion. It is a subject of perennial interest. 
The United States Government published 
last year the result of an _ investiga- 
tion to determine the cost of the labor that 
enters into making a pair of shoes. It in- 
cluded the salaries of superintendents, fore- 
men, clerks, firemen, etc., as well as the pay 
of the operatives, and it revealed that the 
total labor cost for a pair of shoes averages 
a little under 37 cents—36.8. (Bulletin of 
the United States Bureau of Labor Statis- 
tics No. 360, page 150.) 

Every item is carefully tabulated, and 
the Government report says: 

“The table presents most forcibly the 
minute specialization of work in a modern 
shoe factory, and the small labor cost in 
the making of a pair of shoes.” 

ALICE STONE BLACKWELL. 

Dorchester, Mass., Nov. 17, 1924. 








Shoe Factory Labor Is Not 
All 


What is a shoe factory 
anyway? It is a highly or- 
ganized piece of machinery 
that takes finished materials 
in the shape of leather lin- 
ings, lasts, soles and find- 
ings and fashions them 
through the use of lasts and 
patterns into ready-made 
footwear comparable today 
with custom-made footwear. 

Who can say that the labor 
cost for this assembling is 
the total labor that goes into 
a shoe? Since the introduc- 
tion of style in footwear the 
labor cost of fashioning the 
ingredients into a finished 
shoe has increased tremen- 
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Trend of Average Weekly Earnings in the Boot and Shoe Industry in Massachusetts; 
By Months, 1923-1924 


(Source: Monthly Volume of Employment Survey—State Department of Labor and Industries.) 


Base Average Weekly Earnings in 1922=100.0 
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YEAR OF 1922 


1922 


dously. A fancy cut-out pattern will necessitate extra 
handling, careful cutting and stitching and many fac- 
tories pay as much as four cents per cut-out. 


Big Increase in Labor Cost 


Most of the statistics in the book prepared by the 
Bureau of Labor are based on costs of manufacturing 
100 pairs of shoes. This is used as the base for com- 
pilation. The shoes that are run through the mill on 
the 100-pair classification are usually figured on a 
labor rate in keeping with the cheap and staple shoes 
being made in such plants. In the very same book there 
is an item to the effect that time cost in 1923 was 25 
per cent less than in 1916, while labor cost is 48.5 
more than in 1916. The answer to this is that more 
effective machinery and more efficient organization 
makes possible a reduction in time, “while the great 
increase in labor cost is due to increased basic wage 
rate and the reduction of hours of work.” 


Style Enormously Increases Cost 


The bringing of style into the shoe industry has 
completely changed the cost sheets so that no compari- 
son can be made between shoe manufacture of 1916 
and the complicated shoe manufacture of 1924. A 
cheap McKay factory has a labor cost of 65 cents on 
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a shoe wholesaling for $2.50, while many a factory 
making turn and welt shoes may have a detailed labor 
cost of from $1.10 to $2.90, owing to the amount of 
cutting, stitching and fitting necessary in stylish foot- 
wear. 

The only real measure of wages in the factory is 
the amount of money by the year that each individual 
gets in comparison with the amount of money in other 
lines of industry. There is the real foundation of the 
part that labor plays in the production of a universally 
worn commodity. 


Shoe Workers Highly Paid 


A comparison of absolute average hourly workings 
of male and female help in the metal, paper, chemical, 
iron and boot and shoe manufacturing industries 
shows that the shoe industry is the highest paid and 
the least hazardous of any trade in the country. This 
is taking in consideration the average yearly earnings 
in different occupations and is by the authority of the 
National Industrial Conference Board. 

An explanation has been given by a student of 
salesmanship as to why the shoe gets more than its 
rightful amount of condemnation. When a person buys 
a hat, necktie, collar, coat or gloves, the transaction is 
done face to face. The goods are held up and sold on 
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the top level. But, when it comes to shoes, the salesman 
in the shoe store is down on his knees and the cus- 
tomer feels far superior. The psychology of this is that 
you can’t help kicking around anything that you look 
down upon. 

Take this explanation for what it is worth, plus the 
one given in Washington during the war time when 
the only industry in the country that was asked to 
standardize not only its costs, but the price to be 
asked, was the shoe industry. 


Where Politicians Have Erred 


One of the leaders in the persecution of the shoe 
trade at that time definitely said that the shoe was a 
unit article sold in a unit type of style and its mer- 
chandising is not complicated by a thousand other 
items such as are carried in drygoods stores, haber- 
dasheries, and hardware stores and for that reason 
“we can center our experiment on shoes and if it works 
out there can apply it to the rest of merchandise in 
due time.” 

Miss Blackwell has been answered in the daily press 
by Thomas F. Anderson, secretary of the New Eng- 
land Shoe and Leather Association as follows: 


What Shoe and Leather Experts Have to Say 


“Recently Miss Alice Stone Blackwell published in 
certain Boston newspapers a statement to the effect 
that the average labor cost entering into the produc- 
tion of shoes is only 36.8 cents a pair. 

“This erroneous and unjust, as well as uncalled-for 
statement, with its implication that either shoe manu- 
facturers are profiteering or that wage-earners are 
being underpaid, has, I understand, been widely copied 
by other newspapers, both in New England and out- 
side, and has worked very great injury to a long- 
suffering industry. 

“Miss Blackwell, since her original communication 
was published, has had the grace to issue a supple- 
mentary statement that ‘by an unfortunate oversight’ 
she gave the official figures for the year 1916 ‘as if 
they had been those of the present time.’ She does 
not, however, throw any light on the reasons that 
impelled her to rush into print with the aforesaid 
statement. 


Real Facts on Labor Cost 


“In order that the real facts in this case might be 
put before the public in an authoritative way, our 
Association requested The Thompson & Lichtner Co., 
engineers, of this city, to furnish it with current shoe 
factory labor costs in this section. I append their 
report : 

“*Replying to your letter of November 20 with ref- 
erence to an item appearing in the Boston Tran- 
script and the Herald over the signature of Alice 
Stone Backwell, quoting Bulletin No. 360 of the 
United States Bureau of Labor Statistics as authority 
for the statement that the total labor cost for a pair of 
shoes is 36.8c, we are glad to call the following facts to 
your attention. 

“‘The bulletin referred to was published last July 
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by the Department of Labor for the purpose of show- 
ing labor costs in the manufacture of certain specific 
shoes during 1928. After devoting the first one hun- 
dred and forty pages of the bulletin to the enumera- 
tion of such cost data, two appendices are given in the 
back of this report for the purpose of showing com- 
parative labor costs in 1863, 1895 and 1916. It appears 
that the figures quoted have been taken from the ap- 
pendix referring to labor costs in 1916, which figures 
were originally published by the Department of Labor 
some six years ago in their present form. 

“From the part of the bulletin devoted to present 
labor costs we beg to summarize as follows. Labor 
costs are tabulated in detail for nineteen specific shoes 
made in nineteen different New England factories. The 
total labor costs on these shoes range from 45.7c on a 
man’s McKay boot to $1.268 on a woman’s welt boot. 
The average labor cost on the nineteen shoes men- 
tioned (which are all of the shoes manufactured in 
New England on which statistics are given by the 
Department of Labor) is 80.4¢ per pair, or approzi- 
mately 218 per cent of the figure quoted by Miss 
Blackwell. 

“‘In recent investigatons made by us of the shoe 
industry in New England, we have found the AVER- 
AGE labor cost on all shoes made during the year 19238 
in each of eight representative New England shoe com- 
panies to range from 56c to $1.78 a pair for direct 
labor, exclusive of foremen’s and superintendents’ 


salaries. We have found the direct labor cost in shoe 
manufacturing in New England to be approximately 


,”? 


25 per cent of the factory sales price of the shoe. 


Public Unfairly Prejudiced 


“For several years the American shoe industry has 
been subjected to insidious attacks and propaganda in 
Congress, certain state legislatures, and elsewhere, 
these attacks taking the shape of so-called “Pure Shoe” 
and “Shoe Tag” bills, official investigations, and 
speeches by radical and socialistic politicians. 

“The net effect of all this has been to prejudice the 
public mind against shoe manufacturers and retail 
merchants, and the industry believes that these attacks 
have gone far enough. 

“If the shoe manufacturing business has got to be 
directed and regulated by our pink parlor bolshevists 
and uninformed amateur critics, it is time that we 
knew it. 

“There are innumerable sources of authentic infor- 
mation regarding the shoe and leather industry if our 
self-constituted critics care to take advantage of them, 
and in doing so they might also learn that before a 
shoe is assembled in a factory every single material 
entering into its construction, from the raw hide and 
skin to the thread and linings, already has paid a 
labor cost. 

“Likewise, they might learn that the shoe mani- 
facturing and tanning industries have in the past two 
or three years suffered more disastrously from failures 
and liquidations than almost any other line of indus- 
trial activity.” 
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The “Big Four” of the January Convention 


Left to right, they are Irving B. Howe, general chairman of the Convention Committee; Seaton 
Alexander, president of the N. S. R. A.; John J. Baird, treasurer; and H.C. McLaughlin, chairman 
of the Styles Committee. 


Low Round-Trip Rates for Those Who Attend 
N.S. R. A. Convention 


the National Shoe Retailers’ Association, with 

the various associations of railroad passenger 
agents to grant special fares to all visitors to the four- 
teenth annual N. S. R. A. convention to be held in 
Boston, January 12, 13, 14 and 15. 


Passenger agents, representing every railroad in the 


RRANGEMENTS were completed this week by 


country through their various associations, have 
agreed to extend one and one-half fare rates to shoe- 
men going to Boston for the convention. This arrange- 
ment means a tremendous saving to retailers through- 
out the country and should be a big help to the con- 
vention committee in their efforts to get out a record- 
breaking attendance. 


Get Your Return Coupon 


Retail merchants are instructed when buying a Bos- 
ton ticket in their home town to tell the agent that 
they want a special convention return coupon which 


when properly filled out and validated at the conven- 
tion headquarters in Mechanics Building, Boston, will 
enable the holder to purchase a return ticket at half 
price. 

Indications are that the Boston convention is going 
to be one of the biggest and best conventions ever held 
by the N. S. R. A. From all over the country reports 
are being received by Irving B. Howe, general chair- 
man of the convention, to the effect that large delega- 
tions are planning to represent the various state asso- 
ciations at the meetings in Boston. 


Several Special Trains Planned 


Several of the delegations are planning to make the 
trip on special trains. Two specials are scheduled to 
leave Chicago. Another is being planned by the Texas 
dealers under the leadership of Lee Langstrom, the 
popular N. S. R. A. director. Chester Herold of San 

(Continued on page 60) 
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Here’s a Store Which Catches Trade by 
Staying Open All Night 


running for a sufficient length of time now, to 

become accepted as one of the city’s institu- 
tions. The store is one of the John Ward chain, oper- 
ated by the Melville Shoe Corporation and is located 
on 42nd street, between Fifth and Madison avenues, 
and within a stone’s throw of the well-known Grand 
Central station. . 

In addition to keeping open all night, the store is 
one of the most attractive men’s shoe establishments 
in the city. As shown in the photographs, the interior 
architecture and fittings of an old English inn have 
been carried out in minute detail, even to the slate 
floor, the Windsor chairs, the painted mottoes on the 
walls, the lantern type lighting system and the old 
English colored prints and tapestries that are used for 
decorations. 


N EW YORK’S only all-night shoe store has been 


Dumb Waiters Make Delivery 


The novel use of the glass-topped tables with a 
sunken shelf, and lighted, is well illustrated in the 
picture. Another interesting feature is the delivery 
service, shown in the center of the picture. The wrap- 
ping is done in the basement, and the wrapped pack- 
ages sent up on individual dumb waiters that come up 
through the holes in the table. On top of each waiter 
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is a small human figure, each different from the other. 
Each salesman has his own figure and can tell at a 
glance if his customer’s shoes are ready. 

The store is really divided into two rooms; the 
smaller room, which serves as a sort of arcade recep- 
tion room, also contains the hosiery department, shown 
at the right of the photograph. 

The all-night service feature of the store has at- 
tracted a great amount of attention. Some nights the 
sales run to fairly large volume, particularly before 
midnight. Sales are made every night between mid- 
night and 7 or 8 o’clock in the morning. Many of the 
early morning customers are arrivals in the city on 
late trains. Some of these frankly say that they 
came in merely to have the experience of buying shoes 
at such an unusual hour. Others just happen to see the 
store, and needing new shoes, come in as a matter 
of fact. 

The first sale made after midnight on the first night 
the store kept open was for two pairs of shoes, one 
black and one tan. 

The real reason for the all-night service lies in the 
advertising that it gives the Ward name. Appealing to 
the transient trade, it gets many out-of-town cus- 
tomers, some of whom have since ordered their shoes 
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IUuminated table tops are only one of the unusual features of this all-night shoe store 
in New York. 
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Every Store Must Be Able to 
Explain 

HE lack of understanding on the part of the 
f ert as to the value in shoes is so great that 
there is need every month in the year for informa- 
tive publicity on the subject. Much good has been 
done by associations in pointing the way to co- 
operative advertising of an educational character, 
but most of the good work ought to be in shoe 
stores themselves. To that end we would be only 
too glad to prepare charts that merchants can 
hang up in their stores illustrating “what goes 
into a shoe.” 

In the height of the war time, Bernard Ba- 
ruch, marvelous financial economist that he is, 
made statements that show he was absolutely 
ignorant of the intricacies of shoe making and 
that the final product represented a complexity 
of scientific construction that was only balanced 
by a complexity of distribution. 
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The difficulties in fitting one pair of shoes to a 
member of the human race having an odd sized 
foot, complicated by the fact that possibly both 
feet may be different in measurements and this 
multiplied by every customer who came into the 
store, illustrated clearly the fact that 144 shoes, 
each different in size and width is needed in some 
stores to cover the range of calls. 

To illustrate the disadvantage that the shoe 
trade labors under on the subject of sizes, let us 
take a “high-yellow” complexioned lady from the 
South Sea Islands, where clothing is of no par- 
ticular concern. On Main street, she would first 
need a chemise, of which there are four sizes; a 
corset, three sizes; a brassiere, four sizes; a prin- 
cess slip, four sizes; bloomers, three sizes; stock- 
ings, four sizes; hats, one size; gloves, four sizes; 
handkerchiefs, one size; gowns, four sizes, but 
when you come to shoes, from forty te one hun- 
dred and twelve sizes; the latter in widths 4 A to 
E, and 2% to 9. It took 35 sizes to dress a man 
outside of shoes—and only 32 for a woman, not 
including shoes. 

What is your own answer to our question? Has 
service been refined to such a point that it has 
become a menace to not only profits, but the con- 
tinuance of the old-fashioned system of sizes? 
The mathematics of foot area have become so 
complex that only the extraordinary merchant 
can hope to serve. Make this more complex by 
varying style, and the answer is found in lessen- 
ing turnover. 

The Recorder at various times has taken pains 
to state and emphasize the truth that the mer- 
chant’s profit is his wages, and his only wages, 
for himself and his capital. The usual college pro- 
fessor’s dissertation on business never recognizes 
the truth, never even discriminates between 
“gross” and “net,” in speaking of profits, but al- 
ways takes the so-called “gross,” which is not 
the measure of real profit at all. President Taft 
in a speech some years ago spoke of shoes, bought 
by the dealer at $2.50 and sold at $3.50 as yield- 
ing the dealer $1.00 “profit,” whereas expenses 
might leave him nothing at all out of the dollar. 

On a rising market the subject of costs always 
becomes an issue. Invariably we have found some- 
one bursts into print showing how shoes are 
sold at too great a margin. Let us be prepared to 
answer with facts. 





Next Month’s Business 


O many expressions of appreciation have come 

to us for taking the lead in emphasizing the 
necessity of the shoe store playing a more con- 
spicuous part in the holiday business that we are 
prompted again to ask our readers to look back at 





November 29, 1924 


the issue of November 1, where we completely 
surround the subject of holiday shoe selling. 

We do this so that those belated merchants who 
have not swung into the spirit of practical gifts 
for Christmas can do a little quick thinking to fit 
in with the national feeling that a profit can be 
made in shoe stores in December. 

From all parts of the country we have learned 
of shoe stores that have put in regular Christmas 
booths where novelties are sold over the counter 
ranging from boudoir slippers to hosiery, and cov- 
ering the entire scheme of accessories salable in 
and around the Christmas season. There is no 
question but that this is going to be a great slip- 
per Christmas, as the sales made in November 
bear out that statement. 

When a big department store in New York city 
goes to the extent of organizing a Christmas 
parade through the prominent streets of the city, 
winding up with the unveiling of its Christmas 
window, you get some idea to what extent big 
merchants go in making the Christmas spirit 
profitable to them. 

Many a merchant will find that his activity in 
selling Christmas footwear will do much to put 
his store on the profit side for the year 1924. 

It will also be the beginning of a campaign mak- 
ing the public more interested in shoe stores in 
the holiday season and will do much to move 
goods that you already possess and which you 
must sacrifice in clearance seasons. We cannot 
stress too strongly the necessity of making the 
shoe store a conspicuous service station during 
the Christmas season. 





Creating New Demands 
for 1925 


HAT kind of a year is 1925 going to be in 

the shoe business? Every year is different 
from every other year. That is part of the fun in 
the business game. 

There is no question but that the shoe trade is 
going through a serious stage of realignment of 
production and distribution. We have quantity 
production up to such a point that we can produce 
a billion pair a year. Because we can only sell 
about one-third of that volume, competition be- 
comes so keen that we are giving the customer 
all the benefits that our efficiencies have built up. 

Time was when shoes were sold on a seller’s 
market, and the entire trade gained in .waist 
measure. Now, with the supply greater than de- 
mand, most of the trade is losing hat-band meas- 
ure. It was fun while it lasted, but it couldn’t last 
for ever. The customer now examines the goods 
and buying is done with greater care after having 
enjoyed all of the glories of spending. 
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It is quite sure that in 1925 the public is not 
going to force undue profits on anybody. It is 
going to take all the brains of the trade to make 
a profit through close figuring, the sharpest kind 
of friendly competition and fair profits. The cus- 
tomer was never so wise as he is now. Never has 
the trade been so well equipped to meet any de- 
mand that may be made upon it. 

It is up to the shoe trade to create new demands 
constantly. The adventurous side of the business 
game is going to continue. For the shoe man who 
can make two pairs go out of his store where one 
went out in 1924, is going to be the man to reap 
the harvest. One thing that competition is doing 
is to bring shoe men closer together than ever 
before. 

A mutual interest in how a community is buy- 
ing and selling is going to make 1925 a year of 
growth and development. Plenty of vision, plus 
practical common sense and we can safely proph- 
esy that 1925 is going to be a better year than 
1924. There is a place for co-operative competi- 
tion where all the dealers in a town are going to 
work together to increase public demand in that 
town. 





When Weather Brings Business 


HERE’S a clever retail shoe merchant in a big 
Eastern city who keeps a diary and records 
weather conditions, lost sales, reasons for lost 
sales, general business conditions and many items 
which may appear insignificant in the course of a 
day’s routine. The merchant has found that by 
compiling this data daily it makes a valuable 
reference from season to season. 

In analyzing a trend on a-certain material he 
has the record of all circumstances which have an 
important part in creating the trend. These cir- 
cumstances, such as style changes, weather condi- 
tions, etc., may change from year to year, but the 
big city merchant has a complete record of every- 
thing entering into creating the demand. If he 
recorded only the sales volume on certain patterns 
and based his next season’s buying on that alone, 
he might be misguided by lack of other helpful 
data. : 

When lost sales reach what the merchant 
thinks is an undeserved figure, or when they show 
the least sign of approaching a danger mark, he 
reads all his records, showing the salesmen’s rea- 
sons for losing sales, and immediately tries to 
remedy the condition. 

This plan is nothing but a very thorough sys- 
tem employed bya shoe merchant to make the 
most out of his shoe business. He has the vision 
to appreciate that the most insignificant-looking 
details grouped mean a lot in showing the way 
to greater volume. 
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“Fire sales” are dangerous in Sydney, Australia. The 
store which advertised one, that of E. Fay, Inc., is at the 
left and the result is seen below. The two little girls are 
helping “papa” (in this case the proprietor of Mayer’s 
Shoe Shop, Allentown, Pa.). On an improvised stage they 


m 


demonstrate the flexibility of the Mayer merchandise. Below, 
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Pansy Graham attempts to get away with a gown which 
is beautiful but archaic, and just as close as they can get 
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to her are (left to right), Thomas F. Anderson, secretary 
of the New England Shoe and Leather Association; E. B. 
Terhune, publisher of the Recorder; and James H. Stone, 
who does the same for The Shoe Retailer. 
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Over in the corner is the mayor of Houston, 
Texas, who is wearing a lot of leather, per- 
haps to prove that nothing takes the place 
of it; while a similar idea maybe actuates 
Paul Poiret (above), to dress his mannequins 
in spats of suede calf somewhat like the pair 
at the left, many of which are seen for men 
in New York shops. Below are exhibits bor- 
rowed from the window of J. & J. Slater, 

New York—one, evening slippers of today 
and a century ago; and the other, a 
= midget slipper worn by an early 

; nineteenth-century dwarf. 
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Entrance to this unique shoe department is had through the passageways between the display windows. The par- 
ticular feature to be noted is that the various sections are devoted to different grades and different kinds of 
footwear, so that a customer wishing a $6 shoe, for instance, goes into the compartment devoted entirely to the 
sale of shoes at that price. Not infrequently, women will “window shop” along the outside of this department 
and gradually “grade themselves up,” ending by buying a more expensive shoe than they had planned to at first. 


Here’s a Shoe Department Divided Into 
‘Specialty Shops’’ 


thing at a time and doing it well. An age of 
concentration—yet expansion. William Pidgeon, 
Jr., ably discussed this phase in a recent issue of the 
Recorder, wherein he urged the retail shoe merchants 
to specialize in some particular feature of retail shoe 
distribution. In his own city this situation prevails. 
There are 132 places listed in the Rochester city 
directory as selling shoes. The telephone book lists 62 
of these. A recent count showed that there are 22 chain 
stores operating in the city. The 132 establishments 
comprise every type of store handling shoes, and so 
include the clothing store, repair shops, etc., carry- 
ing just a few pairs. 


How the Chain Stores Operate 


It naturally follows that the 62 stores are of a better 
type or else they wouldn’t have phones. It means that 
one-third of these better grade stores are of the chain 
store variety. Chain stores are of a highly specialized 
type, or else they wouldn’t succeed and multiply. Styles 
and sizes are carried in stock for definite, cold-blooded 
business reasons that are based on figures. They are 
specialists in distributing their particular grade. 

The I. Miller store does not try to buck the Thom 
NMcAnn, Petot, or Douglas outfits. They just success- 
fully specialize on beautiful shoes for women. The 
privately owned store, in many cases, endeavors to 
cover the entire shoe field from plow to party shoes, 
from children’s soft soles to old ladies’ comfort shoes, 
taking in all the accessories. 


‘k= is an age of specialization, of doing one 


It is possible for a store successfully to merchandise 
an extensive range of prices and kinds of shoes if these 
various kinds are properly classified and segregated so 
as not to confuse the probable buyer. 

A Central State department store’s solution of the 
problem is well worth consideration. The entire shoe 
department is divided inta groups of what is, in reality, 
a series of specialty shops, each with its own separate 
entrance, each carrying a certain grade of shoe. The 
diagram shows an approximate floor plan of how the 
entire department is departmentalized. Shoes of a kind 
each have their special sections, display windows, sales- 
people and selling stock. It is, indeed, a revelation to 
watch the customer “window shop,” for on each side 
of the shoe section is a battery of windows, each tell- 
ing of a particular type of shoe. Every section has 
four distinct window displays, two on each side, so 
that the story of that section is specifically and dis- 
tinctly told. 

Here is what might happen to make a customer buy 
a higher priced shoe than the one she saw on display. 
Mrs. M, seeing a $6 shoe that she likes, is about to 
enter the $6 section, but on meeting Mrs. N, walks 
along with her until they reach the $10 entrance. 

Consider the clever way in which the average 
shopper is “baited,” the manner in which shoes are 
suggested to her. On either end of the shoe section, 
outside of the partitions, are long tables that are 
continuously filled with alluring bargains. From what- 
ever angle Mrs. O approaches “shoes” she first sees 
these exceptional buys. Possibly the 98-cent shoes do 
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A rough elevation sketch of the department, showing the signs 

over the entrances to the various compartments. At each end of 

the department, out on the main floor of the big store, are tables 
with bargain shoes. 


not appeal to her in style, or else she is not particularly 
interested in close-outs, but the fact has been instilled 
in her mind that the prices are most reasonable. 

Next, her eye travels to the $5 window, good value, 
undoubtedly, but why go in there? Let’s see the next 
window. Having seen two displays it is only natural 
to wish to see all the show, so on she goes until the 
entire length has been reached and all the store’s best 
offerings have been attractively presented to her. 


Children’s Section by Itself 


The children’s section is so segregated that it is in 
reality a separate and distinct department as much as 
if it were in another part of the building. One readily 
senses that the atmosphere here is conducive to soothe 
the restless youngster, for instead of the usual “I 
want to go home,” so often heard in the midst of a 


sale, one hears, “Oh, look at that.” Mother Goose 
rhymes pictured on the walls have caught his attention. 
Furthermore, he feels they speak his language here. 

Then the possibilities of keeping especially trained 
salespeople in each section permanently cannot be 
overestimated. Selling inclinations among the sales 
force may be developed. For some, the solving of prob- 
lems in fitting corrective shoes is fascinating. Others 
like to sell only the finer grades, while others like 
children and so delight in fitting them. 

Buying problems are simplified by the fact that if 
a number does not readily sell, it may be transferred 
down a section or so. 

Here is the specialty shop—one price thought— 
carried out to the “Nth” degree. Not theory but an 
actuality, having been tried long enough to prove its 
true worth and practicability. 





Salt Lake City Company Adds Shoe Department 


NE of the ways the Walker Bros. Dry Goods 

Company of Salt Lake City, Utah, observed its 

65th anniversary was by establishing a women’s shoe 

department with the general appearance ef the main 
store. 


It is so laid out that when a woman enters the 
department she feels it is entirely independent of the 
main store. It has the distinct atmosphere of a shoe 
store. The department has a direct entrance from the 

(Continued on page 57) 
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The new shoe department of Walker Bros. Devetidiea Store fa Salt Lake City, Utah. 
The interior is finished in French gray and mahogany. 
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The Recorder’s Cross Word Puzzle 


Herewith the Boot and Shoe Recorder presents the first cross-word puzzle com- 
posed practically wholly of trade terms. This is the first cross-word puzzle of its 
kind ever printed in a business publication so far as we are aware. The mental exer- 
cise is instructive as well as amusing. Let’s see if you can do it. The solution will be 


published next week, and a new puzzle as well 
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HORIZONTAL 


. Special needle used in sew- 
ing on a welt. 

. Operative on part of up- 
per. 

. What is done first in affix- 
ing a sole. 

. Type of curved heel. 
tials.) 

. What some say the shoe 
business has been. 

. Old-time shoemaker’s com- 
fort. (Initial.) 

. Belonging to the general 
manager of the Boot and 
Shoe Recorder. 

. What some 
salesmen 
for. 

. Part of a lace. 

. Said of conjunctions of 
shoe materials. 

. Part of a shoe. 

. Shape of some eyelets. 

. Expression sometimes used 
in measuring feet on the 
size stick. 

. Invoice covering goods sent 
for inspection. (Abb’n.) 

. Part of a boot. 

. Two parts of the U. S. A., 
where shoes are made. 
(Initial.) 


(Ini- 


retail shoe 
work hardest 


$1. 
82. 


34. 


36. 
37. 
39. 
40. 
42. 
44. 
46. 


48. 
50. 


. Front part of shoe re- 
laced. 


Kind of shoe, 

Part of St. Crispin’s ec- 
clesiastical attire. 

What must be done with 
shoes before sale is final- 
ly made to customer. 

To bring shoe parts to- 
gether again. 

A new popular leather 
shade. 

Leather color. 

Southern state. (Initial.) 

Check every receipt. (Ini- 
tial.) 

Principal apparatus used 
in old-time shoemaking. 

Animal providing a soft, 
light leather. 

Goal of salesman’s effort. 

Lubricant of business. 
(Abb’n.) 


Pp 
. They provide a fraction of 


store patronage. 


. New stock. — 
. Fill the eye once 
. Southern state. (Abb’n.) 


. Name of a width. 


Word meaning “and.” 


(Legal.) 


. Process of changing skins 
shoe use. 


for 


. Builds a new store. 
. What manufacturers hate 


to have buyers do. 


















































. 7 used in 


. Fraction of 


VERTICAL 


most 
shoes 


- One of each make a pair. 


(Initial.) 


. Essential piece of tanning 


apparatus. 


. Found in points of vital 


part of certain machines. 


. Four shoe widths, spelling 
red.” 


word meaning “reti: 


. Important shoe manufac- 


turing state. (First three 
letters.) 


. Found on receipts. 
*n.) 


(Abb 


. Kind of house slippers. 


(Plural.) 
corporation 
stock. 


. Some shoe machinery is 


almost this word. 


; Styles most in demand. 
. Decoration of house slipper. 
- Basis of shoe sty 


turing state. ar 
tried 


. Said of a case 
court. 


31, 


32. 


tial.) 
. Well-known shoe manufac- 


Famous shoe manufactur- 
ing city. (First four let- 


ters.) 
= Railway. (Ini- 


turing town south of 
Boston. (Initial.) 


. The company. (Initial.) 
. The same. (Abb’n.) 
. What women’s styles do 


frequently. 
Last manufacturing ma- 
chine. 


- Word applicable to dead, 


lifeless s 


. To put the heel on again. 
They draw trade. 


. To hire a store. 
. Living organism providing 


substance helpful in sole 


sewing. 
. Part of the body not now 


as important in the 
women’s shoe trade as 
formerly. 


. Item of store expe! 
. Information ; Dastness 


guidance. 
\ World's greatest shoe trade 


business paper. (Abb’n.) 
founder of 


. Nickname 


well-known felt shoe com- 


. Southern, state. (Initial) 
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Capitalize Service in Your Advertising 


If an Automobile Is Sold on Service Why Not the Other 
Means of Travel—and Publicity 
to Sell the Idea 





flows like the sea. Yet 
to liken it to the sea 

in the matter of selling is to 
stretch the imagination too 
far for it is not consistent. 
Its waves do not break upon 
the same shore regularly. It 
does not even distribute its 
attention equally between opposite shores. 

The thrill of a new style of shoe does not 
come with each season. The thrills of brand new 
types of automobiles have been lacking for a 
few seasons. 

The steadily used product finds itself drop- 
ping into the mediocrity that comes with constant con- 
tact. The automobile producer finds himself saying in 
a hundred different ways, “Under a beautiful exterior 
you will find something to give you complete satisfac- 
tion,” and another industry goes to work to make the 
public understand their product as it should be. To 
avoid the influences of familiarity; to prevent a prod- 
uct from _ becoming 
commonly accepted, the 
discussions concerning 
it must be analytical. 

Every car purrs and 
pulls and shines when 
new. Everybody knows 
that. It is commonly 
accepted, so it may be 
forgotten, or at least 
it may not be allowed 

to crowd out something from the mind that is of 
| greater importance. 


Fy toes te ebbs and 








Get a New Talking Point 


Then, the manufacturer says, “See our price list of 
parts to learn how reasonably replacements can be 
made,” or, “Ask somebody who has driven our 
cars.” 

The car-owning public, quite familiar with the re- 
placements necessary during the life of a car, is inter- 
ested in their cost and in the way their repairs will be 
taken care of should the occasion for them arise. 

It isn’t a question of how a car will perform for the 
first season so much as how it will stand up under con- 
tinued use, this having everything to do with the 
future value of a car both as regards its use by the 
original buyer or its worth should it be sold by the 
original buyer. 

Once the thrill of owning a car has passed there 
comes the analysis of performance in the car and in 


methods employed by the manufacturer to in- 
sure satisfactory service for the enjoyment of 
the car. 

Locomotion vs. Local Emotion 

The automobile, with its changing style of 
selling, is quoted merely be- 
cause it is a means of loco- 
motion just as feet are. It 
gets out of order, so do feet. 
It needs constant attention, 
so do feet. If anything, feet 
are more important than the 
best automobile made. 

An automobile that gets 
cranky may be driven into 
the garage and forgotten, a foot cannot be forgotten. 

A shoe that cost $10 cannot justify the amount of 
advertising that a car costing $1,000 does, but this 
hasn’t anything to do with the kind of advertising. 





A Problem to Be Solved 


The automobile dealer’s problem is one of. locomo- 
tion; the shoe merchant’s one of local emotion. The 
feelings and health of the shoe merchant’s customers 
must be considered in advertising. It is too easy to 
lose customers after they are once sold in the shoe 
business. 

If there was a sure way of getting each dissatisfied 
customer to come back to the store for adjustment of 
the difficulties encountered in the wearing of a shoe the 
great question of profitable growth in a business would 
see one of its greatest obstacles removed. 

An ill-fitting shoe or one not adapted to the use to 
which it is put works on the emotions of the wearer to 
such an extent that it 
is a hard task to sell 
another pair should the 
troubled wearer put in 
an appearance to make 
a “kick” which in nine }}? 
cases out of ten is not f 
done. 

If a merchant could 
put the thought into 
his customers’ minds 
that if a thing isn’t right that merchant would make 
it right; that six months after a shoe has been sold 
the interest in its performance on the part of the mer- 
chant hasn’t cooled a bit, such a merchant would hold 
a good-will, the worth of which would continue to pre- 
sent itself for years to come. It is possible, too, with- 
out offering so much as to reduce all hope of profit. 
It is possible without increasing advertising costs. It 
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To wear right—repair right. 
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is necessary to get the most out of what advertising 
is done. 

There are many things that are of importance in 
the satisfactory understanding of a shoe’s worth to 
which wearers never give a thought. Too often as the 
years go by they discover for themselves certain at- 
tributes that are necessary in shoes for their comfort, 
and when they do the shoe store loses an opportunity 
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Service Analyzed 













































































oe 
bo 








Figure No. 1. 


of demonstrating its worth as an institution for the 
promotion of better foot health and therefore better 
general health. 





Don’t Leave It to the Public 


Don’t leave it, tell it to them. Save the individual 
years of expense and experimentation. 

How many wearers of one’s shoes realize the effect 
a badly turned heel has on the nervous system? How 
many have given the height of their heels the blame 
for abdominal displacements or spine curvatures? How 
many think of what a tight shoe may be doing to their 
digestive system? How many know the difference be- 
tween various tannages, and how a dollar or two more 
for a pair of shoes may insure dry feet when they are 
spending their money to obtain dry feet? How many 
pairs of shoes are ruined through the wearers’ igno- 
rance of what heat does to wet leather? How many 
pairs of extra shoes might be sold on this one idea 
alone? ° 

Right on down the list one might go. There are so 
many angles from which to view the shoe store’s ser- 
vice that it seems the obvious quality of style—new, 
newer and newest—might be shelved for awhile in the 
interest of style maintenance and health insurance. 
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Some Concrete Thoughts on the Subject 


In Fig. No. 1 a window is suggested with a pair of 
shoes displayed with price. The shoes themselves are 
“living” examples of style and workmanship. The 
lookers’ tastes will determine their desirability. 

But the photographs of the service rendered as part 
of the purchase price shows that the money will be 
spent for something in addition to the bare foot 
coverings. 

In the photo labeled “Fit,” for the display of fitting 
machines there is graphically shown the greater pos- 
sibility of satisfaction from the very start. 


ny 








irritating foot troubles. 














OE RECORDER November 29, 192 


Noveml 









































































































In the display labeled “Correction” the nature- Tha 
shaped last with orthopedic heel, the arch support, the renew 
bunion eliminator, etc. every 

The thought will suggest the possibility of wearing Tha 
the type of shee displayed to those who ordinarily rebuil 
would not think it possible to wear it. Ane 

To show the repair department is to bring to the give 2 
attention of those who do not know it that there is bit of 
such a department in the store, and that it is always It i 
best to have all repairing done at the store where the every 
shoes are bought. 

In the matter of upkeep there are polishes and 
brushes; lacings and trees. The accessory department Fol 
is given display. On 

With the display, “Our Job Lasts for the Life of he's, 
the Shoe,” the story of service is well covered in a many 
window. The educational feature of the window in that I be 
it “sells” so many departments is worth concentration Th 
on one style. a 

Copy for the Advertisement with 

Under the heading, “Our Job Lasts for the Life of A 
the Shoe,” the following copy might be written: If it 

When you buy a pair of our shoes our responsibility ward 
of giving you satisfaction begins. 

We know a shoe must fit. 

We know a shoe must give a reasonable amount of Fe 
wear. We know a shoe must keep its shape. Such 

That is why we have gone to considerable expense in used 
training our fitters and supplying them with every 1" 
Jobl. sts for 

the Life of theShoc 
Your Name Here 
STREET TOWN 
Figure No. 2. 
device for the correct taking of measurements of the 
foot. fee 
That is why our “Comfort Accessory” department hor 


offers everything for the correction or prevention of 
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That is why we keep only the best polishes which 
renew the appearance of and give life to the leather 
every time they are applied. 

That is why in our repair department we are able to 
rebuild shoes. 

And we want every customer who buys our shoes to 
give us the opportunity of showing how to get every 
bit of satisfactory service out of them. 

It is to our interest to see that you get the most for 
every dollar spent with us. 


COPY FOR FIG. NO. 3 


For the advertisement entitled, “Avoid This!”’ 

One seldom connects a lame back with run-down 
heels, but a run-down heel is responsible for a great 
many aches. 

It throws you “off balance” with consequent strains. 

That is why one should have two pairs of shoes for 
business; two for evening wear, etc. 

When one shows signs of wear it may be renewed 
without inconvenience. 

A Blank shoe should remain comfortable to the end. 
If it doesn’t bring it in for attention. Your entire shoe 
wardrobe needs inspection every three months. 


COPY FOR FIG. NO. 4 


For advertisement entitled, “Imagine a Day with 
Such Feet,” copy along the following lines could be 


used. 
Tradition has it that the Chinese bound girl babies’ 
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Figure No. 8. 


feet so that in womanhood they would have to stay at 
home. 

The picture such women present is one of incom- 
petence and weakness. 


rd 
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Contrast the energetic American business woman 
who possesses shapely feet, capable of a game or two 
of tennis after a day at the office or about the house. 

The Chinese women must, if anything, make the 
point clear that proper footwear is that which com- 
bines anatomical principles with style. 

Out of the hundreds of possible styles on our shelves 
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Figure No. 4 


there are several types that will be most becoming to 
you. 

Once you have been fitted to your type of shoe you 
may vary the leather and the pattern as much as you 
choose for variety without a thought as to comfort. 

With proper fit and careful renewing of your shoes 
every three months you will be surprised at the gen- 
eral change in yourself and your ability to get greater 
enjoyment out of whatever you do. Your shoes will 
wear longer, too. Such+is the experience of our cus- 
tomers. 

Isn’t such service worth trying? Make it a point to 
drop in the next time you aré near the corner of Blank 
and Blank streets. 


OTHER COPY SUGGESTIONS 


“Try Them On!” 

Often you will hear that said in our fitting depart- 
ment. 

Too many women have learned the lesson of blindly 
following fads and fancies. 

They are giving up half the fun of wearing shoes 
because they are afraid. 

Our shoes are first fashioned on the finest lasts 
obtainable. They are made of leather properly tanned 
to a glove-like softness and pliability. They do not 
crush a nerve here or a blood vessel there. 

(Continued on page 60) 
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Tanners’ Research Laboratory, at the University of Cincinnati, dedicated 
November 19. 


Tanners’ Council Outlines 1925 Program 


President-Elect H:. S. Brown Declares for Curtailment of Production During 
Liquidation Period; Big Research Laboratory Dedicated 


dedicated at the University of Cincinnati, the 

gift of the Tanners’ Council of America. The lab- 
oratory was built at a cost of $110,000, this including 
the building and all equipment. It was formally dedi- 
cated on Wednesday, November 19, in connection with 
the annual meeting of the Tanners’ Council. About 300 
leaders in the tanning industry were present at the 
dedication. 

Dr. Martin H. Fischer, professor of physiology of 
the Medical College of the University of Cincinnati, 
spoke in place of Herbert Hoover, Secretary of Com- 
merce, who could not attend, owing to his govern- 
mental duties. Mr. Hoover sent a telegram to the Coun- 
cil, declaring the opening of this laboratory to be “the 
most important step made by any trade association in 
the direction of scientific research for the benefit of an 
entire industry. It sets a precedent and opens a new 
era in the development of collective action in busi- 
ness.” 


dk above photograph shows the new laboratory 


Research Results to Be Published 


The Tanners’ Council Research Laboratory is the 
only one of its kind in America in that it does basic 
scientific research and publishes the results to all with- 
out cost. Other laboratories maintained by organiza- 
tions keep the scientific research secret. 

Frazer M. Moffat, of New York, president of the 


Tanners’ Council, made the presentation of the lab- 
oratory to the University of Cincinnati, and Dr. F. C. 
Hicks, president of the University, accepted it on 
behalf of the City of Cincinnati. Mr. Moffat, in his 
formal presentation speech, said that the industries 
in this country, which are to a great degree dependent 
on what we call chemistry, aggregate in their invest- 
ments altogether about sixty billions of dollars. “Of 
these industries ours is not the least,” he said, “but 
we are the latest to have undertaken concentrated 
general research for the good of the whole body.” He 
declared that superficial training was not desired, but 
a thoroughness in all things was demanded. 

After the dedication exercises luncheon was served 
in the women’s building of the University, and group 
meetings were set for Wednesday afternoon, and the 
election of officers was held Wednesday night. Dr. 
George D. McLaughlin is director of the new labora- 
tory. 


Misbranding Is Condemned 


The Conference closed with a luncheon at the Hotel 
Gibson at which time a resolution was adopted direct- 
ing the officers of the Tanners’ Council to enlist the 
aid of governmental and other agencies to correct and 
end “the abuse of the increasing practice of misbrand- 
ing and naming articles by either representing them 
to be leather or by implying that an article is made 


4 





November 29, 192; 


Novemt 


of leat 
The re 
“Wl 
and ni 
made | 
of leat 
is the 
has al 
membt 
tion a 
gover 
abuse 
Fra 
Co., 8 
laid b 
gone 
only i 
cauti 





, 1924 








November 29, 1924 


of leather of a higher grade than is actually the case.” 
The resolution read as follows: 

“Whereas, the increasing practice of misbranding 
and naming articles by either representing same to be 
made of leather, or by implying that an article is made 
of leather of a higher grade or kind than what actually 
is the case, is harmful to the good name that leather 
has always enjoyed; therefore, be it resolved, that the 
members of the Tanners’ Council of America in conven- 
tion assembled, direct their officers to enlist the aid of 
government and other agencies to correct and end this 
abuse.” 

Frank C. Rand, President of the International Shoe 
Co., spoke of the problems of the shoe industry and 
laid before the tanners that while the shoe industry has 
gone through a trying period in the last four years, 
only in the past year have orders been hard to get. He 
cautioned all present to watch their overhead, warned 
against speculation in business, and urged members to 
buy “what you need and when you need it.” 


H. S. Brown Elected President 


Hiram S. Brown, President of the Central Leather 
Co., also the newly elected President of the Tanners’ 
Council, gave an address at the same meeting. Mr. 
Brown’s policy, as outlined for the tanners, was sum- 
marized under four heads: (1) A liquidation of our sur- 
plus stocks of finished leather, (2) Curtailments of our 
production while such liquidation is in progress, (3) 
Wise policy of purchase, (4) Intelligent merchandiz- 
ing of our leather. George D. McLaughlin, Director of 
the Laboratory, gave a report at the morning session, 
and Dean Schneider of the University spoke at the 
noon luncheon. 

The retiring president, Mr. Moffat, in his annual 
report, stressed the following accomplishments: 

“First, laying the foundations of knowing our busi- 
ness better. 

“Second, the “Trade Sur- 
vey,” under Ernest S. Brad- 
ford, whose work is carefully 
and intelligently supervised 
by a committee, who are in 
constant touch with him. 
This committee is headed by 
Mr. Helburn and comprises 
men whose names are syn- 
onymous with intelligent 
and devoted study of their 
business problems — Mr. 
Prescott of Proctor-Ellison 
Co.; Mr. August Vogel of 
Pfister and Vogel Leather 
Co.; Mr. Ernest Griess of 
Griess-Pfleger Tanning Co.; 
Mr. W. R. Fisher of Na- 
tional Leather Co. The func- 
tion of this service is to 
carefully and simply and 
graphically keep before us 
the facts which may serve 
to guide us in our opera- 
tions, so that we may not 





again fall into the serious position in which we found 





Interior of analytical laboratory where hide 
substances are determined. 
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ourselves four years ago. 

“Third, the development of publicity, led by the in- 
terests against whom for many years was flung the 
taunt that they never could co-operate. The sole and 
belting tanners have done something, and it is right 
that I should call for definite co-operation on the part 
of other leather producers who are also sharing the 
results of their action. 





Salt Lake City Store Adds Shoe 
Department 


(Continued from page 51) 
street, so that a woman doesn’t have to pass through 
the main store to reach the shoe department. 

Ralph Featherstone is manager. The seating ca- 
pacity is sixty-five. A section at each end is set apart 
for children’s shoes and comfort footwear. All of the 
shoes are within reach of the salesmen and the boxes 
and labels in their uniform color of light gray are very 
attractive. Shadow boxes continue to be a feature of 
the department. They cover the entire wall shelving 
and are three and a half feet high and 18 inches deep. 
They are used for display purposes and are changed 
every few days; first, orange effects; then, French 
gray trims, etc. The tops of the cabinets, surrounding 
the department, afford a beautiful display for foot- 
wear. The department is entirely surrounded by these 
cabinets which are five feet high and filled with stock. 


Attractive Interior Displays 


The floor is covered with a rich dull green carpet. 
The chairs are arranged in two rows in sections of five 
and are upholstered in dark brown leather. A very 
striking feature is the display case for ball-room 
slippers. This case is ten feet, six inches by three feet 
and is tastefully trimmed. A buckle display in a case 
twelve feet long is also a feature of the store. The tea 
slippers are displayed in a 
separate case ten feet by six. 

The department employs 
seven persons. Miss Pearl 
Anderson has charge of the 
children’s section. 





Seasonal Increases in 
Cost of Living 


New York—The purchas- 
ing value of the dollar based 
on the cost of living figures, 
compiled by the National In- 
dustrial Conference Board in 
October, was 60.6 cents com- 
pared with one dollar in 
July, 1914. 

Some increases in the 
major items, comprising the 
family budget, are shown 
between September 15 and 
October 15 ,and are largely 
due to seasonal influences. 
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How Lorain Staged a Merchandising 
*““Come-back”’ 


Lorain, Ohio, has staged a real come-back from the 
cyclone of June 28. One picture taken the next day 
shows the havoc caused by the sterm, while the other 
one tells its own story of the rehabilitation. Arrows 












































































The path of the tornado. 


point to the location of Allen’s Boot Shop. S. C. Allen 
tells the story as follows: 

“We had a busy Saturday and there were about 100 
people in our store at 5:14, many having come in for 
shelter during the severe electric storm. Coming, as it 
did, on Saturday afternoon and with no unusual warn- 
ing, it caught many shoppers in the business section 
and great confusion reigned when people attempted to 
fiad friends and relatives. The Réd Cross came imme- 
diately and rendered splendid service, remaining to 
attend to the work of rehabilitation and distribution 
of funds. Shoe manufacturers’ and wholesalers’ liberal 
contributions aided greatly in the home rebuilding. 

“The cyclone was of only two minutes’ duration but 
it caused a loss of 77 lives, 1,143 persons injured, 1,064 


Front of new Allen Shoe Store in Lorain, Ohio, rebuilt after the disas- 
trous tornado of last summer. 









homes destroyed, down-town section wrecked for a dis- 
tance of seven blocks, 500 automobiles wrecked, a 
$3,349,730.29 real estate damage and a total estimated 
loss of over ten million dollars. 

“Immediately after the storm a successful tornado 
sale was launched. Then came the problem of getting 
the people back to normalcy. This was accomplished by 
holding a three-day carnival, with every merchant 
showing new fall goods, getting away from the sales 
appeal. 

“Retail merchants received practically no support 
from the funds raised, the policy of the Red Cross 
being to restore the home owner first. This leads to a 
thought regarding financial assistance. Why not let 
our state and national associations get together and 
establish an emergency fund, to be raised by selling 
bonds of small denominations, same to be loaned at a 
very low rate of interest to merchants who have suf- 








And how it looks today, just a few months 
after. 


fered a loss in just such cases as Lorain and Dayton? 
Here’s a thought for some constructive work. Lorain 
never before had had even a severe wind storm. Who 
knows who will be next?” 
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Henry F. Hageman Dead 


Columbus, O.—-Henry F. Hagemann, known through- 
out the country for his activities in behalf of retail 
shoe merchant associations, died at his home here 

Friday, November 
my 21, following a 
et long illness. 

The outstanding 
achievement of his 
» career was his for- 
» mation of a mutual 
insurance depart- 
= ment for the bene- 
5 fit of members of 
the Ohio Valley 
Retail Shoe Deal- 
ers’ Association, 
which later was ex- 
panded to take in 
the entire member- 
ship of the N. S. 
R. A. 

Mr. Hagemann, 
who was 62 years 
old at the time of 
his death, was born 
in Waverly, Ohio, 





The Late Henry F. Hagemann, 
whose constructive work in be- 
half of retail shoe merchants and taught school 
made him a figure of national there when a 


young man. Among 
his early business 
ventures was the Retail Grocers’ Association of Green 
Bay, Wis., which he left to become general manager of 
the Miami Shoe Company in Hamilton, O. While in 
this work he organized the Ohio Retail Shoe Dealers’ 
Association in 1913 and saw it grow into the Ohio 
Valley Retail Shoe Dealers’ Association, embracing the 
states of Ohio, West Virginia and Kentucky. 

He is survived by his widow, Mrs. Maybelle M. 
Hagemann, and three sisters. Funeral services were 
held at the family home Monday, November 24, at- 
tended by many of the leading members of the shoe 
fraternity. 

The following tribute to Mr. Hagemann’s career has 
been wired to the Boot and Shoe Recorder by his warm 
friend, John J. Baird of the same city: 

“The passing of Henry F. Hagemann removes from 
the organization activities of the shoe business one of 
its most sincere, capable and efficient proponents. Mr. 
Hagemann possessed a character and personality 
which made sincere friends of all with whom he came 
in contact. An even disposition, a suave manner and 
a true brotherliness—these characterized our friend 
who has just passed on.” 


importance. 





Warren M. Knight Dead 


Portland, Ore-—Warren M. Knight of the Knight 
Shoe Co. died recently. He was a brother of Will A. 
Knight. Warren Knight was born in Ottumwa, Iowa, 
and was 53 years of age. For 30 years he has resided 
here and was prominently known with his brother as a 
retail shoe merchant. 
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Death-.of Frederick Allen 


Lynn, Mass.—Frederick Allen of the Allen, Goller 
Shoe Co., 60 K street, Boston, died at his home, 22 
Walker road, last Saturday, after an operation which 
was performed the 
previous Thursday. 
His funeral took 
place from his 
home on Tuesday 
afternoon of this 
week. 

Mr. Allen was 
born in England, 
and came to Lynn 
when a young man. 
He was superinten- 
dent of the factory 
of Joseph Caunt 
Co., a noted Lynn 
firm. Later, he en- 
gaged in business 
as a member. of 
Allen, Foster, 
Bridgeo in Lynn. 
Eventually, this 
firm became the 
present firm of 
Allen, Goller Shoe 
Co., of 60 K street, 
Boston, manufacturers of women’s fine McKay shoes. 

Mr. Allen was a 32nd degree Mason, and a member 
of Mount Carmel Lodge, Zebulin Council, Olivet Com- 
mandery, Aleppo Temple, and the Mystic Shrine. He 
was a director of the State National Bank of Lynn, 
and of the Oxford Club, also of Lynn. He was also a 
member of several trade associations. 

Mr. Allen is survived by a wife, Mrs. Lillian J. Allen, 
and four children, Vivian, Louise, Lillian and Fred- 
erick, Jr. 





Frederick Allen 
Boston shoe manufacturer, who 
died Nov. 22 at his home in 
Lynn. 





Small Area Patterns Again 


Patterns for new shoes are once more being studied 
with regard to their cutting value. Hence new interest 
in small area patterns. 

If a quarter of a foot of leather can be saved by 
thrifty selection of patterns, that means a saving of 
about a dime a pair on the labor expense of making 
shoes. 

For instance, one pattern may figure 1.75 feet of 
leather to a pair, while another may figure two feet. 
If the two patterns are equally pretty, the former is 
naturally selected, because it saves .25 of a foot (a 
quarter of a foot) to a pair. With leather at 40 cents 
a foot the saving of a quarter of a foot amounts to ten 
cents. 

Of course the bulk of this thrift in patterns is found 
in shoes that are made at a price. When a buyer plays 
the style game thoroughly, he gets real fine shoes, 
regardless of their production costs. 
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A. L. Chase Is Dead 


Boston—A. L. Chase, well known as a high-grade 
traveling shoe salesman, is dead. The end came sudden- 
ly at 4 A.M. on Monday of this week, as the result of 

angina pectoris, 

with which he was 

stricken four 

weeks ago while on 

the road. He passed 

away at the New 

England Sanita- 

rium, Melrose. Mr. 

Chase was 65 years 

of age, and was 

manufactur- 

ing shoes as a 

member of the firm 

of Berry, Chase & 

Hillard, Haverhill, 

Mass., way back in 

” the days of 1886; 

a little later, we 

find him selling 

shoes on the road 

for Hazen B. Good- 

rich & Co.; still 

later, in business 

for himself as Chase & May, shoe manufacturers, and 

later with Ellis M. Connor. He also traveled for 

Thomas G. Plant Co. The connection with which he is 

usually associated, however, was with the old firm of 

Chas. K. Fox, Inc., Haverhill, for which house he sold 

for many years. After the liquidation of this concern, 

he went with the Bergen-Rindge Shoe Co., Inc., of 

Auburn, N. Y. He was at one time president of the 

Boston Shoe Travelers’ Association, a member of the 

N. S. T. A., and was always active in organization 
work. 


A. L. Chase 





Capitalize Service in Your Advertising 
(Continued from page 55) 

You will not be counseled to wear a high-arched shoe 
when your foot is low-arched, for example. 

If our shoes feel comfortable the first time you try 
them on they will always be comfortable. If you will 
let us keep the shoes you buy of us in repair you will 
see where we lengthen their life and thus make our 
shoes the cheapest in the end. 

Yes, “Try on a Pair.” You may find in our shoes the 
very qualities you've been wishing for for years. 


“I wish I started wearing your shoes years ago”... 

Writes one customer who lives on Blank street. 

It is our boast that if we can’t please a customer, 
then no one can. Of course it isn’t exactly so. 

But, when you understand the amount of SERVICE 
that is in our shoes, and the elaborate machinery used 
by us to renew our shoes for our customers—the care 
taken in fitting; the equ‘pment for correcting foot 
ailments 

You'll wish that yot, too, started wearing our shoes 
long ago. 


November 29, 


It’s a fact. We are more interested in how long the 
last pair wore and how comfortable and how stylish 
they remained than we are about selling a new pair, 
That’s up to the customer. 





Low Round-Trip Rates for Those Who 
Attend N.S. R. A. Convention 
(Continued from page 44) 

Jose, California, expects to be present with a large 
crowd from the Pacific coast while the dealers in the 

Northwest are making plans for a special train. 

Dealers throughout the Middle West are being in- 
vited to leave with the Chicago delegation. One train 
will be run by the Michigan Central Railway direct to 
Boston by way of Albany. Another will be run by the 
Pennsylvania system by way of New York with stop- 
over privileges either going or coming at New York, 
Philadelphia or Washington. 


Stop-Over Privileges Planned 


It is the general belief that most everyone going to 
the convention will want to stop over in New York or 
Philadelphia so this special stop-over privilege should 
prove to be just another inducement to retailers to 
make the trip to Boston. 

The announcement that the registration fee had 
been reduced by a vote of the directors from five dol- 
lars to one dollar for all retailers and salesmen for 
exhibitors not covered by the regular exhibitor’s pass, 
was very enthusiastically received throughout the 
trade. It is expected to greatly help in swelling the 
attendance. In past years retail merchants and sales- 
men were charged five dollars to register. 


Profits to Be Split with Exhibitors 


The plan of the directors to make all exhibitors part- 
ners with the N. S. R. A. in promoting a record- 
breaking convention by dividing fifty per cent of the 
profits with the exhibitors, has proved to be a very 
popular move. During the past week manufacturers in 
St. Louis, Rochester, Brooklyn and Haverhill have 
made arrangements for group displays. Brockton and 
the South Shore district have already the largest rep- 
resentation that have ever shown their lines at an 
N. S. R. A. convention. 

It is the intention of the directors not to charge 
any more for the space than is necessary to meet the 
convention expenses which have been very carefully 
budgeted before being passed or approved. At the end 
of the convention each exhibitor is to receive an audit 
of receipts and expenses, together with his share of 
the profits should the sale of exhibit space produce 
more than enough money to meet convention expenses. 

Edward Beck of Chicago, who has again been en- 
gaged to direct the style show, is to be in Boston on 
Tuesday of next week to go over plans for the revue 
with the convention style show committee, of which 
John Fisher is chairman. While in Boston he will 
select the models who are to appear on the runway. 

Henry E. Hagan is chairman of the reception and 
entertainment committee and is already, hard at work 
making plans 
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You Have Never Seen 
Leathers Like ‘These 


GOLD and SILVER 
Plain and Kf T) Fancy Designs 


«Made with the Utmost (are 





From us only can you If you want something 
obtain in quantity this really novel for strictly 
finest of all, 22 karat afternoon or evening 
Gold, and Silver Kid wear, it will pay you 
made as only masters to get in touch with 
can’ produce it. us. 


“ Fashion Leathers Beyond Imitation” 

















F.HECHT&CO. 


10 Spruce St., NewYork 
69 South St.. Boston 


Sole American Distributors for 
LEDER EXPORT CORPN. 























When writing to F. Hecut & Co. please mention Boot and Shoe Recorder 
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| Gike Snow Fakes | 
in the River.... 


A snow flake is a perishable thing. A snow 
flake falling in the river shows for an instant, 
then it is gone forever. 


To retain form, snow must fall on a solid 
base; flake upon flake until a snow blanket 
covers the earth. 


So it must be with sales. Sale upon Sale 
makes a business permanent and profitable. 
One sale, made on style or price alone, is as 
fleeting as a snow flake in the river. 
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This is one of a series of ad- 
vertisements dealing with the 
problems of the shoe merchant 
to-day. Comments are welcome. 





When writing to Tur Jutian & Koxence Co. please mention Boot and Shoe Recorder 
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— a woman a pair of nameless 
shoes, having no identifying mark or 
brand, no assurance from the Manu- 
facturer, and the sale makes no im- 
pression on her mind. She may go to 
any one of several stores for her next 
pair. 


Sell her a Julian @ Kokenge shoe, 
with the mark of the Manufacturer on 
it, vouching for its reliability. In addi- 
tion to your good name, give her the 
assurance that The Julian @ Kokenge 
Co.'s thirty-year reputation for quality, 
style and fit also stand behind the shoe. 
Such a transaction wins her confidence, 
gives her something tangible, gives you 
permanence, and brings her back for 
the second pair. 


Pile up sales upon sales; cover your 
local field with a blanket of repeat 


business. 


Que Julian 0 Kokenge Co- 


Makers of the famous: &, Gich Fitting Shoes for Women 
E 4th St. Cincinnati, Ohio. 


as 





When writing to Tue Jurian & Koxence Co. please mention Boot and Shoe Recorder 
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| 
: WANTED 
: A MANUFACTURER OF MEN’S SHOES 


Wants to Know How Many 
Boot and Shoe Recorder Subscribers 


CARRY MEN’S SHOES 


) He is entitled to know 
y We will tell him 


1 | Personal written reports, direct from 11,220 of our retail shoe 
7 subscribers, prove that 


f 10,855 CARRY MEN’S SHOES 


The Boot and Shoe Recorder carries the message of this manu-. 
. facturer of Men’s Shoes every week right up to this 
enormous purchasing power—as rich in qual- 

; ity and volume as in numbers. 





and Shoe Recorder’s tremendous force in influencing 


| The record is authenticated at our office. It proves the Boot 
) the buying of men’s footwear. 

} 

| 


Report on Women’s Shoes next week. 








Novemt 








29, 1924 
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ZS] BAUCS DIKEZINE 


SHOE 


Stock No. 6118-B — Clyde 
Last. Made of plump medium- 
tone Chestnut Calf. Oak sole 
and eccunter. Best rubber hecl. 
B, C and D widths......$4.90 


Stock No. 6114-B — Same, 
except made of Plump Black 
CAD der seekdbeccctests $4.90 


The Wide Toe Again! 


ITH smart style for men so definitely embodied this Winter in wide-toe 
footwear and wide-bottomed trousers, the Bates full-toe models are 
particularly timely and in strong demand. 


This “Clyde” Boot is an attractive number in our special group of wide toes. 
We are receiving many orders for it in both colors—Medium Chestnut Calf 
and Black Calf. In fitting, quality and general make-up it is top grade—and 
at its price it is an unusual value. 


These styles are in stock, and we keep fully sized on them at all times. 
We supply newspaper electrotypes for Bates Stock 


Shoes. for our special Portfolio, showing seven 
groups of Bates ‘‘Shoes for the Occasion.”’’ 


A. J. BATES CO. 


WEBSTER, MASSACHUSETTS 
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BLEECKER LEADS AGAIN! 


Presenting the Mode of the Moment - - 


“BLACK & TAN” 


(Patent Leather) (Tan Calf or Apricot Kid) 


The “STEPPER”’ 


The Style that Has iaiiidde onic 
Taken New York by Storm 


IN STOCK 


For 
Immediate 
No. 4918 Delivery 


No. 4918—Women's Step-In Pump Patent No. 5000—Women’s Three Button Oxford, 


Colt Vamp and Collar with Apricot Kid “ec UV ” Vv arter 
ened and Heel, covered 15/8 Full The DEA ILLE Hea Hish Grade haa eS 


reasted Spanish Heel, High-Grade, Flex- 
ible Sewed, Silk French Corded throughout. For Milady’s Evening Wear Cuban Heel. Widths AA to C. Sizes 244 to 8 
Widths AA to C. Sizes 2% to 8. No. 5001—As above with 10/8 Heel. 
No. on As above in 13/8 Covered No. 5002—As 5000 in all Tan Calf. 
psaspee “ee gt a iui « ' No. 5003—As 5001 in all Ton Calf. 

o. 4924—1n Dark Brown Calf Vamp anc o . 
Collar with Brown Suede Quarter and Heel. / No. 5006—As 5001 with patent vamp and 
Covered 15/8 Full Breasted Spenish Heel. Pearl Grey Calf Back. 


No. 4925—As 4924 in 13/8 Covered Cuban 


= ROE 1918 in all Tan Calf. : ral fos All 34.25 


No. 4926—As 4927 in 13/8 Cuban Heel, 


No. 4920—Brown Velvet with Dark Brown 
Kid Collar and Instep Apron. 15/8 Heel 


All $4.00 ss oa 


No. 6509-——Women's Genuine Imported 
Brocaded Silver Cloth Opera Pump, 16/8 
Full Breasted- Spanish Heel, High-Grade 
Turn. Widths AA to C. Sizes 2% to 8, $5.00 


. 6508—As above in 12/8 Cuban Heel. 
Wrdthe AA to C. Sizes 2% to 8 $5.00 


SOUELOBARERR BERRA ARR A AAR AA RARER ES AAA eco ee 


Boston , HO nc: sag 


sonia THE LIVE WI RE HOUSE=> eh 
j Stylists eileen [ginalors ne ere afors . ‘ 
138.149 OVANE ST. 
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When writing to Burecer Suor Co., Inc., please mention Boot and Shoe Recorder 
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The genuine Diamond Brand 
Color Eyelets have genuine (Visible) Fast Color Eyelets 
celluloid tops that never lose can be identified by the two 
their color and that actually tiny raised Diamonds on their 
outwear the shoe. celluloid surface. 


Diamond Brand (Visible) Fast 


Look for the Diamond 
Trade <@ Mark 


Visible eyelets are decorative, add comfort and long wear to lace shoes, and 

are essential for the perfectly finished appearance that is so desirable on all 

good footwear. Always insist on Goodyear Welt shoes with Diamond Brand 
(Visible) Fast Color Eyelets ! 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 























DIAMOND BRAND 


(VISIBLE) 


FAST COLOR EYELETS 








| ALWAYS LOOK NEW 


NEVER WEAR BRASSY 

















Supplied with 
regular Nickel 
Barrels or with 
Special Stainless 
Barrels . . . in 
lengths, sizes, and 
finishes and all 
standard colors. 


SPECIAL STAINLESS BARRELS 


2 
CORSET 


STYLE 15 


0900 


3 FLAT 


IMITATION 56 O O we 


©~ O a6 © 
O'« “8 
0, 
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STOCK Oo Oo 5° SIZES 








Manufactured 
under Patents . 

None but the gen- 
uine Fast Color 
Eyelets have the 
Diamond Brand. 





Look for ee the Diamond 


TRADE MARK 
Registered in U. S. Patent Office 











UnitrED Fast CoLtor EYELET Company 


BOSTON 
MASSACHUSETTS 




















Pageant 1 footwear Fashions 
Jan. 5-6-7 1925—Hotel Statler 
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cAn Invitation 


Columbine 
Our Exhibit of the 


‘Wonderful Shoes (ott Se oe 
For Spring, 1925 
for , ° will be open to all merchants 
On / ints and buyers during the 


caiithsitiatiead St. Louis Pageant 
In Perfect Harmony With Style of 


COLUMBINE Footwear Fashions 


Sample No. 6824 Hotel Statler 


PATENT VAMP KID January 5, 6 and 7, 1925 
QUARTER SIDE TIE 


The big demand right now is for the combination or 
two-tone effects. This patent leather vamp slipper 
with “No. 19” Brown Kid Quarter and Heel Covers is 


being ordered in volume. 


TO ORDER ONLY 


Johnson, Stephens and 
Shinkle Shoe Company 


Manufacturers 


SAINT LOUIS U.S. A. 


This is on our new 73 Last with wide toe and short 
vamp. It has 17/8 spike heel. Can be made in many 
other combinations. 


wars & 
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Come to St. Louis and See the Pageant of 
Footwear Fashions, January 5, 6 and 7. 


Only Latest Styles that Can Be‘Delivered 
for Easter Selling to Be Shown. 


= HOES That Sell” is St. Louis shoe manufac- 
S the slogan that has turer of importance. All 

been adopted by the manufacturers displaying 
St. Louis Shoe Manufac- shoes on the runway, as 
turers’ and Wholesalers’ well as other members of 
Association in their first the association, will have 
runway presentation of their entire lines exhibited 
footwear’s latest addict in in the sample rooms of the 
the Pageant of Footwear Hotel Statler where the 


nts 


£8 © Roe 


Fashions, to be held Janu- 
ary 5, 6 and 7, in the mag- 
nificent ball-room of the 


Pageant is to take place. 
They will display their 
lines in the sample rooms 


Hotel Statler 
which will be 
transformed 
into a verit- 
able fairy- 
land. The shoe manufacturers’ associa- 
tion has planned carefully every detail 
of this pageant and when the inaugural 
performance is presented the retail shoe 
merchants of the country will see a prac- 
tical shoe style review from which styles 
may be selected with assurance and con- 
fidence. 


No “Circus Shoes” to Be Shown 


The first action of the manufacturers 
was the unanimous adoption of a resolu- 
tion in which it was agreed that only 
shoes that could be delivered in time for 
Easter selling would be shown. In addition 
to this there will be no “circus shoes” dis- 
played which are meaningless to the re- 
tail shoe merchant who gives of both his 
time and money to attend a style review 
for the sole purpose of determining the 
correct styles which, when bought, will 
bring customers into his store and profit 
into his cash drawer. All runway shoes 
will be practical, salable footwear. 

The Pageant of Footwear Fashions 
will introduce the creations of the keen- 
est style brains of St. Louis’ great shoe 
market. Within the association is every 


Q 


C. A. WEST 
President, St. Louis 
Shoe Manufacturers’ and 
Wholesalers’ Association. 


H. V. STEPHENS 
First Vice-President 


HENRY C. STRIBLING 


Second Vice-President 





FRANK A. MAHLER 
Secretary-Treasurer 


on the second 
and third 
floors. In par- 
lor A on the mezzanine floor will be other 
interesting exhibits of the shoe industry. 
The leather lines will be represented 
with unusual exhibits which retail shoe 
merchants will find profitable to examine. 
Accessories, foot appliances and hosiery 
will be included in the array which will 
be replete with novel displays. 


Leading Merchants Expected 


The leading shoe merchants. of the 
United States are expected to attend and 
preparations for their comfort are not 
being overlooked. 


To the St. Louis Shoe Manufacturers’ 
and Wholesalers’ Association must go 
the approval of the retail shoe merchants 
of the country for introducing so prac- 
tical and profitable a shoe style review. 
Those personally responsible for the de- 
tail of the production are C. A. West, 
president; H. V. Stephens, first vice- 
president; H. C. Stribling, second vice- 
president; F. A. Mahler, secretary- 
treasurer. 


The committees are as follows: Booth 
and Display, Fred Marx; Convention, 
S. A. Beeson; Entertainment, J. H. Wil- 

(Continued on page 84) 
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YOUR’ INTEREST 
IN FASHIONS FOR 
EARLY 1925 
RETAILING WILL 
PROMPT YOUR 
INSPECTION OF 
OUR NEW CREA- 
TIONS. 


ATTEND THE ST. LOUIS PAGEANT 
OF FOOTWEAR FASHIONS 
JANUARY 5, 6,7, 1925 


Pedigo- Weber Shoe (Co. 


MANUFACTURERS 
SAINT LOUIS 
U. S. A. 
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HE St. Louis Shoe 
Manufacturers’ 
and Wholesalers’ 
Association have prom- 
ised those attending the 
St. Louis Pageant of 
Footwear Fashions to 
be held January 5, 6 and 
7 at the Statler Hotel an 
intimate “close-up” of 
footwear favorites for 
1925. 

Already forty of the 
choicest beauties of the 
city’s feminine sex have 
been selected to grace 
the runway of the mag- 
nificent ball-room of the 
Statler Hotel. 

The models who will 
present the footwear of 
St. Louis’s great market 
are as near perfect shoe 
models as have ever 
promenaded a runway. 
The range of sizes are 
from 4B to 5B. The shoe 
size was not the only 
requirement necessary 
to qualify as a model. 
Poise and “easy-to-look-at” characteristics were essen- 
tials to be a successful choice. 

The training of the girls is under the supervision 
of Major Levy, whose experience with the St. Louis 
Pageant of Fashion for a number of years assures ‘of 
a smooth, snappy performance. 

The music which will keep the pageant “pepped”’ to 
a perfect pitch will be furnished by one of the most 
experienced nationally known phonograph orchestras. 
Gene Rodemich’s Brunswick Recording Orchestra has 
been engaged to syncopate the swing of the models 
when they are presented on the runway. 

One of the most charming of all the models to be 
seen on the runway will be none other than “Miss St. 
Louis,” who was selected by the‘city from its court of 
love and beauty as the individual to carry the emblem 
of St. Louis in the Atlantic City bathing beauty con- 
test. 
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A Peep Behind the Scenes of 
Footwear Fashion 
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Not only will this 
famous orchestra per- 
form during the prome- 
nades but some of their 
latest record hits will be 
dispensed as special fea- 
tures of the pageant. A 
further program of en- 
tertainment, which will 
be announced later, will 
be of the highest charac- 
ter. The lapses between 
the promenades will be 
occupied by headliners 
nationally known. 

There will be, during 
the pageant, only six re- 
views. These will all be 
held in the ball-room of 
the Statler Hotel. The 
afternoon review will be 
at 2:15 and the evening 
performance at 8:15. 
There will be seating ar- 
rangements for 1,400 
persons. The manufac- 
turers are most anxious 
to provide tickets for all 
the retail shoe mer- 
chants who expect to 
attend and will make reservations now for those who 
will register. This can be done by writing Frank A. 
Mahler, secretary-treasurer of the association, at 1329 
Washington avenue, or your own St. Louis manufac- 
turer. A registration bureau will be provided and all 
tickets will be handled through this agency. 

It is the hope of the manufacturers displaying on 
the runway to change their shoe styles at each per- 
formance. It may be that some retailers will want to 
attend more than one performance. Arrangements can 
be made for this contingency if space permits. 

The leading retail shoe merchants of the country 
will be in St. Louis and the premier production of the 
St. Louis Pageant of Footwear Fashions is expected 
to ring the welkin in style shoe shows. 


Hotel accommodations during the pageant will be 
(Continued on page 79) 


S$ 


















Boor anp SHOE REcorDER 


ST. LOUIS ——... The Worlds ShoeHarket, 


& THEA 
\ Sees [Ree eo ere \ 
PROCESS 
AF OOTWEAR 


St. Louis Annual Shoe Style Show 


See Our Latest Designs Shown on Living Models at the Statler Hotel 


January 5th to 7th, 1925 


COMPLETE SAMPLE DISPLAY AT FACTORY+SHOW ROOMS 


You Are Cordially Invited 


Use our automobile or page car to our factory, Cook and Newstead Aves. 


VERNA DIOGENE 


National Retailers’ Style Show, Boston 


Display Rooms, St. Louis Section— Mechanics Hall, Copley Plaza and 
Westminster Hotels 


BOYD-WELSH SHOE COMPANY 


DESIGNERS MAKERS 
WOMEN’S STREET AND THEATRICAL FOOTWEAR 
ST. LOUIS, U.S. A. 
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Covered Box Heel, 125 last, four 
Button Pump. 


Tecan H UNDREDS of dainty women’s feet perfectly fitted by 


2%t0o8C&D 


In Stock Price $4.60 you with the beautiful American Lady styles are 


your finest salesmen. And hundreds of women’s lips which 
spread the news that these delightful shoes are available 
at your store are bound to bring new customers every day. 


It is not a question of being able to satisfy a woman 
enough to keep her quiet. It’s to satisfy her so thoroughly 
with quality, fit, workmanship and style, that she just 
can't help bragging about you. 


No. 7207—Patent Leather, Im- 
ported French Apricot Kid Quarter 
and 13-8 Covered Heel, Flexible bd 
Single Sole, 136 Last, Eyelet Tie. 
4to8A 3to 8B 
2%tw8C&aD = 


T>) rashiond ty Hamilton-Brown 


St. Louis 
Boston 
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Look for trade mark 





Footwear Fashions 


This is a changing world. Once no one looked to St. Louis 
for style. Now every alert merchant knows that many of 
the best selling styles come from St. Louis and from the 
Johansen factory. Why be a fugitive from information? 
Why not really know what St. Louis has to offer your 


business . 


. why not visit the Johansen sample rooms 


this trip? Among the wide array of shoes you’ll see both 


THE CELESSE 


Blonde Satin. The new Parisian Spike 
heel. Ribbon ankle tie. Silk cord vamp 
design. Also exceedingly smart in 
black patent vamp and blonde kid 
quarter combination and also in light 
tan calf. Made on our new 131 last. Its 
stock number is 8026. 


THE IMPERIAL 


Here’s a shoe that starts crowds cluster- 
ing at your windows. Made in all ma- 
terials and combinations. The model 
illustrated has a tan calf vamp and 
Trepical Tan Crocodile quarter. Made 
on our 60 last. Box heel. Its stock num- 
ber is 8081. 
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Gene Rodemich’s Brunswick Recording Orchestra which will furnish the 


difficult to secure. The St. Louis Shoe 
Manufacturers’ and Wholesalers’ As- 
sociation have reserved space in 
many of the prominent hotels and 
are in position to make satisfactory 
reservations for those expecting to 
attend the pageant. If you’re one of 
the many retail shoe merchants who 
will be in St. Louis, January 5, 6 
and 7, you had better write at once 
to Chas. E. Reader, chairman of 
Hotel and Transportation committee, 
at 1329 Washington avenue, St. 
Louis, Mo. He will take care of your 
hotel accommodations, which the as- 
sociation is assured will be made 
without any increase in rates be- 
cause of the style show. 

The manufacturers have broad- 
casted a hearty invitation to every 
shoe merchant in the United States 
to attend the pageant. Those who are 


a a 


Footwear Fashions. 


MAJOR LEVY — 
Producer of the Pageant. 


music for the St. Louis Pageant of 


familiar with the glow of hospitality 
that radiates from the St. Louis 
market appreciate the significance of 
this statement. 

The manufacturers are not alone 
in extending the glad hand of wel- 
come to the retail merchants of the 
country. The St. Louis Shoe Re- 
tailers’ Association and the Missouri 
Retail Shoe Dealers’ Association will 
convey in a full measure the hos- 
pitality of the “World’s Shoe Mar- 
ket.”” Personal invitations from these 
two organizations have been sent to 
the retail shoe trade throughout the 
country. 

Special headquarters will be pro- 
vided in the Statler Hotel for both 
these organizations, where the shoe 
merchants will find a friendly wel- 
come and where any information de- 

(Concluded on page 84) 
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—they’re 
different 


ILLIKEN Shoes look different, 
wear different, fit different, and 
are different. 













There's a “‘BILLIKEN” Salesman in your Individuality sticks out all over Billi- 
territory. If you are not on our regular 


— list a line to us will bring the ken Shoes. There are lots of shoes for 
ee Kiddies, but only one BILLIKEN. 






With Billikens, you can build an in- 
dividual business in your town, and 






7 NS attract a different class of trade to your 
a store. The best trade everywhere de- 
. mands Billikens—‘‘The Shoe the Child 







pices mar Sell, Outgrows.”’ 










There are no genuine Billikens unless the 
name is stamped on inner and outer soles 


MADE ONLY BY 
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Shoe Company 


St. LOUIS U. S. A. 
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Skirts Are Shorter— 
And Footwear Catches the Eye! 






ERE’S a really new style that will set 
your cash register keys to dancing! 
Priced to retail at from $5.00 to $7.00, this 
graceful pattern will skip straight from your 
windows to your customer’s feet! 


$235-1x. Carl Schmidt’s Golden Glow Calf 
trim anklet, with leather Bow to match. 14/8 
wd Cuban. Our 111 Last—$3.50. 


S$235-2x. Patent leather with patent Bow. 
11/8 wd Cuban. Our 117 last—$3.55. 


$235-2x. Black Satin with Satin Bow. 
17/8 wd Spanish. Our 112 last—$3.55. 


yrs. & 
+ y weedie footwear Corporation 
“Shoes “hot Sell” General Oficonand fica) 1521 Olive St. 
























Jefferson City, Mo. St. Louis, Mo. 
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‘She walks in beauty,” 


MODEL 7254 


ATTILA 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


DISTINCTIVELY DIFFERENT IS THis 
“CEDAR MIRA” SATIN ONE. STRAP WITH 
SILK RIBBON BOW. MADE OVER OUR 
NO. 40 LAST—MEDIUM ROUND TOE AND 
SHORT VAMP-—15/8 SPANISH HEEL. 


NOT CARRIED IN STOCK 


MADE ON ORDER ONLY 


ALSO IN MANY OTHER ATTRACTIVE 
COMBINATIONS OF LEATHER AND 
FABRICS AND ALL LEATHER 


BRAUER BROS. SHOE @. SUIPk" 


FASHIONERS OF WOMEN’S NOVELTY SHOES 














LADIES FINE TURNS EXCLUSIVELY 


DENSMORE 


TAN CALF, BROWN KID TRIMMED INSTEP 
TIE. MEDIUM TOE: 16/8 SPANISH HEEL. 


ONE OF THE MANY TRAVASO CREATIONS 
ADAPTED TO THE LATEST TRENDS IN 
SPRING STYLES. 


OUR COMPLETE LINE WILL BE DISPLAYED 
AT THE STATLER HOTEL DURING THE ST. 
LOUIS PAGEANT OF FOOTWEAR FASHIONS. 


TRAVASO SAOE ComPANY 


MANUFACTURERS 


1908 LOCUST STREET SAINT LOUIS 
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ALONG PERILOUS PATHS WE Go HAND IN HAND WITH FASHION 
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146/88 SPIKE HEEL os “’ —— 
. —Patent Vamp, an Ca 
14/8 MILITARY HEE L eccin and Heel, Tan Stitched Vamp, 


8/8 COVERED FLAT HEEL ——— Full Breasted. 











On the Floor for 
Immediate Delivery 

















A HIGH GRADE 





No. 5420—Patent Vamp, Tan 


Calf Quarter and Heel, 14/8 Mili- ah. A Louis Made 99 


tary Heel, Tan Stitched Vamp. 
AA-C j 
page Creation 


No. 5432—Patent Vamp, Tan 


Calf Quarter and Heel, 8/8 Fla 
Sal, Toe Btse chad “pip STYLES OF DISTINCTION 


A, Band C 
Widths 


WOHL SHOE COMPANY 


1224-26 Washington Avenue ST. LOUIS, MO. 
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Two of the perfect 4-B models. 


sired will be offered. Much expense and energy have 
been expended in making the St. Louis Pageant of 
Footwear Fashions a shoe style show that would meet 
the approval of the retail shoe merchant. The show has 
been planned from one angle only and that is that it 
should present correct footwear, which merchants can 
buy and have in time for Easter delivery and upon 
which a profit can be realized. To this end the St. Louis 
Shoe Manufacturers’ and Wholesalers’ Association 
have labored. They invite the retail shoe merchants of 
America to pass judg- 
ment on their efforts, 
and are confident that 
benefits derived from the 
program will be mutual. 





Come to St. Louis 
and See the 
Pageant 
(Continued from p. 71) 
son; Finance, A. G. 
White; Hotel and Trans- 
portation, C. E. Reader; 
Membership, C. P. Luck- 
ett; Publicity, Julian 
Samuels; Traffic, W. H. 

Lampe. 


Statler during the St. 
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Space reserved for accessory exhibitors in the Hotel 


Louis Pageant of Footwear 
Fashions. 
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One of the attractive pages 


Business on Healthy Basis 


A recent Federal Reserve Bank report indicates an 
improvement in trade throughout the St. Louis dis- 
trict. The report in part follows: 

“The record of general business and industrial 
activity in this district during the past thirty days is 
one of improvement, partially seasonal and pursuing 
an extremely conservative and gradual course. Dis- 
tribution of commodities continues large, as indicated 
by freight loadings, deb- 
its to bank accounts, 
and specific reports of 
manufacturers, whole- 
salers and retailers, but 
nowhere is there ap- 
parent a rush to buy, 
and purchases represent 
principally goods actual- 
ly needed for current 
consumption. 

“Ordering of merchan- 
dise for future delivery 
has increased slightly. In 
purchasing for prompt 
shipment there has been 
frequent lulls and con- 
siderable irregularity. 
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FOUR FAST NUMBERS 





1804—Patent Chrome Vamp, Apricot kid quarter, 
Fifth Avenue Tie. Gaged throat and cut-out quarters, 
Exactly as illustrated. French corded. St. Louis process 
flexible sole. Made over a new stage last, carrying a 
16/8 wood Spanish full breasted covered heel. The 
Big Hit 

A, B and C widths, sizes 3 to 8.............00. $4.85 


1805—Exact style as above with Russia calf quarters, 
$4.50 


13 JS bua COCeIeS Wath. oak vice Keerveredccsccecss / 





Shown by 


TOBER-SAIFER 


IN STOCK 


READY 
TO SHIP 


You are cordially in- 
vited to make our new 
and enlarged office and 
sample-rooms your head- 
quarters while attending 
the St. Louis Pageant of 
Footwear Fashions, Janu- 
ary 5, 6 and 7. 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors 
Novelty Footwear 


1312 Washington Avenue 


In Stock 
St. Louis, Mo. 





2893—All Patent Chrome Strip Pump, French corded, 
gray kid lined. Made over a brand new short vamp 
pump last. St. Lonis process flexible sole, carrying a 
16/8 wood, spike, celluloid full breasted covered heel. 
A Reai Pump. 


A, B and C widths, sizes 3 to 8................ $4.00 


2894—Exact style as above in Black Satin..... $4.00 























We take pleasure in announcing to our friends and customers that our 
business has grown so tremendously during the past year that it has 
become necessary for us to build a new addition to our present plant, 
which will be in operation by December 15. 


With this new addition we will have a capacity of 1,800 pairs a day. 


We want to apologize to many of our customers for not being able to 


completely fill your demands this past year. 


With this new plant 


we can assure you prompt service and fulfill your needs with the 
most complete line of wonderful novelty footwear to be found any- 


where in our grade. 


Do not miss seeing this line on display at the Hotel Jefferson, Room 219, 
during the St. Louis Pageant of Footwear Fashions, January 5, 6, 7. 


The WOLFF SHOE MFG. CO. 


2511-13-15-17-19 Sullivan Ave. 


St. Louis, Mo. 
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Peddie 
‘ ‘BOBS’ + J 


No. P-753 Boys’ IN-STOCK 
Made of Ruepings full grain Nut 
Brown Calf; spaced stitching; full 7 
iron insoles, no cork bottom fillers; 
solid Leather Rock Oak 9 iron out- 
soles. Full toe and vamps; rubber 
heels: full grain Calf counter pock- 
ets. Shoulder Channel process. 
Widths, B, C and D. Sizes 1 to 5% 
$3.50 
Made also in M ny calf, gun 
metal, ruby red and tch grains. 


Culver 
*“BOBS’’ 


No. C-753 Boys’ IN-STOCK 

Made of Ruepings full grain Nut 
Brown Calf; pinked and perforated 
vamp, tip and quarter. rt fore- 
part last and vamp; soft toe; rub- 
ber heel; full grain calf counter 
pocket; full 7 iron insole, no cork 
bottom filler; genuine 9 iron Rock 
Oak outsoles. Shoulder Channel 


process. Widths—B, C and D. 
Sizes 1 to 5M. Price $3.50 
Made also in mahogany calf, gun 
metal, ruby red and Scotch grains. 


Junior 
‘ ‘BOBS’ > 


-703 Little Gents’ IN-STOCK 
Made of Ruepings Mahogany Calf 
over our tested Junior last. Rubber 
heels, full 7 iron insole; no cork bot- 
tom filler, genuine 8 iron Rock Oak 
outsole; Shoulder Channel process. 
Widths, B, C and D. Sizes 9 to 13% 
Price $3.00 


Made also in ruby red, nut brown 
and Scotch grains. 





KANNALLY'S 


In Stock 


We take special pride in promptly 
filling In-Stock orders. 

This helps you in your main prob- 
lems of getting a more rapid turn- 
over. 

Look over your stock for needed sizes 
and widths. Write or wire us. 








Every pair of BOBS is made with the Shoulder Channel 
Process. This construction calls for a full 7 iron insole. 
There is no cork bottom filler to creep and lump and cause 
an uneven insole after short wear. 

A gutter is made at the lip of the insole and a specially pre- 
pared triangular gutter filler of leather is used to make a 
firm, flat bottom. This process thus brings the insole and 
outsole together on a firm, flat surface, insuring even wear 
on bottoms. 

With this construction, “-BOBS" can be resoled many 
more times than the ordinary welts. This is an important 
talking point in retailing boys’ shoes. 


Kannally-Wick Corporation 


Manufacturers 
- - Illinois 





When writing to KANNALLY-Wickx Corporation please mention Boot and Shoe Recorder 
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Need of Aggressiveness by Shoe Merchants in 
Selling Basketball Shoes 


Sporting Goods Houses Reaping Most of Profits by 


basketball season, which is 

at hand, is an opportune 
time for calling attention to the 
success which has characterized 
the efforts of rubber canvas shoe 
manufacturers in making an ideal 
basketball shoe. Probably this type 
or rubber canvas footwear has re- 
ceived more attention and has ap- 
proached a more perfect state than 
any other rubber sole model. 

More interesting to the retail 
shoe merchant, however, than 
dwelling at length on the ques- 
tion of shoe structure, is the side 
of the subject that concerns mer- 
chandising basketball footwear. At 
the present time the shoe mer- 
chant throughout the country is 
not reaping his share of the busi- 
ness on rubber canvas shoes that 
sell to basketball players. To han- 
dle the situation frankly is to ad- 
mit that the sporting goods houses 
are “doing the business” with this 
class of footwear. There is more 
than one good reason why this 
condition exists, yet the retail shoe 
merchant by application of aggres- 
sive and progressive sales methods 
can put up a fight that will result 
in getting a good share of the 
trade. 

Probably the most important 
reason why the basketball player 
buys his gymnasium shoes at a 
sporting goods house is because 
he remembers seeing basketball 
shoes on display in the window 
and interior. Also he usually buys 
his entire outfit there, or the or- 
ganization with which he is con- 
nected buys the entire outfit there 
—shoes, trunks, jerseys, etc. 

The salesman in the\ sporting 
goods house tackles the assign- 
ment of selling basketball shoes 
with the same degree of enthusi- 
asm as he sells a pair of trunks, 
a jersey or any other accessory 
needed in athletics. On the other 
hand the sales staff in the average 
shoe store is averse to concentrat- 
ing on selling rubber canvas foot- 
wear. The interest isn’t there. The 
salesman figures that he can make 
more for the concern, and for him- 


r [ “oss opening of the 1924-1925 





Appealing to Athletes 


self, by giving his attention to- 
ward moving leather footwear. 
The consequence is many shoe 
stores just “carry” canvas shoes 
for basketball and gymnasium 
wear. 


Need of Personal Appeal 


The personal appeal that one 
finds in the shoe store when inter- 
ested in buying leather footwear 
is entirely lacking to the young 
man who is out to get himself a 
pair of basketball shoes. In con- 
trast to the sales staff in the sport- 
ing goods house, the shoe store 
salesmen do not “talk the lan- 
guage” of the young athlete when 
he comes looking for basketball 
shoes. It’s the natural result of 
shoe salesmen being intensely in- 
terested in moving leather foot- 
wear, but the situation can be 
handled so that the personal ap- 
peal to the basketball athlete will 
be just as strong as it is to the 
women looking for the latest shoe 
style. 

Here’s a plan for the shoe mer- 
chant to follow to meet the sport- 
ing goods house competition.. If 
there is not already a young man 
in the store who is interested and 
familiar with basketball or gym- 
nasium shoes, get one. He can sell 
leather footwear, too, but should 
devote much of his time pushing 
the basketball and rubber canvas 
merchandise. It will be worth his 
time to cultivate the acquaintance- 
ship of those interested in basket- 
ball circles. Sporting goods houses 
follow this last idea and have en- 
joyed splendid results. The conse- 
quence is those playing the game 
find a strong personal appeal at 
the sporting goods house. 

The shoe store, before develop- 
ing into a strong contender for 
basketball trade, must follow a 
gradual plan. The newspapers 
should be used to announce the 
fact that the store is able to han- 
dle this type of trade. Unless the 
task is handled with great en- 
thusiasm the store will not develop 
into a serious opponent to the 
sporting goods house. 





Shoe Store Arguments to Advance 


The shoe store has many good 
arguments in its favor that it can 
use to appeal ‘to the young men 
for basketball trade. First of all— 
shoes are always associated with 
a shoe store; the price, fit, quality 
may be depended upon to be right, 
based on the reputation of the 
house. 

Clubs, schools and organizations 
fostering basketball will quickly 
detect interest of a business house 
in its activities. By spending a 
little money and issuing basketball 
schedules of the games of various 
teams an immense amount of good 
will can be established. It is direct 
proof to the athletes that the shoe 
store is following the game. In- 
eidentally, one section of the small 
paper schedule can be used to ad- 
vise that the shoe store carries 
the ideal basketball shoe. There 
are many ways of coping with the 
sporting goods firms for this trade, 
but it means application of aggres- 
sive merchandising methods. The 
shoe merchant will never make a 
success with the rubber shoe mer- 
chandise by merely “carrying” it. 
If it’s worth placing in the store 
at all, it’s worth pushing as a 
money-making issue. 


Keep Rubber Stock Near 
Customer 


“The nearer you can keep the 
rubber stock to the customer, the 
quicker you can wait on him, and 
the more rubbers you can put out,” 
said James M. Foley, buyer for 
the men’s shoe department of Leo- 
pold Morse Co., Boston. Mr. Foley 
reserves the portion of his shelves 
from the floor up to the shelf 
counter—a distance of about 3% 
feet—and all along the length of 
his department, to rubber shoes. 
His 8 and 9 sizes he keeps within 
easy reach. He uses the “up and 
down” system. His idea is to keep 
his rubber stock in such a condi- 
tion that he will know every morn- 
ing what sizes he needs to fill in. 
When a man comes into the de- 
(Continued on puge 128) 
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N addition to Ever Grip 
we make Vim, a higher 
grade heel at a somewhat 
higher price, and Bull Dog, 
the best possible rubber 
heel which can be made at 
any price. 





BOSTON WOVEN HOSE AND RUBBER COMPANY 


CAMBRIDGE, MASS. 


—_ 


When writing to Boston Woven Hoss & Russen Co. please mention Boot and Shoe Reverder 
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SHOE STORE SERVICE 
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SECTION 


A Department of theBoot and ShoeRecor der 





Devoted to Findings, Fixtures and the Proper Display of Merchandise 





when every hour seemed alto- 
gether too short and there 
weren’t enough of those hours. So 
when lunch time came I jay-walked, 
cutty-corner, to the drug store on 


I was one of those busy days 


theother side of the street, 
to get something to eat 
“on the fly,” so to speak. 
It was one of those places 
where they serve sand- 
wiches at the soda foun- 
tain. As the white capped 
“monarch of all he sur- 
veys” whirled up an egg- 
chocolate-malted-milk to 
sort of wet down the 
sandwich, my eyes wan- 
dered about the store. 


Over on the shelf, a 


few feet away from the 
soda fountain, was a neat 
row of shoe _ polishes, 
suede sticks and kid 
cleaners. This, in a drug 
store, mind you—Well, 
yes, to be sure, of course. 
You do find such things 
in a drug store these 
days.”—I can hear you 
say that as if you were 
surprised that I should 
even comment on such a 
thing. No, I’m not sur- 
prised at that at all. But 
what I am surprised at is 
that we don’t see more of 
it in shoe stores. What’s 
the “answer” to those 
shoe polishes being 
sold in drug stores?— 
P-R-O-F-I-T-S. Are those 
profits spelled differently 
in a shoe store, and do 
they look any different in 
a shoe dealer’s bank 
book? 

These were some of 


What’s the Answer? PROFITS! 


By A. V. FINGULIN 
Assistant Secretary-Director National Leather and Shoe Finders’ Association 


the things running through my 
mind as I finished “pulling at 
the. straws” and .paid for my 
“liquid lunch.” Hurrying back to 
_ the office I nearly collided with 
an old lady standing in the en- 








Recorder Merchandising 
Calendar for December 


Dec. Check up on 
1-8 decorative mate- 

rials and see that 
you have _ everything 
needed to complete the 
window and’ interior 
trims plannéd for the en- 
tire month. How are you 
off for gift boxes and 
cards, wrapping mate- 
rials and supplies? Bet- 
ter keep a close watch on 
these and figure on de- 
liveries of orders being 
a bit slow. 

Work out some gift 
combinations to feature 
until Christmas. Put 
some women’s slippers, 
hosiery and garters to- 
gether in a gift box at 
one price. Have about 
three combinations of 
this sort for women, 
three for men and possi- 
bly some for children. 
You might try a gift 

ge of findings, giv- 
ing choice of high-grade 
dressings with a dauber, 
brush and polishing 
cloth. 


Dec. _— over some 

oor space to 
8-13 booths and tables 
for the display of gift 
items. “Step on the gas” 
in your advertising. 
Push gift certificates. 
Make your announcement 


now as to what nights 
you will remain open be- 
fore Christmas. 

Now is the time to put 
in your best licks to 
avoid accumulating a lot 
of short lots, and dis- 
pose of the broken lines 
at a profit. Keep the 
salesfolk posted on what 
items it is most desira- 
ble to clear out first. By 
pushing them as gift 
items now they can be 
moved more readily than 
at any other time. 


ec, On the home 
stretch now. Not 
15-24 much time for 
anything but floor work, 
but in the mornings you 
may have a chance to do 
some grouping of old 
numbers into bargain 
lots for the sale period 
just ahead. 


eC. forts Week. 
Po: ee kK. 
26-31 Use some news- 
paper space and a spe- 
cial window setting for 
footwear for winter 
sports. If you take in- 
ventory in January, 
the necessary prepara- 
tions now. Start clearing 
out your left-overs in 
winter novelties and 
short lines. 








trance of the building. She held 
before her a tray containing a 
number of notions,—pins, collar 
buttons, thread, needles, matches, 
—and shoe laces. Now, why was 
she selling those shoe laces? 


Again a voice answers— 
“Profits,” — profits that 
helped keep the wolf 
away from her door. I 
wonder if Mr. Shoe Deal- 
er would seriously object 
to any extra profits that 
would help him pay his 
rent! 

“Yes,” I can hear Mr. 
Dealer say, “that’s just 
exactly where people 
have been expecting to 
buy such things, from a 
peddler.” Exactly — “ex- 
pecting” is correct. Be- 
cause people have been 
buying so much of this 
sort of thing from those 
peddlers folks haven’t 
been giving shoe laces 
the important attention 
they deserve. They buy 
“just shoe strings, that’s 
all” and accept “any old 
thing” at “any old price,” 
simply because enough 
shoe dealers  haven’t 
taught them any better. 
Why sell good shoes and 
then have your customers 
put in “shoddy” laces 
when the old lace breaks? 
Why not sell them good 
laces, not “shoe strings,” 
but laces, in your shoe 
store and put that profit 
in your cash register 
where it belongs? 

Now then, what is a 5- 
and-10-cent store? — Just 
(Continued on page 101) 
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American heer gay Shoe Store Chairs, juvenile size, in 
Elliott's Juvenile Shop, 10536 Euclid Ave., Cleveland 


AMERICAN 
INTERLOCKING 


SHOE STORE CHAIRS 


may be had in juvenile size 


These chairs are a prime factor in creating the desired 
“atmosphere”’ in a juvenile shoe store or department. 


They have all the sterling features of appearance and 
wear which characterize the regular line of American 
Interlocking Shoe Store Chairs, and conserve floor 
space still more. 
Let our Service Department help you in planning your 
seating. 

Write for our new, enlarged catalog. 


AMERICAN SEATING (OMPANY 


General Offices: CHICAGO, 1016 Lytton Bldg. 
NEW YORK PHILADELPHIA 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. 
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URING the two weeks period 
PD before Christmas there is 
more window shopping done 
than at any other time. People are 
looking for suitable merchandise 
for Christmas gifts, and looking in 
the windows to see what the differ- 
ent merchants are offering. If there 
is any time when the windows 
should mirror the stock of the store 
that is the time. 

Preceding this period the shoe 
merchant should carry out a cam- 
paign of advertising in favor of 
“Sensible Christmas Gifts.” This 
can be made to turn many prospects 
towards the more substantial gifts 
that he can supply from his own 
stocks. A good slogan to adopt this 
year is, “Give Gifts to Wear.” This 
should be displayed in every adver- 
tisement, and constantly in the 
windows of the store, as well as in 
the interior. 

Practically every pair of shoes 
and hose in the store is a suitable 
and appropriate Christmas gift for 
someone. The shoe merchant should 
stress this suitability and appro- 
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Figure 1—Here is an appropriate setting for a Christmas shoe window. It can easily be 
made complete in the store by following the instructions below. 


Before and After Christmas 


Appropriate Window Settings Sell More Shoes 
By A. E. EDGAR 





























Figure 2—A pleasing small setting 
with a placque ds the major decora- 
tive element. 


priateness in every way possible. 
One way in which he can convey by 
suggestion that his stock of foot- 

















wear is appropriate for Christmas 
gifts is to display it in his windows 
amidst a pleasing Christmas set- 
ting. The symbols of Christmas 
will say, in effect, “These are the 
kind of gifts to give.” 


Have Backgrounds Easy to 
Install 


As the busiest part of the Christ- 
mas season draws near, the shoe 
merchant will find it a big asset 
to have his backgrounds such as 
he can easily install, and when in 
place will distingush his store as 
a Christmas gift store. The back- 
ground suggested in the illustra- 
tion, Fig. 1, can be made by any 
shoe merchant himself. It can be 
used as it is shown, or with addi- 
tional decorations of the evergreen 
type. 

It is not necessary to install 
temporary panels to secure this ef- 
fect, unless it is thought advisa- 
ble. By adding the panels and 
pilasters he gets away from his 
regular backgrounds, and that is 

(Continued on page 97) 
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This is the Baby Book which the 
Zahn Drygoods Co. presents to 
parents. It has a stiff cover and all 
pages are illustrated in full color, 


Each right hand page 

has a heading, under 

which records are to be 
kept. 





Birth notices in the local 
paper are followed up 
with this letter, ad- 
dressed to the mothers. 
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Welcoming the New Arrival 


How a Racine Store Established Itself as a ‘‘Friend 


in building good-will, which 
is the chief asset of every 
well-established store. 

Most dealers confine their efforts 
at good-will building to customers 
at the time they are in the store. 
They greet them pleasantly, serve 
them painstakingly, give them good 
values and feel satisfied that they 
have done all in their power toward 
making friends for the store. 

But here and there is one who 
feels that he could do more along 
this line, and reaches out after 


Hee merchant is interested 
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When Baby’s birthday comes 
around, a pretty card comes, 
too. 


further good-will and friendship 
from these same customers and 
others whom he wants as customers. 


How Baby Is Welcomed 


He makes friends of them 
through friendly acts toward them. 
In a pleasing manner he takes 
notice of events which mean much 
to them, and he is remembered by 
them in connection with these 
events. 

For example: A new baby ar- 
rives at the Bucholz household. Of 
course, to Mr. and Mrs. Bucholz 
and family this event is momentous 
—and baby will be the chief topic 
of interest there for years to come. 
Yet all this means nothing to the 
average merchant in Racine, Wis., 
where the Bucholz family live. But 
there is one store that does not 
overlook the birth notice in the 
local paper. The Zahn Drygoods Co. 
loses no time in sending Mrs. 
Bucholz a very friendly little letter 
in hand-writing on a special ju- 
venile letterhead that is beautifully 
illustrated in colors. Here is the 
letter: 


“We want to take this oppor- 
tunity of extending our con- 





of the Family” 


gratulations to you and the 
new baby just arrived. 

“If you will call at our 
‘Juvenile Shop’ we have a fine 
Baby’s Record Book to give 
with our compliments and best 
wishes. This is a most useful 
book for keeping all of Baby’s 
records in and we want you to 
have one. 

“My department is always - 
at your disposal whenever in 
need of Baby wants. It wili be 
a great pleasure for me to see 
you in the department pretty 
soon and show you all the 
pretty things. 

Sincerely yours, 
FRANKIE HIGGINS. 
Manager, 
Zahn’s Juvenile Shop.” 


The letter is plated and printed, 
the name and date being filled in in 
the same hand-writing. The ap- 
pearance is exactly as though every 
word had been written out. 

This invitation carries an appeal 
that most mothers find irresistible. 
They call at the “Juvenile Shop” 
and are presented with the “Baby 
Book,” which they find to be not 
only “beautiful” and “cunning,” but 
highly practical—a book of con- 
veniently arranged records which 
they take delight in keeping. 

The title page proffers congratu- 
lations in this chummy verse: 


Congratulations, Mother! 
Congratulations, Dad! 
Congratulations, Little Stranger, 
too— 
By George, it is a question 
That is mighty hard to solve, 
Which is the luckiest of the 
three of you. 
Compliments of 
ZAHN’S JUVENILE SHOP 


The title page has spaces to be 
filled in with name of baby, date 
and time of birth, name of father 
and mother and other autographs. 

Each subsequent right-hand page 
is devoted to space for records, each 
space having a heading such as: 
Baby’s Weight, The Presents, 
Baby’s First Photograph, Letters 
and Telegrams, The Christening, 
First Clothes, First Outing, First 
Playmates, First Birthday, etc. 
Each left-hand page carries an il- 


lustration and verse appropriate to 
the record on the opposite page. 

Think of. the number of times 
that members of the family will 
take up this book. Think of the 
number of times that they will show 
it to callers. And here appears the 
name of the storé in association 
with these matters that are nearest 
the heart of the family. 

Surely this is good-will advertis- 
ing that “gets under the skin”’— 
good-will advertising that lives!.... 

“Zahn’s Juvenile Shop” doesn’t 
let birthdays slip by unnoticed. On 
this occasion Baby receives a very 
pretty birthday card. 

Opportunities also are afforded 
merchants to take friendly notice of 
other occasions such as engage- 
ments, weddings, graduations, etc. 


Children’s Parties Appreciated 


One very good “stunt” is to stage 
a children’s party, either at the 
store or in a suitable hall near by, 
providing some form of entertain- 





tday, March 24th (On 
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“Tras wo tevienion to the Bore, dye 
and Giels of Chiciigo snd Suburbs he 
w come to the Foser Panty. 
‘We ahways try to set snide one day 
to give the children » “Big Time,” 















= year 
A children’s party goes a long 
way toward making staunch 
friends of the little folks and 
their parents. 


ment, such as a magician, a ven- 
triloquist, clowns, etc. F. E. Fos- 
does this, using the second floor of 
his Wabash Avenue store, Chica- 
go, and reports most gratifying re- 
sults. 
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SELL SHOES 


FIGHT BEAUTIFUL HAND DE- 
SIGNED MATBOARD FRAMES 3 Nee of PER MONTH 
WITH YOUR NAME OR TRADE 

MARK (LIKE SAMPLE). FOR 


SIXTEEN FRESH, NEW AND SEA- BETTER 
SONABLE, HAND DESIGNED WINDOWS 
CARDS EACH MONTH WITH A 
GENEROUS SUPPLY OF BLANK 
PRICE TICKETS TO MATCH. 











ARE YOUR WINDOWS LOAFING? 


Your windows are one of the best assets you have to produce business. 


They attract attention and influence the sale of more footwear than 
salesmanship. They are your only means of contact with the tran- 
sient buyer. A sure means of securing his or her attention. 


FOOTWEAR IS BOUGHT BY THE EYES. ATTRACTIVE 
APPEARANCE COUNTS 


Show cards with a selling punch are business “getters.”’ 


The RECORDER SHOW CARD SERVICE is particularly adapted 
to the needs of the average merchant. It is seasonable and attractive. 
It is designed by RECORDER men who know what is up-to-the- 
minute in footwear fashion. WRITE FOR DETAILS. 


BOOT AND SHOE RECORDER 


SHOW CARD SERVICE DEPT. 
189 W. MADISON ST. CHICAGO, ILL. 
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PUZZLED? 


JANUARY 
INVENTORY 


INCOME TAX 
PROFITS 
COSTS 














TH 
Know Your 
Own Business 
ACCURATE 
RECORD KEEPING 
IS 


AN INSURANCE AGAINST 
BUSINESS TROUBLES 


AN ASSURANCE 
OF 
CONSISTENT PROFIT 


The RECORDER “Store Records Simplified’ will tell you at a 
glance the things that you NEED to know about your business and 
keeps an ACCURATE record of COSTS and PROFITS. 


It tells to the “dot” what row assets and liabilities are—whether you 
are doing business at a LOSS or a PROFIT. 


If you wish to SUCCEED you must KNOW. 
MAIL THIS COUPON TODAY! 


BOOT ona SHOE [rece 
and Shoe Store Service Department 


189 W. Madison Street, Chicago, Ill. 


Please send me, postage paid, Store Records Simpli- 1 fy 
fied. I agree to examine same for ten days. At the end i 





of that time I will return it to you postage paid if not Be 
satisfactory. It is agreed that if the book is not re- ! 





turned to you within ten days that I shall keep it and 


Western Service Department you may send me your bill for $17.50. 
es ee eee p Pee acl ike Lee 
CHICAGO .. ILLINOIS REE Ta ope Mae desea ps kcsierecerks 
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KID & CALF | 
LEATHERS 


WHITT EMORE BRO: BROS. Corp. 
BOSTON,MASS.US.A. 


A 


| ROUGH WEATHER | 
SHOE POLISH 


There is rough weather ahead. Weather 
that will test shoe leather to the limit. 
With or without rubbers, Winter is hard 
on shoes. “Bostonian Cream” and “Oil 
Paste” shoe polish are two superior ar- 
ticles for protecting footwear of man, 
woman or child. Better see your jobber 
regarding your requirements now. If he 
cannot supply you write us. Do not allow 
customers to neglect shoes bought of you 
whatever the season. Keep them in 
Whittemore’s Superior Shoe Polish the 
year round. 


¢oOn > 
"ALL + INOS oF 
BLACK SHOE 


St : eS 


WHITTEMORE BROS. 


BOSTON, MASS. 
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window sales- 
manship will be yours 
when you use “Pittsburgh” 


: Silvered Reflectors. 


This equipment—as a result of our many 

years of | ion in s lighting —not only 

insures the lighting efficiency, but genuine economy be 
cause of its duvability and long service. 


**Pittsburgh’’ Silvered Reflectors 
Have a Perfect 8-Year Record 


Not one “Pittsburgh” Reflector made since August, 
1916, when we began using our secret process of backing, has 
ever been reported to us as having the silvering tarnish or dis- 
color, or the backing crack, check or peel. 


Write for free bookle-—“Show Window Lighting”—and give 
details of your show window lighting requirements. 


PITTSBURGH REFLECTOR COMPANY 


{Formerly Pittsburgh Reflector & Illuminating Co.} 
000 Bowman Building - Third and Ross Streets 
PITTSBURGH, PA. 


- West Forty-First Street (at Broadway) 
565 West Washington Street 
235 South Eighth Street 
- 90 New Montgomery Street 
- 307 Keller Building 
- 506 St. Paul Place 
Bond & Jordan 
° Sloan Building 
237% Yonge Street 


NEW YORK 
CHICAGO .. . 
PHILADELPHIA. 
SAN FRANCISCO 
LOUISVILLE . 
BALTIMORE 
SYRACUSE, N. Y. 
CLEVELAND ° 
TORONTO, ONT. 


Our 5-Year Guarantee— We absolutely 
and unconditionally guarantee that the back- 
ing on “Pittsburgh” Silver-Plated Glass 
Reflectors will not crack, check or 
peel, and that the silver will not 
tarnish during a period of 
5 years from pur 

date. 

















SHOW WINDOW LIGHTING 





When writing to the above advertisers please mention Boot and Shoe Recorder 














a 


<A 


November 29, 1924 











BOOT AND SHOE RECORDER 
















































































Before and After Christmas 
(Continued from page 91) 
very desirable, because people no- 
tice these things more than the 
shoe merchant thinks, and appre- 

ciate the change, too. 


Fringe With Cotton Batting and 
Artificial Snow 

The snow and icicle effect is 
easily secured by using cotton bat- 
ting along the upper edge of the 
panels, and when the permanent 
background is utilized, along the 
lower edges of the panels and top 
edges of the cross-pieces. A nar- 
row strip of wood may also be 
fastened across the back of the 
window covered with cotton bat- 
ting and fringed to represent 
icicles. A little artificial snow 


sprinkled over the cotton adds. 


much to the effect, especially 
when the window is lighted at 
night. 


[ 
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prong Christmas 
Slippers 


Metab i 


Figure 4—Sketch of a booth used 
for me 3 last December by R. 
. Fyfe & Co., Detroit 























Figure 3—Plenty of Christmas a here, without overdoing the 
tinsel. 











Flower houses supply a wonder- 
ful variety of Christmas decora- 
tions which the shoe merchant can 
utilize in any Christmas setting. 














AC hristmas 


Shoes » Oh rs, 
Rubbers. ats, 
Hosiery, Buckles. 


Jive gifts te wear 
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Figure 5—This type of copy on 

show cards helps sales, by sug- 

gesting all types of footwear as 
gifts. 





Among these the following may 
be mentioned, as they can no 
doubt be secured by return mail 
and installed in a few moments in 
any window. 

Artificial Christmas trees in 
many effects are available. These 
may be used in practically any dis- 
play setting. One very pretty ef- 
fect seen this year is a cut-out 
Christmas tree, made of wall 
board polychromed to represent 


branches, and has six stars col- 
ored with metallic glitter. It is 
mounted on a wood base and 
stands six feet high. Another un- 
usual offering is a poinsettia tree. 
It is flat and may be set up against 
the background. : 


'- Don’t Forget Christmas Wreaths 


Christmas wreaths make a very 
attractive addition to the window 
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Figure 6—Try a Winter Sports 

Week between Christmas and 

New Years. Do some advertising 

and put in a window-setting on 
this order. 


settings. These may be had in 
endless variety. Artificial holly 
leaves with red berries are a fa- 
vorite, although some pretty ef- 
fects are gained by using roping 
wreaths. The latter are made by 
winding papier mache rings with 
green or red fibre roping and add- 
ing sprays of holly, ribbon bows, 
poinsettia flowers, etc. This rop- 
ing can be purchased by the bolt, 
sixty yards costing in the neigh- 
borhood of a dollar. It can be very 
effectively used_in festooning. 


Display Candles May Be Bought 
or Mede 


Very attractive candlesticks and 
candles, wired for electric lights, 
may also be purchased at prices 
varying from $6.50 to $20, and 
as they can be used at various 
times in the window they are a 
good investment. In Fig. 1 a tem- 
porary candle decoration for the 
Christmas window is shown. This 
candle may be made in giant size 
by using one of the cardboard 
rolls found in linoleum, or on 
which some dress goods are rolled, 
covering them with white or red 
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Merry Kiddie Shoe Stands 











You can’t beat ’em 
for drawing atten- 
tion to window or | 
interior displays of | 
children’s shoes. 
They’re of 3-ply lac- 
quered wood, highly 
colored and very 
pleasingly finished. 




















Set of seven pieces, as illustrated, We are originators and sole 


manufacturers of the 


$35.00, f.0.b. Cedar Rapids MERRY - GO- ROUND 
SHOE SHOP 


MERRY-GO-ROUND SHOE SHOP } 0.022222... 


858 So. 18th St., East CEDAR RAPIDS, IOWA 
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Will Your Windows Attract Christmas Business? 
The Decorations shown in our New Christmas Catalog— 
“The Guide to Better Window Displays’’ 
will help you to bring customers into your store. It’s FREE. 


THE ADLER-JONES COMPANY 
645 SO. WELLS ST. CHICAGO 
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January Sales 





Shoes 







































Hosiery 






































Figure 7—Don’t let your January Sales window look *“junky.’’ Use a neat 
setting like this and don’t overcrowd it with merchandise. 


paper, and mounting it on a wood- 
en candlestick. For smaller can- 
dles of this nature the cardboard 
mailing tube can be used. 

The placque hanging back of the 
panel is shown with a dark cen- 
ter so as to emphasize the flame 
of the candle. The flame may be 
made of an electric light bulb, if 
a connection can be obtained and 
the lamp is to be lighted at night. 
If not, then a yellow, or orange 
cardboard cut-out flame may be 
mounted in the center of the can- 
dle, wired in place if necessary. 


Effective Use of a Placque 

A very pretty placque is illus- 
trated in Fig. 2. This placque can 
be purchased for about $5, or the 
handy man may make one that 
will answer for the Christmas oc- 
casion. A wall board placque about 
18 inches in diameter has three 
candles appliqued on it. A beauti- 
ful artificial poinsettia is shown 
below the candles and sprays of 
holly in red and green give it a 
finish that is pleasing and sym- 
bolic of Christmas. This placque 
may be hung in the setting shown 
in Fig. 1 and the large candle 
decoration and placque shown 
there omitted. 

In Fig. 2 fibre roping is fes- 
tooned from the placque to poin- 
settia flowers attached to the side 
panels, giving a very pretty and 
complete Christmas decoration 
that would add grace to any win- 
dow display. The wicker basket, 
with holly sprays, can be pur- 
chased ready to use for $2.75. A 
vase with poinsettia flowers and 


holly sprays may be substituted, 
and these are procurable in any 
town or city. 


A Snow Scene Background 

The winter effect, symbolic of 
Christmas, is retained in Fig. 3. 
This effect is easily secured by 
using cotton batting, as already 
mentioned, or by cutting white 
cardboard in an indented form to 
represent icicles. This cardboard 
may then be frosted over with arti- 
ficial snow and the effect will be 
startlingly attractive. 

The center panel has a circular 
top. The edge of this may be deco- 
rated with silver tinsel fringe, fi- 
bre roping or evergreens. Any win- 
ter scene, Christmas picture or a 
decoration similar to the placque 
illustrated in Fig. 2 may be used 
with this panel. 

The side panels are easily deco- 
rated. They may be painted by the 
sign painter, but if there is no 
sign painter handy the merchant 
may secure this effect easily by 
cutting out Christmas trees of 
green paper and mounting them 
with glue or paste on a red 
panel, which in turn may be made 
by pasting red paper on wall 
board. 


Decorations Are the Making of the 
' Window 

It is a serious mistake to sup- 

pose that the merchandise dis- 

played in the window is the most 

important thing in window adver- 

tising. It is true, the window 


would lack much of its usefulness 
without the merchandise, but it is 
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the decorations that are responsi- 
ble for stopping the crowds to look 
at the merchandise. Especially at 
Christmas time when every store 
has Christmas decorations is it 
necessary for the shoe merchant 
to “go the others one better” in 
his decorations. His windows have 
to compete with all the others for 
favor, and to compete successfully 
they must be more attractive. 

More merchandise may be shown 
in the windows during the two 
weeks preceding Christmas than 
is ordinarily advisable, but it must 
not be over-crowded. It also pays 
to have suitable Christmas show 
cards and price tickets. The price 
ticket is necessary because the 
people have already apportioned 
the amounts to be spent for each 
one’s gift. The price ticket tells 
the story of the cost of each item 
and brings many of them within 
the range of the possibilities of 
many purchasers of gifts. 


Special Booths or Tables Boom 
Sales of Gift Items 

Where there is room in the store 
it pays to erect special booths 
for the display and sale of the 
more appropriate lines for gifts. 
In Fig. 4 a sketch of a booth that 
was used by R. H. Fyfe & Co., De- 
troit, Mich., last year is shown. 
This booth sold hundreds of pairs 
of slippers that would not have 
been sold by this firm if they had 
been handled in the usual way 
from stock shelving. 

A table was erected for the dis- 
play of the slippers. To add to the 
attractiveness of this and to se- 
cure attention to the display, a 
circular canopy was built to form 
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Figure 8—Paper pennants help 
considerably in “‘putting over’’ a 
sale. 


a background for the display. This 
was of a temporary character, 
wooden circles covered with white 
material being used. Silver tinsel 
fringe was used around tHe edges 
as a decoration. A star was hung 
from the center in which a num- 
ber of electric lights blazed out 
the Christmas message. Holly 
wreaths and evergreen festooning 
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Do you want to 
double your chil- 
dren’s shoe sales? 


We sell Acrobat Shoes direct to dealers 
only. So we know how dealers are suc- 
ceeding with them. 


Our sales records prove that hundreds of 
dealers, throughout the country, have 
more than doubled their first year’s 
Acrobat Sales. Many are now ordermg 
annually several times the number they 
sold a few years ago. 


DOUBLE WELT 


SHOES 


No. 1317 


Mahogany Calf 
Soft toe, . flexible 


tock 
$2.25 


No. 1310 


Mahogany Calf 
Flexible Oak Sole 


In Stock 
6-8 C, D veveree $2.50 
8%-11 B, C, D.......... 3.00 
144-2 B, C, D............ 3.40 


Write for details of the Acrobat Agency and 
our new catalog 24F. 


SHAFT-PIERCE SHOE CO. 
240 Third St. Faribault, Minn. 


Specialists in Children’s Good Shoes since 1892 
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Are Your 


Store Chairs 
Comfortable? 


Do they give your customers perfect ease and freedom while being 
— or are they the old style type of narrow, cramped chair? This is 

cannot joules because it may have a deciding effect 
on jon: ang 


Chairs by Reischmann solve the problem for you. They are especially 
for shoe stores. Here we illustrate one of our popular models 
in quartered oak, birch or solid mahogany. 


Send today for Full Descriptive Catalog 


RA FISCHMANN © 


229-239 West 36th Street - - New York 











Flat Packet 


WI Register 


For Any Manifold Record 
FOUR EXCLUSIVE FEATURES: 
1. A load is a single pack- 3. Slips lie flat—not curled. 
et for any number of car- 4. Issues all tickets or 
bon copies. automatically refolds one 
2. Keeps slips in align- copy in a flat pack in the 
ment. locked compartment. 


American Sales Book Company, Ld., Elmira, N.Y. 


Dept. 
WEST OF THE ROCKIES 
Pacific Manifolding Book Co., Pacific Coast 
Emeryville, Cal. Los 
IN CANADA, F. N. Burt Company, Ld., Toronto, Can. 


Sales Book Co., 
Cal. 




















2K More Business XX 


is possible with Greeley Bou- 
doirs in your stock. A sub- 
stantial trade can be obtained 
in this line. Just test it 
out. We carry stock 
styles and can make it 
easy for you to start 
selling. Black and colors. 
Leather or rubber heels. 
At once deliveries. 
If your jobber -«anet supply you, write us. 


Sx 12 iste G aes Med f Mass. Se 











When writing to the above advertisers please mention Boot and Shoe Recorder 
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can be used to decorate such a 
booth. 

If a booth or display table is 
used for either the men’s slippers, 
hosiery, women’s novelties, etc., 
it will pay. Stocks may be carried 
under the table to facilitate han- 
dling. Each slipper on display 
should have the price distinctly 
shown on the sole, as that will 
save a lot of unnecessary ques- 
tioning and much precious time. 

The show card illustrated in 
Fig. 5 is offered as a type that is 


have received skates for Christ- 
mas presents. 

The Christmas decorations 
should be removed from the win- 
dow on December 26, not later. 

Many shoe merchants will begin 
their sales early in January. For 
those who do this several sugges- 
tions are offered for window dis- 
plays. In Fig. 7 a complete sale 
setting is illustrated. 

This is easily installed and is 
sure to be attractive as it has not 
the cheap look that many sale win- 
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Figure 9—Show cards for a given sale should con- 
form toa set style. Here are shown several different 
styles, 


very suitable for use in the Christ- 
mas window. The fact that the 
footwear displayed is offered as 
gifts has a wonderful effect upon 
the human mind. It is a constant 
reminder that shoes and hosiery 
are suitable for gifts, and once 
that is settled in the mind, the 
shoe merchant’s battle for busi- 
ness at Christmas is half won. 


After Christmas What? 


The shoe merchant is often in 
a quandary as to what to do during 
the week between Christmas and 
New Year’s to secure business. 
Too often, nothing is done to make 
the business better, but something 
should be doing in the store all the 
time. The writer offers a Winter 
Sports Week as one good move. A 
sale of skating and hockey shoes 
is very appropriate at a time when 
many boys and girls, especially, 


dows have. The panels are of wall 
board and completely cover the back 
and sides of the window. The sea- 
scape is suggested because the sail 
boat symbolizes the sale. The val- 
ance may be of white paper and is 
useful because it can be seen from 
the opposite side of the street. 

The interior of the store should 
receive some attention at sale 
time, other than the usual custom 
of placing tables of bargains on 
the floor. A very simple use of 
cardboard pennants is illustrated 
in Fig. 8. 

A variety of sale cards and price 
tickets is shown in Fig. 9. The 
more cards of this nature that are 
used the more of a sale appearance 
the store will present to the pro- 
spective buyer. 

The clearance sale is a neces- 
sary, and a useful sale event, but 
it should be conducted in accord- 





ance with the policy of the store. 





What’s the Answer? 
PROFITS 


(Continued from page 89) 


an over-grown peddler that has 
“busted into society.” It has put 
“notion peddling” on a modern, 
scientific, merchandising basis, 
and all honor to them. And why 
do those stores sell shoe laces, 
polishes, insoles and such things? 
The same answer— Profits. If 
those “five-and-ten’s” can make 
money on a “conglomerate mass” 
of those things, why can’t the shoe 
dealer who has the “first crack” 
at his customer when that cus- 
tomer is in his shoe store, thinking 
shoes, seeing shoes and buying 
shoes? 

And then there are the grocery 
stores—oh, why go on when there 
are so many other kinds of stores 
through which a shoe dealer’s 
profits are “leaking?” The point is 
that there are plenty of shoe deal- 
ers, but not enough shoe service 
sellers. When we see more of them, 
the kind of retailers who sell not 
only good shoes but also the things 
that help to keep good shoes good, 
then will we see more satisfied 
shoe customers, more profit-smiles 
and fewer worry-wrinkles on the 
faces of shoe store owners. 

The situation reminds me very 
much of the captain of an ocean 
steamer whose crew was sadly in 
need of fresh water to drink. 
Along with his wireless appeal, 
“Rush fresh water, crew dying of 
thirst,” he gave the latitude and 
longitude of his vessel. Another 
captain who picked up the mesS8age 
flashed back, “Drop your bucket 
in the ocean, you are near the 
mouth of the Amazon.” 

The first captain, not knowing 
that the water in the South At- 
lantic ocean is fresh for many 
miles out from the mouth of the 
Amazon river, was begging for 
fresh water while his ship was 
riding all over it. 

I wonder (just wonder, you 
know,) if there aren’t altogether 
too many shoe dealers who are 
casting covetous glances at the 
profits they think (notice I said 
“think”) dealers are making in 
other lines, when all they have to 
do is to “drop their bucket,” reach 
down and hold profits in their 
shoe stores, which profits drug 
stores, peddlers, five-and-ten’s, 
grocers and other stores are get- 
ting! 
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Mr. Bion F. Reynolds 


BION F. REYNOLDS, INc. 
BROCKTON, MASS. 
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Open Letter 


To BION F. REYNOLDS 


Dear Mr. Reynolds: 


You come of a long line of skilled shoemakers, reaching far back into 
the days of the early history of Brockton shoemaking. It is only logical, 
therefore, that making quality shoes for men should be a matter of pride ~ 
with you. 


The personal care you have always taken in selecting the leathers of 
which your shoes are made is but one instance of your purpose to spare no 
pains in seeing that Reynolds Shoes preserve their traditional excellence. 


The volume of New Castle Kid which you buy from us is very much 
appreciated, but we take just as much pleasure in the fact that a man who 
knows so well what real kid leather should be is so tangibly approving New 
Castle Kid. 


Sincerely yours, 


NEW CASTLE LEATHER CO., Inc. 


NEW CASTLE KID 








When writing to New Castie Leatuer Co., Inc., please mention Boot and Shoe Recorder 




















I am an advocate of Satin as a material for women’s high- 


grade footwear, such as we deal in exclusively in my depart- 
ment. We have had unusually good success with Satin, when 
built into quality merchandise, as it is a particularly pleasing 
fabric for the ultra smart woman. Am using it extensively in 
Arch Preserver Shoes, which are welts, proving the prac- 
ticability of good quality Satin for footwear. 


ENG Feber 


Mgr. Ladies High Grade Shoe Dept. 
R. H. Fyfe & Co., Detroit, Mich. 














Unusually Good 
Success 


ik 


ATIN when built into quality footwear is an 
important factor in shoe merchandising success 
Mr. Filion’s statement again brings out this point. 


‘We have produced in DARBROOK SHOE 
SATINS a fabric of quality, combining -lustre, 
uniformity, strength and beauty. Your satin shoes . 
when made of DARBROOK SHOE SATINS will 


please both you and your customer. 


si 
Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 


Represented by 


W. A. Gallup T. F. Leary Henley & McGaghey’  G. Fitzgerald D. J. Finn 
Cincinnati Boston St. Louis New York Philadelphia 


SHOE SATINS 
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VETERANS— 


but still going strong 


In Stock $4.50 In Stock $4.50 


Widths 
D, E and EEE 


Sizes 
2% te ll 


B77—Black glazed kid, ve Woogheat 

674” height. plain toe, I1/ ingot B75—Black glazed kid “outsize” top lace 
heel. Flexible welted sole. Price. . . .$4.50 634” height, regular tip, 11/8 Wingfoot 
B7714—Same in button. heel. Flexible welted_sole Price. . . $4.50 


B677—Same as 77 with a regular top. 


A retail stock is incomplete without a run of sizes on a few of the above numbers. 
All are built over lasts designed expressly for FAT feet, and they will FIT when 
all others fail. 


Every pair is of Goodyear welt construction with Red-Line-In linings, leather 
counters and box toes, Diamond eyelets, solid leather heels, and re-inforced steel 
arch supporting shanks. 


4 ROCHESTER, N. Y. 


506 Security Building 


Chicago Office: 199 w, Madison Street 


When writing to W. B. Coon Co. please mention Boot and Shoe Recorder 
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N.S. T. A. Issues ‘‘Warrant”’ for Boston Convention 


107 


Big Attendance Anticipated at Fourteenth Annual Meet, January 8-9—Iowa Boys Giving 
Strong Co-Operation to Merchants 


HE National Office at 183 
Essex street, Boston, is the 
scene of much activity, con- 
vention-wise, during the past few 
weeks. Secretary Delany has ar- 
ranged an original plan for a big 
attendance in the form of a Con- 
vention “Warrant.” This “warrant” 
is sent to all of the secretaries of 
the affiliated associations. It is 
phrased in true legal style, and 
states concisely the articles which 
must be acted upon. This document 
is signed and sealed by President 
B. McWhirter, and Secretary T. A. 
Delany, and secretaries are di- 
rected to “serve this warrant” by 
posting or reading attested copies 
thereof in their places of meeting, 
ten days before the day and hour 
of holding of said meeting. “There- 
fore,” continues the document, “fail 
not, and make due return of this 
warrant with your doings thereon, 
to the secretary three (3) days at 
least before the day of said meet- 
ing.” 

Accompanying this “warrant,” 
are instructions to the secretaries 
relative to resolutions, proxies, per 
capita taxes, reduced railroad fares 
and the proposed insurance fea- 
ture; a brief summary of “What 
the N. S. T. A. Has Accomplished” ; 
a copy of the Constitution and By- 
Laws of the N. S. T. A. Mutual 
Benefit Association and By-Laws 
governing the N. S. T. A. Thus are 
the memories of the various secre- 
taries and association members re- 
freshed or enlightened, before the 
annual convention takes place, and 
with busy men, like the shoe trav- 
elers of the country, such data 
stands them in good stead and is 
greatly appreciated. 


Iowa Group Meeting—December 30 


The Shoe Travelers’ Auxiliary of 
Iowa are exceptionally active in 
their co-operative work with the 
Iowa Retail Shoe Dealers. It is 
planned by the merchants to have 
their convention at the Hotel Des 
Moines, Des Moines, March 10-12, 
1925, and the merchants have asked 
the shoe travelers’ auxiliary to 
stage a style show. The boys are re- 
sponding with fifty professional 
models, who will exhibit in the 
ballroom of the Hotel Des Moines 
on Wednesday night, March 11. At 
the group meeting held at Iowa 
Falls, November 13, J. E. William 








NORRIS KIRKPATRICK 


Who covers Illinois, Iowa and 
Nebraska for The Riley Shoe 
Mfg. Co. 


Prescott, chairman of publicity and 
entertainment for the Shoe Trav- 
elers’ Auxiliary of Iowa, was in at- 
tendance, as well as the secretary- 
treasurer, Carl P. Ortlund and Mr. 
Becker. This is the sixth group 
meeting of the retail merchants and 
the travelers. 

The next group meeting will be 
in Des Moines, Iowa, December 30, 
and everything will be gone into in 
reference to publicity and of inter- 
est to the Iowa Retail Shoe Dealers. 


Kirkpatrick with Riley Shoe 
Co. 


Norris Kirkpatrick, who has re- 
cently joined the sales force of The 
Riley Shoe Mfg. Co., is now in his 
territory covering Illinois, Iowa 
and Nebraska with the Riley line. 
He has long been identified with the 
shoe industry, having an expert 
knowledge of shoe-making and sell- 
ing. He has traveled for Gray Bros., 
A. M. Legg Co. and Geo. W. Baker 
Co., as well as having had a num- 
ber of year’s experience as manager 
and buyer for a retail shoe store 
which gives him a thorough knowl- 
edge of the retail merchant’s prob- 
lems. 

In joining the Riley organization 
Mr. Kirkpatrick feels certain that 
he has a line of shoes which will 
meet the strictest requirement for 
stylish up-to-the-minute McKay 
novelties, where quality is para- 
mount; also the newest and best in 
welts. 

Mr. Kirkpatrick is making his 
home in Davenport, Iowa, so as to 
keep in close touch with his many 
friends and customers in the terri- 
tory and expects to see them often. 
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J. E. DENMAN 


Covers Kentucky and Tennes- 
see for Creel, Mauldin & Cham- 
bers. 


Creel, Mauldin & Chambers, Inc., 
announce the appointment of J. E. 
Denman, Clarksburg, West Vir- 
ginia, to cover Kentucky and Ten- 
nessee. J. E. Denman succeeds his 
brother, Chas. F. Denman, who died 
September 30. 

Mr. Denman is a shoe traveler of 
many years’ experience and it is 
predicted that he will maintain the 
high standard of service to his cus- 
tomer and loyalty to his house 
which characterized the work of his 
brother Charles, who was one of the 
most popular salesmen in the 
Southeast. J. E. Denman’s head- 
quarters are Phoenix Hotel, Lex- 
ington, Kentucky. 


McGarry Travels for Gor- 
man Shoe Co. 


D. P. McGarry covers the retail 
trade from Haverhill to the Middle 
West for the Gorman Shoe Co. Mr. 
McGarry started on his trip this 
week, after spending about ten days 
at the factory “lining up” samples 
for spring. He has been with the 
Gorman folks for a year and a half, 
and says that the line of fine turn 
shoes made by this house is meeting 
with a splendid reception. Mr. Mc- 
Garry has a host of friends in his 
territory. He formerly traveled for 
E. P. Reed & Co. 


Sells Eastern Rubber Line 


Joseph M. Bradley, who has been 
associated with the Eastern Rubber 
Co. of Boston for a period of some 
15 years, is now covering his terri- 
tory in Pennsylvania, Ohio, Ken- 
tucky and West Virginia. 
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A Worthy Cause 


The holiday season is one of 
good-will to all mankind. 
There is an opportunity to be 
of great assistance to the be- 
reaved family of the late 
Henry M. Long, beloved sales- 
man and comrade of the road. 

Let us help the widow and 
daughter to enjoy their 
Christmas with a few ma- 
terial comforts, through the 
good offices of John W. Hoben, 
215 Essex street, Boston, who 
stands ready to receive the 
contributions. Already some 
shoemen have responded no- 
bly. We can all spread a little 
sunshine. Let us all do a 
charitable act in a very needy 
case. 











Yost with Menihan 


Walter B. Yost travels for the 
Menihan Co. He covers the large 
stores in Philadelphia, Washington, 
Baltimore and Newark, calling on 
the trade with new samples each 
week. His headquarters are at 513 
Denckla Building, Philadelphia. Mr. 
Yost is one of the best known and 
liked men on the road; he has been 
traveling since 1889, never missing 
a trip. He has had his office in the 
Denckla Building for ten years. At 
one time he traveled for Luna & 
Sweet Co. and Merrill Porter Co. 
Walter says that he has a “real” 
line and that the merchants on 
whom he calls are of the same 
opinion. 


Schacket Salesman and 
Designer 


Alfred Schacket, salesman for the 
Harney Shoe Co., was at the fac- 
tory recently, preparing a new line 
of samples to take with him on a 
trip. Mr. Schacket has made a 
practical study of designing shoes, 
so that he is abie to prepare a pat- 
tern in the manner of a shoemaker, 
and, being a student of style trends, 
he is also able to determine what 
material shall be used for making 
the shoes. 


Joe Luckey “Starts Out” for 
Charles Meis 


After seven years’ service “inside 
the house,” Joseph Luckey goes on 
the road as a traveling salesman for 
The Charles Meis Shoe Company, 
manufacturers and wholesalers of 
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JOSEPH LUCKEY 


Who covers extreme Southern 

and Southeastern Ohio and 

Northern Kentucky for the 
Charles Meis Shoe Co. 


Cincinnati and Lebanon, Ohio. It is 
a singular recognition of Luckey’s 
ability, for it is an important terri- 
tory that he will cover and many of 
his firm’s largest accounts will be in 
his charge. 

Joe, during his seven years with 
Charles Meis, has made himself 
not only a valued employee, but his 
fine character and personality have 
won him the friendship of every- 
one with whom he has been in con- 
tact. He was married a little over a 
half-year ago and the nickname 
“Lucky Joe” seems to fit him quite 
well. But Luckey’s advancement to 
the outside field, as anyone who 
knows him will testify, has not been 
due to luck. Joe is an intelligent, 
hard worker, who deserves full 
credit himself for whatever he has 
won. 

“Joe” is “Luckey” 


By the time this appears in print, 
Joe will be in his territory, probably 
a good many miles away from the 
home office. Along the Ohio river, 
the extreme southern, southeastern 
Ohio and northern Kentucky sec- 
tion will be his ground, and he is 
carrying a full line of samples to 
show his customers. 


Addy with McElroy-Sloan 


J. G. Addy, a widely known shoe 
salesman, covers territory in the 
middle section of Georgia, for the 
McElroy-Sloan Shoe Co., making 
his headquarters at Decatur, Ga. 
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CHARLES E. LUDLOW 


Who assists Gene Murphy 
in California. They sell the 
“Martha Washington” line. 


Charles E. Ludlow assists Gene 
Murphy, past president of the Pa- 
cific Coast Shoe Travelers’ Asso- 
ciation in California. They sell the 
F. Mayer Boot and Shoe Co.’s 
“Martha Washington” line of 
women’s turns and welts. For a 
number of years, Mr. Ludlow rep- 
resented the Marvin Shoe Co., of 
San Francisco. He is one of the 
best-liked and best-known men 
covering the Coast Towns. 


Iowa Boys Meet December 6 


The next meeting of the Iowa 
National Shoe Travelers’ Associa- 
tion will be held in Des Moines, 
Iowa, at the Hotel Fort Des Moines, 
Saturday, December 6, at a one 
o'clock luncheon. The object of the 
meeting will be to bring about a 
closer relationship among all shoe 
travelers and also to discuss the 
sending of a delegation to the N. 
8. T. A. Convention at Boston, Jan- 
uary 9-10. All visiting shoe trav- 
elers in Des Moines on that date 
are invited to attend this luncheon. 


Imig Is Advanced 


L. L. Imig, who has represented 
the Rich Shoe Co. of Milwaukee in 
Wisconsin territory for the past 32 
years, has been assigned to a larger 
territory and has moved his head- 
quarters from Sheboygan, Wis., to 
Milwaukee. Mr. Imig will now be 
in charge of North and South 
Dakota, Minnesota and Upper 
Michigan, in addition to Wisconsin. 











December an Important 
Selling Month 


(From Weekly Shoe Sales Bulletin, 
written by One Hundred Shoe Sales 
Managers—Compiled by C. A. Dickens.) 


It is during November and 
December that good salesmen 
do a great deal of forward 
thinking and _ preparatory 
work for the new year. It can 
be done in the last quarter of 
the old year. It is a time when 
the intelligent, energetic, far- 
seeing salesman should be 
doing his hardest thinking 
and his best work. 

How late should salesmen 
work in the year? Many 
houses allow their salesmen to 
lay off about December fif- 
teenth. For this reason, De- 
cember is usually a poor 
month. Other houses, however, 
have found, notwithstanding 
all stories to the contrary, 
that good selling work can be 
done right up to Christmas. 
Here is where you see a great 
difference between the sales- 
man who works on a flat 
salary and the salesman who 
works on a commission ar- 
rangement. The flat salary 
salesman is always ready to 
quit while the commission 
man somehow finds it possi- 
ble to dig up some business in 
out-of-the-way places right up 
to Christmas Eve. Of course, 
we all hear stories about the 
retail trade being so busy 
that they have no time to buy 
shoes the two weeks before 
Christmas. Our experience 
has been that this is all bunk. 
If the Christmas trade is 
good, merchants run out of 
shoes and naturally they buy. 
The salesman who is on the 
job gets the business. The 
salesman who has quit nat- 
urally does not get it. 


Show ’Em You’re a Winner 


It’s always “hard times,” if 
you’re thinking that way, And 
prospects are “gloomy” and 
“blue,” But while the sun’s 
shining, if you will “make 
hay” You’ll get what is coming 
to you! Don’t let “hard times” 
floor you, and steal your good 
“rep”; Don’t dream about 
“green fields afar;” We know 
you’re a winner—now show 
us some “pep”—Make good on 
the job where you are! 
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WILL A. CAMPS 


Who is now with Atkinson- 
Blumenfeld Co. of Boston, 
covering the big cities in 
Louisiana, Mississippi, Ala- 
bama, Arkansas, Tennessee, 
Florida and Texas. 


Billy Camps, who represents the 
Atkinson-Blumenfeld Co.’s line of 
novelty shoes, with sample office 
in New Orleans, 206 Wainer Bldg., 
reports big business all through 
Texas, which he has recently been 
covering. He writes that he met 
a great many of his old friends in 
business in Texas, who knew him 
when he traveled for the R. E. Mc- 
Donald Co. “Billy’s” knowledge of 
Spanish has helped him to make 
many new friends in Laredo and 
other Border Towns, and as a re- 
sult he met with splendid success 
there. 


Praises Texas Hotels 


“Billy” is loud in his praises 
of the Texas hotels. He says that 
the traveling men are well taken 
care of and that the prices of the 
rooms are reasonable. At Laredo, 
the big, million-dollar New Hamil- 
ton Hotel was opened November 1. 
Special sample rooms have been 
installed for the traveling men, 
and the prices will remain at the 
same reasonable rate. 

Billy returned to “Little Ole 
New Orleans” in time to eat 
Thanksgiving dinner with his dear 
ones. In the latter city he enjoys 
a very large trade, selling almost 
every retail shoe store and shoe 
department in the “Crescent 
City.” 
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Crepe Rubber 


Covers the Country in 1925 


NATURAL CREPE RUBBER 
| “Plantation Finished | 


Soles for Everybody’s Every Day Wear 


It will cover the newspapers in all the important centers in 
the country as well as national magazines and busine 
sport magazines of large circulation. 


What this means to you To tal 


all Salil Rubbe 
You will receive many inquiries from the trade as to the styles of shoes you, . m 


intend to equip with Natural Crepe Rubber Soles. We are 


Some manufacturers are going to announce in the trade journals that they will eee 


have a line of these shoes and exert special sales efforts to take advantage of sae 

this publicity. or mar 
Such advertising and sales promotion will be very valuable, because it will tie 

right in with our large advertisements which will appear all through the year. 


Send t 
We will send you cuts of our copyrighted name plate ads 


its apr 
These cuts are the same as that which appears at the beginning of this adver- 


tisement, in sizes to suit your needs, which you may use in your announcements, 
thereby identifying yourself with the genuine product. 








When writing to Rusper Growers’ Association please mention Boot and Shoe, Recorder 
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Sole Advertising 


35 Million People Learn About 


NATURAL CREPE RUBBER 
| Plantation Finished | 


Soles for Everybody’s Every Day Wear 


We'shall be glad to answer any questions you may have from time to time 
about our advertising plans —the response we are getting and the trend of the 
business as we see it from advertising results all over the country. 





s in 






Get your name on our index 





To take care of the many inquiries we receive as to where shoes with Natural Crepe 7 
Rubber Soles may be bought we are building an index to which we can turn and locate af 
in a moment the manufacturers and dealers who carry the sort of shoes in question. P, 
We are then able to refer the prospect to the nearest source. These inquiries / 

; ie di 
come from both consumers and dealers. To get the benefit of these inquiries send / 
the name of your concern, giving the style shoes on which you expect to 
feature Natural Crepe Rubber Soles, and state whether you are a dealer 4 
or manufacturer. Use the coupon. / 





you 






will 
e of 







es Mr.G. R. Crowther 


Handbook — FREE Pe 


3th Floor, 
Send the coupon for the new Handbook which tells all about / 206 Maiitenn ro , N. Y. City. 


Natural Crepe Rubber (Plantation Finished) and details of Ps Please cond me without’ change 


. : [_]euts of name-plate—size. . ; 
its application to all styles of shoes. Peed ttad Wiel dit tale” hn 


#. your index of Manufacturers and Retailers 


USE THE COUPON AND COOPERATE 4 acing a Natural Crepe Rubber (Plan- 
WITH OUR ADVERTISING Z_ tation Finish) Soles. 


7 -Name 


| tie 







te 






Ver- 
nts, 





v7 "” “Manufacturers or Retailers 
4 I. 2, on sas. jes ate, ap jiding blimne ob baie ieee aa ae 
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Charles T. Wilson Co., Inc. 


82 BEAVER ST., 
NEW YORK CITY 


NATURAL CREPE RUBBER 
[ “Plantation Finished | 


We Specialize In All Grades of 


Natural Crepe Rubber 


(Plantation Finished) 


We carry stocks of all grades 
and thicknesses of 


CREPE SOLEING 
IMMEDIATE ries DELIVERY 


And Are Direct Importers of 


Harrisons and Crosfield’s 
Estates 


Write for Samples and Quotations 
aS>= 


LITTLEJOHN & CO., Inc. 


137 Front Street 
New York City 


eee elelIIelIu en | 


REY-SAM-WIDE SHOE 


TRADE MARK 


SHOES MADE TO WEAR 


IN STOCK 
SIZES 6 to 12 


Every retailer has yy call for a 

PRICE, WIDE, dress shoes. We 

FOURTEEN numbers IN STOCK on “SIX 

DIFFERENT lasts. EVERY shoe WAR- 

RANTED 100 per cent leather. START your 

customers on THESE shoes and they will 

become STEADY customers. We ask for the 

privilege of sending you a pair of each number, 

or any one number oft he fourteen styles. If not 

ALL we claim for them, return. We'll stand 

carrying charges BOTH ways. After exami- 

nation, terms and prices are as below F.O.B. 

BROCKTON. C SHOES and 

NARROW WIDTHS made on order ONLY =) OC 

—4 weeks delivery. Here is a proposition that : 

merits your IMMEDIATE action. 
Stock No. 100—Gun Metal Calf Bals, Single Sole, Hicks Last 7W . x 50 Stock No. 568 - Rieck Vici Bals, Double & Sole, toy Last7W.. 
Stock No. 105—Gun Metal Calf Bals, ~s Sole, Hicks Last 7W.. 3.75 Stock No. 2 lack Vici Bals, Single Sole, Duke Last7W........ 
Stock No. 110—Gun Metal Calf Bals, Single Sole, Duke Last 7W.. 7 50 Stock No. sis Bleck Vici Bals, Double Sole, Duke Last 7W.. " 3.75 
Stock No. 115—Gun Metal Calf Bals, Double Sole, Duke Last 7W. . 75 Stock No. 300—BlackVici Plain Toe Bals, Single Sole, Bunion Last 7W 3.50 
Stock No. 200—Black Vici Bals, Single Sole, Hicks Last 7W 3.50 Stock No. 310—Black Vici Cap Toe Bals, Single Sole, Bunion Last 7W 3.50 

SPECIAL FOR POLICEMEN, FIREMEN AND POSTMEN 
With Barbour Stormwelt 


Stock No. 400—Gun Metal Calf Bluchers, Double Sole, Munson Last 5W.....................-- G4 
Stock No. 405—Gun Metal Calf Bluchers, Double Sole, Cub Last 5W . 
Stock No. 410—Gun Metal Calf Bals, Double Sole, Governor Last 5W 

Stock No. 415—Black Vici Bals, Double Sole, Governor Last 5W 

Term:«—2 Per Cent 10 or Net 30, F.O.B. Brockton. Salesmen Wanted on Comentesion- 


LUKE W. REYNOLDS CO. o?'MENS"Shors 4127 “Steer Brockton, Mass. 


When writing to the above advertisers please mention Boot and Shee Recorder 


LWA WA WAAAY WWW WA WANWA ad 0d Wd WO 0d WW YO Sd Wd A Wd YW ‘ 


Your name on our mailing list 
will assure you of receiving our 


periodical market reports. 


4) 


Wa) 


SAMPLES AND PRICES ON REQUEST 


eee IITTneliuniiienniiineni iii niente) 


Tleliiiiiieliiii eli eli @liiiiieliiiiiiiiiiieliiiiiiiiiit=tiiiiin T= TTL = r= 


By BVO (OV (BB DAN NB BD IDO DODD DD WN D/O (W/O 
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“NATURAL 
PLANTATION F INISHED 
_ CREPE SOLING ° 


RUBBER 


E R. HENDERSON & CO, bi 


- 250: WEST 57th STREET. 
~NEW YORK CITY «3 * 


(rude Rubler 


Importers of product of Far East plantations exclusively 


CUTTINGS UPON REQUEST 


STANDARD THICKNESSES 
CARRIED IN STOCK 


Samples and Full Information as to Best Factory 
Methods and for Use in Repairing on Request 
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ARCH RELIEF SHOES 


“Comfort in Beautiful Footwear” 


Sell— because 


ARCH RELIEF shoes are perfect fitters. 

ARCH RELIEF shoes are finely tailored. 

ARCH RELIEF shoes are favorably priced. 

ARCH RELIEF wearers come back again and again. 
ARCH RELIEF dealers make a steady profit. 


ARCH RELIEF shoes improve the business of any good 
store. 


ARCH RELIEF shoes are carried in stock always. 


Drop us a line — we’ll give you particulars. 


Welt. 13/8 Rubber Ti 
binat Last. No. 131. 


6727—Same as above. 
a. Kid. Price ....... $5.50 


fro nououtrtesnm 2s 


No. 6005—In Stock, Black Kid —In Stock, Black 

Arch Relief Oxford, Goodyear Nein Ralie? Onioed ~3 

Welt. 13/8 Rubber Heel. Com- Welt. 12/8 Rubber Hea 

bination Last. No. 131. Price, bination Last. No. 118. Price, 
$4.60 $4.60 


No. 6004—Same as above, 
Brown Kid. Oe $5.38 


The RILEY SHOE MFG. Co. 


COLUMBUS, OHIO 








i| a a ee a ee ee a | 








When writing to Tur Ritey Suor Merc. Co. please mention Boot and Shoe Recorder 
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Brisk Tone Returns to 
Characterize Chicago Trade 


CHICAGO—During the first two 
days of the week ending Nov. 22 
Chicago shoe merchants had a 
touch of “old time” retailing, when 
the first snow of the season hit 
the city and there were wet streets 
an’ slushy walking. Business was 
more than brisk, which bears out 
the prediction that a bit of real 
wi iter weather is all that is needed 
to get shoe business going and 
steck selling. The week’s business 
as a whole was nearer up to ex- 
pe‘tations than any other six-day 
peviod through the entire fall, and 


in spite of sunshiny days that fol-. 


lowed the first snow, the promise 
of winter’s nearness has brought 
avout shoe buying. 

Tans still continue to be lively in 
both men’s and women’s shoes, al- 
though the lighter shades are 
gradually falling off and probably 
will continue to do so with the com- 
ing of snow. With little or no 
weather than normally produces the 
demand for high shoes, the average 
store sales have been running close 
to an even break between high 
shoes and oxfords, which might in- 
dicate a higher percentage of the 
high shoes when winter weather 








Suggests Shoes as 
Christmas Gifts 


Many shoe stores are plan- 
ning an active campaign on 
shoes as practical Christmas 
gifts. They are planning a 
more determined effort to at- 
tract attention to shoes as 
both suitable and useful pres- 





ents, in an effort to add the 
sale of extra footwear in De- 
cember and to reduce inven- 
tories. 

This should have its effect 
on trade during December, al- 
though there is question of 
the real merits of the plan 
among some who contend that 
the increase in buying is off- 
set by the lack of the recipi- 
ent’s need for footwear later. 
It’s a fifty-fifty plan with 
some argument on both sides, 
but if it helps the individual 
sell more shoes, then it has 
merit. 














sets in. The high shoe trade bids 
fair to continue. 


Patents and Satins Strong 


Tans in women’s lines still are 
popular, but they show some indi- 
cations of giving way to a more 
certain demand for black footwear 
than was noticed a few weeks ago. 
Patents and satins have increased 
their popularity at the expense of 
tans, and the choice seems divided 
between the Regent and D’Orsay 
tie types, and the gored oxford 
effects. 

There is a greater demand for 
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shoes that have more leathers and 
fewer “holes.” Strap models are 
popular, but more definitely con- 
fined to the solid vamp and quarter 
types than to cut-out models. 


Buckles and Ornaments 
Going Well 


Judging from the footwear seen 
on the street this will be a good 
year for ornaments. Many types are 
seen. The cut-steel buckles, stone- 
set with fabric and leather back- 
grounds and many satin fan com- 
binations with a preference for 
round and oval shapes, are seen. 
The satin-trimmed pump with gold 
facings, ornamented with buckle 
or fan, seems to be a favorite with 
younger buyers. 





St. Louis Stores Enjoy 
an Increase in Buying 


ST. LOUIS—Optimism prevailed 
during the week ending November 
22 throughout the downtown “shoe 
belt.” Encouraging signs were evi- 
dent in a majority of stores of in- 
creased business. The reports re- 
ceived in most cases were that 
gains in sales were shown over the 
previous week. Even more good 
news was in the statement that a 
great many had shown increases 
over the same week of 1923. It has 
been a few months since the week’s 
business has been greater in vol- 
ume than the same period of a year 
ago. And in addition to this cheer- 
ing news, comes the further state- 
ment that November will show a 









The front shown in the above photo of the Ralston store at 12 No. Penn- 





gain over the same month of 1923. 
Some give the figures as high as 20 
per cent. 

Christmas buying is being no- 
ticed and some stores already re- 
port sales in the felt slipper lines. 

The style situation continues as 
before. Tan calf still remains the 
unknown quantity as to its popu- 
larity or rather the length of its 
prestige. Stores report good calls 
for this leather and the buyer of 
one of the largest department 


stores stated that he believed it 
would run into the early spring. 
Patent holds well and no slacken- 
ing in the demand is observed. 
(Continued on page 117) 






sylvania street, Indianapolis, is effective. Probably the slightly receding 


windows help. Smith J. Gray and R. F. McGreeney are in charge. 
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APYTOY, 


a a 


Welte sty ics for Little Folks © “ex! 


New Process Welts 


Carried in Stock 


Guaranteed all leather construction. Soles 
are cut in our own factory from Chrome 
retanned bends, wear-resisting to a re- 
markable degree. 

















Stock No. B976—Patent Leather New Process 
Welt Blucher. 
Sizes 2 to 5—$1.45 per pair 


We have a representative in your terri- 
tory who will be pleased to show you 
our complete line for Immediate or 











Spring Delivery 











_>*~ 





Smperial Childrens Shoe Corporation 





MANUFACTURERS 


ROCHESTER, N.Y. 
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Satin retains third position with 
little danger of overtaking patent. 

Brown and black suede have re- 
ceived some attention. The call was 
not enthusiastic but sufficient to be 
mentioned as one of the new style 
selections occurring during the 
week. Saturday, Nov. 22, was an ex- 
cellent day, and most of the stores 
were crowded. 











Missouri Merchants 
Chose Convention 
Dates 


The Missouri Retail Shoe 
Dealers’ Association will hold 
its convention in St. Louis 
during the St. Louis Pageant 
of Footwear Fashions to be 
given January 5, 6 and 7 at 
the Statler Hotel. The conven- 
tion headquarters will be in 
the Statler Hotel. President 
M. M. McCain of St. Louis 
stated that there would be one 
business session and _ that 
would be held Tuesday, Jan. 6. 

It is intended to have two 
or three prominent speakers 
on the program and an inter- 
esting open forum discussion. 

Arrangements for the en- 
tertainment of the delegates 
will be announced later. Hotel 
accommodations will be taken 
care of by the association and 
those expecting to attend will 
do well to write at once to M. 
M. McCain, 711 Washington 
avenue, St. Louis. 














Retail Shoe Merchants 
Meet 


The St. Louis Shoe Retailers’ As- 
sociation met Wednesday, Novem- 
ber 19, at the City Club. Members 
of the manufacturers’ association 
were in attendance. 

C. A. West, president of the St. 
Louis Shoe Manufacturers’ and 
Wholesalers’ Association, spoke on 
the plans of the St. Louis Pageant 
of Footwear Fashions, to be held 
January 5, 6 and 7 at the Statler 
Hotel. Mr. West stated that the 
plans had been perfected, and an 
unusual style show would greet 
those attending. He was emphatic 
in the assurance that all shoes 
shown on the runway would be 
practical shoes and could be deliv- 
ered in time for Easter selling. 
Hotel arrangements can be secured 
through the association and those 
expecting to attend can make reser- 
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vations by writing Charles E. 
Reader, 1329 Washington avenue, 
he stated. There will be no charge 
for admission to the show, which 
will have entertainment of a na- 
tional character. 

James H. Stone, president and 
editor of the Shoe Retailer, was the 
principal speaker of the evening. 
He predicted a wave of prosperity 
for 1925, provided prices of foot- 
wear were not increased to such an 
extent as to create a buyers’ strike. 
He pointed out that indications 
were that this would be avoided and 
that the present increase of leather 
was a justifiable one and was forced 
on the tanners by existing condi- 
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tions. C. E. Williams spoke on the 
co-operation the retail shoe mer- 
chants would lend in making the 
pageant a success. 









Vogue in Style Show 


The Vogue Boot Shop furnished 
all of the footwear of the style 
show of the American Cosmeti- 
cians’ Association of St. Louis at 
its recent style review. The show 
was given in the ballroom of the 
Statler Hotel and was attended by 
approximately 1,400 women. Max 
Weiss says it is an excellent meth- 
od of advertising and increasing 
business. 



















Cincinnati Reports More 


Activity 


CINCINNATI—An air of great- 
er activity was noticed in the retail 
shoe trade during the week ending 
November 22. Many shoe mer- 
chants reported that business 
picked up. With cooler weather pre- 
vailing, the public is showing a 
greater tendency to buy. 

A good demand continues for 
patent leather, tan calf and satins, 
and a good call for evening slip- 
pers. There has been no change in 
style, the pump effects and ties are 
favorite patterns. 

The present trend is toward 
lighter shades for spring, and most 
merchants believe that tans and 
combinations of tans and blacks 
will probably be scheduled for a big 
run. 


Show All-Leather Shoes 


Many stores had special window 
displays featuring all-leather shoes, 
and advertising in their windows 
“Nothing Takes the Place of 
Leather,” on acccunt of the Tan- 
ners’ Council convention held here 
on November 19 and 20. 


Potter People Hear About 
Styles 


At the Nov. 18 meeting of the 
Potter Shoe Co. the employees 
heard a talk by Mr. Humphries of 
the Cincinnati Better Business 
Commission. The speaker explained 
that the purpose of this commission 
was to give information to any in- 
dividual who was about to make a 
business deal, as to the soundness 
of the proposition. The object of 
this commission is just as its name 






in Retail Lines 












Commence Christmas 
Buying Early 


One of the outstanding fea- 
tures in the general retail 
trade is the early Christmas 
shopping, which seems to 
have got a better start this 
year than for many years. 
Most of the stores opened 
up their announcements of 
Christmas offerings earlier, 
and the public has taken ad- 
vantage of this. 
































suggests, to take the fraud out of 
business, and make business better 
in general in Cincinnati. 

Harry C. McLaughlin touched on 
some of the high spots at the Joint 
Styles Committee meeting in New 
York. He stated there will be no 
changes in lasts or patterns, and 
pumps and one-eyelet ties will gain 
in favor very rapidly. Tan calf will 
lead; patent leather second and 
satin third. 


Plaut Butler Co. To Move 
The Plaut Butler Co., women’s 
shoe manufacturers, will occupy, 
after the first of December, the 
sixth and seventh floors of the 
Pugh Building. The new plant will 
be equipped with modern machin- 


ery. 


The Popular Price Shoe Store, 
241 North Commercial street, Trini- 
dad, Colo., is closing out its stock 
of shoes preparatory to quitting 
business. 
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Marked Improvement in 
Milwaukee Shoe Stores 


MILWAUKEE—Business in Mil- 
waukee stores picked up wonder- 
fully during the week ending No- 
vember 22 as a result of a cold 
spell and the first snow storm of 
the year. As usual there was a 
sudden and urgent demand for 
rubbers and gaiters, and local 
stores did an excellent business in 
four-buckle and novelty gaiters. 

The approach of Thanksgiving 
with its social events created a 
larger demand for dress shoes. 
Local stores have been selling 
beaded satins, bronze and silver 
slippers in various styles, those 
having a tongue or buckle effect of 
beads or rhinestones across the in- 
step being especially favored. Al- 
though silver slippers have been 
moving, there has been very little 
demand for gold. 

Tan remains a leader in shoes 
for street and daytime wear. Ties 
are still holding a prominent posi- 
tion and pumps are also active. 
One store reports that a large part 
of its women’s business has been 
in tan calf pumps, having a small 
leather bow and edged with per- 
forations. There has also been 
some activity in oxfords. 

A new style is a three- or four- 
button oxford, on which the top 
button fastens about half an inch 
farther to the side than the others. 
These are shown in tan calf, black 
dull leather and combinations of 
patent with a dull leather shank. 
Local merchants expect them to 
show up very well in the next 
month. 

Cold weather has also had a fa- 
vorable effect on men’s business, 
according to local report. One mer- 
chant stated that men “have to 
get cold and get their feet wet and 
that brings them in.” Practically 
everything is selling in men’s 
shoes, including both tan and 
black, and high shoes and oxfords. 


Business Shows Improve- 
ment 

A steady improvement in busi- 
ness conditions for this locality 
is indicated in a report from the 
First Wisconsin National Bank, 
and attention is called especially 
to the increase in the shoe indus- 
try. “October was the best month 
so far for shoe manufacturing 
plants,” stated R. E. Wright, man- 
ager of the commercial service de- 


partment of the bank. “The tan- 
ners, as noted in a previous bulle- 
tin, are in a much sounder posi- 
tion than three months ago. The 
improvement in leather lies not so 
much in sales volume as in the 
fact that tanners are securing 
higher prices than they were three 
months ago. Hosiery business is 
improving, especially in wool and 
silk-wool lines.” 


Hosiery Sales Increase 


Hosiery has been active during 
the fall, and silk and wool hose in 
plaid and striped designs are be- 
coming more active as winter ap- 
proaches. Both chiffon and service 
weights are moving and gunmetal 
remains a leading color in chif- 
fons. Tan shades, ranging from 
beige and nude to Russian calf, 
continue in favor. 


Conduct Self-Service Sale 


A successful sale of shoes con- 
ducted under a self-service plan 
which eliminated the expense of 
extra clerks was held at the Rich- 
ard’s Shoe Store, 1028 Greenfield 
avenue. 


Credit Men Meet 


Members of the Milwaukee Shoe 
Credit Men’s Association attend- 
ed their annual duck dinner and 


ladies’ night at Cedarburg, Wis., 
November 19, as the guests of Au- 
gust Schleifer, member of the 
association. 


Work Starts on Factory 


Work has been started for the 
new factory for the Simplex Shoe 
Manufacturing Co., at Keefe ave- 
nue and First street. The new 
building will give the company a 
capacity of between 5,000 to 6,000 
pair. The company manufactures 
infants’, children’s and misses’ 
stitchdowns and misses’ and grow- 
ing girls’ welts. 


May Close Christmas Eve 


A resolution to the effect that 
all stores and business houses of 
Racine, Wis., close at 7 o’clock on 
Christmas Eve was unanimously 
passed at a meeting of the State 
Street Business Men’s Association 
and the retail division of the Asso- 
ciation of Commerce, as well as 
other business organizations of 
the city have been asked to take 
up the matter. The general senti- 
ment seems to be that Christmas 
Eve is a holy time when families 
should gather at their own fire- 
sides. 


Teeple Enlarging Plant 


Work is now underway on a 76- 
by 36-foot, three-story addition to 
the Teeple Shoe Company’s plant 
at Waupun, Wisconsin. This new 
wing, of brick and tile fireproof 
construction, will increase the floor 





An interior view of the Walk-Over Store at Cleveland, Ohio. 
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space of the factory about 65 per 


cent. 
J. F. Teeple, president, reports 


that the increased capacity is an 


immediate need, as the plant has 
been running overtime for some 
time, making boys’ welts exclu- 
sively. 





Upward Trend 


in General 


Conditions in Cleveland 


CLEVELAND—tThere has been 
a slight improvement in sales in 
the retail shoe stores of Cleveland 
in the two weeks that preceded 
November 22nd. This was due to 
colder weather and rain and snow. 
Under the influence of the weather, 
stores report that sales of gaiters 
commenced. Consumers seemed to 
take the wet weather and the snow 
as an occasion for preparing for 
winter. Sales of rubbers were not 
so heayy as they have been in past 
years in such flurries of weather. 

Heavier grades of leather have 
been purchased. This, of course, 
was brought about by the influence 
of the weather. 

General business conditions in 
the city continue about the same, 
with probably a slight upward 
trend since the election. There has 
not been any great change for the 
better, however. Everyone seems 
to be optimistic for the future. 

Merchants have been notified 
that the tendency for prices is up- 
ward, and several local represent- 
atives of shoe manufacturers have 
been notified to mark up their 
prices. There is no increase in the 
sales in Cleveland to warrant such 
action, say merchants. 


Bankruptcy Petition 

Retail shoe circles in this city 
were startled when the announce- 
ment was made that an involun- 
tary bankruptcy petition had been 
filed against J. M. Rose in the 
United States District Court here. 
Rose operates five shoe stores in 
Cleveland, and has been known 
as a merchant who discounts his 
bills. The indebtedness that 
brought about the involuntary pro- 
ceeding is said to have been in- 
curred in recent months. In the 
petition, the liabilities are placed 
at around $200,000, and the assets 
at approximately $50,000. 


Encouraging Report 
Employment conditions here 
have improved in sections of the 
city and shoe stores in these sec- 
tions have alerady been benefited, 
according to Max Marcus, man- 





ager and buyer for the Snahnican 
Department store, 12503 Madison 
avenue. This store is one of the 
largest department stores in the 
outlying districts of this city, and 
it is located in the heart of a great 
manufacturing center. It is a sec- 
tion that is affected first by a 
slump or a rise in employments. 

Marcus says his store has had a 
substantial increase in sales of 
women’s shoes in the last two 
weeks. He has made inquiries and 
has found that the factories in the 
district have increased their pay- 
rolls in the last two weeks. The 
people in that section are spending 
more money in all departments of 
the store. 

The women in this district have 
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Tan and Patent Best 
Sellers 

Tans and patent leathers 
are the best sellers at this 
season in Cleveland. Opera 
shoes have been selling well, 
but it is reported that the 
demand for these models has 
dropped off. The opera sea- 
son is well on its way here, 
and it is not strange that 
sales in shoes for wear at 
these functions should ease 
off. Very few high shoes are 
being sold. The demand, with 
very few exceptions, is for 
low models. 














taken a fancy also to pretty shoes. 
They want novelties. Women like 
patent leathers, and suedes. They 
like the straps and some are buy- 
ing pumps. This district is typical 
of a large part of the population 
of Cleveland. It indicates that 
these women are acquiring expen- 
sive tastes and like their sisters 
in other districts of the city want 
pretty shoes. 





Fall Patterns Selling Well ) 
in Los Angeles Stores 


LOS ANGELES—A spirit of op- 
timism prevails among the business 
men of this vicinity, including the 
retail shoe merchants, who report 
that business has picked up wonder- 
fully this month, due to the much 
needed rains which have blessed 
the country recently, and also the 
outcome of the presidential election. 

New fall styles are selling well. 
Indications are that tan Russia calf 
will hold good throughout the year. 
The short vamp, box heel, four-but- 
ton oxfords are very good. These 
are shown in patent with blond kid 
quarter and plain toe. Blond satin 
and blond kid pumps are favorites, 
usually ornamented with a dainty 
leather bow. 


Combinations Are Selling 


A new shoe shown by C. H. Wol- 
felt’s Bootery is called the Theo 
Tie, fashioned with a patent vamp 
and Sahara quarter with two and 
one-eighth-inch Spanish heels. This 
enterprising concern engaged a 
well known artist to sketch a pic- 
ture of the Shenandoah on a card, 
which was exhibited in the window 
to introduce a new shade of gray 





hosiery, which is just the color of 
the big ship as it appeared over Los 
Angeles. This new color is especial- 
ly effective when worn with black 
footwear. 


White Elected President 

Fred White was recently ap- 
pointed president of the C. H. Wol- 
felt Co. in Los Angeles, after 13 
years as a member of this company. 


Maximes Open Department 

At attractive new shoe depart- 
ment was recently opened by Maxi- 
mes. It is finished in white enamel 
with rich gray trimmings and car- 
pets. The furnishings are blue and 
gold, while the chairs are Colonial 
in design with brocaded tapestry 
upholstering. 


Shoes Made in Los Angeles 

The prediction that Los Angeles 
will soon become a shoe manufac- 
turing center is being borne out by 
the fact that the B. H. Dyas Com- 
pany is now handling a “Made-in- 
Los Angeles” brand of shoes, manu- 
factured by the Johns-Tilt Shoe 
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Company. The Johns-Tilt factory is 
equipped with the most modern ma- 
chinery and is producing on an av- 
erage of 400 pairs a day. 
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A new plant will soon be con- 
structed for Roy L. Donley, Inc., 
local leather manufacturers and 
jobbers. 





Dayton Merchants Discuss 
the Retail Credit Subject 


DAYTON—An enthusiastic 
meeting of the Dayton Shoe Re- 
tailers’ Club was held recently at 
Hotel Gibbons. President P. J. 
Myer presided at the meeting, 
which was preceded by a dinner. 
An interesting address was given 
by Mr. Nichols of the Merchants’ 
Service of the National Cash 
Register Co. He reviewed the re- 
port of the Harvard Bureau of 
Business Research, and mentioned 
that other small stores were in as 
bad shape as the small shoe stores, 
but that the larger shoe stores 
made more profit, and had a bet- 
ter stock turn. 

Mr. Nichols stated that the out- 
standing credit was greater than 
the total wealth of the country. 
The problem is “How to collect 
it?” He offered as the first rule 
“Get them to pay when promised.” 

In part, the speaker said: “The 
survey of the Dayton situation 
showed that no real credit prob- 
lem exists. From the reports sent 
in the amount lost on bad accounts 
averaged 12 per cent of the total 
volume. Reports show that the 
trade will pay cash, but will also 
charge if given half a chance. The 
charge accounts will act as quite 
a stimulant to increase your vol- 
ume, but will also increase your 
costs and reduce your profits. Once 
in a while it will put quite a strain 
on friendships, when you have to 
refuse a charge to some friend of 
long standing. As a result there 
will be a small amount of trade 
lost. 

“The handling of credit ac- 
counts requires better records 
than are found in the average 
shoe store. There must be a regu- 
lar, careful, close check-up of all 
these accounts. This will mini- 
mize all chances of error and will 
enable you to see if payments are 
being made when promised. A 
better follow-up of these credit 
customers will get the money 
quicker; will reduce losses from 


credit until old accounts are all 
paid up would help a lot, especial- 
ly if all merchants would co-op- 
erate in doing this.” 


Need of Economy in Operating 

On closing, the speaker again 
quoted from the Harvard report 
and said, “In the long run retail 
shoe merchants must look to 
economies in operating expenses 
rather than to increase in gross 
margin if they are to continue on 
a profitable basis.” To do this he 
suggested the following plan: 
Get the facts; analyze the facts; 
study these facts; plan a program; 


co-operate with your fellow mer. 
chants with the result that “1925 
will be as good as you make it.” 

At the close of his talk, Mr. 
Nichols was extended a rising vote 
of thanks. Everyone agreed that it 
had been the best meeting the 
club has held. 


Merchants Who Attended 


O. W. Kehm, L. A. Miller, Jack 
Schaffer, Allen Thirkield, C. E. 
Turner, Geo. Risley, Henry F. 
Hageman, L. D. Sawtelle, H. D. 
Pepple, DeWitt C. Altenburg, C. 
A. Yunkes, Chas. R. Hartley, Robt. 
Galbraith, Nevin S. Routson, G. W. 
Ritter, Harold I. Kronenberg, W. 
J. Haberer, J. H. Kieswell, Ed. 
Hageman, Geo. R. Emary, Allen 
Anderson, F. E. Seeling, Teddy 
Gutwein, A. W. Neally, F. J. 
Nichols, P. J. Myer, Paul E. John- 
son, H. H. Cullin, K. M. Horne, C. 
W. Chaffee, A. W. Dare, John L. 
Schoenhals, Jr., Robt. M. Schoen- 
hals, Jos. A. Zahn, Harry L. Buck, 
John A. Schoenhals. 





Blacks Rank First with 
San Francisco Concerns 


SAN FRANCISCO—Black mate- 
rials cling to the leadership in popu- 
larity in women’s shoes. The trend 
toward browns, so prominent in 
other sections of the country, ranks 
subordinate to black here. Brown 
shoes are being worn with brown 
apparel. 


Feltman & Curme to Open 
Two New Stores 


Two of the most desirable loca- 
tions on Market street have been 
leased by the Feltman & Curme 
Shoe Company of Chicago. This 

(Continued on puge 127) 
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The women’s shoe department in the new Davis department store in San 

Francisco, Cal., is operated by the Gensler-Smith Shoe Co., Inc., of 

California. M. E. Gensler, president and general manager; expects to turn 
over his stock here every 45 days. 


failure to pay all and will save in- 
terest resulting in an increased 
net profit. 

“The prompt refusal of further 
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Upward Swing Noticeable 
to Boston Retail Trade 


BOSTON—A general improve- 
ment in all lines of the retail shoe 
business was noted in this city dur- 
ing the week ending Nov. 22. Sev- 
eral days of winter weather, a de- 
cided change from the warm, mild 
spell which prevailed for many 
weeks, put some force behind the 
trend toward steadier trade. 

Almost every store, regardless of 
the grade of merchandise it sells, 
reports a little of everything in 
smart-looking footwear is selling to 
women. Materials continue to sell 
“as is.” Tan calf is very strong and 
gives promise of continuing so into 
the future. Patent is also popular, 
although some cf its prestige has 
been sacrificed, due to the steady 
trend toward tan calf. 

Several stores have commenced 
earlier than usual in making a bid 
for early Christmas trade. Some 
firms have had their store interi- 
ors decorated in holiday colors as a 
suggestive measure for inspiring 
early shopping. Indications point to 
a splendid holiday season in shoe 
stores. Everything seems to be in 
the shoe merchant’s favor. The long 
period of warm weather, succeeded 
by cold, seasonable periods, the dis- 
tribution of large sums from the 
many Christmas’ club banks, and 
the general tendency for both men 
and women to buy shoes at Christ- 
mas to “dress up” are good healthy 
factors which will act favorably for 
the shoe stores. 

There is a general feeling that 
the advent of the recent cold spell 
marks the beginning of a good re- 
tail shoe trade. 


Men’s Business Increases 


James M. Foley, buyer for the 
shoe department of Leopold Morse 
Co., reports that the past week 
business in men’s shoes has ex- 
ceeded all previous week’s records 
since last June. Tan is leading, ten 
to one, over black, he says. 


Retail Salesmen Meet De- 
cember 1 


The Boston Retail Shoe Sales- 
men’s Association, Inc., will meet 
at Dupont’s restaurant on Monday 
evening, December 1, at 6 o’clock. 
Following the usual dinner, I. B. 
Howe, chairman of the executive 
committee of the N. S. R. A. 1925 
convention, will outline the conven- 


tion program, and will tell the sales- 
men the important co-operative 
work which they can render in 





This very distinctive ad was printed 

in the rotogravure section of a Bos- 

ton paper, and was so attractive 

it is reproduced here. Thayer Mc- 

Neil Company operate two high- 

class stores, selling men’s, women’s 
and children’s shoes. 
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making a big success of this na- 
tional “get together.” There will be 
a talk in banking by an expert on 
this subject, and a “Shoe Fitting 
Demonstration” by Percy E. Thay- 
er, chairman of the educational 
committee, and Helen M. Haney of 
the Recorder staff, chairman of the 
publicity committee. 


Business Review of New 
England Activities 


The first National Bank of this 
city, in its Nov. 15 review of busi- 
ness conditions, states, business is 
“unmistakably better’ with a slow 
but steady improvement spreading 
into every line of activity. 

Concerning the shoe industry the 
report states: “With the political 
uncertainties removed, better senti- 
ment prevails in the hide and leath- 
er industry. While no large sales in 
leather have been reported, in- 
quiries are more numerous and for- 
ward buying is on a larger scale. 
Hide prices have been moving up- 
ward for the last six months, and 
present quotations on heavy native 
steers are over 50 per cent above 
the low point reached in April. This 
sharp edvance is largely attributed 
to the substantial reductions in 
stocks. 

The September output of boots 
and shoes is estimated at 27,644,- 
000, an increase of about 8.5 per 
cent over August, and a slight gain 
‘over September of last year. Out- 
put for the first nine months of this 
year was about 15 per cent under 
that of a year ago.” 


Green Co. Moves 


Green Shoe Mfg. Co. is fitting up 
a new factory at 960 Harrison ave- 
nue for the manufacture of welt 
and stitchdown shoes for growing 
girls, misses and children. Its for- 
mer home was in Lynn. 





Points to Good Results 
from Shoe Style Show 


BROCKTON—President Fred F. 
Field of the Brockton Agricultural 
Society, and also head of Field 
& Flint Co., shoe manufacturers, 
says that the Brockton Fair Style 
Show brings good results to shoe 
factories in the Brockton district. 
Mr. Field is quoted in the local 
press: “Personally, the shoe firm 


of which I am a member received 
some good, new accounts as a di- 
rect result of the style show, and 
undoubtedly other firms received 
equally good results. The Brock- 
ton Fair Style Show is already of 
great benefit to the shoe district 
of which Brockton is the center, 
and is destined to become of tre- 
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mendous importance in promoting 
the welfare of Greater Brockton. 
It was my prediction that direct 
benefits would come which would 
make the style show the best 
means of calling attention to the 
superiority of the footwear made 
in this vicinity. I believe that my 
predictions have already been real- 
ized. However, the present effects 
are as nothing compared to the 
bnefits to follow, as manufacturers 
are encouraged to use the Brock- 
ton Fair Style Show as a place 
and means of meeting customers. 

“Some improvements were made 
this year, and others are in mind 
which, when carried out, will make 
it the best style show in America. 
Contemplated building operations 
will provide more room for the 
style show and the exhibits of shoe 
and leather manufacturers.” 


Stacy-Adams Co. 50th Anni- 
versary in 1925 


Stacy-Adams Co., manufacturing 
men’s high-grade shoes, will next 
year celebrate the 50th anniver- 
sary of its establishment. The firm 
was founded in July, 1875, under 
the style of Stacy, Adams & Jones, 
its principals being William H. 
Stacy, Harry L. Adams, and S. 
Gardner Jones. The first two were 
young men who had made a name 
for themselves as salesmen for 
firms making men’s fine shoes. Mr. 
Jones was an experienced shoe de- 


signer and manufacturer. About Fd 


year later Mr. Jones retired. Oliver 
B. Quinby was made a partner, the 
style being Stacy, Adams & Co. 

At the beginning of this busi- 
ness Messrs. Stacy and Adams en- 
joyed the advantage of an estab- 
lished trade. They made rapid 
progress and in a few years de- 
veloped a flourishing business. The 
original factory, at the corner of 
Montello and Center streets, was 
soon vacated for a newer and 
larger plant on Montello street. 
This building was sufficient for a 
time, but later an addition was 
built and the business still fur- 
ther enlarged. 


Incorporates and Occupies 
New Plant 

In 1908 the business was incor- 
porated under the style of Stacy- 
Adams Co., with office and factory 
quarters in a new brick building 
at the corner of Montello and Cen- 
ter streets where it is at present 
located, being one of the most 
commodious and ~ best-equipped 
plants in New England. The offi- 


cers of the company are: Presi- 
dent, Clarence P. Waide; vice- 
president, W. H. H. James; secre- 
tary-treasurer, John McElaney; 
assistant treasurer, A. F. Luce. 
The directors are: Messrs. Waide, 
James, McElaney, W. A. French, 
and B. H. Cort. 

President Waide has been asso- 
ciated with the concern for 40 
years, being one of the best-known 
and most popular-men in the 
United States identified with the 
manufacture and sale of men’s fine 
shoes. Vice-President James has 
for many years covered the north- 
western trade for the concern. He 
has a large acquaintance and has 
built up an extensive business in 
that territory. Secretary-Treasurer 
McElaney has been for 33 years 
connected with the selling activi- 
ties of Stacy-Adams Co., particu- 
larly in the southern and south- 
western trade. Mr. Cort, superin- 
tendent of the factory, is a de- 
scendant of a long line of men 
identified with high-grade shoe- 
making. Mr. French, who is the 
company’s upper leather buyer, has 
been associated with the concern 
for a period of 34 years. All these 
men are well qualified through 
ability, training, and long ac- 
quaintance with Stacy-Adams Co.’s 
policies to fill the important posi- 
tions which they occupy. 


Many Employed for Years 

It is of further interest to note, 
as typical of the substantial char- 
acter of this concern, the number 
of men and women who have been 
employed there for many years. 
There are not less than 40 who 
have been working at the Stacy- 


fe 
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Adams Co.’s plant for 25 years or 
more, and many others for a lesser 
period. Similar conditions prevai] 
regarding the customers of Stacy. 
Adams Co. There are hundreds of 
merchants in all parts of the 
United States who have sold 
Stacy-Adams shoes for more than 
a quarter of a century, and several 
who have been buying this con- 
cern’s product for from 30 to 40 
years. One concern has covered by 
its purchases the entire 49 years 
of Stacy-Adams Co.’s history. 


Narrow Shoes for South- 
west 


A manufacturer of men’s medi- 
um-priced shoes was speaking in 
regard to the demand for various 
widths in different sections of 
the country.. Regarding the south- 
west, with particular reference to 
Texas, he said: “It is surprising 
how large a proportion of men in 
Texas buying medium-priced shoes 
wear narrow widths, 2 and 3 wide. 
This is in contrast to the average 
run of men’s shoes throughout the 
United States. We look upon Texas 
as one in which the men would 
naturally wear wide shoes, yet the 
orders that we receive from Texas 
represent, on an average, smaller 
sizes and narrower widths than 
any other part of the country in 
which we do business.” 


Buys Interest in Stay Firm 


Chester A. Helm, for 15 years 
has been associated with the Ham- 
ilton-Wade Co., as leading sales- 
man, has resigned from that con- 
cern. Mr. Helm has purchased a 


Float entered in the Atlantic City, N. J., bathing beauty pageant by Jacob 
Segal, retail shoe merchant, 1314 Atlantic avenue, that city. 
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half interest in the Brockton Stay 
Co. The title of the concern will 
remain as heretofore, Mr. Helm 
being president and Cecil R. Carl- 
ton treasurer and clerk. The di- 
rectors are the foregoing and A. 
C. Carlton and G. E. Helm. The 
company is capitalized at $50,000. 
Mr. Helm will look after the sell- 
ing of the goods and Mr. Carlton 
will have charge of the manufac- 
turing and production. Treasurer 
Carlton has been associated with 
the Brockton Stay Co. for many 
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years. President Helm was a trav- 
eling salesman for a Brockton 
shoe concern previous to joining 
the sales force of the Hamilton- 
Wade Co. 


Weekly Shoe Shipments 


Brockton shipments of shoes for 
the past week totaled 11,471 cases 
as compared with 9,486 cases for 
the corresponding week in 1923. 
Total shoe shipments thus far for 
the year are 450,797 cases. 





Merchant Explains Method 
for Marking Up Novelties 


HAVERHILL—The rapidity 
with which a novelty style in 
women’s high-grade footwear 
reaches the popular-priced lines 
was discussed by a retail shoe 
merchant who was recently in 
Haverhill. He said “Our store 
specializes in women’s high-grade 
footwear retailing from $10 to $20 
a pair. This latter figure represents 
an exclusive style on which we 
will do business for only a short 
time, and from which we are en- 
titled to a substantial profit. One 
reason for the short life of such 
styles in our store is the prompt- 
ness with which they are put into 
the chain stores where women’s 
shoes retail for $5 and $6. To il- 
lustrate: we recently put in our 
window, for two days only, a wom- 
en’s slipper of new design, made 
by one of the highest-grade manu- 
facturers, on which we put a price 
worthy of its exclusiveness. This 
shoe had not been in our window 
24 hours when one of our clerks 
detected a representative of a 
chain store organization standing 
on the sidewalk making a sketch 
of this shoe. In less than two 
weeks from that time a shoe of a 
similar pattern was being sold in 
that store for $5. 

“Merchants who specialize in ex- 
clusive designs in high-grade 
shoes are sometimes criticised for 
putting a hundred per cent profit 
on such footwear. I claim, how- 
ever, that we are entitled to such 
profit on this class of goods. The 
conditions which I have described 
are duplicated daily in city stores 
all over the United States.” 


Collections Improve 


“An unmistakable indication of 
better business among the retail 


shoe merchants,” said a Haverhill 
manufacturer, “is an improvement 
in collections. As far as we are 
concerned this improvement is 
quite noticeable of late. Merchants 
who have been behind on their 
payments are responding in a very 
gratifying way to our requests for 
remittances. We regard this as a 
favorable sign and one which will 
have an important bearing upon 
future business. I think there is a 
restoration of confidence among 
merchants all over the country 
through the improved business 
conditions which are indicated 
for the coming year. 

“It is my belief that following 
the month of December, merchants 
will be falling over themselves to 
get their business placed for the 
coming season. Forward-looking 
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manufacturers are anticipating 
congestion later on and are suc- 
cessful in many instances in book- 
ing orders from forward-looking 
merchants. These latter, when the 
rush comes, will be in an excellent 
position to get early deliveries for 
the spring and Easter trade. With 
prices for materials showing sub- 
stantial advances, and the pros- 
pect of higher prices for shoes, a 
word to the wise just now would 
seem to be sufficient.” 


No Increase in Piece-Work 
Prices 

The Haverhill Shoe Board, 
through Edwin Newdick, chair- 
man, dismissed the request made 
by the Shoe Workers’ Protective 
Union for a general increase in 
piece rates for assembling wom- 
en’s McKay and welt shoes. Chair- 
man Newdick stated that the 
union had offered nothing to show 
that the industry is able to pay 
such rates as requested. 


Stockbridge Joins Harding 
Co. 

Lyman W. Stockbridge, who has 
for many years been identified 
with Haverhill shoe manufactur- 
ing and selling, is now associated 
with the Harding Shoe Co. of Hav- 
erhill, manufacturers of women’s 
novelty footwear. Mr. Stockbridge 
will, in addition to his duties at 
the factory, call on the retail trade 
in New England; also the New 
York trade outside the metropoli- 
tan district. 





Demand for Lynn Footwear 
Calls for Variety of Styles 


LYNN—A little of most every- 
thing in shoe styles is being tried 
by manufacturers, as they gather 
up what business there is to be 
had for the year’s end. December 
is invariably a dull month in 
women’s footwear, even when it 
gets such aid as comes from the 
sale of pretty shoes for Christ- 
mas gifts. December business is 
usually followed quickly by brisk 
buying in January. Local manu- 
facturers are getting ready for a 
large and lively market in Boston 
in January. 


Calf Leathers Sell Briskly 


Colors reveal a continuance of 
Russia calf leather, now selling 





briskly, the combination of patent 
leather with colored kid, or of Rus- 
«sia calf with colored suede calf; 
and black and tan grain calf and 
kid leather in dull and gloss fin- 
ishes; also satins in blacks and 
colors, and fine fabrics in gorgeous 
array for dress shoes. Grays are 
predicted for spring and white 
shoes are mentioned for summer. 
It looks as if styles would keep 
right on selling “as is” and the 
once common and profitable sea- 
son on heavy footwear for winter 
will be wiped out, the spring trade 
starting in early. Some manufac- 
turers think this loss of winter 
business quite a loss of money. 
There are some exceptions to this 
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statement. A few firms report a 
gain on the heavier types of foot- 
wear, such as welt oxfords and 
ties, and some boots. 

Lasts show a trend toward new 
tread lines, and, also, towards a 
bit more room for the toes, either 
through lengthening the vamp or 
increasing the width across the 
ball. 

Patterns for 1925 

New models for 1925, so far as 
shown, represent a further de- 
velopment of the best-selling 
types of shoes for 1924. Plain 
pumps, strap pumps, anklettes, 

* gore style pumps, regular oxfords 
and snappy toes, and sport shoes 
and health shoes are on display. 

Bow trimmings are in fashion. 
Besides the flat bows on the vamps 
and floating bows that are tied 
to sides of straps, there are long 
narrow bows, which are tied slant- 
wise on vamps, and also, bows 
that are fringed with beads. On 
somé formal dress shoes there are 
tassels. Interest continues in the 
new way of fastening the orna- 
ment to the side of the shoes. 


Comes to Lynn 

The. Cabot Shoe Co. has moved 
from Beverly, to the Barnard fac- 
tory on Willow street, Lynn, where 
it has space that was formerly 
occupied by the Welch Shoe Co. 
It makes 25 cases of women’s Mc- 
Kay shoes daily. 


The Price Question Up in 
the Air 
With tanners asking more for 
their leather, and shoe buyers ask- 








More Spring in Lasts 

Modelers of lasts are try- 
ing to put a bit more spring 
into them. This has to do 
with the fitting of the shoe, 
as well as the style of the 
shoe. There are two types of 
springs—the spring of the 
arch and the spring of the 
toe. Shoes with an extra high 
spring in the arch are com- 
mon enough since wood heels 
came into common use. 

It is the spring of the toe 
that is getting the new at- 
tention from the modelers. 
They wish to turn up the 
toes a bit more, not too much, 
but just enough to get a new 
shape in the toes, as well as 
a good tread. 
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ing for cheaper shoes, manufac- 
turers are between satan and the 
sea, and are striving to find a 
way to the safety zone. That is 
enough to say about prices. 


Style Notes 


Harney Shoe Co. added some 
smart novelty pumps, combinations 
of patent leather and colored kid 
and of two tones of calf leather. 

Murphy, Gorman & Waterhouse 
show some new combinations of 
patent and colored kid, and of Rus- 
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sia calf and suede calf, in plain 
pumps, strap pumps and gore styles. 
Heels are running from medium 
for street wear, to high, even 17/8 
for dress wear. 

A Fisher & Co. is getting ready 
a new sample line of health and 
comfort shoes, to be shown in Bos- 
ton in January. 

Burdett Shoe Co. had unusually 
large sales of boots from stock 
during November, the boots being 
of types suitable for high schoo! 
girls. Russia calf was the favorite 
leather. 





Steady Increases Noted in 
Rochester Factory Trade 


ROCHESTER — There was a 
steady, although not especially 
rapid, increase in factory activity 
during the week ending November 
22. Practically all of the factories 
have had their salesmen out since 
early November and orders are be- 
ing received in fair volume. 

Buying is scatt red over a vari- 
ety of leathers and styles. Russia 
calf is still selling in volume and 


the concensus of opinion indicates 
its continued popularity throughout 
the winter and early spring. Combi- 
nations in patent and kid are ex- 
tremely popular as are two-tones in 
various leathers. 


Lease Large Factory 


The W. B. Coon Company has 
leased two additional floors in the 





The arch over the entrance consists of 12 mirrors. It is the new Nisely 

Co. store, 17 So. Clinton avenue, Rochester, N. Y. H. L. Jensen is man- 

ager. Twelve reflections are registered from the mirrored arch. It is 

inclined at an angle. The store interior is finished in American walnut. 
Mr. Jensen features 75 styles of women’s shoes at $5. 
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my pbuilding at Andrews and North cheaper shoes. Instead of featuring 
‘ms Water streets, in which they now lower prices or special sales to 
edium have their offices and stockrooms, stimulate trade, Mr. Olmstead has Tongue Effects Good 
a 17/8 and as soon as alterations are com- decided to concentrate his efforts While trade in general is 
pleted and the necessary machinery on novelty footwear at $14.50, rather quiet, the United Shoe 
ready get up, will use this additional space $16.50 and $18.50, and the results Company finds a good de- 
h and for cutting and fitting rooms. of this policy have been very satis- mand for tongue effects with 
n Bos- This new factory space will en- factory. ribbons. Both black and 
able the W. B. Coon Company to The McCurdy shoe department brown are in demand in vari- 
sually increase its production on stylish features new footwear every season ous materials. There is not 
stock stout outsizes and Slender Foot with a style show to which all cus- much call for buckles, ac- 
being Arch Fitters about 1,000 pairs a tomers are invited and the results cording to this firm. Prices 
choo! day. of this style display are felt remain unchanged. While 
vorite The Coon Company carries a throughout the year, and in spite patterns are more conserva- 
stock of about $500,000 worth of of the talk of a consumer demand tive than they have been for 
popular women’s shoes at all times, for low-priced footwear, Mr. Olm- some time, there is still.a 
and the increased production will stead has been able to increase his good market for fancy shoes. 
enable it to speed up its service volume, both in dollars and pairs, 


de 








on stock shoes. 


McCurdy’s Policies 


every month except October during 
the present year. 


Shields’ Clearance Sale 





















Company. There is very little call 
for patent leather. Pumps which 
are fairly fancy in design are still 


nates Jim Olmstead, proprietor of Mc- eattes: 

hout Curdy’s shoe department, is a great Shields’ Boot Shop featured a : 

mbi- believer in sticking to a policy re- twenty per cent reduction on men’s : 

! ex- gardless of the actions of other and women’s footwear which served Store Closing Out 

23 in merchants. For several years this as a real business stimulus and The Hallahan store at 921 Mar- 
store has featured high grade foot- “Doc” Shields reports a good busi- ket street will be closed after the 
wear, and Mr. Olmstead will not be ness. Hereafter the firm will sell end of December. At present it is 
swayed by the present cry for Stetson shoes exclusively. featuring a closing-out sale of sev- 

eral thousand pairs of men’s high 
has shoes and oxfords and several 
the thousand pairs of women’s shoes, 








Expects Little Trade on 
Colors During Early 1925 


PHILADELPHIA—According to 
Herman Meyers, of Croxton, Wood 
& Co., Inc., and chairman of the 
general styles committee of the 
National Boot & Shoe Manufac- 
turers’ Association, there is little 
probability of any strong demand 
for colors during January, Feb- 
ruary, and March. There will be 
some call for tan calf and some 
business in colors in combinations, 
but colors in general in solid shoes 
are not expected to be a feature of 
the market. It is felt that business 
will be distributed over tongues, 
gores, and strap effects. Tan calf, 
patent leather, and satin are ex- 
pected to be the dominant ma- 
terials. Patterns, which are now 
rather conservative, are not ex- 
pected to become much plainer. 
There have been no recent price 
changes, but if raw stock holds to 
its present level or advances still 
further, shoe prices will undoubt- 
edly have to be advanced to cover 
the increased cost to manufactur- 
ers. 

Combinations Active 

One prominent factory here re- 
ports that it is doing very good 
business in combination, kid and 
patent and Russia calf and patent 


being especially active. This fac- 
tory finds that the bulk of the de- 
mand is for step-in pumps. Ties 
and short. tongue effects are also 
very active. Velvets seem to share 
the field with patents as the most 
popular materials. There is com- 
paratively little call for satin and 
virtually none for glazed kid. High 
shoes are in demand only in com- 
fort and corrective footwear. 


Hold November Meeting 


The Philadelphia Shoe Retailers’ 
Association held its November 
meeting in the new Hallahan store 
at 940 Market street on Wednes- 
day, Nov. 19. Approximately 50 
members were present. After lis- 
tening to a talk by Paul S. Jones, 
of the Commonwealth Shoe & 
Leather Co. of Whitman, Mass., 
and style discussions by various 
members, the party was taken 
through the store on a tour of in- 
spection. 


Suede and Tan Calf Active 


Black suede in opera pumps, 
strap patterns, and gore effects, 
and tan calf are all in good de- 
mand, according to the Bett Shoe 


pumps, and sandals. 


Reduction Sales 


The Geuting stores are holding 
reduction sales of 10,000 pairs of 
shoes. These shoes were purchased, 
the store explains, in anticipation 
of having floor space for them in 
their enlarged store at 1310 Chest- 
nut street. They were unable, how- 
ever, to start alterations as soon 
as expected and the shoes which 
are now offered at reduced prices 
arrived before the space was ready 
for them. They are being featured 
at three prices—$5.85, $7.85, and 
$9.85. 


Brown Glazed Kid Selling 
Well 


Both blacks and browns are in 
demand, according to one promi- 
nent glazed kid manufacturer. The 
tendency in browns is towards the 
lighter shades. Demand is for 
skins ranging in size from two to 
five feet and in price from 75 cents 
down. There are very few high 
shoes being cut, but oxfords are 
taking care of quite a few medium 
and fairly large sized skins. Cham- 
pagne is fairly active for trimming 
purposes. It is better adapted for 
use with the brown tones prevail- 
ing now than gray and is more ac- 
tive than gray which goes very 
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Howad f SHOES 


BROCKTON, MASS. 


Address all communications to the factory. 














M.A.PACKARDCO., Makers 
aenenees ED ctenntetion 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U. 8. A. 
MEN'S FINE SHOES EXCLUSIVELY 











HURLEY 
GruPseo (‘x / AR ARCH 





“Ask the Man Who Wears Them” 


well with black. Prices are said to 
be very firm. There have been 
rather sharp advances in the raw 
skin market. As is the case with 
shoe manufacturers, however, 
glazed kid manufacturers have not 
yet advanced their prices to cover 
the increased costs of the raw 
stock. 


Combinations in Babies’ 
Shoes 


Kolb and Company report an 
active demand for both white 
and combinations in footwear for 
babies. The most active combina- 
tions are patent and champagne, 
patent and white, brown vamp and 
champagne top, and patent vamp 
and brown kid top. Manufacturers 
are advancing their prices but this 
wholesaler has not yet followed 
their lead. 


Sole Leather Situation Un- 
changed 

There has been no change in the 
sole leather situation here. Sales 
are still made on a hand-to-mouth 
basis. Factories are still going 
along taking only what they need 
to turn out the orders actually on 
their books. 
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‘ WHERE 10 BUY" 
Mens 





Stock Dept. 5 


Is At Your Service 


&% 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








Style Quality 


A. FREEDMAN & SONS, Inc. 
BROCKTON, MASS. 








California Convention 
May 25, 26 and 27 


San Francisco, Nov. 24— 
The 1925 convention of the 
California Shoe Retailers’ 
Association is to be held at 
Santa Barbara May 25, 26 
and 27. The date and loca- 
tion were selected at a re- 
cent meeting of 14 directors 
held here. There is great in- 
terest in plans for the show 
and Secretary-Treasurer Mel- 
ville Kaufman briefly out- 
lined arrangements. 


He said: “Ways and means 
must be found for establish- 
ing a closer contact between 
the association and the mem- 
bers. This co-operation can 
be secured only by means of 
an active secretary, and by 
issuing periodical trade bul- 
letins. It is planned to se- 
cure the services of a part- 
time secretary, who can give 
efficient help in solving mer- 
chandising problems, partic- 
ularly those pertaining to 
the smaller merchant.” 











SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute ~—. . Selling 
values unsurpassed. Priced please. 
Investigate. 

CRAIG-REED & EMERSON, Inc. 

Brockton, ass. 
Boston Office, 139 Lincoln Street 
































HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 








Where to Buy 
Wanted Styles 


An extra Editorial Serviee to 
“Recorder” readers, free for the 
asking. Write and: tell us what 
you would like to know. 
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Many dependable and 
profitable styles constant- 


ly In Stock. Send for latest price list. 








TURN FOOTWEAR 


For Women 


New Plant 


PLAISTOW, 














FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 











MANUFACTURERS or 
BOyY’s FINE SHOES 
Rockland, Wass. , 7. A. 


{IN STOCK MADE TO ORDER 




















WHERE TO BUY € 


Stylish Comfort Shoes 











For All the Family 


“Cushions of Comfort 
For Tired Feet” 
STYLE, FIT 
and QUALITY 
Send for Catalog 








DR-CAMPEELLS 








POWELL & CAMPBELL, 122-124 Duane St., NewYork 








San Francisco 
(Continued from page 120) 





Urge Early Holiday 
Buying 


There is more impetus be- 
hind the movement to sell 
shoes as Christmas gifts this 
year than heretofore. Sunday 
editions of papers have been 
used as a measure to empha- 
size this move. Sommer & 
Kauffman advertised slippers 
and urged early Christmas 
shopping. Other houses are 
also getting an earlier begin- 
ning in their holiday plans. 
Hosiery is expected to find a 
good demand. 











will give them three Market street 
stores. The firm has also leased a 
store in Oakland which will prob- 
ably be opened about the first of 
the year, and they are opening a 
Los Angeles store at 5th and Hill 
streets, about the middle of Decem- 
ber. The stores just acquired on 
Market street are: the southwest 
corner of 4th and Market streets, 
in the Pacific Building, formerly 
occupied by the People’s Drug Co., 
and the store at 930 Market street. 
The Oakland store is in the Bacon 
Building, on the east side of Wash- 
ington street, between llth and 
12th streets. 

P. R. Davis, district manager for 
Feltman & Curme Shoe Co., which 
opened its first store in San Fran- 
cisco at 979 Market street over a 
year ago, said that the new devel- 
opment is part of the program of 
the company to cover the Pacific 
Coast. It is hoped to open the 4th 
and Market street store before 
Christmas. The prices for shoes 
will be $5.50 and $6.50. 

Leases are being closed in Seat- 
tle, Tacoma and Portland, Ore. 
Stores will be opened later in other 
California cities, according to Mr. 
Davis. 





Folders for Football Fans 

Detroit, Mich.—Nettleton shoe 
stores of Illinois and Michigan de- 
rived a great deal of advertising 
out of a novel stunt. At the recent 
football game between Illinois and 
Michigan at Champaign, IIl., 50,- 
000 small folders, yellow in color, 
containing the players’ names and 
the numbers they wore on their jer- 
seys, were circulated to the wit- 
nessers. The folder was attractively 
designed. 














Gdeal Daby. Shoo 
Nenvers. CG hasolls 
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SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR A POSNER SHOES, INC 


140 W. BROA 





“ELAM” 
Flexible Turn Shoes 
For the Jebbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Bosten Office 16 Columbia Street 











QUALITY SHOE ILLUSTRATIONS 


\, SE Soonenes ENGRAVING ELEC TROTYPING 
RECT ADVERTISING FOR THE SHOE TRADE 


109 KINGSTON ST. 

















‘\ 7540 - 


F'Summer Se BOSTON’ \7sa1/- 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needa. 
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MEN’S TURN SLIPPERS 








Retailing $3.00 te $7.00 








TRAVELING SLIPPERS 


IN STOCK 
of the very highest grade 
$1.15, $1.50 and $2.00 
all colors and leathers 
THE KAY-JAY SHOE CO. 
Manufacturers 
309 Finlay St., Cincinnati, O. 








fer MEN, WOMEN 
and CHILDREN | 

and hease 
SLIPPERS in a wide 
variety ef styles and 

prices. 
SATIN SLIPPERS 
neted for quality 

FRANK H. PFEIFFER ¢e.. Ine. 

14 Washengten Square Worcester, Mass. 





——_——_ - 
Of the he 
Better Hh) 
Grade . 
Eps, 
Write for Prices 
BEST-EVER SLIPPER CO., inc., BROOKLYN, NT. 








Sortgtey, — 
Pullman Slipper er 
RED BLACK TAN 


The Quality 
SWAN SHOE CO. Baltimore, Md. 











Pelt and Leather 
-Sele SLIPPERS 
fer the Entire Family 
No. 7300 Satin im these 
e, Old Ress, 
Lavender, B. Blue, 
Black, Taupe and 





Send for Price List 
HW ENGLAND CLSreee Se. 
140 Green Street __-_- 


PARISTYLE FOOTWEAR MFG. CO., ny 


41-45 Washington Ave. 
Chicage Office, Security Bidg., 188 W. 


HIGH GRADE MULES AND D’ORSAYS 


Made ef Satie, a Satin, Embossed 
Tinsel and 
Prices trom $28.00 per dea. ep 


a> 


INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pagés may read 











— and learn. 





Keep Rubber Stock Near 
Customer 
(Continued from page 87) 


partment and says—“Rubbers,” or 
“Overshoes,” Mr. Foley and his 
assistants, conduct him to the seat 
that is the nearest to the size 
given, or the size which they think 
he requires. 


Men Like Quick Service 


“The point to remember in wait- 
ing upon men,” said Mr. Foley, “is 
that they are always in a hurry 
and a speedy service is required. 
If by any chance the needed size 
is missing and it is necessary to 
go into stock for same, you must 
keep your customer interested all 
the time in wanting the merchan- 
dise. Do not allow him to get up 
and say, ‘I cannot wait,’ but give 
him a shoe to hold, perhaps the 
one you have been trying on and 
that does not fit, until you come 
back with the proper size. Cus- 
tomers, both men and women, are 
much like children, and it is some- 
times necessary to almost hypno- 
tize them. But always remember to 
keep up their interest in the mer- 
chandise you wish to sell.” 





New Shoe Stores 


Porter A. Morstal, Hyde Park, 
Cal. 

Litchenberger Ferguson Co., Los 
Angeles, Cal. 

George A. Allen, Madera, Cal. 

Walk-Over Boot Shop, San Ber- 
nardino, Cal. 

Jacob Brown, Watts, Cal. 

S. C. Wittmer, Havre, Iowa. 

Thomas Clark, Central Lake, 
Mich. 

C. E. Kennard, Kennard, Neb. 

People’s Shoe Shop, Lakewood, 
N. J. 

McCoy Shoe Store, 
N. D. 

W. O. Lankford, Longview, Wash. 

Maximes, Los Angeles, Cal. 

Feltman & Curme Co. of Chicago, 
Ill., to open two new stores on Mar- 
ket street, San Francisco, Cal. 


Wahpeton, 





Callaway to Paris 


New York, Nov. 25—H. Ross 
Callaway, formerly connected with 
Bally, Hoskins, Inc., sailed for 
Paris last week, where he will es- 
tablish a shoe importing business. 
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326 W MONROE ST 
CHICAGO 
W2 SUMNER SMITH 








ALLET SLIPPERS in Stock 











2 
SHOE FINDING Oo; 
147 Duane St., New York, N. Y. 








Medium Bex, 
8%-T, $1.48. 
Bik. Viel, Hard 
tos, 8-8, $2.85 
FERGUSON BROS. Co. 








2121 Washington St., Boston, Mass. 


QUALITY BALLETS—,,'%,, 


Hard Tee 


beni ges 


Alse Men’s and Women’s Slippers of every deseription. 
METROPOLITAN SLIPPER CO. 
134 W. B'way, near Duane St. 





New York 





BALLET SLIPPERS — IN STOCK 
- (Made by Ballet Specialists) 
Style B102 a Glazed 
Kid, Soft T 
6-11 = 11-Y_-2-2%-8 
$1.30 ne tas 
SCHWARTZ A MENDED 


Mfrs. of High Grade Athletic Shoes 
241 Ne. (ith Street - - Philadelphia, Pa. 














Demand Dunbar Designs 


Frem Your Manufacturer 


AND BE ASSURED OF STYLE 


AND FITTING QUALITIES 
IN YOUR SHOES. 





















































EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E. Miller’ 


INC, 
Sele Mig. 
11 BROADWAY, 
York City, N.Y. 


Detachable 








* Rubber Heels New 











T.W. SO OT ONALD Ve. Bam, Treas. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


98 SOUTH STREET BOSTON, MASS. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Gabber and Leathe 
Dry Foot Welting 


Sheet. Rubber Soling 


BF. CHAMBERLIN 
006mm So 
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Sam Davis Addresses Wash- 
ington Association 

Washington, D. C., Nov. 24—The 
Washington Retail Shoe Dealers’ 
Association held a splendid meeting 
Nov. 18, when Sam Davis, field sec- 
retary of the National Shoe Retail- 
ers’ Association, was the speaker. 
Salesmen were guests of the mer- 
chants and listened to an instruc- 
tive and very interesting address 
by Mr. Davis on salesmanship 
methods. 

Secretary Davis dwelt on meth- 
ods for succeeding as salesmen, 
ways of co-operating with the 
house, and his illustrations were 
vivid and at time humorous. After 
the address, questions came from 
the salesmen, and were answered; 
then comment and a general con- 
ference, which resulted in large ac- 
cession of new members for both 
the local and national associations. 





Changing Suedes to Russia 


Lynn, Mass.—Such is the de- 
mand for Russia calf leather that 
tanners are sending back to their 
tanneries suede calfskins, which are 
finished on the flesh side, and are 
finishing up the grain side as Rus- 
sia calf leather. The difference to 
the shoe wearer is that the skin is 
finished on the grain side, for Rus- 
sia leather, and not on the flesh 
side, for suede leather. 





: C Dargest Meter 


in the Wor. 


Black Glazed Rid 
Surpass LEATHER @ 


















wibTis 


oring °:. 


Russell ManufacturingCo. 


Middletown, Conn. 








The One 
Waterproet 
Leather That 
Takes and Re- 
tains a Polish. 


ai & COOK CO. 
sport 95 Seuth St., Besten, Mass. 





T, ai. 
























































J. R. BEATON COMPANY, Inc. . 


381 FOURTH AVE., NEW YORK 









CHICAGO HOSIERY ATLANTA 
BOSTON Mk IT” SAN 
vat meas} FRANCISCO 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 Seuth Street 


Telephone, LiBerty 8673 











Boston, Mass. 
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EMIL RUBLACK 


Maker of Artistic 


PRICE TICKETS 
Shoe trade my specialty 
Samples mailed free on request 

Established 1903 


142 WEST BROADWAY 


140- 
Son 'W YORK, N. ¥. 


}_ Actual Size 1 1-8°7 x 2” 
































No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless you need the 


Boot and Shoc Recorder 
All THE TIME 











MANHATTAN FINDING OO. 
107 Duane St., ~ York City 
“KOM-FUT" ARCH “SUPPORTS 
Shoe Store Supplies a4 every description 


Write today for information 
We casey © Ee Sao of Ses ens Bele 
Slippers in 














Where to Buy i 
Wanted Styles 
An extra Editorial Service to : 


“Recorder” readers, free for the ; 
asking. Write and tell us what ; 
you would like to know. . 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per je Ln WANTED—Four cents word for each 


per 
7Ttimes 13times 26 times 52 times amount accepted, $1.25. A under ths heeding wi 
to Tuesday of week of publice: d hen ad 
$4.00 $3.50 $3.00 $2.50 SEs ‘cqowers ts come tb Gove of ip ollon, peaive wants == 
8.00 7.00 6.00 5.00 allowed in each advertisement for address. When advertisers desire 
12.00 10.50 9.00 7.50 ee ee to their a, o- SS 
16.00 14.00 12.00 10.00 to ads must be sent under letter pastege. = fe —— 
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Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





*;XPERIENCED SALESMEN wanted to 
cover Pennsylvania, Ohio, Indiana, Michi- 
gan, Arkansas, Louisiana, North and South 
Dakota, Nebraska, Kansas, Oklahoma, Texas, 
Colorado, Arizona, Utah, Nevada and Cali- 
fornia to sell our line of children’s and infants’ 
Goodyear turns and stitchdowns, strictly 7% 
commission. Should be sold with other non- 
conflicting lines. Only men with established 
trade and experience considered. Address, with 
reference. The Rehr Shoe Co., Orwigsburg, Pa. 





GALESMAN WANTED for Georgia and 
Florida to carry manufacturer's line of in- 
fants’ to misses’ medium and fine turns; best 
numbers carried in stock. References required 
with first letter. Rohrer & Co., Orwigsburg, 
Pa. 


«© ALESMAN WANTED for the states of Dela- 
\ ware and Maryland, to carry a Philadelphia 
jobbing line, also line of rubbers and tennis. 
Prefer man to live in the territory, with auto- 
mobile. Trade already established. Address 
B-155, care Boot and Shoe Recorder, 1530 
Chestnut St., Philadelphia, Pa. 








( ALESMEN WANTED for territories all over 
~ the country to sell a strong line of shoes, 
men’s, boys’ and children’s welts, stitchdowns, 
ete., by one of the largest jobbing houses in 
the country strongly connected with one of the 
best known manufacturers. To qualify men 
must travel by automobile and must be ac- 
quainted with the territory they apply for. 
Give full details in your first letter. Strictly 
confidential. Don’t be afraid to write, as our 
own men are all apprised of this advertise- 
ment. Address B-156, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 





A middle west manufacturer of men’s 
and boys’ medium grade welts has 
following territories open: 

No. 1. Virginia and West Virginia. 

No. 2. North Carolina and South Caro- 


lina. 
No. 3. Michigan and Northwest Ohio. 
No. 4. West Minnesota, North Dakota 
and South Dakota. 
No. 5. Iowa, Nebraska, West ~ ane 
No. 6. Washington and Orege 
No. 7. New ——h — "Southern 
Colorado, E 
No. 8. Colorado, Usk. ‘Wyoming, Mon- 
tana, Nevada. 
Only experienced shoe travelers with 
good sales records need apply. Address 
B-160, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 








We will have an opening on January 
Ist for ten additional salesmen who 
work their territory close and have es- 
tablished trade. Our new spring line of 
samples will revolutionize the popular- 
priced stitchdown industry. Capable 
men, in fair territory, should ship at 
least $100,000 worth of shoes in 1925. 
First letter give territory covered in 
detail, present cti t of 
shipments last three years, etc. Appli- 
cations confidential. 


E. J. RAMSEY CO. 
347 Rider Avenue, Bronx, N. Y. 














We want experienced 
Write for particulars, giving references. 





Illinois—Arkansas—Louisiana 


salesmen to cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Goodyear Weit and Nailed, in Blucher, Outing and Moulder. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 








IRST CLASS salesmen with established 

trade to carry as side line 20 styles of our 
branded stitchdown shoes and sandals, sizes 
5 to 2, at prices easy to sell. Commission. The 
line recognized generally as one of the leaders. 
When applying give references and territory 
covered. Following states now open, Kentucky, 
Tennessee, Michigan, Indiana, Ohio. Address 
B-157, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





G ALESMAN for greater New York retail 
trade for popular-priced manufacturer's 
line of boys’ Goodyear welts, 6% straight com- 
mission. Address B-168, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


W ANTED—First-class salesman to sell high- 
grade ladies’ turn shoes to out-of-town 
trade. Bernard Geller, Inc., 121 Ingraham St., 
Brooklyn, N. Y. 


RESIPENT SALESMAN, Pittsburgh district, 
for well known children’s line. Active in 
stock department. Can be carried as a side 
line. Address B-159, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


SALESMEN WANTED 


Nationally known manufacturer 
with six factories, whose output of 
men’s welts has been sold prin- 
cipally to a successful chain of 
men’s shoe stores, has enlarged 
output sufficient to warrant in- 
creased distribution. 

We make men’s welts to retail 
from $3.50 to $6.00 with average 
of $5.00. Everything from staples 
to the latest lasts, patterns and 
materials. 


To salesmen of ability and finan- 
cial responsibility we will give 
choice territory and a commission 
consistent with prices that will get 
business from the best class of 
trade. 

State territory desired and give 
personal and financial references. 
Address B-170, care Boot and Shoe 
Recorder, 207 South Street, Bos- 
ton, Mass. 














Practical salesman wanted by large 
rubber manufacturer to handle 
complete shoe cement line. Excellent 
opportunity for aggressive man. 
Give experience and reference. Ad- 
dress B-166, care Boot and Shoe 
Recorder, 207 South Street, Bos- 
ton, Mass. 








Goon LIVE MAN to cover territory outside 
New England on commission for retail 
misses’, children’s and growing girls’ McKays. 
Must have number 1 accounts. Only first class 
man with good references considered. Address 
B-169, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


W ISCONSIN and upper Michigan now open 
with old established, high-grade firm manu- 
facturing and distributing for immediate and 
future delivery a complete line of children’s 
shoes from soft soles to growing girls. Com- 
mission basis with drawing account. Only ex- 
perienced, high-grade and thoroughly success- 
ful men need reply. Give full information in 
confidence, territory covered, lines carried, 
volume of sales, ete., in first letter. Address 
B-158, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. 








on 8 
first 
terri 
Our 
will 
stitel 
tory 
tion, 





ALESMEN to carry side line of Brooklyn 

fine turns. One for the Coast, one for Mid- 
dle West and one for Denver west. Wonderful 
proposition for men with a good following. 
Give reference and experience. Address K-725, 
care Boot and Shoe Recorder, 127 Duane St., 
New York. 








Resident Salesmen 


Wanted 


in the principal cities to 
carry the H. M. & H. Line 
of High-Grade McKay 
shoes. Applicants must be 
men of high standing, and 
must be able to furnish ap- 
propriate references. Hen- 
nessey, Maxwell & Hennes- 
sey Shoe Co., Lynn, Mass. 











Want real salesmen for Kansas, Ne- 
braska, Dakotas, Kentucky, Tennessee. 
Side line salesmen need not apply. Must 
be a producer. New line ready January 
Ist. 


E. J. RAMSEY COMPANY 
347 Rider Avenué, Bronx, N. Y. 
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SALESMEN WANTED 





POSITION WANTED 


FOR SALE 





SE—_ ~~ 

TTENTION, SHOE CLERKS—If you are 
A energetic, and ve the ambition and 
perseverance to become a highly paid sales- 
man, we have an opening for you. Address 
p-142, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. 

ESIDENT SALESMAN WANTED —In 
R large cities. In stock Ballet line. Wm. 
Sumner Smith, 326 W. Monroe St., Chicago. 
Se .. 
y/atTED—-Bupertensed salesmen, on strict- 
) ly 7% commission basis to show our line 








IF you want a real energetic, producing buyer 
and manager for your store or dept. answer 
this ad. Address B-163, care Boot and Shoe 
Recorder, Leather Trades Bldg., St. Louis, Mo. 





HELP WANTED 


GHOE BUSINESS—Atlantic City, N. J.; 
100% location, Atlantic avenue. Sell for 
less than price of stock and fixtures. Owners 
going into building business. Address Shoes, 
49 N. Tallahassee Avenue. 





WANTED TO PURCHASE 





INDOW TRIMMERS WANTED to sell 
window display fixtures on commission 
basis. Artistic Wood Turning Work, 511 N. 


I BUY factory rejects of high-grade shoes, 
also store returns. Address Jos. F. Shane, 
Box 73, Easton, Maryland. 





of some thirty samples of high-grade arch sup- 
port and EEE shoes to retail at $5.00 and 
$6.00. Some novelty shoes. Stock proposition. 
References required. Westcott Whitmore Co., 
217% W. Water St., Syracuse, N. Y. 


SALESMAN 


With established children’s and misses’ 
trade to sell line composed of 35 styles 
eof low cuts Milwaukee Quality Phenix 
Welt Process. Iowa, Minnesota, Nebraska, 
Missouri, North and South Dakota, Kan- 
sas. 7% commission paid. Lines now ready. 
The Phenix Shoe Mfg. Co., 27 Erie St., 
Milwaukee, Wisconsin. 





Halsted St., Chicago, Ill. 








Wanted to Purchase 


Looking for a family shoe store in or 
around New York City. Will buy on 
cash basis. Address K-723 care Boot and 
Shoe Recorder, 127 Duane St., New 
REPRESENTATIVE WANTED York. 
A leading English manufacturer mak- 
ing Men’s Goodyear Welted Quality and 
ty a a. a age 
tive for the eastern states on commis- 
sion. Have good knowledge of American THE NEW YORK EXPORT 
oo requirements. Give full data in PURCHASING CORPORATION 
reply. 

C. W. HORRELL, Ltd. 596 BROADWAY, NEW — N.Y. 
—— hoemakers "eens . 

° ° ~ - SLOW SELLERS 

outside Side Line Salesmen Rushden, Northamptonshire, England. a SURPLUS STOCKS cam 
- retail N ENTIRE STOCKS 
MicKays, eed Not Apply Bargains in shoes always on hand for 
st class special sales and bargain basements 
Address 


7 South 











REPRESENTATIVE WANTED 












































Our production will warrant us putting 
on several additional salesmen at the 
first of January; men who work their 
territory close, and are real producers. 
manu- Our new line will be next to none, and 
a = will revolutionize the popular-priced 
. Com. stitchdown industry. First letter, terri- 
nly ex. tory covered in detail, present connec- 


Hon in tion, amount of shipments, etc. 

arried, required. Address B-167, care Boot and 
E. J. RAMSEY COMPANY Shoe Recorder, 207 South Street, Boston, 

347 Rider Ave., Bronx, N. Y. Mass. 








AGENT WANTED 





CASH PAID 


j for shoe stores or surplus stecks ef shoes 
Manufacturers, finishers and printers of or for other merchandise. Leases taken 
shoe and slipper cloths in England wish to over. We will send a representative to 
appoint a reliable agent in Canada for the investigate and make offer upon request. 
sale of their lines. Best qualities, best Kal Cerf. M ile C I 
prices obtainable. Only one who is in touch alter Cerf. Mercantile Co., ine. 
with users of same need apply. References “a Ny - ne — 2 








\ddress 
89 W. 
































HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Alse Purchase Gent's Furnishings, Clething, ete. 
YOUNG & CO. 
815-317 Church St.—New York, N. Y. 
Telephone Canal 0356 


‘ooklyn 

Sian WANTED 

i Wide awake shoe salesman to sell corking 
good line of misses’, children’s, growing 
girls’ and boys’ shoes for Chicago in-stock 
house on straight commission of 7%, no 
drawing account. May be sold as a side 
line in its entirety or in part with non- 
conflicting line. We have the following ter- 


ARKANSAS, FLORIDA, 





LINE WANTED 


PRODUCER—A STYLE MAN. Salesman 

of wide acquaintance in New York amongst 
the better class of trade. Open for an estab- 
lished line of women’s novelties. Address 
K-727, care Boot and Shoe Recorder, 127 
Duane St., New York. 


XPERIENCED traveler wants shoe line for 
Ohio and New York state, Ohio preferred. 
Women’s factory with in-stock department 
° RASKA (EXC also preferred. Best references. Address B-162, 
OMAHA), NEVADA, NEW MEXICO, NO. eare Boot and Shoe Recorder, 626 Powers 
CAROLINA, NO. DAKOT OHIO Bldg., Rochester, N. Y. 
HALF), OKLAHOMA, SO. 


NA, SO. DAKOTA, TENNESSEE, LE WANTED—Experienced road man 
UTAH, VIRGINIA, WEST VIRGINIA, wants snappy line women’s McKays for 
WYOMING. Address B-161, care Boot and Texas; priced cheap; also line of men’s dress 
Shoe genase, 189 W. Madison St., welts, cheap. Box 54, Weatherford, Texas. 
cago, Tl. 











We quick and pay highest cash 
ee a ae 








Phone Stagg 1757 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. ntities no ob 
ject. Retail holesale. term leases 
FOR LEASE taken off your hands. Wire or ee 


BUSINESS OPPORTUNITY ee 


EPARTMENT STORE in industrial center 313 Church Street, New York 
of Illinois is remodeling excellent space for We also purchase clothing, hats, fernishing 
etc. Phone Canal 


CASH PAID 


Excellent opportunity for a live shoe man. 

Address B-164, care Boot and Shoe Recorder, 
for entire shoe stocks or surplus stecks ef 
shoes or other merchandise. Any quantity. 























Interest Wanted in 
Women’s Shoe Factory 


Experienced superintendent, for many 
years connected with large shoe manu- 
facturing plant, would be interested 
in an opportunity to invest in a manu- 
facturing concern that is strongly 
equipped on the sales end but in need 
of an active partner in the manufac- 
turing end. Will be interested only in a 
live proposition. For farther particulars 
address B-165, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 








FOR SALE 





189 W. Madison St., Chicago, Ill. 
Prempt attention 


KIRSCH-BLACHER CO., Inc. 
622-624 B » New York, N. ¥. 








Retail shoe business conducted profitably 
over 50 years. Located in center business 
district in live and growing community 
near Syracuse, New York. Owner retiring 
account of ill health. This is an exceptional 
opportunity. Address K-708, care Boot and 
Shoe Recorder, 127 Duane St., New York. 








Information for Shoe Merchants 

“Where to Buy” constitutes a source of 
knowledge so that he who rung through these 
pages may read—and learn. 
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Sawyer Co. Moving to Free- Boot and Shoe Recorder 


port, Maine 
; PUBLISHED WEEKLY IN THE INTERES; 
Bangor, Maine—The Sawyer ‘ = SS Se OF THE RETAIL SHOE MERCHANT 
Boot & Shoe Co., for 30 years lo- / me ~ 
cated here in the manufacture of 
boots and shoes, fancy moccasins, = or = BOOT AND SHOE RECORDER 


and sport shoes, is to move to = 
Freeport, Maine. The company - PUBLISHING COMPANY 
is moving into a new plant in order 2 (Incorporeted under Massachusetts Laws) 
to take advantage of conditions | 

there which will enable it to j : CAPITAL $150,000 


double its output and take care of —— 
increasing demand (ffor its ) = - ADVERTISING RATES—Card of Advertising 
products. Rates furnished on coplication. For rates for 


Wants, For Sales, etc., see Wan’ 
Officers of the company are: A. Every tion is taken by the BOOT AND 
: ‘ SHOE RECORDE: ee 
C. Sawyer, president; R. J. Saw- statement likely ~ tol anata Printing Te 
yer and J. A. White, vice-presi- @ reserve the right to reject any 
dents; P. C. Leonard, secretary; 
H. F. Sawyer, treasurer. 





by the 





—$$——_ 


ETAL 
OE ES I As CII, ena RR ar ee 


advertising or reading matter which 
line swith this policy. a 





— 


OFFICES IN 


FFICE: 207 South Street. 
OFFICE: 224 Moraine St. Geo, 


M anager. Telephone 507 
a, E: 189 West Madison St. Tele 
Maine 1089. B. C. Bowen, Manacer. 
LOUIS OFFICE. Leather Trades % .. 
M. Bowen C. Bowen, Manager). 


739. 
nEw YORK OFF OFFICE: Room 101, Graham B 
27 Duane St. H. Walter Scott, Manager, T Te 


piphoas Weiebal OFFICE: Room 524 Perry 


ean  Veyur ‘ood od-9f ake ofie 7d % Bldg... 1580 Chestnot St. H. Walter Scot, 


Corp. -» St. Louis, HAVERHILL OFFICE: Chamber of Commerce 
kweed, Mo. er oe m= Rooms, Haverhill National Bank Bldg. Geo 


ae —_— 4 
CINCINNATI “Orie CE: ry ~ National Bank 
Bldg. H. M. Bowen (B. C. Manager). 


- CLICKER —) [Metal Shoe Fitting Stools | "2857311. oc rey mam 
DIES ep Floor Rinses 


% inch at 12 cents per 
running inch. i 
14 inch at 17 cents per PARIS OFFICE: 5 Rue des Italiens: L- Hubbard, 


running inch. LONDON OFFICE: P. Y- Curtiss, M 


Minimum 15 inches AUSTRALIAN” OFFICE: 439 W. 1 Baglend St., 


ALITY Melbourne. G. Jervis M. 
DELIVER Y GUARANTEED CONTINENTAL OFFICE: EP Withanm Scares, 


FOLEY & HALLQUIST ARGENTINA’ Bocnee Ainee. Rivedecie 272 
1313 North 7th Sa - BRAS Gate Salen S. Fiech, 38 Rec Gena 
88 Sob. 


‘ ST. LOUIS oO. No. 141 
CHILE: tiago, Las Rosas 1123-1127. Otto- 


The foremost authority on Silk Plash grite for THE CHICAGO CUBA Mr. H. Gomes. Corrales 2A, Havens, 
fer Sandon Reesnne and Price WIRE CHAIR CO. JAPANESE OFFICE: Yokohama. J. F. Wase, 


The National tional Plush Co, 621 NL Sato, Chine SPAIN Garmie, Leomele de, Miguel, Lien 


West 3rd Street, New York 
Plushes and Velours 


"Phone SPRing 3671 MILBRADT 
Rolling Ladders 


and 


BICYCLE 
Rolling Ladders 








MISCELLANEOUS 








aT ary aT 





Ideal Line—Rollin 



































NEW and USED CHAIRS 
Prices from $2.00 each up 
Always on Hand 
Crown Motion Picture Supplies ! Milbradt Manufacturing Co. 


138 W. 46th Street | 
New York City « ee 2416 Ne. Tenth St. St. Leuls, Me. 
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BUSINESS REVERSES 


= tt, Ala.—Maurice L. Tribby, shoes, re- 
ted assigned. 
iin Cal.—Bagley’s Booterie, shoes, re- 


rt igned. 

Glndsle, Cal Cal —Specialty Boot Shop, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy and receiver appoin' 

Baker, Fla.—R. M. Jernigan, shoes, ete., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Dublin, Ga.—Smith-Lewis Co., shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Chicago, I1.—M. B Wilkins (1946 Monterey 
street), shoes and furnishings, reported pe- 
titioned or petitioner in bankruptcy. 


Katz Bros. (3419 W. 16th street), (Branch 
712 E — street), » repo exten- 
sion granted. 

Mattoon, Ill. —Sam Goldstein, shoes, reported 
assigned. 


Lebanon, Ind.—Crews & Hart, shoes, reported 
receiver appoin 

Wichita, Kan.—Purdum Shoe Co., shoes, re- 
ported assigned. 

Baltimore, Md.—Henry Swartz (2121 W. Pratt 
street), shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Fitchburg, Mass.—Kopsiaftis Bros., shoes, re- 
ported offering to compromise at 15 per cent. 

Newburyport, Mass.—Fern Shoe Co., shoe 
manufacturers, reported offering to com- 
promise at 90 per cent. 

Worcester, Mass.—G. A. Ervanian, shoes, re- 
ported petitioned or petitioner in bank- 


ruptecy. 

Flint, Mich.—Robert Kostoff, shoes, reported 
offering to compromise at 75 per cent. 

St. Paul, Minn.—J. S. Levitt (136 E. Fourth 
street), shoes, etc., repor assigned. 

Atlantic City, N. J.—Harris Gotlieb, 1201 
Aretic avenue), shoes, etc., reported pe- 
titioned or petitioner in bankruptcy. 

Camden, N. J.—Max cks, shoes, reported 
meeting of creditors called. 

Newark, N. J.—Aaron Kruger & Son (248 
Springfield avenue), shoes, reported meet- 
ing of creditors called. 

Perth Amboy, N. J.—Alexander’s Boot Shop, 
shoes, reported offering to compromise at 
70 per cent. 

Brooklyn, N. Y.—Isaac Rosenwasser (2338 
8lst street), shoes, reported petitioned or 
petitioner in bankruptcy. 


Ischua, N. Y.—W. I. Austin Co., shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 


Yonkers, N. ¥.—John Wattenberg, leather and 
findings, reported offering to compromise at 
50 per cent. 

Alliance, O.—Edward Thomas, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Cleveland, O.—Bernard Barnett (964 Park- 
wood drive), shoes, reported petitioned or 
petitioner in bankruptcy. 

Beaver Falls, Penn.—Jacob Brier, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptey. 

Penn.—Harry Gersowitz, 


Montrose, shoes, 





etc., reported petitioned or petitioner in 
bankruptcy. 
Philadelphia, Penn. Jacob Divac (2329 Ridge 


avenue) and branches, shoes, repor offer- 
ing to compromise at 25 per cent. 
Pittsburgh, Penn.—Morris C. S. Perelstein. 


Carter Shoe Co. (917 Smithfield street and 
branches), shoes, reported petitioned or pe- 
titioner in bankruptcy. 

Palestine, Texas—L. N. Steinlen, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

Troup, Texas—Griffin & Burns, shoes, etc., 


re- 


ported petitioned or petitioner in bank- 
ruptcy. 

BUSINESS CHANGES 
Dover, Del.—Dauphine Shoe Co., manufac- 


turers of shoes, etc., incorporated $20,000 
Benton, Ill——L. C. Hackman, shoes, etc., re- 
ported sold or closed out business. 
Chicago, Ill.—David Kreisberg (3339 No. Clark 
street), reported sold out to Israel Minkoff. 
Stresau Becker Leather Co., Inc. (1310 
North Halsted street), tanners, repo 
liquidating. 
Sears, Roebuck & Co., Inc., mail order, 
Julius Rosenwald, president, retired. 
Peoria, Ill.—Amrine’s Shoe Shop, shoes and 
leather goods, incorporated $5,000. 
Haverhill, Mass.—Porell & Magee Shoe Co., 
slipper manuacturers, reported liquidating. 
Lynn, Mass.— A. Fisher & Son, Inc., manu- 
facturers of shoes, incorporated $150,000. 
Boston, Mass.—W. H. Holbrook & Co., shoe 
manufacturers’ goods, moved from 207 South 
street to 58 Lincoln street. 
Omaha, Neb.—Hayward Bros. Shoe Co., whole- 
sale shoes, reported sold out to Hayden 


Bros. 
Newark, N. J.—Pompillio Barra (27 Cutler 
og shoes, reported sold out to Raefelo 


usso. 

Ridgefield Park, N. J.—David Rinsky, shoes, 
reported sold out to Joseph Kaplan. 

Mount Morris, N. Y.—Fred Beuerlein, shoes, 


died. 

New York, N. Y.—Empire Baby Shoe Co., 
manufacturers of shoes and novelties, in- 
corporated $25,000. 

Joshua L. Epstein (1431 Wilkins avenue), 
shoes, reported selling or sold out. 


Manufacturers’ Direct Service Shoe Co., 
manufacturers shoes, slippers, etc., incor- 
porated $100,000. 

Bedford, O.—Monat Shoe Co., shoes, incor- 


porated $10,000. 
Cincinnati, O.—Isaac Faller Shoe Co., jobbers, 
Jacob Ray, vice-president, died. 


Fogelsville, Penn.—Charles Lutz, shoes, re- 
ported succeeded by Jacob Kotsch. 
Lehighton, Penn.—Sam Klitzner, New York 


Clothing Store, shoes, etc., reported moved 
to Slatington, Penn. 

Parsons, Penn.—Max Vogel, shoes, 
ported moved to Ashley, Penn. 


ete., re- 


Waynesboro, Penn. Harry C. Criswell, Sr., 
shoes, etc., reported sold or closed out 
business. 





Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 





Fine Calf Leathers 











oe 
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BUSINESS REVERSES 


Los Angeles, Cal.—Fred Goehring, Goehring’s 
Shoe Store, reported asking for general ex- 
tension. 

Terryville, Conn.—William Simon, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Norwich, Conn.—George I. Kaplan, George’s 
Shoe Shop, shoes, reported petitioner or pe- 
titioned in bankruptcy. 


Boston, Mass.—Joe Cattogio, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Chelsea, Mass.—Northeastern Shoe Co., Inc., 


manufaeturers of shoes, reported petitioned 
or petitioner in bankruptcy. 

Haverhill, Mass.—Atwood & Gardiner, Inc.; 
shoe manufacturers, reported petitioned or 
petitioner in bankruptcy. 

Worcester, Mass.—Rolander & Goesch, shoes; 
etc., reported assigned. 

Camden, N. J.—M. “Trachtman, shoes, reported 
petitioned or petitioner in bankruptcy. 

Newark, N. J.—Nathan Elias (59 Pacific 
street), shoes and repairing, reported meet- 
ing of creditors called. 

Trenton, N. J.—Samuel S. Rockman, shoes, 
= petitioned or petitioner in bank- 


Buffalo: N. Y.—Jacob B. Goldberg, shoes, etc., 
reported assigned. 
New York, N. Y.—Max Kullman (1165 Boston 
road), shoes, ete., repo 
(1008 E. 


ass: 

Cleveland, O.—Meckler Shoe Co. 

128rd street), shoes, reported petitioned or 
petitioner in bankru; ptcy. 

Columbus, O.—Manovill’s, Inc. (144 So. High 
street), shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Portsmouth, O scar Wagenheim, shoes, etc., 
reported petitioned or petitioner in bank- 


ruptecy. 

Philadelphia, Penn.—Louis Rosen (4301 Ger- 
mantown avenue), shoes, reported peti- 
tioned or petitioner in bankruptcy. 

Tarentum, Penn.—Coller’s Boot Shop, shoes, 
reported petitioned or petitioner in bank-+ 
ruptcy. 

Memphis, Tenn.—Cinderella Boot Shop, Inc., 
shoes, reported asking for general extension. 

Gatesville, Texas—Gatesville Shoe Store, shoes, 
reported petitioned or petitioner in bank- 


ruptcy. 
Taft, Texas—Nathan Stool, shoes, etc., re- 
ported petitioned or petitioner in bank- 


ruptcy. 

Richmond, Va.—H. I. Horwitz (1707 E. Main 
street) (1547 E. Main street), shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 


BUSINESS CHANGES 


Rogers, Ark.—Julius Laner, shoes and repair- 
ing, reported succeeded by S. G. Parsley. 
Los Angeles, Cal.—Portello Shoe Co. (1862 
No. Main street), shoes, reported sold out to 

Litchenberger Ferguson Co. 
Morris Mandel, Emerson Shoe Store, shoes, 
reported succeeded by M. Mandel, Inc. 
Hartford, Conn.—John Cosarro (157 Russ 
street), shoes, reported selling or sold out. 
Seymour, Conn.—M. C. Keir Co., shoes, sold 
out to J. Janowitz. 
Chicago, Ill.—Arnold Glove Grip Bootshop of 
Chicago, Inc., incorporated $20,000. 
The Ideal Baby Shoe Co., Inc. (1101 No. 
Robey street), shoe manufacturers, certified 
to change in name to Surwalk Baby Shoe 


Co. 

Levie Shoe Co. (500-32 Troop street), 
manufacturers of shoes, Oliver M. Levie, 
secretary, died. 

William Stainbunk (3206 No. Cicero ave- 
Sm | a reported succeeded by Frank J. 

ost, Jr. 






children sashoe: 





YENTILATIONS 
PATENTED 


one Brockton 213: 
for immediate action 
BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mase. 
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BNE, OE. Mls" conte Bicoassttiianisckdcthoeneniidititismiasnaitdetiold 128 


Pedigo-Weber Shoe Co., St. Louis, Mo......... 72 





Pfeiffer, Frank H. Co., Inc., Worcester, 
INI <iivtistnesthdincesnasnnidemacllienihtiiladddnniainmemmpiibenssin 128 
Plant, Thomas G., Co., Boston 
Posner, Dr. A., Shoes, Inc., New York 
GP ccncimbnitinies é 4, 127 
Powell & Cath. New York City...... 27 
Reynolds, Bion F., Brockton, Mass. .........126 
Reynolds, Luke W., Co., Brockton, Mass. ...112 
Rice & Hutchins, Inc., Boston........................ 40 
Richards & Brennan Co., Randolph, Mass. 126 
Riley Shoe Mfg. Co., Columbus, 0O.................114 
Rogers Bros. Shoe Co., Boston ——s 
Samuels Shoe Co., St. Louis, Mo......2nd Cover 
Schwartz & Herder, Inc., Philadelphia, 
Pa. date . - - 128 
Shaft-Pierce Shoe Co., Faribault, Minn.......100 
Shoe Specialty Mfg. Co., St. Louis, Mo......... 75 
Smith, Wm., Summer Co., Chicago, Ill. 128 
Stacy-Adams Co., Brockton, Mass. ‘ 126 
Stetson Shoe Co., South Weymouth, Mass. 126 
Swan Shoe Co., Baltimore, Md. 7 128 
Teeple Shoe Co., Waupun, Wis. ; 22 
Tessier & Bowdoin, Haverhill, Mass. 127 
Thomson-Crooker Shoe Co., Boston 13 
Tober-Saifer Shoe Co., St. Louis, Mo. 85 
Travaso Shoe Mfg. Co., St. Louis, Mo. 82 
Tweedie Footwear Corp., St. Louis, Mo. 81 
United States Rubber Co., New York 
City Front Coyer 
Utz & Dunn Co., Rochester, N. Y. 7 
Weber Bros. Shoe Co., No. Adams, Mass... 26 
Whitman & Keith, Brockton, Mass. 126 
Wohl Shoe Co., St. Louis, Mo......................... 83 


Wolff Shoe Mfg. 


Ce., St. Louis, Mo. 85 





HOSIERY 
Beaton, J. R., Co., Inc., New York City........129 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Company, Inc., Phil., 
Pa. ; ee 


Armstrong Cork ~_ Lancaster, Pa. 
Barnet Leather Co., Inc., New York City 2 


Beggs & Cobb Co., Boston....... ” 129 
Boston Woven Hose & Rubber Co., Cam- 
bridge, Mass. ee — 
Cedar Cliff Silkk Co., New York City.. icine ae 
Chamberlain, B. F., Boston...... sli ...129 
Creese & Cook Co., Boston..........................14, 129 
Evans, John R., & Co., Camden, N. J. ......16-17 
Foerderer, Robert H., Inc., Philadelphia, 
Pa. i + ea nee ae 30-31 


Gallun, A. F., Sons, Milwaukee, Wis. 28-29 


Hecht, F., & Co., New York and Boston... 61 





Henderson, F. W., & Co., Inc., New York 


ee a a a ene , 113 
Hunt-Rankin Leather Co., Boston...... 133 
Jones, F. E., Boston,............-0:..ccececssesees : 129 
Lawrence, A. C., Leather Co., Boston... 37 


Littlejohn & Co., Inc., New York City... 112 
New Castle Leather Co., New York City 102-193 


Rubber Growers’ Association, New York 
SRE tel he es 110-111 
Rueping, Fred, Leather Co., Fond du Lac 


NUE” icles dedashctatbdieamnaslisiciekasedoniiatoties 20-2] 
Russell Mfg. Co., Middletown, Conn...... 129 
Schwarzenbach Huber & Co., New York 

IE Le ee ae 104-105 
Surpass Leather Co., Boston...................... 129 
Thayer-Foss Co., Boston.................... tiie ‘ 
Wilson, Charles T., Co., Inc., New Yor 

GED seteahsediidien entnupinionaisciginntiaiitttntibiean 112 


FINDINGS AND SHOE STORE SUPPLIES 


Adler-Jones Co., Chicago, IIl................. 98 
American Sales Book Co., Ltd., Elmira 
N. Y. : = 100 
American Seating Cu Chicago, til. eal 90 
Chicago Wire Chair Co., Chicago, Ill. 132 
Crown Motion Picture Supplies, New York 
City enue tintin ‘ 132 
Heywood-Wakefield, Boston ............ 132 


Manhattan Finding Co., New York City. 129 
Merry-Go-Round Shoe Shop, Cedar Rapids 


Iowa dood 98 
Milbradt Mfg. Co., St. Louis, Mo........... 132 
National Plush Co., New York City....... 132 
Miller, Robert E., Inc., New York City 129 


Pittsburgh Reflector Co., Pittsburgh, Pa. % 
Reischmann Chair Co., New York City 100 


Rublack, Emil, New York City......... 129 

Scholl Mfg. Co., Chicago and New York 27 

Success Furniture Corp., St. Louis and 
Kirkwood, Mo. ‘ ; escdes bas 132 

MACHINERY, LASTS, MFRS.’ SUPPLIES, 

DRESSINGS, ETC. 
Dunbar Pattern Co., Brockton, Mass.... 128 
Foley & Haliquist, St. Louis, Mo............ 132 


Korite Products, Inc., Cambridge, Mass... 18 
Rauskolb, F. W., & Co., Medford, Mass. 26 


United Fast Color Eyelet Co., Boston...... 67-68 
United Last Co., Boston 200000000000... 23 
United Shoe Machinery Com. Boston. 8rd Cover 


Whittemore Bros., Cambridge, Mass.......... 9% 
MISCELLANEOUS 

Atlantic Printing Co., Boston.................. 129 

Brooklyn Purchasing Syndicate 131 

Calderwood & Preg, Boston SE ED > | 


Glauberg, Max, New York City............ nen Oe 


Kalter Cerf. Co., Max, New York City..........131 
Kirsch-Blacher Co., New York City....... nee 


New York Export Purchasing Corporation, 


C—O aT ee 131 
Phillipe, C. Hi. Bowtom...n.......n....ccccscccessscsscesees 127 
Tolman Print, Brockton, Mass..................... 129 
University Electrotype Feandry on) 129 


Young & Co., New York City................... 131 
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OUR RECORD 


100 YEARS OF GOOD SHOEMAKING 100 
“TIME ALWAYS TELLS THE TRUTH” 


Special Holiday Sale 


Buy a Christmas Case—36 Pairs 


MEN’S HOUSE SLIPPERS 
Special Sale Price 


$2.25 Net 


Opera Slippers Only in a Variety of Patterns and Colors 
If not satisfactory—Return at our expense 
(In Stock Folder on Request) 


L. B. EVANS’ SON CO. -- WAKEFIELD, MASS. 


BOSTON OFFICE -- 110 SUMMER STREET 




































































ASK YOURSELF 
THESE QUESTIONS 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 

What is the evidence of READER 
INTEREST? 

Is the paper essential to its field? 

Is reader interest proved by volun- 
tary paid subscriptions? 

Are the paid subscriptions audited 
bythe Audit BureauofCirculation? 

(Twelve Thousand “Boot and 
Shoe Recorder” paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 

(The character of the “Boot and 
Shoe Recorder” is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 







GROSVENOR 


Footwear Products 
Mr. A. L. KENNEY 


and 


Mr. CHRIS. S. BRIEL 























are now on their territory with 
Samples for 1925 


















Be sure you see our line before 
placing your orders. 


FELTS, LEATHERS AND SATINS 








SSS Ea 


C. A. Grosvenor Shoe Co. 


WORCESTER - - - OXFORD 
MASSACHUSETTS 




























9a 5 , / 2 


When writing to the above advertisers please mention Boot and Shoe Recorder 
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TAN CALFSKIN’S THE THING 


“THE PROPER LEATHER FOR FALL AND WINTER’’ 


re A 


No. B4010—Light tan calf imitation turn 
16, 8 ful full covered Spanish heel. Widths B and 


$4.35 
No. B4011—As illustrated light tan calf, 13/8 


covered Cuban heel. Widths B and C Brice, 
No. B4012—As illustrated Patent Leather 
same Apricot Kid Quarter. Widths, B and C., 


$4.50 
B4013—As illustrated Patent Leather 
Vamp, Apricot Quarter, 13/8 covered be 
heel. Widths, B and C. Price $4.3 


No. B4697—Light tan calf imitation turn, 12/8 
covered Cuban heel. Widths, A—C. Price. . $4.50 
No. B4698—As illustrated all — leather. 
Widths, A-C. Price $4.50 


No. B4285—Genuine Silver Brocade, imitation 
turn, Rhinestone Buttons, 16/8 full cover 
nish heel. Widths A-C. . Price. $4.75 
No. B4286—As illustrated, ae Cuban Heel. 
Widths, A-C. Price. . coccscccccc es chee 


jo. B4050—Light tan calf, hand turned, 16/8 
feat covered Spanish heel. Widths, A-C. 


Price $4.50 
No. B4051—As illustrated li mt .o calf, 13/8 
covered Cuban heel. Widths, AC . $4.35 





FEATURING 
CARL E. SCHMIDT’S 
CALFSKINS 


in the new shades, to meet the 
power demand, for Russia calf 
as come into its own over night, 
sweeping the entire country 
from coast to coast. Every 
smart woman who follows the 
mode closely needs at least one 
ir of tan calfskins to complete 
er wardrobe. 


We have anticipated and can 
supply your wants with these 
distinctive patterns and crea- 
tions for immediate delivery. 


IN STOCK 


Terms: 2% 10, Net 30 
F.O.B. Boston 

















No. B4475—Brown calf, high-grade welt, 8/8 
leather heel, rubber top lift. Widths, A-C. 


ice $3. 
No. a9 ie illustrated medium tan call 
Widths, A-C. Price $3.8: 


No. B4275—Patent leather imitation turn, 16/8 
full covered Spanish heel. Widths, B and C. 


Price $4. 
No. B4276—As illustrated, all Russia Calf. 
hae > B and C. Price $4.60 
No. B4277—As illustrated, Black Veet, 
gesent leather trimmed. Widths, B and C 


$4.50 
° illustrated Brown Satin, 
Brown Kid trimmed. Widths B and C. ae om 


No.'B4476—L ight tan calf,high -grade welt, 8/8 
leather heel, rubber top lift. Widths, Ae “ 


$3. 
No. B4477—As illustrated medium tan ~~ 
Widths, A-C. Price $3.7 


No. B4287—Genuine Silver Brocade, Silver 
Brocade Bow, imitation turn, 16/8 full covered 
Spanish heel. Widths, A—C. Pri 75 
No. B4288—As_ illustrated, 

Cuban heel. Width, A-C. Price. 





ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON 


PACIFIC COAST BRANCH. 135 suUSsH STREET, SAN FkKANC 
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[No. 8498R 


fe mie onbentstade ne! = Sy eactryrsit 2 
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A 
Wonderful 
Seller 


Weby 

















Some three months ago, we announced the addition to our In-stock 
lines of No. 8498R, the combination last oxford pictured her.. 


The demand for this number was instant and far in excess of anything 
that even we expected. For weeks we have been hard put to it to keep 
within hailing distance of our-orders. By the time you read this, how- 
ever, we shall probably have a reasonable supply on hand for immediate 
shipment. 


It has, of course, been a heavy oxford season, but the real reason for the 
popularity of this number lies in its attractive appearance and perfect fit. 


No. 8498R comes in black kid, medium toe and short vamp, 
perforated kid tip, flexible welt, 1% inch heel with rubber top. 
The ball is two widths wider than the instep. Instep normal. 


Stock sizes, ball widths:—AA, 44% to 9; A,“4 to 9; B, » 3% to 9; 
C-D, 2% to 9; E, 3 to 9. Price $5.35 


No. 8580R on the same last in the same size range in brown kid. 


$5.75 


J. J. GROVER’S SONS CO. __ Lynn, Mass. 


‘Soft Shoes for Tender Feet” 


Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Build 
Little Building NEW YORK OFFICE 


80 Boylston Street Marbridge Bidg. 47 W. 34th St. 





Vel. 86, No. 12. Published every week SSS Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second-class mat- 
ter April 15, 1922, at the Post Office at Bo 2... . *he act of Congress of March 23, 1879. Gasntgtien price $5.00 per year. Printed in U.S.A. 
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Silk cannot be made from cotton nor : 


can imitations of The Whitest White be made a 
from inferior skins. 





Only selected best grade of cabretta — 
raw stock finds its way tofour tannery, which helps 
maintain the popularity of 


WHITE LEVOR 
GRAHN-KID 


Gloversville, New York 
New York, Boston, Milwaukee, St. Louis, Cincinnati 
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Easter’s Colors Ready 


No. 60 Hazel 
No. 70 Apricot 
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| es 4 in beauty—first in variety—first in 
authenticity. 


That is what it means to call for these 
F. B. & C. Colors in your spring orders. 


You know that F. B. & C. Colors always 
forecast the season’s successes. 


AMALGAMATED LEATHER COMPANIES 
(INCORPORATED) 
22 N. Fifth St. Tanneries 
PHILADELPHIA, PA. WILMINGTON, DEL. 


: . PD.AC. vi ! ( 
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THE “STRATFORD 
Distinctively English - 
correct in style with a 
touch of individuality 
that alert men like. 








PP & SON, INC. 
EAST WEYMOUTH, MASS. 


When writing to Evwin Crarp & Son, Inc., please mention Boot and Shoe Recorder 
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No. 301X 


IN STOCK 


A to D Widths 


PATENT LEATHER DANCE OXFORDS 


EVILLE last. Flexible insole and 
outsole. Armstrong cork box making 
a semi-soft toe. Hollow leather heel. 
Marion’s central location assures you of 
speedy deliveries for your holiday trade. 


MARION SHOE CO. 
MARION, INDIANA 
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[WESTERN QUALITY AND EASTERN STYLE 
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When writing to Marion Suok Co. please mention Boot and Shoe Recorder 
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SATINS HOLD SWAY 


Many social functions are held during the Holiday 
Season and throughout the Winter Months. It is the 
best time of the year for the sale of Satin Footwear 
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B496P $5.25 B590B $5.25 
Net 30 Days Net 30 Days 
Telegraphic Code Word ‘“Torpedo”’ Telegraphic Code Word ‘‘Tank’”’ 


Women’s black satin quarter and vamp, Women’s black satin quarter and vamp, one- 
black ooze collar and center strap, one-strap strap Selwyn Pump, turn sole, Grasmere last, 
Cupid Sandal, Montrose last, McKay sole, plain toe, 134-inch wood covered Junior Louis 
13f inch wood covered Spanish Louis heel. heel. 
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Bf eS IN STOCK a 6 


S 3% to 8 4% % 











Shipments made promptly on receipt of order 





ie fa 


Coe Te ake 
mass 


= 


A permanent business is built by offering VALUES 
not BARGAINS 


Utz & Dunn Shoes Are Honest Throughout 
They appeal to women who seek value 


UTZ & DUNN CO. 


ROCHESTER ~NEW YORK 
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DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Building 
TIGER & McNUTT 180-182 West 42nd St., Room 1521 Los A Cal. 
S. A. McOMBER, Representative G. C. MeATEE, resentative 
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When writing to Utz & Dunn Co. please mention Boot and Shoe Recorder 
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Shoes by Courtesy 
of 
The Betty Shoe 
Co., Inc. 

75 Front St. 
Brooklyn, N. Y. 
Made of Vode Kid 

Color 11 RUST 
Quarter lining of 

the same 















































USE 

Vode } 
monizi 
in B 
GRAY 
PAGN 
All th 
bein 

dyed : 
face fir 
crockir 
siery, 
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Style Forecasters say 


Colored Kid for Spring 


| perm day adds to the certainty of a 
colored kid vogue for next Spring. 








The beauty and variety of patterns now 
being shown in all over kid shoes and com- 
binations in two tone effects, or with patent 
vamps, we have never seen equalled. 


Our Colors 11 RUST, B JAVA, 70 ENG- 
LISH GRAY and 51 CHAMPAGNE are 
favorite shades with many of the most 
famed designers of dainty footwear. 


VODE KID Colors enliven shoes, creating 
by their sparkle and brilliance, a real source 
of selling appeal that makes a very impor- 
tant difference. 





And it costs no more to say “‘Use VODE 
KID in my orders.”’ 





We recommend the following “Yode Kid Colors: 


Color Color Color 
USE 170 PRISCILLA GRAY BJAVA BROWN yo WHITE 
Vode Kid for har- 70 ENGLISH GRAY 112 APRICOT 88 BRONZE 
monizing linings yt CHAMPAGNE zz RUST BLACK 
in BROWN 


Color 11—RUST 
for tops, with pat- 
ent vamps or 
quarters, makes 


the smartest chil- 
GRAYS, CHAM- dren's shoes im- 


PAGNEor White. H aginable. This 
these shades \ combination is 
being aniline THE STANDARD KID CO. very popular in 
dyed with no sur- mn = the: better grades 
face finish, lessen 209 South Street, Boston, Mass. mM 6©of children’s 


crocking of ho- shoes. 
ee Branch Offices 
100 Gold Street ma a eo 
New York, N. Y. atreal . 
zo North 4th Street d all leath 
Philadelphia, Pa. ‘‘ of the —. 


We are making Color 11 — RUST 
in suitable weight for men's shoes; 
on which we are making prompt 
deliveries. 
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FINISHING 
PLANTS: 
LOWELL, MASS. 
ST. LOUIS, MO. 
GRIFFIN, GA. 


WAREHOUSE 
AND FACTORIES: 
1000WASHINGTON 

STREET, 
BOSTON, MASS. 





DE MARY 


C.U.S, PAT. OFF: 


HIS consolidation of interests is designed with the purpose of effecting 
the economical and efficient marketing and distribution of woven and 
finished fabrics among manufacturers of all classes. 


The obviously superior facilities with which the Company is equipped 
in working to this end constitute, of themselves, a strong invitation to 
those seeking merchandise of this description. 


The past record of its constituent units gives assurance of the high 
plane upon which the policies of the Company will be maintained. 


The Trade-Mark which will identify the products of the NATIONAL 
FABRIC AND FINISHING CO. will be made to stand for speed in service, 
supremacy in quality, comprehensive variety and dependability of practice. 


Standing upon this platform, the patronage of responsible manufactur- 
ers is solicited. 


NATIONAL FABRIC AND FINISHING COMPANY 


LINCOLN AND ESSEX STREETS 
BOSTON ete “2 MASS. 


SUCCEEDING 


FARNSWORTH-HOYT CO. KALLMAN-NEWCOMB CO. W. H. HOLBROOK Co. 
W. A. LIPPINCOTT CO. THE SELSER & BALLANTYNE CO. 





























When writing to Nationa Fasric anp Finisninc Company please mention Boot and Shoe Recorder 











LL) ey) ea ee at: 











December 6, 1924 BOOT AND SHOE RECORDER . 11 


eT @ TTT © TTT TTT TTT Te TTT TTT TTT © TTT TT © TTT TTT Te TTT TT © TTT © TTS 


unn<Bush 


“Faithful te the Last® 








No Gapping Ankle-Fashioned no Stipping 





The Carnahan— Syj.50 


No. 1140—Black Norse Veal, Seven 
Flat Black Eyelets, Black Storm 
Welt, Fair Separate Stitch 
Flanged Rubber Heel. 


No. 2140—Brown Norse Veal, 
Seven Flat Brown Eyelets, Nat- 
ural Storm Welt, Fair Separate 
Stitch, Flanged Rubber Heel. 


In Stock Now 
AtoD 











Many New Smart Models Are Illustrated in Full Color in Our New Catalog. Ask for it. 








MILWAUKEE, WISCONSIN 
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Nunn-Bush & Weldon Shoe Company 


eT Te TIM Te Te TTT Te TTT TTT TTT Te Te Te MMMM eM MT el 
When writing to Nunn-Busn & Wetvon Suoz Company please mention Boot and Shoe Recorder 
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Nenjoy !!! 


a The STYLE SHOW 


Correct shoe costuming. Shoes for the occasion. What sells the “extra” 
pair. 
Know style, know leathers. Learn how to “sell” the shoe for the costume. 


See the runway models with the season’s newest styles. See what is “style” 
for spring costumes. 


The National Shoe Retailers’ Convention is your convention. 





) | 










13th Annual 
National Shoe Retailers’ Convention 


Boston, Mass. January 12, 13, 14, 15 
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VALVE IS VICTOR 


That’s why two big facto- 
ries are required to supply 
merchants with Decidedly 
Brockton Shoes”- - - - - - - 


Our shoes are satis- 
factory shoes, are 
long profit bringers 
and are repeaters. 


ANOTHER BIG VALUE! 


Made from genuine Yellowstone Calf, on our Modified 
Balloon last. New square pinking, heavy 10 iron back 
sole. Solid leather construction. Price ; 


BROCKTON SHOE MFG. CoO. 


Brockton, Mass. 


NEW YORK, 127 DUANE ST.; BOSTON, 117 LINCOLN ST. 
STOCK DEPT., 15 N. 4TH. STREET, PHILADELPHIA. 
AKRON, OHIO, 335 WALSH BLDG.; ATLANTA, GA., 238 PEACH TREE ARCADE; 
SAN ANTONIO, TEXAS, 801 RUSSELL BUILDING; CHICAGO, 711 BALTIMORE 
BUILDING 


When writing to Brockton Suox Manuractunine Co. please mention Boot and Shoe Recorder 
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Say boys,this full’ | 
Foot com ort makes a } 


A 
* 


6, 1924 





a-..- business Prick up ils ears 
says— 










I count upon this number as a bread-and-butter staple 
that makes me solid with my women customers who have 
extra plump ankles. 






There are a great many such 
women everywhere and the dealer 
who doesn’t go after this business 


with Fisher Full Foot Comforts is 


throwing away a little gold mine. 










IN STOCK 
Ready for At Once Shipment 


No. 078 


Genuine Black Vici, Flexible 
McKay. Triple E wide, Full 
Ankle Last, Reinforced Spring 
Steel Shank, Extra Long Instep, 
Arch Supporting Sole Leather 
Counter, Leather Covered Cush- 
ion Insole. Wingfoot Rub- 
ber Heel. 


Sizes 4 to 9 


$9.85 
























5%—30 Days 


FISHEBCOMFORTS — 


TSHER Oy ON INC. 


BOSTON OFFICE CHICAGO OFFICE 


216 Lincoln Street LYNN,MASSACHUSETTS _ 189 W. Madison Street 


When writing to A. Fisuzr & Sons, Inc., please mention Boot and Shoe Recorder 
+ 
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Ruepings KUE KID 
| Number 211 Algonquin 


HE color now in highest favor for women’s and girls’ shoes 
is Rueping’s No.211 Algonquin—a distinctive medium 
shade of brown tan. Should you not be familiar with this 
shade by name, feel free to write the tannery for a swatch and 
have it by you when deciding on your purchases. 








Foremost in quality among the soft calf leathers so popular this 
| season is Rueping’s RUE-KID. It is as soft and mellow as leather 

can be made, and has a very tight grain. Through a special Rueping 
process the excessive elasticity usually found in soft calfskins has 
] been eliminated. Thus shoes made of RUE-KID may be depended 
: upon to hold their shape and to give long service as well as unex- 
celled comfort. 








| It pays to specify Rueping Leathers. 
Have you a Rueping Color Card in your desk? 


Fred Rueping Leather Co. 


FOND DU LAC, WISCONSIN 





BRANCHES: 
Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 












































"This 1s A Calf Yéar” 
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1240 MILES— 


( of Kawneer 
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ee ee The Kawneer Com- 
pe pany of Niles, Michigan 
points with pride to 
more than 260,000 in- 
stallations of its resi- 
lient, solid copper store 
front construction. 

These Kawneer Store 
Fronts placed side by 
side, would reach from 
Key West to beyond 
Chicago—more than 
1,240 miles. 

This excellent record 
of Kawneer resilient 
construction is offered 
as our bid for your con- 
fidence in— 


Kaw. rbd Ag fy 





The Kawneer Company, 

2718 Front Street 

Niles, Michigan ee) 
Without obligation plesae send me your 

Book of Designs of Kawneer Store Fronts. 
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When writing to Tar Kawnerr Company please mention Boot and Shoe are , 


Decemb 
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Reed’s 
Styles 

















The Bon Ton 


Tailored bow Step-in with gore, 
made over a round, short fore- 
part last in tan calf, patent or 
apricot kid quarter and patent 
vamp in Turn and Welt. Choice 
of Spanish or box heel. 


Thirty-Day Delivery 














NOTHER of the smart fall models that 
is finding great favor among well- 
dressed women. 
Live merchants know the value of holding to 
a line that serves their wants 100 per cent in 
fitting, workmanship and profit and turnover 
possibilities. 
Reed’s does all this. 


E. P..REED & CO. 
Rochester, N. Y. 


New York Office: 299 Broadway, W. D. F. Gibson 





y 





Lt 1a 




















When writing to E. P. Rezv & Co. please mention Boot and Shoe Recorder 
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MANUFACTURERS- -RETAILERS--CONSUMERS 


DEMAND 
GLASS CALF 


A Leather Entirely Unique 


HETHER or not there is a call for the 
regular run of Scotch Leathers GLASS 
CALF retains its permanent place as a ready 


seller. 
WHY? 


GLASS CALF altho’ suggesting the “doggy” 
effect of Scotch leathers, still emphasizes the re- 
fined conservatism of the dress shoe. 





GLASS CALF does not “pull out” at the toe. 


GLASS CALIF is full aniline dye, with no pig- 
ment whatsoever. 


GLASS CALF has a rich full lustre—and retains 
this bright appearance thru strenuous wear. 


GLASS CALF is glovelike on the foot. 








J. S. BARNET & SONS, Inc. 


75 South St. 
BOSTON, MASS. 


BARNET 


Lynn Leathers 








Society Markers 
Mark A New Line of 
Profit For You~~~~ 


Sechitw Markers Society markers are a public service which every wearer 
ee of overshoes and rubbers will be quick to appreciate, 
because they identify the footwear for the owner just 

Combination No. 1 as the initials on his handkerchief tell him it is his. 
Sete Ses gee Such a service has long been needed and SOCIETY 


ney aeshes MARKERS answer the demand. 


Cabinet. 
$20.00 The letters cost one cent apiece. A set of six initials, 

three to each overshoe or rubber, sell, when attached, 

Combination No. 2 for 25 cents—a profit of 316 per cent—or they may be 


Society Set consisting attached without charge as an additional service. 
of 1000 Markers cor- 


rectly a as 
to letter demand, in 
Cabinet 


Here is a quick, certain way to make your stormy 
$10.00 weather business carry more of your overhead. The 
distinction of having overshoes and rubbers individually 
marked—personally identified—makes a popular appeal 
that is also a practical one. This new convenience opens 
another source of profit for you. Take advantage of it. 





B.S. R. 


United States 
Fastener Co. 
Boston, Mass. 


UNITED STATES FASTENER COMPANY (iaet thie 


Combination No. 1 
BOSTON 4, MASSACHUSETTS Combination No. 2 


Machine for Attaching 
Hand Tool for Attaching 
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SER VICE 


( UR idea of service is not merely to 
take an order and ship it promptly 
and completely. 


We do more than that in order to really 
serve BEEBE customers. 


We take a genuine and deep interest in 
helping you to put the very best leather 
value into the grade of shoe you wish 
to produce. 


That is one reason why the BEEBE 
lines embrace so many grades and kinds 
of leather —so that we may fit the best 
leather for the purpose to every particu- 
lar shoe need. 


We place no limit on our interest in 
working out with BEEBE customers 
how to provide the best procurable leath- 
er value which can be put into a shoe 
of any grade. 





The BEEBE lines include VICI Kid, CORONA 
Patent, Suede Calfskin, Black and Colored Grain 
Calfskin, Sheepskins, Side Leathers, Calf Linings, 
Splits, Satins and Cotton Goods. 





LUCTIS 
aad 
a 


ie, 
B 


a = 
— ae 


~ — TS FS GS See wae oe I 





December 6, 1924 


















~ 
ee 


5 


December 6, 1924 : : BOOT AND SHOE RECORDER 


VICI kid 


ICI kid is universally 
known as the standard of 


‘ lue. 
kid leather value ‘There is only 


one VICI Kid. 
It is selected by famous makers of There never has 


the finest shoes for its consistent been any other. 
quality and the grace and rich- 
Ness it gives to their product. 


CORONA 


ORONA Patent is giving 
anew meaning to the word 
patent leather, both in respect 
to the beauty and brilliance it 


CORON A--The 
Peerless Patent 


gives to shoes, as well as in its 
freedom from trouble in the 
factory. 


INS 
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How Do They Get That Way? 
Said a lady to her riding instructor, ‘Don’t you find that 
horseback riding gives one a headache.”’ 


““Oh, no, madame,”’ he assured her, ‘“‘just the reverse.”’ 











“pet serves to introduce one big impor- 
tant point about 


COFFEE SPORT WILO 


It makes shoes of substantial service, but that 
never cause footaches. For children’s shoes 
especially, this fact makes COFFEE SPORT 
WILO ideal. 


It is more than serviceable and comfortable— 
it permits growing feet to breathe and develop 
healthily. 





Add these big talking points 
to your children’s lines. 


Specify COFFEE SPORT 
WILO—the leather that sells 


Sport Wilo Colors shoes. Be sure you get 
Include what you order 


Red, White, Blue, Green, See Us at 
Chocolate, Light Smoke, 
Log Cabin, Beige, Silver 

Gray, Dark Gray, Dark Booth 74 
Smoke, Cocoa, Pearl, N.S. R. A. STYLE SHOW 


S 
Tangerine, Black, Olive. January 12-15 | 
o 
? 














C. D. Kepner Leather Co. \ 


139 South Street, Boston, Mass. 


Sole Selling Agents of W Hy 4 @) Leathers 


10 Spruce Street, New York No. 401 Metropolitan Building 
308 Leather Trades Bidg., St. Louis, Mo. BRANCHES— Milwaukee, Wisconsin 














When writing to C. D. Kerner Leatuer Co. please mention Boot and Shoe Recorder 





December 6, 1924 BOOT AND SHOE RECORDER 





Advertise and Display—Shoes for Gifts 


“A foot of com- 
fort means miles 
of happiness” 


Sells Easy — 
Repeats Often 


No. 100—A bed-room slip- 
per that creates a satisfied 
come-back customer with 
every sale. 


Every One 
a Profit Maker 


Speaking of useful gifts, none can outclass Constant 

Comfort Shoes for usefulness. And when it comes to 
No. 478—This black kid displaying, advertising and selling holiday gifts why 
oxford combination affords not aim for a profit that’s worth while. 


cS Shoes As Presents 


money. 
Dealers who sell Gift Certificates for Christmas Shoes 
(See coupon below) tell us that every year there is a 
greater sale of boots, oxfords and pumps for gift- 
giving. This is good for all concerned. And as to Con- 
stant Comforts for women—almost every pair sold 
creates a steady come-back customer. Constant Com- 
forts create Constant Customers. They'll do it for you. 


AULT-WILLIAMSON SHOE CO. 


ids ok els Western and Southern Branch . . 414-R N. 12th St., St. Louis, Mo. 
pat mayer my. hog Eastern Sales Office and Factory. . . . ~ Dept. R, Auburn, Me. 
wonder -seller with the 7 
Points of Merit. 





This Will Bring the Salesman 


Ault-Williamson Shoe Co., (address the nearest office) Western and 
Southern Branch 414-R, N. 12th St., St. Louis, Mo. Eastern Office and 
Factory, Dept. R, Auburn, Me. 
Gentlemen: 

Send at once prices and details of Constant Comforts No. 100, 490, 
478, 144, and tell us how to sell “Gift Certificates for Christmas 
Shoes.”” Have your salesman call when in our neighborhood. 


Meet Us at the N.S. R. A. 
Convention, Boston, Jan. 
12, 13, 14 and 15, 1925 























When writing to Autt-Wit.iamson Suor Co. please mention Boot and Shoe Recorder 
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more and more poops 


every day are walking on 


EVER GRIP 


BOSTON WOVEN HOSE AND RUBBER COMPANY 
CAMBRIDGE, MASS. 


When writing te Boston Woven Hose & Russen Co. please mention Boot and Shee Recorder 
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| EASE FOR ACHING FEET 


IN EVERY PAIR 


BUILD YOUR BUSINESS WITH THIS TESTED LINE 
CRUMBS OF COMFORT TURNED 


ALWAYS 
IN STOCK 


Stock 568 
Kid seamless oxford. Rubber heel turned. 
cE $2.50 


Kuba 


Stock 200 
Kid -_ kid tip. Rubber heel turned. 
-EE. 


$3.25 


DAVIS’ NEW PROCESS CUSHION TREAD 


| 
| 
| 
: 
| 
| 
| 


IMMEDIATE ae 
Stock 4442 SHIPMENT —o Stock 44114 


Kid oxford, kid tip. Rubber heel. Kid polish, large ankle, kid tip. Rubber 
B-E. $2.59 heel. W width only. $3.15 


A. H. BERRY SHOE CO. 


186 LINCOLN STREET, BOSTON : PORTLAND, MAINE : 
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' When writing to A. H. Berry Suox Co. please mention Boot and Shee Recorder 
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Gored Styles Are Here to Stay 


NO“ that women have experienced the easy 
adjustment and perfect conformity of gored 


shoes, their demand and preference for gored styles 
becomes more and more insistent. 


Assure them 100% satisfaction by insisting on 


HUB GORE in your orders. 


1)° not take chances with cheap goring 
when you can secure in HUB GORE 


a two year service guarantee. 


Standardize on HUB GORE—the stand- 
ard since 1888. 


HUB GORE MAKERS 


Branch of 


EVERLASTIK, INC. 
CHELSEA, MASS. 
1107 Broadway, New York, N. Y. 


When writing to Evervastix, Inc., please mention Boot and Shoe Recorder 
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A-266—Kate B 
White Canvas One-Strap 
Leather Trimming 


To our friends throughout 
the country we extend the 
greetings of the season. 


DINGLEY-FOSSs SHOE: COMPANY 
fabric Shoe Tlanutacturers 


To the Wholesale Trade 
ALIBURN. MAINE 


BOSTON OFFICES, 5- INCOLN STREET 
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When writing to Dinciey-Foss Suoz Company please mention Boot and Shoe Recorder 
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For all-around utility against changing or permanent back- 
grounds, no Period Design from the Hugh Lyons’ studio 
shops has more adaptability than the Louis XVI. It is mobile, 
easy to arrange in effective groupings. Shoes stand out in 
bold relief when this Period Design is used to bring out the 
footwear’s hidden values. 


Supplementary to the larger fixtures are the individual units 


TTTTTTTTITITITTTITTT TT TEE LEELA 


—known as plateaus—in the same period. These are in- 
valuable aids to the small size window space. Plateaus fit in 
anywhere and are effective wherever used; as groups, singly 
or as part of a theme calling for some larger pieces. 


A new book on Shoe Store Fixtures will be sent to interested 
merchants who request it. There’s a copy for everyone 
actually desirous of improving display power. 











Hugh Lyons & Company 
LANSING, MICHIGAN 





Sales Offices 
New York—35 W. 32nd St. Boston—52 Ch y Street 
Chicago—217 W. Jackson Blvd. Baltimore—No. 1 N. Eutaw St. 























When writing to Huon Lyons & Company please mention Boot and Shee Recorder 
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Good Shoes— At Once? 
J.P. Smith Instock Service! 
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Number 4253 


The New ‘Danse’ 


Another J. P. Smith Style Success 


INSTOCK, $5.50 


TURN WELT SOLE STEP LAST 
LUSTER PATENT LEATHER . . PLAIN TOE 
AA, 8to1l A,7to1l B,6to1l Cand D,5toll 


This—the Season’s Most Desirable Dress Oxford— 
is built over an entirely new last, designed to ally 


formal smartness with wonderful comfort 


J. P. SMITH SHOE CO. 
CHICAGO SB. NEW YORK 
Ory. Monsee 4550 Pehfeees| Ta Whiccnall 7546 


Smith Smart Shoes for Men and Women Dr. A. Reed Cushion Shoes for Men 
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When writing to J. P. Smiru Suox Co. please mention Boot and Shoe Recorder 
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Habit Makers 


BUYING his first pair of 
WEBER shoes forms a habit 
a man never wants to break. 


They give him the looks and the 
service he has a right to expect, 
at prices ranging from $5.00 to 


$7.50 


WEBER Bros. SHOE Co. 
North Adams, Mass. 


New York Office: 1328 Broapwar, Marsaipoz Broo. 
H. Harrts, Rep. 
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The Cinderella” 2 


Buckle 


is an attractive and ornamental addition to a shoe wherever a 
buckle is required. It takes the place of the old style buckle and is 
more practical from every standpoint. You cannot, however, 
fully appreciate its superiority and merit until you actually see 
how well it looks on a shoe and how easily adjusted. 
Let us demonstrate this to you by sending today for samples, 
which you can try out on some of your shoes. 

SPECIFY “CINDERELLA” BUCKLES. 


EASTERN TOOL & MFG. CO. 
129-147 Bloomfield Ave. - - BLOOMFIELD, N. J. 


When writing to the above advertisers please mention Boot and Shoe Recorder 
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aracler 


Do you 
order it into your footwear? 


It is safe to say that everyone 
who makes shoes or buys shoes is 
seeking one quality first of all, 
and that quality is Character. 


Shoes of Character sell surely, 
and usually at a premium. 


What zs character? The dic- 
tionary defines it as “the pe- 
culiar quality, or sum of quali- 
ties, by which a person or thing 
is distinguished from others.” 
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GALLUN LEATHERS~ALWAYS_ STANDARDS %EXCELLENCE, 
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Gallun Leathers have an en- 
during retention of shape 
which makes a shoe con- 
tinue to look well under 
hard usage. 


Character obviously is not easily at- 
tained: it requires time, patience, reso- 
lution. Character frequently scorns the 
short cut and chooses the long sure 
way of proved success. 


The sum of three qualities gives 
Character to shoes—the design, the 
workmanship, and the leather. The te- 
sponsibilities of design and workman- 
ship must be borne by the shoe manu- 


facturer. What assistance does he get 
in the production of footwear of 
Character by the choice of GALLUN 


leathers? 


Gallun vegetable tanned stock is a 
Character leather. Norwegian Veals, 
Aztec Calf, and Viking Calf impart to 



















res 


















shoes something of elegance which is 
peculiarly distinctive. This advantage 
is not only in the new shoe but stays 
there under use. Gallun leathers have 
a permanence and stability of color— 
an enduring retention of shape—far 
beyond the ordinary. 


The Shoe Manufacturer who wants 
Character in his shoes must be firm and 
exacting in his requirements. He knows 
that distinction in design, and appear- 
ance of upper leather, which together 
create style in the shoe, are the responsi- 
ble factors in almost every retail sale,and 
he must therefore be certain that his 
shoes are cut from Character leather by 
men who understand how to get full 
value from the best materials. 














Gallun Vegetable Tanned 
Leather has a permanence 
and stability of color not to 
be obtained in other tan- 
nages. 
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Vegetable Tanned Leathers 
like Norwegian Veals, Aztec 
and Viking Calf have one- 
third the normal shrinkage 
of chrome leather under ex- 
tremes of dryness and hu- 








Gallun leathers are at home in a cutting 
room where the standards are quality 
and Character. They respond teadily with 
the desired lustre in the finishing room. 


In the same way that Gallun leathers 
ate leathers of Character the shoes made 
ofGallun leathers are shoes of Character. 
It usually follows that Gallun leathers 


' are featured and favored in those fac- 


tories where in cutting room, finishing 
room, and every other department 
Character is the quest and the ac 
complishment. 


A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 
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for golf, too— 
all the best 


players use 







Shoes play an important part in 
golf. And a man can’t make a re- 
spectable score with squashy, wobbly, 
yielding soles. It’s like starting off 
with a handicap. 


That’s why the leading exponents 
of the game—both professional and 
amateur—are insisting upon solid 
leather spiked shoes. 


This preference was plainly evi- 
dent at the open tournament this 
year, when practically every player 
wore shoes with leather soles. It was 
equally evident at the recent amateur 


Good Stout Soles of Leather 


BOOT AND SHOE RECORDER 


championship at Merion, where al- 
most every one of the 163 starters 
wore solid leather shoes. 


Golf enthusiasts prefer leather-soled 
spiked shoes because they are the only kind 
that 

—will guard against slipping 

—will give real wear 

—will hold the foot firm 

—will not tire the player in walking 


There are 3,000,000 golf amateurs in this 
country. Most of them will buy at least one 
pair of golf shoes next year. Show and sell 
the kind they prefer—leather-soled shoes. 
They are best for golfers—best for you— 
best for profits and prestige. 


Nothing takes the plue of foather. 


AMERICAN SOLE AND BELTING LEATHER TANNERS, INc. 


17 BATTERY PLACE, NEW YORK CITY 


When writing to American Soce AND Leatuer TANNERS, INc., please mention Boot and Shoe Recorder 
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HERE IT Is! 


The Universal Flapper Shoe 
for Next Spring 





The ‘Flapperette’’ 
IN STOCK—JAN. FIRST 
Turn—Patent and Tan “‘ Naco” Calf 
2”-7—A, B, C 


Price $3.75 


Three Distinctive Features 
Made on Short Vamp, French Toe, Low Heel Last 
Popular D’Orsay Effect 
Two Ribbon Ties 


WIRE FOR SAMPLES 


**It takes a good flapper to hold down four ‘beaux’ at one time’’ 


BURDETT SHOE COMPANY 


TURNS AND WELTS 
Boston Salesroom—183 Essex St. LYNN, MASS. 




















When writing to Burvetr Suoz Company please mention Boot and Shoe Recorder 
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Or ha elebiemn i sebhas 
Russia Calf 
BeomOleneje-belelbelm met jebloe 


Note for the Coming 
Year 





Orders. already placed by those shoe 
merchants who cater to the ‘‘ Palm 





Beach ”’ trade show a large proportion 
of all white footwear. 


Cavendish White Russia Calf predomi- 
nates in the advanced models now 
being shown. Its clear whiteness—its 
elegance of surface make it an ideal 
medium of style expression. 


jw hebokes .@-bal-eteme Os heels a Ger 


Manufacturers of Fine Calf Leathers 


106 Beach Street ‘id Boston, Mass. 








[oe ARR REREPERMREER CERN oe me A OER i a 


HUNT-RAT 





When writing to Hunt-Ranxin Leatuer Co. please mention Boot and Shoe Recorder 








BOOT AND SHOE RECORDER December 6, 1924 


SATIONAL 


Girls’ 
Shoes 





























PROFIT MAKER 


Shoes that you can sell to 


the majority population ILLUSTRATED 


A “poor folks’’ shoe—a shoe that people can readily The PUMP 

buy, yet who can afford but little for shoes. You know Py re ee 
that there are such people in every town. Sometimes McKay sole, drill lined, rubber heel. 
they are in the great majority. Yet their children eee igen Ree 
must wear shoes. Their desire for style and their 
pridefor good appearanceare just as great as withthe Ako te ane nar be = hae 
person who can pay higher prices for shoes. Their 
demand must be satisfied with not only the shoes The OXFORD 


that they can buy but also with the shoes of their yy a 
taste. nailed sole, rubber heel, leather quar- 
The shoes illustrated and other models will enable ee ae ae aes eee epee 
you to sell this big market and at the same time you 
will enjoy a profitable business. 

This line of Rice & Hutchins footwear is one of Also in Black Kid. 

many grades which permit the retailer to sell every Hy oe See and ee Ee. Se 3. 
member of the family,—everyone, regardless of the Po er ees te 


contents of their purses. 


RICE & HUTCHINS x gpocx 


IN STOCK 
INCORPORATED 
JAN. Ist 13 HIGHST. BOSTON, U.S.A. JAN. Ist 


DISTRIBUTING BRANCHES 


Ri & Hatchi Chi Co. Rice & Hutchins N. York Co. 
Order now Bice & Betehine Chicsss, Co. Bie ©, Bethan How. Yack Oo. Order now 


Rice & Hutchins Atlanta Co. Atlas Shoe Co., Boston, Maas. 
Rice & Hutchins Baltimore Co. Jos. 1. Meany & Co., Inc., Phila., Pa. 
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When writing to Rice & Hutcuins, Incorporaten, please mention Boot and Shoe Recorder 
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ONDITIONS in the 
(Cx and leather mar- 

ket, in this country as 
well as abroad, point the way 
toward an increase in prices 
for the raw materials of 
which shoes are made. In 
other words, the leather 
market is what the trade 
knows as “strong.” Speak- 
ing generally, stocks are low, 
production is being curtailed 
and demand is growing. 
Higher prices, consequently, 
are being asked and, in some 
cases, obtained. 

But there is the usual re- 
sistance being met with and 
it may well be that the rela- 
tion between tanner and shoe manufacturer will settle 
down to a long-drawn-out controversy, with economics 
in favor of the tanner and with the manufacturer fac- 
ing a public resistance to any price increase for the 
finished merchandise. 


Here Are the Facts 


The basic market conditions are given in this article 
so that therefrom you can draw your own conclusions 
—always remembering that the tanner is near the end 
of his rope. Unless he can make a profit he is not going 
to wet down hides—and finished leather supplies are 
not abundant. 

To get a bearing on price movements, and prospects 
for prices in 1925, let a familiar quotation be con- 
sidered, thus: 

“People are riding more and walking less.” 

So familiar is this quotation that many shoe men 
accept it as a fact. And here is another: 

“Our nation is turning from agriculture to manu- 


sheepskins, the 


EDITOR’S NOTE. 


A Complete Survey 0f Conditions in 
the Hide and Leather Market 


“Among the different varieties of 
(428. Tsa Chi Skin, 
a kind of sheepskin slightly inferior to 
lambskin, fetches unprecedentedly high 
prices this year, owing to the brisk 
demand in America. The local price in 
Kalgan is about three taels apiece.” 
—From the Chinese Economic Review. 
A change of style in America brings prosperity 
into the heart of China—the difference in area 
between a top facing of sheepskin and two feet 


of lining in an oxford makes the lowly sheepskin 
the bellwether of rising costs of materials.— 


facturing.” This is from 
an address, by President 
Coolidge, made when he was 
discussing the economic pro- 
gram of the country. 

To apply these two quota- 
tions to markets of today, let 
this record be considered. 

A tanner once bought hides 
for three cents a pound. His 
friends said he would be 
ruined. Within six months, 
hides sold at ten cents a 
pound. He sold his leather on 
a basis of hides at ten cents 
a pound. He cleaned up one 
of the largest profits ever 
made by tanners of his time. 
He is now retired; but his 
advice on major market movements is often sought by 
large operators in leather. Just now, he is an optimist, 
predicting a price advance. More than that, he is buy- 


ing securities on the basis of an advance. 
- 


Will Hide Supply Grow Larger or Smaller? 


He based his own major operation in hides on the 
belief that the country was then turning from agri- 
culture to manufacturing. In brief, at the time, ranch- 
ing was coming to an end, because farms were crowd- 
ing ranches, and the supply of cheap hides was dimin- 
ishing. He won on his faith in a nation-wide movement. 

These days, the change from farming to manufac- 
turing goes on at such a pace that President Coolidge, 
and other leaders in national affairs, consider it a 
major problem in national life. Now let us see what 
bearing it may have on the prices that people are to 
pay for shoes. 

Our shoe wearers now number more than 110,000,- 
000. They increase at the rate of 1,000,000 annually, 
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The lowly sheepskin is the bellwether of leather prices 


roughly speaking. There are 30,000,000 more shoe 
wearers in this country than at the beginning of this 
century. The total demand for shoes, of leather, in 
1925, should exceed 330,000,000 pairs. People may be 
riding more and walking less; but, offsetting this cir- 
cumstance, there is going on a steady gain in the num- 
ber of shoe wearers. 

It is possible that the shoe trade would do better to 
consider the increase in the number of shoe wearers 
rather than the regret that “people are walking less 
and riding more.” There is more health in the former. 


Where Populations Are Growing 


The growth of population is in the big cities. New 
York has 10,000,000 shge wearers, roughly speaking. 
It is planning for 20,000,000. Detroit and Los Angeles 
have doubled their population in a few recent years. 

Census figures show the increase in people of big 
cities to be greater than the increase of people on 
farms. The fact is obvious anyway. Everybody knows 
how ranches have been crowded by farms, and how 
farms are being crowded by towns, and towns by cities, 
and cities by metropolises. Hence the major develop- 
ment of the distribution of shoes is in the big city 
trade. 

The Ups and Downs of Hides 


To get an idea of one major movement in hide 
prices, consider heavy native steel hides. Eighteen 
cents a pound was a recent quotation on them. They 
sold at 18 cents a pound in December, 1913. During 


the war they touched 40 cents a pound for peak price. 
After the war, they dropped down to 11 cents a pound 
for a valley price. The climb up from that valley has 
been going on steadily. Such a range of prices is, most 
likely, in the records of no other market movements. 
Incidentally, it made fortunes—and lost them. 

“Our hide prices,” says a tanner, “are still influenced 
by consequences of the war, and the consequences are 
doubtless permanent. Everywhere we turn, in the hide 
markets of the world, we find the same report—people 
are using more hides for making leather for various 
uses. The millions called to arms learned the merits 
of good shoes of leather, and keep on wearing good 
shoes of leather, as they return to peace, progress and 
prosperity. We can only foresee that as people of the 
world use more leather, we must pay more for our 
hides.” 

Distress Leather Mostly Gone 


Stocks of leather, accumulated during the war, and 
made unnecessary by the coming of peace, have been 
liquidated slowly but surely. Figures of the Tanners’ 
Council, and others in authority, show this to be so. 
Buyers of shoes may no longer reckon with the chance 
of getting hold of a stock of war-time surplus leather, 
and making it up into low-price shoes. 

A surplus of leather, of the war-time sort, may be 
dismissed as a factor in considering major movements 
in leather. The new factor is the world’s increased 
consumption of leather, for shoes and a multitude of 
other goods. 
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The Leap of Sheep 


Sheep are sometimes considered a good barometer of 
leather markets, for it is at the bottom of the market, 
and when it goes up other leathers usually rise with it. 
But the present position of sheep is abnormal. At least 
the like of it never was before reported. 


Says a tanner: 
“I have difficulty in getting pickled (untanned) 
sheepskins at 12 cents a foot, whereas, a while ago, I 
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“In fact, we unavoidably face further cur- 
tailment in the immediate future. 

“No one can deny the fact that the voluntary and 
country-wide curtailment of tanning operations has 
brought about the liquidation of our surplus stocks 
so that in a few more months we can expect normal 
conditions in inventory and we can then regulate our 
wettings according to the demand for our product. 
Having had our painful and expensive lesson, we 
should never again permit ourselves to get into a 


had difficulty in selling 
sheep, all tanned and fin- 
ished, at six cents a foot. 
The price of my raw stock 
is double the prices for 
which I sold my finished 
product a while ago. I will 
not attempt to explain 
this situation, except to 
say that supplies of skins 
are short and the uses of 
sheep leather have multi- 
plied, especially outside 
the shoe trade.” 

The tanners have 
evolved a program for 
1925, which was promul- 
gated at the recent Tan- 
ners’ Council meeting by 
its new president, Hiram 
8. Brown. 

“We have many prob- 
lems to solve,” he said, 
“but, if I have a proper 
slant on the present situa- 
tion, our major problems 
are four in number: 

“First, the liquidation 
of our surplus stocks of 
finished leather; 

“Second, the curtail- 
ment of our production of 
leather while such liqui- 
dation is in progress; 

“Third, a wise policy 
for purchasing our hides; 
and, 

“Fourth, the intelligent 
and profitable merchan- 
dising of our leather. 

“Fortunately the solu- 
tion of our first problem 











The Visible Supply of Leather 


Sole Stocks have been reduced from 
Leather: 10,500,000 sides in April, 1922, to 
6,000,000 sides in tanners’ hands on October 1. 
The normal consumption of sole leather aver- 
ages about 1,500,000 sides per month. 


Shoe Side The peak of stocks in May, 
Upper Leather: 1922, amounted to 5,300,000 
sides which has been cut down to 2,700,000 on 
October 1. The normal consumption of side 
upper leather is about 1,500,000 sides per 
month. 


Calf Stocks of calf and kip leather 
and Kip: reached a peak in May, 1922, of 
6,000,000 skins. On October 1, the tanners held 
4,000,000 skins. The consumption of calf and 
kip leather is also about 1,500,000 per month. 


Patent It is very difficult to comment on this 
Leather: class of leather. For the most part 
of 1924 production during any one month has 
exceeded stocks on hand at the close of the 
month. 


Sheep and Shoe stock normally ac- 
Lamb Shoe Stock: counts for about 55 per cent 
of the total sheep leather stocks. It represents 
45 per cent of production and consumption. At 
present stocks are at their lowest and statistics 
of production and consumption show a gradual 
increase during the last four years. Stocks on 
October 1 represented approximately six weeks’ 
supply. 

Goatand The Kreider Law figures show 
Cabretta: greater stocks of this class of 
leather than any other kind of shoe leather. 
There has been a reduction in total stocks since 
June of 3,500,000 skins. The kid tanners usually 
carry larger stocks than other shoe leather 
tanners because of the wider range of colors 
and weights. 











similar predicament. 


Domestic Hide Supply 
Limited 

“Our third problem, the 
purchase of hides, is a 
very difficult one as it is 
complicated by the fact 
that the domestic hide 
supply is far short of the 
domestic demand, and we 
are compelled to import a 
very large portion of our 
annual hide requirements. 
Further, our associates 
in the industry include 
tanning subsidiaries of 
the packers and the shoe 
manufacturers. 

“Nothing would be 
gained by attempting to 
trace the course of the 
hide market during the 
past ten or twenty years 
and endeavoring to ex- 
plain the causes and ef- 
fects of the entry of the 
packers and the shoe 
manufacturers into the 
tanning business. 

“No one who is well in- 
formed doubts that . not 
only do the tanners and 
the shoe manufacturers, 
but also the packers de- 
sire a stable hide market 
and also no one doubts 
that the principal cause of 
wide fluctuation in hide 
prices is the fact that the 
tanners themselves at dif- 
ferent periods of the 


irae. 


is nearing complete accomplishment. In fact, the pres- 
ent situation is such that we no longer face the neces- 
sity of sacrificing our leather stocks to liquidate inven- 
tory, but perhaps we face the possibility of a shortage 
of leather during the coming year. 

“As to our second problem of curtailed production, 
every one knows how drastically we have reduced our 
wettings during the past year or more, and even 
though our diminishing stocks might justify slightly 
increased wettings in the near future, the supply of 
hides is so limited that we cannot do so. 


year indulge in unbridled competitive bidding te get 
the better quality of hides, apparently overlooking the 
fact that year after year, the poorer hides are always 
put into leather and the unjustifiable differential in 
price between the better and the poorer quality of 
hides, established by the tanners themselves, always 
occasions wide fluctuations in leather prices, and it 
also frequently results in the lower-priced hides, estab- 
lishing the prices for the entire leather product. 
“Again, I will make a brief reference to statistics. 
Our heavy leather tanners require annually between 
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10,500,000 and 11,500,000 hides. Our total domestic 
take-off of sole leather hides approximates seven and 
one-half to eight million hides, and, of this quantity, 
the ‘Big Four’ packers produce about five million. It 
will readily be seen, therefore, that the domestic pro- 
duction of hides is not adequate for the domestic con- 
sumption, and the records show that the United States 
has been a consistent importer of foreign hides for 
many years, a condition which will undoubtedly con- 
tinue. 

“It is our belief that as a 





making heavier inroads into the supply of certain 
classes of hides heretofore principally used for sole 
leather manufacture, notably branded cows. 

“Whether either or both of these conditions are 
temporary or not remains to be seen, but, in any event, 
our domestic leather market, at the present time, is not 
such, in our opinion at least, as to justify domestic 
tanners following the hide market further upwards. In 
fact, Central Leather Company does not propose to buy 
domestic hides at the current established prices until a 
better degree of equilibrium 





December 6, 1924 




















domestic industry we must between hide and leather 
80 regulate our purchases of Preliminary figures showing the total prices either has been or 
hides that we will always be rts of calfskins f the United Stat shows good evidence of be- 
in a position to take the do- ae eee ee ee ee ing established. 
mestic take-off of hides. fill- during the calendar years 1922 and 1923 
ing our surplus requirements and the first nine months of 1924. Speculation Is Bad Business 
from the foreign markets. 1922 “Also, when Central 
We should never again per- Satihies — — Leather Company again en- 
mit foreign purchasers to February 84,156 ters the market for hide pur- 
a 8 P March 41,492 i e p 
come into our domestic mar- foot ee chases it will be in accord 
ket, as they have during the June 98.559 with our stated licy of 
past two yng and ae uly NOS SH 0 ener buying our pace cael on 
from us large quantities of a lmaranaamcammeesse err a consistent week-to-week 
sole leather hides at low ee Ry basis, ond — our re- 
prices, because our industry eid a quirements for approxi- 
had been so conducted that mately an eight-week period 
we were in no position to January oan 61,135 in advance. So no one will 
take them. heen wie misunderstand our position, 
“Believing, as we do, that ia seseeeenncenenencnennenes se I would say that if we were 
the hide-purchasing policy = snecenedvonrnnnsoenneeree 79,759 operating normally our pres- 
of tanners in the past has August 150,102 ent supply of hides would 
been wrong, we have con- ss ae ises not last us five weeks, but we 
cluded that Central Leather a. Xoo have cut our operating ratio 
pe unsyed ’s M eae in = NS Ee 8,982,384 883,693 . = for A gu Ra 
uture shou © purchase re rs) operation 
its hide requirements on January a 450.519 101,481 over an eight- or nine-week 
a consistent week-to-week ion —.... 794,024 191,015 period. 
basis, keeping our require- |] {25" ~~ Vsreaes =| 2taaae “I do not believe it is any 
ments covered in advance as Fay ares - dis.ras 112-790 _— 7 ipeenes: Ra a 
vroximately’ an eight-wex || Sete =~ tee = aaa | ides. A. successful tanner 
saiek ie this pa wig November oon must be a merchant, and a 
would expect to always take One With el. 1abl: 6939215 1,524,254 || 00d merchant is one who 
our proportion of the poorer is a consistent purchaser 











quality of hides during the The main reason for the large exportation of 
winter season; for example, ides from this country is that for some time 
and for that reason we would the United States has been the lowest-priced hide 
market in the world. 


expect to be in a position to 
demand and get our propor- 
tion of the better quality of hides during the summer 
season. 


Europe Has Scrambled Prices 


“You all know that an actual shortage of hides exists 
today. As I see it, two influences have been largely 
responsible for this condition. 

“First, European and other foreign tanners, who 
have been recently financed largely by American se- 
curity flotations, have entered the hide market and 
have completely unsettled prices in their scramble to 
get hides to resume operating their plants which have 
been shut down for years for lack of credit or capital. 
“Second, the upper leather manufacturers have been 





of his raw materials regu- 
lated by the consistent mer- 
chandising of his product. 
I do not believe we, in the 
Central Leather Company, 
are smart enough to beat the average weekly price of 
hides the year round, and we do not propose to try to 
do so, neither do I believe that it is possible for us to 
avoid our obligation to use our share of the poorer 
quality of hides which we could only accomplish by 
participating in a wild scramble for the better quality 
of hides when they are available, 

“The fourth and most important problem of our 
industry is the merchandising of our product. 

“We have been so imbued with the idea that our 
industry is essentially a speculative one that we seem 
to have entirely lost sight of the usual laws of supply 
and demand, and the relationship of the sale price of 
the finished product to the cost of production. 
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Detailed Costs of Men’s Russia Calf Bal. 









* Away back in 1905 we took a good shoe of that types of shoe have been kept as near constant as is 
period (factory cost $2.30), selling at retail at the possible during all these years so that our Measuring 
universally popular price of $3.50. We have watched Stick of Values might have fixed points of comparison. 
its factory price chart ever since. The materials and Because of space we only show from 1914 on. 

















(The Actual Factory Sheet) 























July July April Nov. Dec. 
Item 1914 1919 1922 1922 1924 
i te CI BF ooo isso on sc ss csckescctcicssctctasansasece $0.93 $4.50 $1.20 $1.35 $1.50 cs 
SE oe inh lace cdbatinlecauielioaiGinoronads -0525 21 .07 .094 .09 ia 
SN II isc v scnny cv ndaassqsncescnssncnnciens .055 16 .073 .080 .086 f 
ga ee aA a er D GARE SEDI SBE RE ha .045 .045 .045 .045 .045 
Bottom stock—outsole, welt, insole, heel, box, counter, 
figuring No. 1 heavy Union back.........................00....- .8075 1.8125 1.14 1.30 1.17 ue 
Cutting upper, soles and heels, fitting, bottoming, fin- ; 
ishing, treeing, dressing, packing................................ .60 1.12 1.24 1.24 1.40 
ed les a eB Ss 09 & RR Re AD Se RO .04 .065 .062 .069 .065 
ae a Aan RS CORN ha ahs SIRE PASI EE RO Ae .055 .055 .055 .065 » 075 
Factory and general factory labor expense.................... -2025 .24 .254 .258 .264 
Findings, laces, tongues.......... 8 ARE 2 CSPI MOO ERENT SET 1275 .2675 .164 .173 171 
Administrative and selling expense.......2~...................... .29 .6275 .407 .408 412 
Discount and interest...............c..c00..000-- es Sc Baebokipetr: 095 2475 1.64 156 156 




















$3.30 $9.3525 $4.874 


Actual costs, without additional charges for taxes and profits. i 










Note—Upper leather, as of December 1, 1924, is figured at 50 cents a foot, 7 
although some of the higher quality leathers are above that. The allowance of three : 
feet to the pair is very scant for good shoes in top-grade leather. Two months ago 
this same upper leather: would have been figured at a price not exceeding 46 cents 
a foot. The outer stock is fiured at 46 cents a pound, although three months ago 
this same stock could be bought for 40 cents a pound. Conservative estimates place 
an increase in cost of materials from now until February at 20 cents a pair more 
than the cost in the period of May to August, 1924. 













The costs itemized here are actual costs, without additional charges for taxes 
and profits. 
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Make a Good Start 


GOOD athlete springs from the starting line 

as if shot from a gun. He knows the value of 
a good start. How about the retail shoe merchant 
and his start in 1925? Is he to pattern the athlete 
or the snail? Is he ready for a better year? Has he 
gone into training for the long 52-week race for 
the public purse? 

We liken the National Convention of shoe mer- 
chants to a training camp where merchandising 
methods are taught in a gymnasium of ideas. 
After these four days of intensive training comes 
the race for business in every city and town in 
America. 

The first goal is Easter business. If it were 
possible to devote one entire day of the convention 
to a consideration of how to sell more shoes for 
Easter, it would. be a very practical and literal 
first-start towards better business. 

Ideas at a convention are absorbed and often 
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times not put into utility until many months have 
elapsed. Nevertheless, no man has ever attended 
a convention without taking away with him some. 
thing to value justifying the expenditure in time, 
travel and money. 

The first difficulty that most merchants run up 
against is how to squeeze the money out of the 
business to make the trip at this time of the year 
when rubber and leather bills are due. He sees the 
necessity of withdrawing $150, and wonders 
whether he can afford it with trade so quiet. The 
Recorder has a convention fund suggestion and it 
comes from a study of the Christmas Savings 
Club. 

Naturally you have got to reverse the proposi- 
tion with only a month between now and the con- 
vention in Boston. The big idea is to take what 
you need for travel and to proportionate it in a 
set of twelve charges as an expense on 1925. You 
expect the convention to give you selling ideas 
that will be useful in that year, so why not make 
the charges applicable to that year. 

Then each and every month, lay aside one- 
twelfth of the cost of going to the convention, 
Then at the same time try the Convention Club 
plan of laying aside from two to five dollars a week 
to cover the cost of your next annual convention. 
Because the Christmas Savings Clubs are run by 
nearly every bank, a weekly transfer to that ac- 
count makes the thing both easy and obligatory. 

Going to convention is an investment for the 
betterment of your business. This year it is a very 
serious obligation, because of the change of feel- 
ing in styles, merchandising methods and general 
business. Everyone expects a better year and to 
meet the problems of that year your best invest- 
ment is a trip to convention and the shoe markets 
—start the new year right. 





Lighter Shoes for Men 


IGHTWEIGHT shoes for spring and summer 
L wear have a definite place in the stock of every 
men’s store. By sharply defining the utilitarian 
value of shoes and oxfords of heavier leather and 
those of lighter weight leathers, the shoe mer- 
chant can place his men’s business on a seasonal 
basis, something that is necessary if per capita 
sales to men are to increase. 

Too many men wear heavy grained leather 
models all the year round. This fact retards in- 
terest in men’s shoe styles; also cuts down per 
capita sales and is one of the factors which must 
be overcome if shoe style consciousness is to be 
advanced. 

The stage is set in an ideal way at the present 
time for promoting the lightweight shoe for spring 
and summer wear. The return of two- and three- 












r 6, 192 





is have 
‘tended 
1 Some. 
n time, 


run up 
of the 
le year 
2es the 
onders 
t. The 
and it 
avings 


rOposi- 
ie con- 
- What 
t ina 
>». You 
ideas 
make 


» one- 
ntion. 
| Club 
| Week 
ntion. 
un by 
at ac- 
ory. 
r the 
. Very 
 feel- 
neral 
nd to 
ivest- 
rkets 


nmer 
very 
arian 
* and 
mer- 
sonal 
apita 


ither 
s in- 
| per 
must 
o be 


sent 
ring 
ree- 


December 6, 1924 


eyelet tie patterns allows pattern makers to stress 
lightness. The tie is significant of lightweight and 
is therefore a fine type for spring and summer 
wear. 

Ties should be made over pump lasts to insure 
exact fitting. Shoe merchants who had the far 
sightedness to stock women’s strip pumps made 
over the right lasts, which allowed proper fitting, 
cleaned up. On the other hand those stores selling 
ill-fitting pumps encountered fitting troubles. 
These two cases are parallel. Ties for men must fit 
the foot or the style characteristics, comfort and 
general appearance is lost, and consequently sales 
suffer. 

Last spring and summer several large stores in 
New York City, selling men’s shoes exclusively, 
stocked extremely lightweight oxfords in black 
calf. They were called featherweight types—they 
sold very freely and were featured as ideal styles 
for mild and warm weather. Other large cities 
followed the same idea, but not with such pro- 
nounced success. 

Hat stores have a definite season for their styles 
and the men abide by this rule. By stressing the 
comfort that can be derived from wearing light- 
weight shoes made of light calf or kid, shoemen 
have an issue worth reiterating as a measure for 
dividing the men’s shoe buying into seasons. It’s 
a subject that can be forcefully put across if it is 
taken up nationally. The sales force can aid in an 
unlimited way. Many men do not know the quali- 
ties of the various leathers and if advised by the 
salesman that kid or light calf is more comfort- 
able than a grain leather for wear in a warm sea- 
son, no doubt would be eager to see that they got 
as much comfort out of their shoes by choosing 
the right kind for each season. 





Danger in Long Credits 


HE giving of credit is more dangerous to the 

recipient than it is to the giver. When it is 
possible to buy automobiles and wearing apparel 
on the dollar down basis, customer financing be- 
comes a very involved problem. The rosy future is 
indebted to the things worn out in the past. 

In running a store it is far better to buy what 
you need and pay for it at discount date, than to 
enjoy the false pleasure of having a tremendous 
stock payable some time ahead. You don’t buy as 
carefully when you know that you have six months 
to move the goods. Naturally some commodities 
must be sold on advance dating, for rubbers deliv- 
ered in July and payable in December are so 
financed, because it isn’t possible to ship one sea- 
son goods by express when freight will do the 
job equally well. Also, rubber demand comes in 
the fall months and it is the convenience and cus- 
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tom of the trade to have the merchandise on hand 
in advance of its seasonal demand. 

A similar system of filling stores up with shoes 
on long credit is dangerous to the recipient of the 
goods, because more pressing bills are paid first 
and when the huge bill finally comes to payment 
date it embarrasses the business. 

Buy only what you need and what you are rea- 
sonably certain of selling at a profit, for a store 
overloaded with merchandise is subject to the 
indigestion that comes when goods go out of style 
and can’t be moved at a profit. 





Times Have Changed 
Materially 


OO often we hear the small-town merchant 
complaining about various things that in his 
mind are the alleged causes of a slackening of 
business. The only thing that is holding him down 
is his own lack of vision, his adherence to old-time 
methods. He is in the same class as a livery stable 
man who doesn’t know that automobiles have ar- 
rived. One sees old-time livery men now who are 
proprietors of flourishing garages. One also sees 
old-time shoe men operating up and coming stores. 
In a small Illinois town there are three shoe 
stores and three department stores carrying shoes 
with one of the six doing as much business as the 
others combined. He does not worry about mail 
order houses, chain stores, too many automobiles; 
in fact, he welcomes them. He has a mail order 
system of his own that is intensely personal, be- 
cause he knows through study the tastes, whims 
and needs of his customers. 

He buys through his knowledge of his commun- 
ity’s needs. He buys little and often, so has variety 
and plenty of new things to attract his trade. His 
windows are always spick and span. While his 
father started the business, his father’s methods 
are not used, except those sterling principles of 
business integrity. His store front has been re- 
modeled. Now he, in turn, is being prodded up by 
his college-trained son. 

The only thing that is holding down the small- 
town merchant is his own inefficiency, his inability 
to grasp new thoughts, and apply them to his own 
business. Report after report reaches us of the 
success made by thinkers and doers of the small 
communities. 

Congested automobile traffic in large towns is 
fast driving trade to the neighborhood stores. The 
small-town man is no more in danger of being 
forced out of business than the big city merchant. 
It is only those who are “too busy to read,” “don’t 
have time to attend conventions” and the like that 
are doomed to extinction. 
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An Open Invitation to Come to 
Boston in January 


BOSTON CONVENTION 
BUILDERS 


EXECUTIVE COMMITTEE 
Irving B. Howe, Chairman 
W.W. Willson, Vice-Chairman 
C. W. Spencer 
H. F. McNeil 
H. E. Hagan 
John Fischer 
F. W. Small 
I. H. Morse 
G. M. Spanger, Secretary 


ate 
COMMITTEE CHAIRMAN 
FINANCE 
C. W. Spencer 
aa 
ADVERTISING 
H. F. McNeil 
e 
BOOTHS AND DISPLAYS 
W. W. Willson 
oe 
FOOTWEAR STYLE REVUE 
John Fischer 
ae 


ATTENDANCE AND 
REGISTRATION 


I. H. Morse 


+ 
RECEPTION AND ENTER- 
TAINMENT 
H. E. Hagan 


nN 
HOTEL COMMITTEE 
F. W. Small 


di 








VERY indication points to a banner year in 

1925 for those who are conscious of the chang- 

ing order and are changing with it. New ideas are 
constantly coming up. Your best method of getting 
these new ideas first hand is to be in Boston, January 
12 to 15, in attendance at the Annual Convention of 
the N. S. R. A. There have been more innovations in 
the merchandising of shoes in the past few years than 
in any other line. For your own protection you need 
all the information you can get, as soon as you can 
get it and as authentically as it is possible to give it 


to you. 


@ Shoe merchants may go to the markets in Brook- 
lyn, St. Louis, Cincinnati, Chicago, Milwaukee, 
Rochester or Boston any time, seeing the best each 
town has to offer individually, but to see the entire 
trade at one time, getting the inspiration of that 
great body of men, it is necessary to come to Boston 
next January. 


On to Boston 
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The 1925 Convention Will Be an 
“Idea Meeting” 











3 
; t YOU CAN’T AFFORD TO i 
| MISS IT . " 
By Irving B. Howe a 
General Convention Li 
Chairman \: 
No real shoe merchant can i 
afford to miss the 1925 Boston ts 
ar in @ The big benefit to be derived will be not so much Convention. If business has been 
‘ ‘ 3 , just a trifle poor, you certainly 
lang - in seeing the shoes as it will be in being part and should find out how to make 
° ° ° e e that sick business well. You can 
3 are parcel of this thinking, working, helpful gathering of Gnd the sumedy ot the Boston 
P ° : Convention. If your business has 
tting shoe men. Your own business problems are not radi- tonnes endil tates den exatataiee 
uary cally different from those of many of your brother make sure that it continues in 
f this healthy state. You can find 
Mm of shoe men, but your solution of them may be, so you out “how to do it” at the Boston 
. : 4 } Convention. There you will 
ns in owe it to the entire shoe industry to be in Boston Sonn, tite alien of qnannettel 
, : a shoe merchandising and you will | 
than in January. Your ideas, the other fellow’s ideas, all tues heneteaveth the otatdinal 
. working model b which unsuccessful shoe merchandis- 
need mixed together, form a 8 y ing. The N. S. R. A. Convention 
can practical, successful, merchandising methods may be of 1925 will be especially strong 
in its educational features. It 
ve it patterned. will be a constructive show. 
% 
: down in our history as the WHEN THE ROLL CALL IS 
@ The 1925 show will go do ry aihatn, hae “eee” 
0k - “big idea convention.” The Boston committee has By I. H. Morse 
° : : . Chairman of Attendance and 
kee, worked steadfastly during the entire year with this Registration 
ach thought in mind. Its members have some wonderful I want to see all of my old a 
. friends, and I want to meet a fi 
tire ideas to swap with yours. It makes no difference how whole lot of new ones at the F 
2 ~ Boston Convention. I shall be if 
hat large or small you are, the practical merchandising “sight on the job” end will i 
. ° . : : surely miss you, and you, and i 
ton experiences that will be given in snappy, business vee: Sie-daliber tenis tee entey : 
sessions will be helpful. ““There isn’t a vexing prob- from the Hub you may be when ne 
2 you read this, I want you to a 
know that I am thinking of you, i 4 
and I want you to say, “Here I ¥ 
am, Brother Morse,”’ when the a 
national roll call is read January 
On to Boston 12 to 15, 1925, at Boston. 
: + 
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N.S. R. A. Convention Will Give 
Renewed Confidence 











ADVANTAGES OF COMING } 


TO BOSTON 
By W. W. Willson 














































Vice-Chairman of Conven- 
tion Executive Committee; j 
This is the beginning of a new 
era of prosperity. If the signs of 
the times mean anything, next lem that can’t be solved in the convention, if the 
spring you are going to be cry- g 
ing for good shoes. Here will be human purpose of that gathering is to make better 
the place for you to make new pe ps F g mr 
deals with the manufacturers for merchandising habits a national habit.’”’ So says 
the future. Here you will have . y' 
opportunity to mest face to face Seaton Alexander, N. S. R. A. president. 
many people whom you have Ww 
only heard about. Sit down with @ Coming to the convention will do more to restore s] 
the exhibitors and talk your i Lid 
definite business proposition, confidence, to build up a new spirit of confidence, ti 
straight from the _ shoulder. a 
Whatever your gudliiess mar te, than any other method. Just as individuals need a n 
eames guapases 0 tale Thats and spring tonic, so does business. Let being in Boston 
figures. Make your plans for the q 
suture Gecnuss of the rest next January be both your spring tonic and your 
things the future has in store n 
for you. + confidence builder. Confidence will come from knowl- 
— edge gained by the re-checking of lines, by the dis- * 
SHOEMAKING cussion of merchandising methods and by friendly . 
By John Fischer ae oe " 5 st 
Chairman Footwear Style visiting, not only with other merchants but with 
Revue 
f; d 
The National Shoe Retailers’ manufacturers, as well q 
1925 Convention-Expositionand . . , , 1 
Footwear Style Revue will dem- @ Confidence in the entire trade will come just as 
onstrate that America leads the e e ° — 
auidaniieiiens tise soon as confidence is restored in the individual. Make 
liberal education for the retail the individual right and you have made the whole . 
shoe merchant to see such a wide t! 
variety of lines and compare the world right. Let a new spirit of confidence be born 
workmanship and material, grade : ¥ . 
for grade. Here is something that in you in Boston, so that we can have an awakening 
he may not want just now, but ee n 
will a little later; and here is to new opportunities. 
something for which he has been 
looking for a long time. AndglI 
would say to brother merchants 
On to Boston 
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@ The good that you get out of the N. S. R. A. is 
measured by the amount of service that it renders to 
you. For fifteen years it has builded its organization 
with this one idea in view—of service to the retail 
shoe merchant. Now it presents for your considera- 
tion its latest contribution in the way of getting 


more shoes sold right. 


q It is providing at the January convention a com- 
mon meeting place for the entire industry to as- 
semble—men, materials and mental stimulants— 
making it five times as effective in its convention 


session as that memorable meeting of five years ago. 


@ The primary motive which actuates a group of 
men to get together in a yearly national conference 
convention is to improve collectively so that they 
can individually make more money—so they invest 
their time, energy and traveling expenses, to see 
under one roof merchandise for every shoe use— 
merchandise which they can sell at a profit. 


On to Boston 
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Will Tell You How to Make 1925 
Your Banner Year 
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that in selecting American-made 
shoes, such as are on exhibition, 
exclusively, in the Style Revue, 
they have the satisfaction of 
knowing that they are choosing 
the best shoes on the face of the 
globe. The N. S. R. A. Conven- 
tion of 1925 demonstrates the 
goodness of American shoes and 
shoemaking. io 


* 


THE HUB,_.HANGS OUT THE 
LATCHSTRING 
By Henry E. Hagan 
Chairman of the Hospitality 
Committee 


January 12-15 is not far away. 
Have you ever so slight a doubt 
about coming? If so, clear your 
conscience, and clear the track 
for Boston. If for no other rea- 
son than to say ‘““Howdy” to the 
rest of the boys and girls, you 
and your good wife and family 
should come. For, believe me, 
there is going to be “‘some”’ en- 
tertaining in the Hub during 
those four days. Those N.S.R.A. 
men and their womenfolks who 
came to our hospitable shores in 
1920 found that Boston has a 
warm heart. North, East, West, 
and South, became well ac- 
quainted then, and now five 
years later, in 1925, we want all 
of you, and all of the new 
N.S.R.A. folks to see for your- 
selves that we have not lost any 
of our former friendliness. Come 
one and all, gather around the 
old family hearth—the blazing 
log is burning brightly for you! 
Boston’s latchstring is on the 
outside! 
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Experts in Shoe Merchandising Engaged 
for N.S. R. A. Convention - 


Every Conceivable Subject of Interest to Be Covered Thoroughly 
Record Registration Forecasted 


National Shoe Retailers’ Association, to make 

each exhibitor at the Boston convention a part- 
ner with the N. S. R. A. in promoting a record-break- 
ing convention by returning fifty per cent of the 
profits to exhibitors, resulted in brisk demand for 
space during the past week. 

Practically all of the exhibit spaces in one of the 
two main halls have been sold and booths in the other 
hall are going rapidly. If the present demand con- 
tinues, as most everyone believes it will, space will 
shortly be at a premium. This list of exhibitors in- 
cludes many of the foremost shoe and leather houses 
in the country. 


[xe plan of George M. Spangler, manager of the 


Manufacturers from Every Market 


Leading manufacturers in St. Louis, Cincinnati, 
Rochester, Chicago, Philadelphia, Brooklyn, Lynn, 
Haverhill and Brockton were among those who con- 
tracted for exhibit space during the past week. Many 
of these firms have taken two and three booths, and 
are planning an elaborate showing of their lines be- 
cause of reports sent in by salesmen that retail shoe 
merchants are coming to Boston, prepared to place 
some real orders with manufacturers exhibiting at the 
convention. 

Manager Spangler was in Boston this week to con- 
fer with the members of the Boston convention com- 
mittee and to make arrangements to locate there until 
after the convention. Offices have already been opened 
in the new Chamber of Commerce Building and will 
be used as N. S. R. A. convention headquarters. Mr. 
Spangler was extremely well 





Mr. Howe has been very active since he became 
chairman of the committee in an effort to get out a 
record-breaking attendance. In addition to advocating 
a registration fee of one dollar he has appeared before 
numerous shoe and leather organizations to tell them 
that the Boston convention is going to be the biggest 
and best one in the history of the N.S. R. A. 

Edward Beck of Chicago, who directed the style 
revues at the last two conventions, arrived in Boston 
this week to take charge of the plans for the style 
show, which he plans to make one of the most attrac- 
tive and authentic presentations of shoe styles. His 
coming was widely heralded by Boston newspapers and 
as the result four hundred young women, who desired 
to become models, were waiting for him at the N. S. 
R. A. offices. Out of the four hundred applicants Mr. 
Beck selected less than twenty who would qualify. 

The announcement made last week that one of the 
big railroads was going to permit stop-overs in Phila- 
delphia, New York and Washington, was very en- 
thusiastically received by retail merchants. 

The hotel committee, of which Fred W. Small is 
chairman, says they are besieged with reservations. 





L. CG. Doremus Acquires Interest in 
Brooklyn Firm 


Brooklyn, Dec. 4—L. C. Doremus, for many years 
with the George W. Baker Shoe Company, in this city, 
and more recently with the Rickard Shoe Co., of 
Haverhill, Mass., has resigned his connection with the 
latter firm in order to accept a full partnership in the 
well-known shoe house of 
-Heim and Tull, also of 





pleased with the splendid 
progress that the Boston 
committee has made. 


Program Almost Complete 


Irving B. Howe, general 
chairman of the convention 
committee, is about ready to 
announce his program of 
convention activities. He 
promises that the retail shoe 
merchants who come to Bos- 
ton will find that their time 
has been very profitably 
spent. Experts on shoe styles, 
merchandising, store plan- 
ning, window trimming, ad- 
vertising and other subjects 
of interest, have been en- 
gaged to address the con- 


waiting for you. 
vention. g for y 





How to Finance Yotir Conven- 
tion Trip me 

Even though you pay your rent in a lump 
sum, you don’t charge it all against the 
month in which you pay it, do you? Then 
why not do the same with the expense in- 
curred by coming to Boston for the N. S. 
R. A. convention? The good it will do you 
will last throughout the year. Therefore, it 
is eminently fair that you charge up one- 
twelfth of the amount against the business 
of each month during 1925. 

And then start figuring on the 1926 con- 
vention. Estimate as nearly as you can what 
it will cost and then, in a special bank 
account, like a Christmas fund account, 
deposit each month one-twelfth of the esti- 
mated amount. This makes it easy and when 
the time comes to go, there’s the money 


Brooklyn. As soon as the 
necessary formalities can be 
complied with the firm name 
will’ be-changed from Heim 
and Tull to Heim and Dore- 
mus. “ti 

In addition to his werk as 
a style developer and mer- 
chandiser for the Baker 
company, Mr. Doremus is 
credited with having con- 
ceived the idea of the yearly 
Brooklyn style show and, 
from the first, has been in 
active charge of all arrange- 
ments. 

The new firm of Heim and 
Doremus will, manufacture 
women’s high-grade foot- 
wear exclusively. bisett 
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Marilyn Miller Playing in Peter Pan in New York 


[EPPING+INTO*SPIRING+WITTH+STYLIE 








Paras Pan, the spirit of unconquerable youth, has been decided upon as the 
motif for spring dress. It is right in line with the Parisian emphasis on boyish 
costuming. If it is the leading note in the garment trade, will it not have a corre- 
sponding importance in making youthful styles acceptable in the shoe’ trade? 


Here is how style originates. Marilyn Miller in playing the part of Peter Pan 
wore a distinctive costume which was translated by garment stylists into a blouse, 
retaining the same lacing effect with variations of the slashings in collar and 
binding. Some designers have brought it out in a suede-finished cloth in brown 
and others in forest green. Because of the lace work on the dress a similar develop- 
ment of zigzag lacing went into the shoes. 


To capture in your store the spirit of the coming season is the important 
thing. If this means laces and ribbons and simple shoes, it also means a season 
' of browns. As youth (from fifteen to forty, as they say in the 
garment trades) consumes most of the fashionable material, 


you have your cue for stepping into spring with style. 
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Patent leather cut outs 
and bow tie 


Wi HEN the left side of the shoe does not know what the right side is 
doing, you get something new in shoemaking. Designers have for long been 
endeavoring to get some new variance that was radically different and 
have achieved it in making one side of the shoe different from the other. 


The ribbon lace, providing you can tie it in a correct little bow, is the 
smartest thing for early spring. These new patterns may be off, but they 
are certainly distinctive. 


When so many styles are going back to the original Theo pattern or the 
one-strap, the idea of making one side ornamental and the other side useful 
for adjustment purposes has made a hit with the trade and it is expected 
that women will appreciate the unusual feature of varying sides in patterns. 
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Light tan calf with 
leather bow 
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Wi E sent out a national call for flapper styles, and everyone agreed 
that a low heel on a round toe last was necessary, plus the simple little 


strap that would bring the Mary Jane up to date. 


Here it is interpreted in a tan calf number that is equally effective in 
patent, kid or black satin. When shoes are simple in design, look for the 
development of ornamentation and we have illustrated everything from a 
border of rhinestones to an initial. 


The secret of the selection of shoes for spring is no longer one of how 
many cut outs and fancy movements of the cutter’s knife, but whether the 
shoe is good looking and whether it can carry ribbons, bows or buckles to 
elaborate what is otherwise a very simple pattern. 
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New low cut outside 


Tue medium and full toe French last are the great national favorites 
because they give better fitting room and at the same time make possible 
the use of lasts with less extension. This gives the optical illusion of 
smaller feet. Some of the custom shops in New York go still further and 
set the heel amost under the arch as they do in foreign shoemaking. 


With step-in models or gore-fitted pumps or operas the shortness of last 
is necessary to make the slipper fit the foot. Those shoes that don’t hug 
the heel have to resort to an elastic band over the instep and under the 


shank. 


With these lasts the general acceptance of heels are block heels, 9/8 to 
13/8 breasted, 13/8 to 17/8 with the tendency toward straight-back 
effects. 


effect 
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GIVE*AN* EARLY +*START +10 *SPRING | of 


The wider strap has 
spring possibilities 


, om wide strap in combination with a D’Orsay pattern is the natural 

follow-up for spring after a present-season call for Regent, Opera and 
D’Orsay pump patterns. This effect gives opportunity for a variety of 
side ornaments or buttons or ribbon laces. 


For early spring walking wear this number is typical of a wide range of 
clever shoes utilizing the wider strap. 


As the complex straps have disappeared the opportunity for single, 
broad and double straps is greater for spring in shoes ranging from grow- 
ing girls’ to women’s and taking in tan and black leathers in both light 


and heavy weights. 


One of the innovations of the season is having the wide strap fasten 
at the side with a made-up bow, concealing beneath it goring for easy 
step in. 


- 
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Oxford types have their 
place for Spring 


, oxford height and variations of the oxford cut lower at the sides 
are in particular favor for spring selling. The range of materials wanted 
are in the order named: tan and -brown leathers, patent leather, black 
satin, tan leather and combinations, patent leather and contrasting 
combinations, black and brown suede, brownish satins and black calf 
and kid. 


The increased demand for combination shoes is sweeping the country 
over with the usual combination being a patent leather vamp and a tan 


calf or kid quarter. The new shades of satin allow a two-tone effect that 
makes one of the best combinations for spring. 
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NEW +1TYPES * OF TAILORED +SHOE QE 
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Sport shoes of leather in 
> combination 





} is always anticipated by people who can afford to go to southern 
resorts and select their footwear in advance of the season. Already this 
demand has developed combinations with alligator, lizard and reptile 
skins and particularly leathers in the brown family ranging from blond to 
amber color. 


So exceptionally smart are the sport shoes that they sell on sight. In the 
diagrams on this page, first, the Prince of Wales shoe in a dark brown 
suede with its perforations and wheelings; next a white buck in alligator 
one-strap, gore fastened and then a new treatment of the D’Orsay pattern 
having the buckles fashioned out of leather. 
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Satin has its important place in afternoon dress and we illustrate a 
high-side type with gore adjustment. The use of embroidery and stitching 
for informal and formal footwear is on the increase and when it comes to 


real evening shoes, gold and silver kid lead all others. Most of the satins’ 


are dyed to match the dress and some of the new tinsel brocades can be 
similarly treated. 


We also illustrate on this page oxford types of smart lines that give the 
buyer an opportunity to get trimmings in contrast to the vamp material. 


We have endeavored to show in these typical styles some of the newest 
developments for spring, each distinctive and yet fitting in to a logical 
selection of most of these types for a well-rounded stock. 


In satin with goring 
adjustment 
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There’s more spring to the lasts over 
which new patterns for men are being 
made. This single feature is the most 
recent development in style character- 
istics employed in making men’s foot- 
wear rival women’s from a style point 
of view. 

The development of the swing results in obtaining a 
rocker-bottom effect and what is familiarly known as 
toe spring. On the first shoes turned out by manufac- 
turers, the rocker-bottom effect has been much less pro- 
nounced than that which was so prominent in rocker- 
bottom shoes of some years ago. The up swing in the 
toe thus far is slight, but as it is yet too early to detect 
the consumer response to this new development, it is 
difficult to estimate whether the rocker-bottom effect 
will become more pronounced. At present, the heavy, 
rugged shoe made of grain leather and the lighter 
models, made of calf, are being made over lasts with 
more spring. The grain leather shoe presents in a more 
effective way the rocker-bottom appearance than the 
shoe made of smooth calf. The fact that a grain leather 
shoe usually carries a heavier sole than the smooth calf 
style is one reason why the former pattern shows 
more clearly the swing to the bottom of the sole. 


Fadeaway Tip Is New 

The fadeaway tip is a new departure from the shield 
tip. The shield tip is still being applied to give the more 
swagger effect, but the fadeaway tip provides for mov- 
ing the tip much closer to the front end of the shoe. 
It’s usually placed about an inch from the front end of 
the sole and extends along the vamp. 

The brogue last has not lost any of its popularity 
and is being used extensively for making shoes for 
January, February and March selling. ‘The balloon- 
type brogue, so popular with the young men, gives 
promise of holding up well. The rocker-bottom styles, 
made of grain leathers, will carry wide toes and will 
probably come under the classification of brogue types. 


Perforations Are Heavy 
A trend toward heavy perforations on shoes for early 
1925 selling is strong. Fancy stitchings seem to have 
lost a good deal of strength to the gain of perforations. 


Smarter Style, 


EN 


Perforations extend to the back part of the shoes in 
many cases. Wide backstays and quarters are being 
heavily perforated as well as tips and vamps as a meas- 
ure to give a more harmonizing style appearance. One 
house, making a very high-grade shoe for men, has 
added several doggy styles of calf leather, carrying 
extremely heavy perforations. This fact is considered 
significant of the trend toward heavy perforations. The 
house is not one to hastily add extreme style views and 
has a national reputation as a manufacturer of conser- 
vative styles and high quality shoes. 

Along with the prominence of perforations is the dis- 
tinctiveness which pinkings seem to present. In many 
cases they are finer. The teeth-like effect used to har- 
monize with tip perforations and vamp and quarter 
perforating present a sharper appearance. 


Blucher Patterns Very Striking 

Brass eyelets are generously used. They are more 
common in blucher patterns. Blucher styles. are better 
looking. There’s plenty of swagger to them, yet the 
style range is so broad that conservative blucher types 
may also be had. 

Medium shades of tan calf are used extensively in 
making men’s oxfords, with the trend toward lighter 
shades. Highly finished calfskins, boarded calfskins, 
Scotch grain leather with a finer grain than: heretofore 
and black, fan and brown kid are the materials being 
used. Calf seems to present a more appealing appear- 
ance, probably due to the high finish. Grain leathers in 
most cases are not so coarse looking, due to a finer grain 
being employed, especially in Scotch grain materials. 


All Oxfords for Young Men 

The question of boots and oxfords seems to be 
parallel to the conditions of a year ago. The young 
men want oxfords and boots find their market when 
middle-aged and elderly men buy. Geographical condi- 
tions must be considered when determining the ratio of 
theoxfordand boot demand. However,men’s shoe manu- 
facturers generally are making more oxfords than boots. 

Style lines on boots are stressed more by stitchings 
than perforations, although perforations are used on 
high shoes as well as oxfords. 

One of the big factors in keeping alive the young 
man’s interest in wearing oxfords during cold weather 
is the style in hosiery. Hosiery styles have reached a 
great place and many shoe stores report a splendid 
trade in men's fancy patterns. There is a great desire 
on the part of the young man to sport fancy hosiery 
with a winter oxford. This single fact is keeping winter 
oxford trade along popular lines. a 
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Black calf, mostly for 
Spring 





The very newest development in men’s 
lasts is the use of the toe spring together with 
the rocker-bottom effect. The young man's 
shoe in the Middle West has a knob on the 
toe, but slightly less in height than the old 
high toe. This promises to be a real novelty 
for spring. 






Y 


One, two and three-eyelet ties for young 
man have made their appearance and the 
sales to date give them a promise of a real 
substantial call in the spring and summer. 
All sorts of swagger pattern effects are be- 
ing created for spring selling. 





RETURN+OF+*THE+ BLUCHERs PATTERN BF 


Light tan to lead for 
Spring 


Si pring is the season for oxfords and the 
shades of tan from high yellow to Russia 
will be in strongest demand. Inasmuch as 
trouser bottoms are full, the tendency will be 
toward the full and wide lasts, refined down 
rom the balloon lasts of this fall. 


wo oe oe oe ee 8 


JE 


Ti has taken four seasons to bring the blu- 
cher into great prominence and the develop- 
ment of the demand has been gradual and 
safe. A bal pattern does not lend itself 
readily to the adjustment of the three-eyelet 
tie. If new patterns are the answer to more 
shoes for men, then spring is going to be 
@ good business period. 


S\ 
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Real shoemaking in 
bluchers 





a 


R ugged shoes are being made up in the 
grain and heavier leathers to start the styles 
for earlier spring demand, to be followed by 
lighter-weight shoes for Easter and summer 
wear. It is now nationally accepted that the 
seasons can be separated by recommending 
heavy oxfords for winter and light oxfords 
Sor spring wear. 





cA fer a season of exceedingly plain shoes 
the use of pinkings, stitchings and perfora- 
tions are on the increase with more emphasis 
on pinkings and stitchings. Finer grains 
and smarter finishes in tan and black make 
gcod shoemaking imperative in men’s shoes 


for spring. 
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LIGHTERS WEIGHT +SHOES*FOR:MEN 


Full lasts with extra 
fitting values 


Tie demand for calf is greater than ever in 
men’s shoes, yet there is bigger opportunity 
for a diversity of materials for spring than 
ever before, ranging from the grains to kid 
and buck. The smartest shoes for southern 
wear are of buck, piped and trimmed in tan 


T he range of shoes for men shown in this 
section covers the smarter numbers that have 
@ newness in merchandising values. Each 
design is supplemented with variance in 
patterns, on shoes of the same last, but with 
novelty pattern trims. Freshen up your line 
for a better spring business. 


“Sf, 
“tas” 
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Trick Patterns 


majority of women, and this majority in- 
cludes the greatfhumber of women connected 
with the business world, want sane and sensible 
models made up in new materials and combina- 
tions of leathers in preference to all the extreme 
and freaky designs. 

Crocodile and alligator, plain or combined with 
the same color of suede, appear to be very popular 
—all shades of brown predominating as to color. 


Fancy Oxfords a New Note 


Fancy oxfords laced in unusual ways are coming 
in stronger than ever, probably because they are 
more appropriate for the months of January, 
February, March and April. The combination of 
patent leather and suede, or patent and light 
brown (known as tanbark) quarter, ties of the 
same color ribbon, is being shown extensively. A 
sport oxford made of Russia calf with unusual 
perforations and a leather Cuban heel is known as 
the Prince of Wales oxford. 

Opera pumps are still in great demand, one of 
the favorites being of black patent with an un- 
usual buckle—an ivory dog’s head with a tiny 
silver link chain around the dog’s neck and fas- 
tened to the edge of the shoe about an inch away 
to represent a leash. 

For evening the strip pump in satin (in high 
shades) black velvet with rhinestone trimmings, or 
gold or silver kid worn perfectly plain, seem to pre- 
dominate. 

A very popular shoe, and one started by the 


|: has become an established fact that the 
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Women Vote for Shoes of 
Sane Design 


Prefer to See Styles Wrought 
from New Matertals and 
(ombinations ‘Rather Than 





society ladies at the Polo matches during the 
Prince of Wales’ visit here, is one with a black 
patent vamp and the tanbark quarter, with cut- 
outs, tying on the instep. This shoe has been 
named the Polo shoe because of its popularity at 
the matches. 


Blonde Satin is Smart 


Blonde satin is still considered very smart, 
especially when worn with a dress of the same 
color. It is usually shown in a plain slipper with a 
pretty buckle which blends in with the tone of the 
satin. An unusual French creation is an opera 
pump of blonde satin embroidered in a sort of 
feather stitch in peacock green and little green 
beads, like eyes. 

Never has there been a greater variety of eccen- 
tric and unusual mules. One resembling a Turkish 
shoe is made up in blue and white, the white being 
speckled with red polka dots. A rose suede alligator 
with lattice work of silver kid and a black enamel 
heel, is another; as is a red suede with appliques of 
lighter red kid in points. Many there are of metal 
brocade with ostrich rosettes on the side, black 
satin with inserts of gold kid, high shades of velvet 
worn either plain or with ornaments. 

Buckles are stronger than ever. Bright colored 
enamels, hand-carved wood (painted) or carved 
ivory, rhinestone owl heads with eyes in red, blue, 
green or amber; black enamel with small white 
cameos. Another novelty is a flexible strap of 
onyx and rhinestones to go over the instep to 
hold the opera pump on the foot while one dances. 
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The Jetta Model 


In Stock 
Patent Colt and Black Satin 
272 Last 


17/8 Spanish Heel 
Wide Toe 


14/8 Spanish Heel 
Medium Toe 


36 pair lots only Price $6.00 
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Early Spring Styles 
from 


W ichert’s Footwear Fashion Service 
Personal Supervision C. H. Wolfelt 


The hand of fashion holds forth charming footwear, 
practical in design and good taste, superior in work- 
manship and created to give pleasure to the feminine 
wearer and profit to the merchant. 


Advance Styles—In Stock 


So consistent have been our style successes that we put 
our best numbers in stock for your selection by tele- 
graph and rush order. 


Rose Marie Model 
(Our Latest) In Stock 
Pictured above 


Frenchy in toe and ornament 
gore for fitting 


14/8 Military Heel—Medium Wide French Toe 


Patent Colt 

Tan Russia 

Patent Colt—Tan Kid quarter . 
Medium brown Kid (Madrid) ’ 
Ds one Cb ccakswctdadeces Sew ede swede cdededes eee 6.75 
Se SND CRO CUBS vg ok co siden saccacvcdeseece ise 6.50 
Gun Metal Calf 6.25 


WICHERT, Inc. 


Turns and Welts for Smart Feminine Wear 


Atlantic and Schenectady Avenues 
Brooklyn, New York 


re 


OOOO O00r OOOO 


The Piping Rock 
Model 


In Stock 


Patent Colt and Tan Russia 
276 Last 


14/8 Military Heel Full Toe 
Exceptionally smart 
Perfect Fitting 

36 pair lots Patent Colt £6.25 

only Tan Russia 6.50 


TAADE MARK 
REG v.B PAT. OFF 





When writing to Wicuert, Inc., please mention Boot and Shoe Recorder 
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“Getting More Hosiery Sold Right”’ 
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A noteworthy achievement | 
| 


Boot 







in hosiery manufacture is the 
V. special attachment we use on 
our fine gauge, spring needle 
machines for making the 
tightly knit-in “ankle that 


The ZR 3 passing 


over Manhattan 


after a 5000-mile mf clings.” 
yn er 

journey from Ger- prim LES 4 The “ankle that clings” means 

many, 80 hours and a te beauty. The strong lustrous 

45 minutes—a tri- fi gf Se yarns mean LONG SERV- 


umph in Aerial fate 2 : ICE-two features your cus- 


Navigation. Jaro 5 Silly, * 


| tomer is always looking for. 
a. SE Style 80, heavyweight pure 


silk and artificial (twisted) 
$8.00 J dozen. Style 444 
“Band-O-Green,” heavy- 
weight, pure thread silk, 








Thi 


$11.25 per dozen. 
A complete stock of thirty Yo 


colors is carried at our New 
York Salesrooms, for imme- 
diate delivery. Samples and 
color card sent upon request. 
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MILLS: 3rd & Cumberland Sts. Phila.Pa. © SALES OFFICE: 902-910 Dina, N.Y. 


Copyright, 1924, 
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“Yes Madam, this is 
just the right weight 
in a silk and wool hose, 
and you may be sure 
you'll have nothing but 
comfort at the top.” 
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This photograph was taken at 
Renard’s, 47 W. 42d St., New 
York City, one of the many 
“Cariton" Headquarters. 


Special Features 



















(Pictured above) Popular weight silk and 
N 1922 wool stocking, fashioned leg, seam back, 

0. RIBBED TOP. Can be used for both out 
Silk and Wool sizes and regulars. Solid colors: Black, cordo, 
‘ Russia calf and navy. Mixtures: black-white, 
Rib Top beige-white, camel-white and cordo-black. 
Packed 14 doz. Price, $14.00 doz. 














Ladies’ WOOL CHECKS AND PLAID 
500 l 2 sport hose. Seam back. English patterns 





printed on Camel and Grey backgrounds. 

Sport Wool Prints guaranteed. Assorted to box. Three 
Checks and Plaids | patterns, each in two colors. Packed ¥ doz. 
Price, $10.00 doz. 














Ladies’ Silk Foot, lisle top chiffon—42 gauge clearest and 
300 sheerest produced. Stock shades: Black, gun metal, beige, 
fawn, otter, airedale, cinnamon, racquet, log cabin, 

Silk Foot Bombay, Indian skin, blonde, coquette, white, modnbeam, 
: silver, blue fox, medium grey, jack rabbit, polo, atmos- 
Chiffon phere, nude, moresque, French nude, peach, dawn, African. 
Packed in individual envelopes, 14 doz. Price, $14.00 doz. 











Sample 
Shipments 
on Request 


Terms: 1/10 or Net F.O.B. New York City 
Delivery: Immediate 


FREUND & BRICKMAN 


Sole Distributors 


212 Fifth Avenue New York 


Hosiery 
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The only stocking made having a// the fea- 
tures of all other makes and Three Improved 
Wear Resisting Features Not Found in any 


other stocking. 














Silver 


STYLE 50-A 











Se WEAR REINFORCED 
\ GARTER BAND. This is marked by 
Two Red Silk Stripes and makes it 
easy to attach the garter at the rein- 
forced point. This additional reinforce- 
ment prevents garter tears due to fric- 
tion of the rubber button—and the steel 
clasp. 


2. THE LOCK CHAIN. This is a posi- 
tive stop to runners that might start in 
the knee portion of the hose, and pro- 

Silk faced tects the silk. 
14-Ply High 


Heel _-3.—THE 8-THREAD TOE AND HEEL 


ill of this is made of extra fine quality mer- 
cerized and is no more bulky than the 
ordinary 4-thread toe and heel gener- 

— 


ally used in stocking construction and 
is far more durable. 





Every pair of this style is guaranteed 
~~ twelve-strand silk and is so stamped. 





NOTE :—If an exclusive agency has not already been granted in your city, and you are 
interested in building up a hosiery business that defies price cutting and competition, 
write us for our exclusive agency plan on No. 50-A. ADVERTISE IMPROVEMENTS 
NOT FOUND IN ANY OTHER FULL FASHIONED SILK STOCKING IN YOUR 
CITY and build a real repeat business. We will supply advertising material all pre- 
pared to give your local newspaper. 


Our production is sold up for Fall and we would prefer to take orders only for early Spring 
delivery. 


TRIPLE WEAR HOSIERY MILLS 














2046-78 EAST ERIE AVE. PHILADELPHIA, PA. Y 
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“Like you, we are 


oreat believers 


_ is what the Swope Shoe Com- 
pany, of St. Louis, recently said in 
a letter —but here’s the letter itself: 
“We have just received our McCallum 
Stockings for fall, and are so pleased 
with the quality and delightful color 
range that we are writing to tell you so. 
It is always a great pos bet to us to 
know that your goods are going to please 
us as well as our customers, because, like 
you, we are great believers in quality.” 
After all, nothing satisfies customers 
like quality, and itis the satisfied customer 
who comes back for more. You can 
satisfy your customers with McCallum 
Silk Stockings, for everything that a 
modern hosiery department needs in 


full-fashioned silk stockings is in the 
McCallum line. 

Concentrate on McCallum quality 
silk stockings. Push the $2, $2.50, and 
$3 grades. Then the satisfaction you 
feel when selling quality merchandise 
will be equalled by your satisfaction 
at the increase in gross sales and net 
profits. 

The McCallum line is sold out now. 


‘ After January first, more names will be 


added to the list of McCallum dealers. 
Send now for details of the McCallum 
Introductory Offer, and arrange in ad- 
vance to begin the New Year with a 
stock of the most profitable full-fash- 
ioned silk stockings made. 


cAll McCallum Silk Stockings are full-fashioned 
McCALLUM HOSIERY COMPANY, NORTHAMPTON, MASs. 


He Callum 


SILK HOSIERY 


YOU JUST 


K N O W SHE 


LY part of the 

Swope Shoe Com- 
pany’s hosiery department 
can be shown here. It ex- 
tends around a corner to 
your left. Note the large re- 
serve stocks on the balcony. 











HIS photograph of the 
Swope Shoe Company’s 


main floor was taken from a 

















point about half way back from 
the entrance. Observe the dis- 
play given to hosieryin the display 
cases and wall niches. McCallum 
quality hosiery is featured tn this 
luxurious store. 
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hristmas is the time when 
people think of what to 
put into stockings. 
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We put something into stock- 
ings every working day of the 
year — Resistance. Dubbelife 
Hosiery receives a chemical 
treatment which adds from 2 
to 4 times the resistance of 
ordinary stockings. 


Lansdale Silk Hosiery Co., Inc. 


LANSDALE, PENNA. 


Sole Selling Agent: 
389 Fifth Ave., New York 


Colors 


Flesh Crumpet 
Atmos phere Goldenrod Desert Gray Arab Sand 
Melon Bullion Gold Squirrel Gray nny 
Nude Noisette Stone Gray 

Gun Metal 


A. L. ULLMAN, 





French Nude Banana 
Venetian Blonde Silver Racquet 
Rosewood Gray R Amir 


ry 
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Mauo 
Ghost Gray 
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For the 


ordon CHRISTMAS TRADE 











HOSIERY 








Making Christmas Last Long 


Farner wisely solved his Christ- 
mas shopping problem when he 
bought Gorpon Hosiery for the 
whole family. But how hard for 
them to wait until Christmas to 
break the string! 

For mother, the lustrous, heavy 
H300 and H60o which have given 
her such wonderful service in the 
past; for sister, the more frivolous 
chiffons for the gay Christmas 
parties; while little Bobbie and 
Jane have visions of the sturdy 
wools that withstand the hardships 
of rough out-door play. 





The completeness of the Gordon line 
offers a wide choice of satisfying gifts, 
for men, women and children, which 
will still be giving service long after the 
Christmas season has been forgotten. 








BROWN DURRELL COMPANY ) 
Gordon Hosiery - Forest Mills Underwear’ , 


New York Boston 


Seventeen per cent of the 
year’s hosiery buying is done 
during the holiday season. 


Look at your stocks now 
and see what is needed in 
sizes and colors and keep in 
mind that much of the hosiery 
bought at this time is for 
Christmas presents, when the 
best is none too good. Here 
is an opportunity for every 
merchant to make lasting 
friends for his store by offer- 
ing the best quality merchan- 
dise such as Gordon Hosiery. 


Every number of Gordon 
Hosiery is made to meet our 
own high standards of quality, 
and the rigid inspections to 
see that each stocking meets 
this high standard are far 
beyond the ordinary. When it 
is worn by your customers, it 
looks exceptionally well, wears 
long and gives satisfaction, 
thereby reflecting credit on 
your good judgment. 


Added to the dependable 
quality of this well known 
brand is the Brown Durrell 
Company’s unequalled service 
to merchants—reserve stocks 
no single mill can afford to 
carry. 


We are the sole distribu- 
tors for many mills making 
Gordon Hosiery exclusively. 
Look over your stock now 
and mail or telegraph your 
fill-in orders. If you are not 
now carrying the Gordon line 
and your hosiery department 
is not showing proper turn- 
over and satisfactory profits, 
write us. 
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“page space appears ¢- 
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THE SATURDAY EVENING POST Holiday Merchandise 
for Immediate 
Shipment 


Sule No. 895. Service hose regular weight, 
full-fashioned pure thread Japan silk. Lisle 
garter top, toes, heelsand soles. Specially re- 
,inforced. Dip-dyed. Unadulterated. All 
shades. Price $13.50. 


Style No. 3770. Heavy pure silk, full-fash- 
ioned, mercerized lisle garter tops, soles, 
heels and toes. Dip-dyed. Unadulterated. 
All shades. Price $16.00. 
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A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


Chiffon Weights Continue to Lead the 
Style Parade 


(olor 
Ger La 


HERE have been no pro- 
ncunced developments in 


the hosiery style situation 
during the past month. 

Perhaps the most noticeable 
tendency in hosiery style—at least as it affects color 
—is its tendency to broaden. In other words, there 
is no pronounced run on any particular class of 
shades, as there has been on nudes, for example, in 
the past. 

Demand covers a rather wide variety of colors, 
many of which are very. close to one another 
in volume of sales. Variations in demand are noted 
from week to week. Some particular shade will 
seem to be in the lead for a week or two, only to 
be supplanted by another one. There appears also 
to be some variation in the favor shown to differ- 
ent colors in different sections of the country. The 
rosy nudes, for instance, are out of it in the East, 
except for evening wear, whereas they are reported 
to be good in the West. The medium grays, to 
take another example, are being worn to a consid- 
erable extent in some cities, and very little in 
others. 

All this perhaps bespeaks a growing indepen- 
dence on the part of women in choosing the color 
of their hosiery. The wide range of colors they 
have been offered during the last few years has 
served to educate them along this line, and they 
seem inclined to pick such shades as suit their indi- 
vidual tastes rather than some shade or shades dic- 
tated by fashion. For this reason it is rather futile 


Ran ge Tends to 
arger 


Than Smaller 


to discuss such influences as the 
tendency to match hosiery and 
shoe shades or hosiery and gar- 
ment shades. Some women like to 
match their shoes and hosiery, 
some like to match their hosiery and costumes and 
some like contrasting shades. There is no definite 
general tendency one way or the other. 


€ 


ather 


Contrast Is the T hing 


In the majority of instances, probably, women 
prefer for general wear hosiery colors that con- 
trast without clashing. And for this reason they 
continue to favor the nude and near-nude shades, 
ranging from pale flesh to russet tan. The pinkish 
nudes, as already mentioned, have faded out of 
the picture to a considerable extent. And the reason 
why they have done so, we believe, is not because 
of any style change but because of their tendency 
to fade out in actual practice. We have heard many 
women complain that while these rosy nudes are 
very nice at first, they are apt to fade to a dirty 
white after a few washings, whereas the tan shades, 
even though they fade, retain something of a tan 
cast. And there must be thousands of women who 
feel the same way. 

Gray has been much touted as a fall color, but 
we never believed in it very much. There appears 
to be a fairly good demand for medium gray. It is 
not being worn to any important extent in New 
York, but there is apparently some vogue for it in 
other sections of the country. The other grays are 
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An unusually fine display of hosiery in the store of the J. H. C. Petersen’s Sons Co., Davenport, 
Iowa. Note the ring type display fixtures and the effective color grouping. 


more or less lifeless, excepting always those very 
dark tones which in sheer hosiery give the effect of 
a very sheer black. Among these gun metal is 
easily the leader. 


Pronounced Demand for Gun Metal 


There has been a pronounced demand for gun 
metal during recent weeks, and some houses report 
it as their best seller. There is no appreciable in- 
crease in the demand for black. For evening wear 
the reigning favorites are silver, gold and pastel 
colors in plain or ombre effects to match the frock. 


One of the important features of the 
silk hosiery situation from a style angle 
ss the continued vogue of chiffons. As 
noted in our market review, the demand 
for these is so strong that prompt deliv- 
erties are now difficult to obtain in many 
instances. Another important feature is 
the concentration on the longer boot, 
which has come with the return of the 
shorter skirt. The 18- to 20-inch silk 
boot is now practically out of the run- 
ning. 

Fancies in silk hosiery are not gaining in favor 
to any appreciable extent. One has been hearing a 
lot about the fine French clock for the past few 
months, and it has met with some acceptance. Just 
at present there is-a considerable increase in the 
demand for fancies for holiday selling. This, how- 
ever, is a purely seasonal condition, and does not 
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effect the fact that as a style proposition fancies 
do not appear to be gaining ground. 

But they are very good in silk-and-wool, silk- 
and-lisle and other mixtures. This applies to both 
men’s and women’s lines. In men’s half hose Jac- 
quard effects are quite the rage, and they are 
strongly favored in women’s lines for sports wear. 
Embroidered clocks are not so good, but are selling 
to some extent. 





Evening Footwear and Hosiery 


Some hosiery and shoe contrasts seen recently in 
a display of one New York high style house, in- 
cluded the following: 

Black satin one-strap pump with topaz button 
fastener, worn with chiffon hose of the banana 
shade. 

Copper-colored kid opera pump with topaz 
buckle, worn with chiffon hosiery of the aurora 
shade. 

Black satin opera with 
hosiery. 

Silver brocade slipper with rhinestone buckle 
with mauve chiffon hosiery. 

Gold brocade, trimmed with gold kid, and worn 
with gold chiffon hosiery. 

Silver brocade slipper, edged with green kid, 
and worn with star dust chiffon. 

Black suede with bronze buckle, the buckle with 
touches of red, black and yellow, and worn with 
sheer gun metal hosiery. 


blush-colored _ silk 
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HOSIERY SECTION 


He Utilized Two Forces in Building Up 
His Men’s Business 


Proper Display and Interest of Salesmen the 
Two Big Factors 


N one section of Boston, a small colony of 
men’s shoe stores has developed in such a way 
as to make the district, as far as the retail shoe 

trade is concerned, decidedly a men’s section. Com- 
petition is keen among the merchants operating 
stores in this district, which embraces the Wash- 
ington and School street area, and shoe and hosiery 
styles for men emanate from these stores. 

One of the newest of the group, the Crossett 
Shoe Store at 294 Washington street, has devel- 
oped a splendid hosiery business in its brief life. 
It has been established only about a year, yet has 
noticed its hosiery trade gradually assume larger 
proportions. When a man desires to post himself 
on what’s new in men’s shoes and hosiery he makes 
a casual survey of this men’s shoe district. The 
windows tell the story. New models in shoes and 
hosiery are prominently displayed. 

The Crossett Store, with its manager, Walter 
K. Thayer, has capitalized the psychological effect 
that this district has on 
men eager to get the new- 
est in shoes and hosiery. 
Getting down to the most 
important feature of the 
story—how to sell men’s 
hosiery—we find that the 
Crossett Store has adhered 
to the most commonly 
used principles in increas- 
ing volume. 

Crossett’s men’s store 
carries a $7,000 shoe stock 
and about a $300 hosiery 
stock, which is restocked 
very frequently. 





Fancies Outsell Staples 
Two to One 


The development of the 
fancy hosiery trade is the 
most pronounced single 
item concerning the expan- 
sion. Crossett’s Store sells 
two pairs of fancies to one 
of staples. They are attrac- 
tively displayed in both in- 
terior and window cases. 
The window displays 





An all-wool men’s half hose in a jacquard color design. 
Shown through courtesy of John M. Haley & Co. 


count a great deal in creating interest in hosiery, 
according to Mr. Thayer. He drapes the fancies 
over oxfords and the effect adds color to the win- 
dow. In an interior showcase the styles are also 
draped over shoes, giving a suggestion of an ap- 
propriate match—a pair of tan oxfords with a pair 
of new fancy hosiery. 

Mr. Thayer’s ideals on the hosiery game are 
sound and applicable to any store: “The greatest 
single force necessary to develop a hosiery busi- 
ness is interest of the salesmen. They must con- 
sistently suggest hosiery to the customer after a 
pair of shoes is purchased. That’s the time to strike, 
and little resistance is encountered. The man 
usually desires a pair of hosiery to go with the 
shoes. But it’s good salesmanship to anticipate and 
take advantage of the opportune time. 

“T find that when every salesman concentrates 
on the fact that his hosiery sales will increase, per- 
haps jump to greater totals, if he suggests the cus- 
tomer buy hosiery with the 
new shoes, that generally 
the hosiery sales swell 
to satisfactory proportions. 
The attractive windows 
showing the fancies help 
very much, but unless the 
sales force co-operates by 
suggestive measures, the 
effectiveness of the display 
plans is lost.” 


Doesn’t Advocate P. Ms 
Mr. Thayer draws a 
parallel between the sales- 
man in the men’s clothing 
house and the shoe store 
salesman when analyzing 
the payment of premiums 
for hosiery sales. He 
doesn’t believe in paying 
P. Ms. to salesmen for ho- 
siery returns. “It is an in- 
centive, no doubt, but why 
isn’t our problem exactly 
the same as the salesman 
behind the counter in the 
clothing house? He sells 
(Continued on page 88) 
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Make Plans Now for After Christmas 


Advertising fa ys the Foundation for Spring Business and ( onverts Winter 
Stocks Into (ash 


OOD6 and meaty; SS.Y..QQqwuuagaaara 
(5 arg and goods. It But in the meantime don’t 

isn’t how much, but forget that box trade is 
the big Xmas feature—If 


you have not bought — and shift fast enough to keep 
holiday gift boxes, do it at up with the demand. If enough 


how fast, that determines the 
percentage of profit. The whole 
retail world concerns itself with 
how often the stock on its 


It took some courage to initi- 
ate this step, but it worked, and 
there is an idea in it for every 
merchant. 

Concentrate on one thing, 


shelves can be sold. Things are once. things are carried in stock to 


sold without advertising, but 

only half as quick, say. Then 

advertising steps in and makes two buyers where 
there was only one before, and goods leave the 
shelves twice as fast—can be sold cheaper, and 
because of this are in greater demand . . . the 
circle widens gradually and surely. 


The Butcher Who Got Tired 


There was a butcher years ago out West who 
decided that in keeping 


fill out every working day in 

a month, concentrate once a 
month on each article and by so doing try to fill 
every possible demand for a month or longer on 
that article. Between times let the normal demand 
take care of itself. There is always something new 
to force buying. 


Trying the Butcher’s Psychology on Hosiery 


The “sales” ideas on these pages have been 
drawn to follow the 








one family supplied with 
sugar for a month he had 


to make more than ten —_ 
trips to the sugar barrel, to Sa \\ 
the scales, to the waiting ' \ 
customer; had to use ten ——_... 





butcher’s precedent. Con- 
centration on one thing 
and a clearance because of 
quantity buying with re- 
sultant low prices. It is 
often the case that in sales 


bags, etc. The same with What a Difference only the best goods are 


butter and meat and all 
the other articles of food. ate Wate —— 
siery Prices 


He was making but a bare 
living and wearing out his 


picked, and following the 
sale there are just as many 
undesirable pieces of mer- 


= chandise left as before. 
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Instead of making a 
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Make the wearer do the 
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very thing that is expected 














“Potato Day” folks were 
surprised at the low price 
of potatoes, and bought dy 
the bushel. After these 
were disposed of there 





of the retail merchant by 
the manufacturer when 
the latter offers discounts 
on quantities. Make the 
prices low enough to in- 











ended the question of po- Street Town sure a bigger sale to each 
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buyer. Pick out everything 


a month’s profit on pota- COPY FOR ABOVE AD. that ought to be sold and 


toes was made in a day Or The same hosiery that cost a good deal more at the begin- 


sell it. With the cash thus 


SO, the purchasers were ning of the season is now marked down to a point where received by new stock and 


given the benefit of quan- 


it will be positively a loss to you not to buy. You can buy sell that immediately be- 
Gty-mrice and saved stor- three pairs for the price of two. Some folks wait for just 
Ity-p : . such times as these, others replace their wardrobe because 


cause it’s mew. Constant 


age charges by using their prices are so reduced. change prevents saturation 
own cellars. (Then list numbers which have been marked down.) on any one thing. When 


Issue of December 6, 1924 





thus 
the 


hosi 


A 
sold 


ata 
that 
fore 
adve 
foll« 
Hos 
wint 
orde 
whil 
sale 
« 
sold 


over 


initi- 
|, and 


every 


hing, 
keep 
ough 
*k to 
Ly in 
ce a 
0 fill 
r on 
nand 


ry 
been 
the 
-on- 
hing 
e ot 
re- 
t is 
sales 
are 
the 
any 
ner- 


poot and Shoe ‘Recorder 


the butcher supplied the needs of his patronage in 
potatoes, he turned to something else; bought 
something else that was needed, with the cash he 
received from the sale of potatoes. 

When he had only potatoes to sell he was able 
to concentrate on that one thing. That is the point. 

Nothing worthwhile was ever done without en- 
thusiasm. The advertising, the window, the store, 
the salesforce can’t show or think anything but 
hosiery during a hosiery sale. 


A Few Thoughts on the Subject of Hosiery 


After selecting only the hosiery that must be 
sold in order to clear up old stocks and pricing it 
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This is the day for the woman who has hesitated to pay 

big prices for hose—dainty chiffons that will live up to 

your ideas of luxury, and not make you feel like a spend- 

thrift. The very styles that you would think twice about 

before buying may now be had for no more than you 

would pay for ordinary hosiery. We are not going to carry 
our winter stocks any longer. 


at a figure that will be sure to interest, announce 
that every 10th purchase will be given free. Be- 
fore the sale opens the newspapers and the mail 
advertising should contain copy something like the 
following: “You Can’t Have Too Many Pairs of 
Hosiery—Before the winter is over you will need 
winter hosiery, so why not buy it now when, in 
order to clear our shelves, we make it worth your 
while to buy. Further, every 10th purchase on a 
sale day will be given free. 

“This hosiery is the very same quality as that 
sold at our regular prices, and rather than keep it 
over a season we are making the prices so low that 
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one cannot afford not to purchase. You may be the 
lucky 10th purchaser, so why not come in.” 

In the window display the combination that will 
be sold during the sale. Trim the window two or 
three days before the sale in order to give the plan 
plenty of publicity. Display just one box with its 
assortment of hosiery and price; also run a ribbon 
from each hose to a window card telling for what 
use the hose was made. “Wool for Sports,” “Silk 
and Wool for General Wear,” “De Luxe for 
Party Wear,” etc. 

For another display in window, place a combina- 
tion of three pairs of hosiery, with a placard read- 
ing: “During Today These Are Priced at $XXX 
—We Have Only 150 Assortments.” Nothing 
else to be shown in window. If the hosiery is of 
dark shade, display against a light background; if 
it is of light shade, display against a dark back- 
ground. 

Call this sale a “Ten Cent Daily Reduction 
Sale.” Every day reduce the price 10 cents a pair 
on the lots still left unsold with a minimum be- 
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What you save now will go toward buying your spring 
hosiery. If we carry these over into next year it will cost 
us too much, We'd rather sell them to you at a saving, and 
have the cash for use. There’s one thing, though. Don’t 
wait too long before coming in. At these prices we cannot 
guarantee all sizes and all colors. Some will be disap- 
pointed. These are our regular lines—not bargain lots. 
They will give you every bit the satisfaction you expect 
of the best hosiery. 


yond which no reduction will be made. Beside the 

hosiery place a ten-cent piece the first day of re- 

duction with a placard beside it reading: “Today 
(Continued on page 88) 
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A new spring pattern in lightweight wool, jacquard pattern 
in a variety of pleasing colors. Imported by the Allied Knit- 


ing Co. 
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Tricks to stop garter runs are many. This is known as the 
“lace line stop-run.” Shown through courtesy of Lefi Co. 


All Raw Material Markets Are Stronger 
with Price Trend Upward 


HE progress of the 

hosiery market during 

the last month has 
been in line with what was 
predicted by the Boot and 
Shoe Recorder. A few months 
ago we expressed the opinion 
that the market would grow 
increasingly strong and active 
as the season advanced. And 
this is exactly what has hap- 
pened. November has been 
one of the most active months 
the hosiery trade has seen in 
many 2 moon. On some lines, 
in fact, the situation has taken 
on somewhat the appearance 
of a boom. To a considerable 
extent, of course, this marked 
activity is due to the approach 
of the holidays, with their 
usual big demand for gift ho- 
siery. But the holidays are 
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Illustrating a new method of making full- 
fashioned novelty half hose, golf hose and sport 
hose which is expected to make them a close 
competitor of the hand-woven Scotch importa- 


tions. Shown by courtesy of the States Hosiery Co. 


only partly responsible, as is 
proved by the increased 
strength of staple cotton ho- 
siery and by the greatly in- 
creased activity on various 
lines of hosiery for delivery 
after the first of the New 
Year. 

At bottom, the real reason 
for the improvement is the 
general reawakening of busi- 
ness prosperity throughout 
the country. Every merchant 
knows how sensationally the 
speculative markets bounded 
upward after the elections 
were settled, and probably 
every merchant has felt al- 
ready to some extent the effect 
of better sentiment, increasing 
employment, and more profit- 
able crops. All this is being re- 

(Continued on page 85) 
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GOLD STRIPE 














The merchant who handles hosiery and not 
Gotham Invisibles; 





The woman who wears silk stockings in this 
weather without Gotham Invisibles beneath; 


Well, they’re both something like coffee with- 
out sugar. 


Positively. 


GOTHAM SILK HOSIERY CO., Inc. 


Sole Distributors 
389 Fifth Avenue, New York 
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A Sensational Dollar Leader that Will 


Increase Sales in Your Whole Line 


Individuality 
The “C. C.” stands for the 
embroidered embossed ravel 
stop stripe in contrasting 
colors that positively stops 
runs. 


~S 





Beautiful Show Cards 
Furnished 
with First Shipment. 


No. 79 C. C. has special features throughout which place it on the high- 
est plane for 

Style and Service 
The garter welt is extra elastic and strong. The welt seams (ordinarily 
the weak point in a stocking) because of our special mechanical construc- 
tion, are not only stronger but smooth and invisible as in Full Fashioned. 
The 22-in. boot is made of silk and new process art silk, giving a soft 
smooth lustre. 
The ankle and foot are especially constructed for trim clean-cut appear- 
ance with pumps and low cut shoes. 
The toe and heel are so reinforced as to give the maximum of service with- 
out thickness. 


For the Christmas Gift 


Appropriate and attractive one pair size Christmas boxes 
will be supplied for 25 cents a dozen over the regular 79 
C. C. price. 


Colors 


Airedale Cameo Lariat Or. Pearl Sky 
Black Cordovan Log Cabin Otter Tan Bark 
Blush Cosmos Mandalay Piccadilly White 
Bombay Fr. Peach Melon Racquet 

Ruttercup J. Rabbit Nude Silver 


Price $7.85 per Doz. in Beautiful Starkist Boxes 
We Are Now Taking Orders for Spring Delivery 


The STARKIST HOSIERY CO. 
READING, PA. 


Sole Mill Agent 


ROBISCHON SALES CO., Inc. 
389 Fifth Avenue - New York City 
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flected in the hosiery market, where demand for 
some lines is beginning to tax the full capacity of 
the mills. 
Silk Prices Going Up 
Furthermore, the hosiery market is being stiff- 
ened by the upward movement in the prices of all 


} 
| 
| 
] 





A new size crops up, or rather a new pattern, designed 

to fit the growing girl or the woman of a slender leg. 

Photographed against a normal size stocking. The dis- 

crepancy in length from heel to toe is not quite so marked 

as shown here. A full-fashioned number from Brown- 
Durrell line. 


raw materials. Silk, which touched a low level of 
around $5 a pound for double extra cracks only a 
few months ago, is now close to the $7 level, and 
may go considerably higher. Wool has been soar- 
ing in all the markets of the world, and is now on 
a higher level that it has been at any time since the 
boom period of 1919-20. There seems to be no 
prospect that it will go lower for a long time. Cot- 
ton is strong, and the demand for the staple has 
increased so sharply during the last few months 
that no appreciable weakening of the market seems 
at all likely. 

On this subject, a prominent hosiery factor, 
quoted in the latest market service letter of the 
National Wholesale Dry Goods Association, has 
the following to say: 


All Raw Materials 


“All raw materials have advanced, and the yarn 
people, both in cotton, silk and wool, are firm, and 
some of the yarn mills are sold up for three 
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months, which makes them still more independent. 
I really think this feature should be emphasized. 
Certainly, if the present volume of business con- 
tinues, and the mills have to buy new raw mate- 
rials, they will have to pay more money for them, 
and, naturally, will have to raise the price on the 
manufactured goods, because there has been no 
margin of profit to play with, and I am sure our 
customers do not expect our mills to continue tak- 
ing positive losses or sell at actual cost.” 

As yet there has been no general advance in ho- 
siery prices, but advances of 25 to 50 cents a dozen 
on full-fashioned goods have been made by some 
of the largest mills in the country, and prices are 
firmer on cotton and wool lines. It seems probable 
that the market as a whole will go higher during 
the next month. And if the raw material markets 
continue to rise there will be a continuing upward 
tendency in hosiery prices for many months to 
come, particularly so as consumer demand prom- 
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An exceptionally sheer, all silk, full-fashioned gun metal 

hose, made to seem even more sheer because of the black 

heel and foot. Shown by courtesy of the Northampton 
Hosiery Mills. 


ises to be much better than it has been in several 
seasons. 


Chiffons the Market Leaders 


There are some lines, of course, that stand out 
as being particularly strong and others which are 
relatively weak. Full-fashioned silks are perhaps 
in the strongest position of all lines in women’s 

(Continued on page 88) 
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Good Increase in Retail Hosiery Trade 


Big (ities of Country All‘Report Gains; (old Weather Stimulates Light 
Weights as Well as Wools and Silks and Wools 


SHARP but not unexpected upswing in the sales of hosiery at retail is noted through- 

out the country, following the first really cold weather of the winter. Surprisingly, 

however, the cold snap had as much influence on the sale of sheer silks as it had 
on the heavier weights of silks and on wools, and silks and wools. That it would help the 
sale of the heavier hosiery went without question, but that it would also stimulate the sale 
of the lighter weight silks was unforseen in many instances. Of course, sales of underhose 
responded, also. Reports from various cities follow: 


New York City—The 
sharpest upturn noted here 
was in wool, as silks, and 
silks and wools had been 
uniformly good even 
before the advent of 
cold weather. Underhose 
moved more freely. In the 
chiffon weights the biggest 
increase is believed to have 
been in the gun metal 
shade, although _ sheer 
blacks picked up some. 

In the women’s field the 
most popular prices for 
full-fashioned silks have 
been between $1.85 and $2. 
Golf stockings and seven- 
eighths hose for children 
are both selling well. 

Philadelphia — The 
weather man has at last 
been good, and hosiery 
sales have shown a decided 
increase. Neutral and nude 
shades are best in hosiery, 
with gun metal in chiffon 
weights a fairly close sec- 
ond. Wools and silks and wools are decidedly bet- 
ter than they have been. Buyers are looking for a 
very good holiday trade and stocked accordingly. 

Pittsburgh — High-grade merchandise fared 
best in the pick-up of business which marked the 
last week of November and the first two or three 
days of the present month. The light colors, par- 
ticularly, were in very good demand. One of the 
larger stores is closing out its line of lace-clocked 
chiffons at bargain prices. Three pairs are being 
offered for $4. 

Cleveland—Activity in plaid sport hosiery is 
one interesting feature of the increased activity in 
the retail hosiery market of this Ohio city. Three 





Imported woolen sport hose for spring. From the line of 
the Allied Knitting Co. 


of four stores visited re- 
ported that the demand 
was marked—certainly at 
least in comparison with 
the demand which has ex- 
isted to date. Bulk of busi- 
ness, however, continues to 
be done on light weight 
silks in the popular light 
shades and high colors. 

Chicago—Just at pres- 
ent the demand for the 
heavier sports hosiery as- 
sumes unwonted promi- 
nence, not only in depart- 
ment stores, but in shoe 
stores as well. Both plaid 
and jacquard patterns are 
selling and a still further 
increase is anticipated as 
cold weather fastens its 
grip more tenaciously. In 
chiffons, the gun metal 
shade leads, with the other 
colors — nudes to darker 
tans—selling in goodly 
volume. Marshall Field 
announces a healthy in- 
crease for November over October sales figures. 

St. Louis—Silk hosiery at from $1 to $2 and 
chiffon silks at from $1.50 to $2 are producing 
the most volume in this city. In common with the 
rest of the country, gun metal has taken hold, but 
the lighter shades are still selling and have lost 
little, if any, of their popularity. 

Los Angeles—Sales are exceeding those of last 
year to date with every evidence that the increase 
will continue until the end of the year. The better 
grades of full-fashioned hosiery are meeting with 
the heaviest demand just at present. Christmas 
trade is under way and box sales are not infre- 
quent. Chiffons are giving the biggest volume. 
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He Utilized Two Forces in Building 


Up His Men’s Business 


(Continued from page 79) 
you a shirt, collar or necktie and gets nothing but 
his salary. His interest in selling the necktie com- 
pares with the enthusiasm which he shows when 
getting a collar for you. The shoe salesman should 





Men’s golf hose for spring. A jacquard pattern, imported. 
be just as eager to sell hosiery as a pair of shoes.” 

The Crossett store does the largest business on 
the $1 fancy grades. Its prices range between 65 
cents and $1.15. The colorful fancy patterns get 
the best call. The young men like the dash of 
color in the stripes and checks. The best selling 
size is 10%, with 11 next. 


4 #39 





Make Plans Now for After Christmas 


(Continued from page 81) 
You Save This.” On the second day add another 
ten-cent piece with another placard reading: “To- 
day You Save Still Another Ten Cents—Yester- 
day were $X XX.” A general placard will tell the 
idea. 

If, at the beginning of a sale, enough ingenuity 
is used to keep up interest in the goods to be sold 
out, without adding goods from regular lines to 
keep up interest, a sale may be called a success. 

Advertisement layouts and copy are suggested 
on these pages for newspaper advertising. They 
are designed to appeal to the reason of those read- 
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ing them, and will prove effective when used with 
window display and proper salesmanship within 
the store. 





All the Material Markets Are Stronger 


with Price Trend Upward 
(Continued from page 85) 
hosiery just now, and chiffons are especially so. 
At the present writing, in fact, there is a scarcity of 
chiffon hosiery, and buyers are having difficulty in 
securing quick delivery of wanted numbers. Silk 
and rayon (artificial silk), and particularly silk 
plated over rayon, is perhaps the next strongest 
item in the women’s hosiery field. These have 
weakened the position of the lower-end mock- 
seam silk goods to a considerable extent. The cold 
weather experienced during the last month has 
greatly stimulated the demand for wool lines, 
especially silk and wool mixtures, and these are 
now in a very strong position. For men’s wear, 
also, silk and wool mixtures have been in very ac- 
tive demand. There continues to be an excellent 
demand for %-length children’s hosiery, the 





Half hose jacquard pattern for southern resort wear. Im- 
ported by John M. Haley & Co. 


fancy top ribbed lines in rayon or mercerized be- 
ing easily the leaders. 

One of the few evening slipper colors with 
which hosiery can be matched successfully are 
those of blonde satin. Other materials and colors 
call for harmonious contrasts. 
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Line No. 910 Line No. 710 Line No. 1020 
Twelve color combinations.” Mer- Twelve color combinations. Silk Twelve color combinations. Silk 
cerized lisle, genuine jacquard plaited on lisle. Price $9.50 plaited on lisle. Price $11.00 


patterns. Price $7.75 


These Scotch Plaids are not printed or extracted, but are genuine ingrain. They 
keep their rich, attractive coloring after wear and washing. Made in a wide 
variety of patterns and color combinations. 


Color range with actual swatches of the fabric will be gladly sent on request. 


A special inducement will be offered for pre-season business. 


Many other Combinations in Silk and Wool, Silk and Lisle etc. 


Mill Requests for samples, orders and Robischon Sales Co., Inc. 


GRMER HOMERY CO. . © "l eee, 389 Fifth Ave. 


Allentown - - Pa. Co. New York 


HIRNER HOSIERY 
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He re-dyed his 
unSalable stock, 
now he has had . 




















The Best 
Hosiery 














Season 


Do you want full profit from every pair 
of hosiery in your store? Do you want 
to turn every dead number into a live 
sale? Are you taking losses because 











of soiled, faded or unseasonable stock? 
Follow the example of progressive mer- 
chants everywhere. Let Peerless re-dye 
your unsalable hosiery into perfect 
staple or novelty colors. 


The PEERLESS HOSIERY DYEING CO. 


PLEASANTVILLE, N. J. 
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ATTRACTIVE WINDOWS “STOP” the passer-by. 

Good Show Cards are a mark of a progressive, wide-awake store. The 
tell your story right at the point of contact with the customer. 
The RECORDER SHOW CARD SERVICE is designed by men who kno 
the shoe business from YOUR angle. It is attractive and compelling. Wri 
for details. $4.00 per month. 


RECORDER 


SHOW CARD SERVICE 
189 West Madison Street 


CHICAGO > ILLINOIS 
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PURE SILK AND 
ARTIFICIAL SILK 
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MEET THIS NEW MEMBER OF 
THE IRON CLAD FAMILY 
No. 499 


OU will be glad to know about No. 499, for it is a style 
merchandised to fill your urgent demands for a men’s 
silk and fiber hose that can be retailed for 50 cents a pair. 

We have already had a great number of compliments 
passed upon the lasting good looks and wearing qualities 
of No. 499. As a style that will give service it should be in 
every store that sells men’s hosiery. 

In No. 499 we have eliminated the unsightly frayed edges 
where the leg is spliced onto the foot, by producing this 
style on the same special machines as our famous No. 699. 

It is difficult to do justice to No. 499 with black ink and 
white paper, so may we send a sample box for you to com- 
pare with the best similar style in your stock costing even 
50 cents a dozen more? 

No. 499 is a Black pure silk and artificial silk twisted 
style with a mercerized ribbed top. Has a high spliced heel, 
double sole, and extended toe. Sizes 9 to 12. Put up half 
dozen of one size to the box. 


io. 499 W White 
N ‘ 499 x African Brown $4.00 
‘ Navy 
ca Oz. 
COOPER WELLS & COMPANY 
250 Broad St., St. Joseph, Mich. 
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(Christmas| 
: Gifts: oe we — 
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a 
The “Onyx Pointex” styles - 
listed below are nationally ad- . 


vertised, nos. 255 and 355 to 
sell at $1.95; nos. 350 and 450 
at $2.75. The illustrations used 
here will appear in the Saturday 
Evening Post of December 6th. 
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Three Travelers’ Organizations Convention Hosts 


The Boston Boys, the Southern, and the Boston Shoe Associates, Will Entertain at Allied 
Trades Banquet, January 10—Shoe World to Meet Around Festive Board 


HE officers of the Boston 
Shoe Travelers’ Association, 
the Southern Shoe Travelers’ 
Association, and the Boston Shoe 
Associates are appointing commit- 
tees and making elaborate arrange- 
ments for the big banquet of the 
allied shoe trades, which will be 
held on Saturday evening, January 
10, at the Somerset. A reception 
will take place from 5:30 to 6:30 
P.M., after which the company will 
gather around the festive board. 
There will be a very interesting 
program, with music and speakers 
of prominence. Among the talks 
will be one by an orator of national 
reputation on “Legislative Work.” 


Big Attendance Anticipated 


A big attendance from the allied 
trades is anticipated, as the ma- 
jority of the retail shoe merchants 
will have arrived in the. Hub for 
their national get-together on Janu- 
ary 12-15; the manufacturers and 
their representatives, who are mak- 
ing exhibits at Mechanics Building 
as a feature of the N. S. R. A. con- 
vention, will also come to Boston a 
little while in advance of the big 
event; and those manufacturers 
who sell exclusively to the whole- 
sale trade, and who are to hold 
their style show at Symphony Hall 
on January 6, 7 and 8, as the Third 
Annual Wholesalers’ Shoe Style 
Show, will remain in Boston, so as 
to participate in the big meet of the 
shoe world on the evening of Janu- 
ary 10, 1925. 


Committee Chairmen 


T. A. Delany, N. S. T. A. secre- 
tary, will be general chairman of 


the banquet committee; William 
Noll, treasurer of the Boston Shoe 
Travelers’ Association, will be the 
treasurer of the committee. Others 
prominent on the committee of ar- 
rangements are: E. J. Andrews, 
president of the Boston Shoe Trav- 
elers’ Association; Oscar Whitcher, 
president of the Boston Shoe Asso- 
ciates; Clarence P. Waide, presi- 
dent of the Southern Shoe Trav- 
elers’ Association, Waldo M. Oak- 
man, Charles W. Morrill and Fred 
Stanton. 





S. PRESTON MOSES 


Who travels the South for 
Edwin Clapp & Son, Inc., East 
Weymouth. 


N. S. T. A. Board Meeting 
January 8 


The Board of Governors of the 
National Shoe Travelers’ Associa- 
tion will meet at the Somerset at 
two o’clock, on the afternoon of 
January 8. 


S. Preston Moses Reports 
Favorably 


S. Preston Moses, who travels in 
the South for Edwin Clapp & Son, 
Inc., of East Weymouth, Mass., has 
returned from his trip and reports 
very favorable conditions in his 
territory. 

Crops are better than in the past 
few seasons and business generally 
is on the up-grade. Retailers are 
taking an optimistic attitude and 
are planning their business along 
more aggressive lines. 


Frank King Convalescing 


Frank King, former national 
president of the National Shoe 
Travelers’ Association, has been 
confined to his home for the better 
part of the last two weeks. He said 
that he expected to be back “on the 
job” this week or earlier, if it 
snowed enough to bring business 
back to its proper standard. 


“Bill” Hennessy on Trip 


Bill Hennessy, the Ohio repre- 
sentative for the P. Sullivan Sons 
Co., is now in his territory with his 
new line of samples. He left the 
factory on December 1. 
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We Are the Original Producers of 


The New Deauville Sandal 





The largest department stores and most exclusive as well as popular-price shoe 
stores are having an overwhelming success and all have bought liberally for 1925. 


Write to have our representative call on you. 


GOLO SLIPPER COMPANY 


129 DUANE STREET, NEW YORK : 


When writing to Goto Stirper Company please mention Boot and Shoe Recorder 
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KARL HEIMBERGER 
(“Himself”) 


He travels for Murphy, Gorman 
& Waterhouse, Lynn, Mass. 


Karl Heimberger, who for the 
past several years has been “blaz- 
ing the trail” for Murphy, Gorman 
& Waterhouse, Lynn, Mass., makers 
of smart designs for the young set, 
is having his biggest and best trip 
since making this connection. He 
states that he is very proud of the 
type of customers he is putting on 
the books. His own new creation, 
which is called “The Cupid” pump, 
is described by him as an exceed- 
ingly “fast” one for spring. 


Rochester Boys Resume 
Meetings 


The regular winter sessions of 
the Rochester Association of Trav- 
eling Shoe Salesmen were resumed 
on Saturday, November 29, at the 
Chamber of Commerce. President 
A. J. McLeod called the meeting to 
order, brought up several subjects 
for consideration and outlined a 
program of education and enter- 
tainment for the coming year which 
should materially increase the at- 
tendance at the meetings. 

The coming convention of the 
N. S. T. A. in Boston was discussed 
at length and it was the sense of 
the meeting that Rochester should 
send a large delegation to the con- 
vention. 


1925 Election Slate 


With the coming of the new year 
the election of officers for 1925 is 
occupying the center of the stage 
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working hard to secure the election 
of their candidates. 

The nominations are: president, 
A. J. McLeod, John T. Tuthill; 
first vice-president, Ross E. Erwin, 
Charles J. Viegard; second vice- 
president, Ed. Evarts, Clinton L. 
Clark; third vice-president, Jack 
Castle, Harry J. Beatty; fourth 
vice-president, J. E. Scofield, Ray 
W. Statt; secretary - treasurer, 
Clarke B. Rowley, Charles W. An- 
derson. 

The election will be held at the 
first meeting in January. 


George Howard a Whitman 
& Keith Hustler 


George W. Howard has spent 
most of his life selling shoes. In 
Iowa and adjoining states he is 
known to all the buyers. He is now 
calling on the trade for the twelfth 
year with Whitman & Keith Com- 
pany’s shoes and expects this sea- 
son’s business to exceed any of his 
recent trips. 

Mr. Howard has eight new lasts 
in his sample line and he says that 
they, with the new patterns and 
other outstanding style features, 
are receiving the unstinted praise 
of his customers. 

His territory now consists of 
Wisconsin, Minnesota, South Da- 
kota and Iowa. 

Sales Manager C. A. Sabine of 
Whitman & Keith Company re- 
cently called on some stores in 
Minnesota and Iowa with Mr. 
Howard. 


Chicago Travelers Meet 


The Chicago Shoe Travelers held 
their monthly meeting, Friday, No- 
vember 28, at the La Salle Hotel. 
There were about fifty members 
present and President Milton Rubel 
called them together for the pur- 
pose of changing several of the by- 
laws of the organization. Among 
these was the abrogation of the 
death benefit clause which provided 
for a hundred-dollar benefit paid to 
surviving families of members of 
the association. The clause was 
stricken from the by-laws. The as- 
sociation voted to re-enter the Chi- 
cago Association of Commerce. 

At the next meeting the election 
of new officers for 1925 will take 
place. This meeting will be held to- 
day, December 6, at the La Salle 
Hotel. 


With Kimball & Sherman 


Fred Wright, well-known Roches- 
ter shoe man, has joined the sales 























GEORGE W. HOWARD 


Travels Wisconsin, Minnesota, 
South Dakota and Iowa, for 
the Whitman & Keith Com- 


pany. 








force of Kimball & Sherman of 
Haverhill, Mass., and will represent 
them in the territory from Buffalo 
to Chicago. 

Mr. Wright has had considerable 
experience in the shoe business and 
his many friends wish him success 
in his new association. 


Glassberg with Cornell 


Nat Glassberg has recently been 
added to the sales staff of the Cor- 
nell Shoe Co. Mr. Glassberg com- 
menced his connection with the 
Cornell folks at the factory end; 
he is thoroughly familiar with the 
construction of the line, from prac- 
tical work in the factory during the 
past year. 

Mr. Rosenfield of this company 
has returned to Brooklyn, after an 
extensive trip through the Middle 
West. The purpose of his trip was 
to gain contact with a number of 
his customers and to call on new 
accounts. In the latter connection 
he was succesful in opening ac- 
counts with several of the represent- 
ative shoe merchants in the larger 
cities. Mr. Rosenfield intends mak- 
ing a trip of this character at least 
once or twice a year, with the idea 
of building good will. 


New Display Room 


The Cornell Shoe Co. has opened 
a display room and office in the 
Marbridge Building, New York. 
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Warmth, Protection, Style 


Here are three ‘“‘U. S.’’ Gaiters that please the most exacting 
women customers. The jersey cloth uppers, fitting the ankles 
snugly, keep the wearer warm in the severest weather. The 
sturdy, durable soles and ample foxing give protection against 
snow and slush. And for style ““U. S.”’ Gaiters are standard. 


The Princess, a Stormy weather an uring ire Fee the well- 
fashionable gait- women to your store. Get your go ge 


er with adjust- H i 
ith adjust winter profits by selling the best rng 
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United States Rubber Company 


When writing te Unrrap States Russex Company please mention Boot and Shoe Recorder 
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Early Trade on Gaiters and Rubbers Results 
from Snowfall and Cold Weather 
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Novelty Overshoe Types Being Pushed as Christmas Gifts in Many 


OW in the regions of the 
| \ country where the thermom- 

eter registers cold weather 
during December, and through 
March, has come a big demand for 
overshoes, both four buckle and 
novelty. Those retail shoe mer- 
chants who have been suggesting 
that these overshoes be initialed 
have sold same as early as October 
of this year. And initialed over- 
shoes as Christmas gifts are 
already meeting with much favor. 
There are several methods of mark- 
ing gaiters. All have met with good 
success. There is the hand-embroi- 
dered job, which necessitates a sam- 
ple placed in the window, and ad- 
vance orders—a clever needlewoman 
in any town or city can “do the hon- 
ors” in this direction. However, the 
hand-embroidered job, although 
very artistic, is obviously a more 
expensive piece of work than are 
the woven label letters. The rate 
would all depend upon what the 
embroiderer charged — perhaps as 
high as 50 cents a letter. The woven 
label letters can be obtained at 
about one cent each. They are about 
three-quarters of an inch in height. 
The dealer can sew them in, at very 
little trouble, and sell his gaiters 
initialed, as a means of selling more 
pairs. Or he can give away the 
initials, as a gaiter sales induce- 
ment, and have the customer do 
this. The former course is the more 
desirable and can easily be accom- 
plished by some of the young wo- 


Stores and Departments 


men in your store in a very short 
time. 

Still another and newer device, 
and one which is meeting with 
much favor, is the initialed button 
marker. These are neat and easily 
attachable. The customer can have 
same put on his or her overshoes 
for the sum of 25 cents, at a liberal 
profit to the dealer. We have written 
many times, both this and last year, 
about initialing overshoes, as a 
means of selling more pairs. It took 
a little time for some merchants to 
get this message, but those who did, 
and they were in the great ma- 
jority, “cashed in” to the tune of 
extra pairs sold, and extra pairs 
sold as early as September. 


How Olmstead “Did It” 
James T. Olmstead, buyer for 


McCurdy & Co., of Rochester, N. Y., ’ 


figures that he doubled his last 
year’s arctic business by the initial- 
ing stunt. The idea came to him in 
this way: At a high school dance 
the boys thought that it would be 
funny to take all of the girls’ arc- 
tics from the dressing room and 
pile them up in a heap on the ball- 
room floor just before the last 
dance. It is needless to say that 
scarcely any girl succeeded in get- 
ting her own overshoes. As Mr. 
Olmstead caters to “the chicken” 
trade, he listened the next day to 
many stories of mis-mated galoshes. 
Then the idea came to him that if 
all of these arctics had been ini- 








A new initialing button gaiter marker, attachable to the 
overshoe. 


tialed, the owners would have had a 
fair chance of getting back their 
own property. 

And so, Mr. Olmstead had his 
overshoes initialed and then sent 
out 22,000 circulars showing a cut 
of a gaiter, announcing that mono- 
grammed initials, as illustrated on 
the gaiter’s flap, or full name, would 
be furnished, without charge, on all 
women’s, misses’ and children’s 
overshoes purchased at his store. 
The idea took like “wild fire.” Chil- 
dren liked to see their first names 
written in full, as “Betty,” 
“George,” etc., while the older folks 
were contented with the initials. 
Rubber shoe companies say that 
Olmstead sold more arctics than 
any one else in town. Seventy-five 
per cent of the 250 cases sold were 
initialed. Just figure this out— 
twelve pairs to a case is — 3,000 
pairs at $4.50 a pair, or a volume 
of $13,500—a neat side line. 

During the Christmas rush, so 
many wished initialing that the 
man who was attending to this work 
was ready to “quit.’”’ Business was 
“too good.” There is a wide variety 
of initialing methods. All are good. 
Take your choice. 


Novelties Going Gcod 


Besides the impetus provided to 
the overshoe and rubber business, 
due to weather conditions, novelty 
styles got away to a good start be- 
cause of the prominence they re- 
ceived in stores pushing Christmas 
merchandise. 

Reports from many large cities in 
the mid-west concerning early rub- 
ber trade were so optimistic that 
the early demand for this type of 
merchandise indicated that some 
stores were already anticipating re- 
ordering. 

Indications point to a larger busi- 
ness on novelty gaiters than was 
done a year ago. Stores have adver- 
tised more; displays have featured 
novelties more than ever and the 
fact that these styles took strong 
hold last year are reasons why the 
holiday trade in gaiters ought to be 
more satisfactory than in 1923. 
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i inne time has come 
when mere style isn’t 
everything! 

The Art Craft Shoe 
Makers —an experienced 
group of makers and mer- 
chandisers—produce 
shoes of the right style— 
that fit properly —that 
are cleanly made —that 
truly offer the /east selling 


resistance. 
The buyer who knows 


values quickly appreci- 
ates Art Craft Shoes. 
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Shoe Makers? 
LYNN. MASS. 


Wonderful Shoes -- Ask Nat Weiss Why. 


N 
yj 


oe ae > 


iii >> (Cys 
4 > 


MaPs Motaw 


December 6, 192; 








—— 


Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institu- 
tion—needs capable salesmen; young men between 
the ages of 25 and 35 years who have had thorough 
experience in one or more of our lines, and can give 
us the highest references. 


Our company, which started in 1902 with one store, 

y ape ~ ay Ba ey RE A 
, shoes, notions, c an 

for men, women and children. We do a strictly cash 

business. Our sales in 1923 were $62,188,978. We 

opened 115 stores in 1920, 59 stores in 1922, 104 
stores in 1923 and 96 stores this year. 


By industry, study and determination your prog- 
ress will be rapid in our organization. Under our 
experienced managers you are trained to become a 

When you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes 
come from the ranks of average men. What we need are young, 
healthy and capable salesmen who have had thorough experience 
in a small or medium-sized department store, or are ced 
in general store work in special lines. The investment of money 
is not necessary for your success with us. The financial backing 
of our company is ample. Briefly, this is our proposition—tested 
and proven over a period of 21 years: 


You come to us first as a salesman in one of our stores. 
During the period of proving your ability you learn the 
greater possibilities of co-operative effort. Your progress 
depends upon your ability and effort. As our new stores are 
opened, managers are selected from our sales force. 


When you make a success of the management, you are sold 

a one-third interest in a new store and become its manager. 
You may afterwards acquire a =a > ether s 
which are the outgrowth of the one in w you re- 
ceived a financial interest. If you do not possess the capital 
to purchase one-third interest in a new store, the money is 
loaned you by the J. C. Penney Company, and you repay it 
from subsequent profits of the store. 

Write today for our booklet, “Working Plan of the J. C. 
Penney Company.” Give your age and number of years’ ex- 
perience in our lines of merchandise in your first letter. We may 
arrange for a personal interview later. All 
strictly confidential. 


Address your letter to our nearest employment office: 


J. C. PENNEY CO., Inc. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 





When writing to the above advertisers please mention Boot and Shee Recorder 
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F you can point to Goodyear Wingfoot Heels when 
you are selling a good pair of shoes, you have clinched 
the guality argument right there. More of your custom- 
ers know Goodyear Wingfoot Heels than any other 
kind. More of them walk on Goodyear Wingfoot Heels 
than on any other kind. They recognize instantly that 
the manufacturer has equipped these shoes with the 
quality heels that wear longer, fit better and look better. 


wanera.’” 


iJ 
BEBO 


GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 


| WENGFOOT 


When writing to Tux Goopyear Tint & Rusper Co., Inc., please mention Boot and Shoe Recorder 
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UNITED STATES PATENT OFFICE. 


DANIEL GREEN FELT SHOE COMPANY, OF BOSTON, MASSACHUSETTS, AND 
DOLGEVILLE, NEW YORK. 
TRADE-MARK FOR SHOES AND SLIPPERS MADE WHOLLY OR PARTLY OF LEATHER 
AND FELT SHOES AND SLIPPERS. 














_- 





Registered May 18, 1915. 


104,301. 
Application filed February 8, 1915. Serial No. 84,358. 






STATEMENT 


To all whom it may concern: trade-mark is appropriated is Class 39, Cloth- 
Be it known that the Dane. Green Fett im and the particular description of the goods 
Suoe Company, a corporation duly created and comprised in such class on which it is used by 
doing business under the laws of the State of said corporation 1s shoes and slippers made 
Massachusetts, and located in the city of Boston, wholly, or in part, of leather, and for felt shoes 

county of Suffolk, in said State, and doing busi- and slippers. 
The trademark is usually applied to the pack- 


ness at No. 72 Lincoln street, in the city of 
or boxes, containing the goods by —— 


Boston, State of Massachusetts, and also in the 28, 1 ; 

city of Dolgeville, county of Herkimer, State of _ it thereon, or by pasting thereon suitably print 

New York, has adopted for its use the trade- labels upon which the trade-mark is shown; 

mark shown in the accompanying drawing. also by attaching to the goods themselves a 
This trade-mark has been continuously woven label on which the trademark is shown. 

in the business of said corporation, and its pre- DANIEL GREEN FELT SHOE COMPANY 

decessor, since July 1904. By WILLIAM R. GREEN, s 
The class of merchandise to which this 


Comry 


DECLARATION 


United States of America State and county of States of the United States, and particularly 
between the States of New York, Massachusetts, 
*. Qhio, Connecticut,’ Illinois, and 


| wee Ecos: | 
A Friendly Warning! 


WE find it necessary again 
“EG x . pe avs of the word rend pcr vd nc ofthe 
ras eZ nceagnenich aad manufac the palpably infer pdut tat have 
— eae s ~y gs DanielGreenFelt gg tied mg de dng wnat sm a 
copyright, and it is unlawful touseit e y or manufacturer, either through careless- 
indescribing goods which we merase ness or deliberate intent, to offer to the 
During the 40 €. consuming public any s i i 
maniac, CORY cpa renter hema, SCOMY. 
Fe otcern ni Postion in pub- ERRMSG) reepectfully urge the trade to 
Ptr Comly eerecremars 
So carefully have we guarded: - Slippers ) a na ers against misrepresen. 


Daniel Green Felt Shoe Company 


General Offices: DOLGEVILLE, NEW YORK 









































































116 East 13th Street Sales Offices 
New York City jn High Street 189 West Madison 
Chicago, Ill. 
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ST. LOUIS—A rush in the retail 
shoe trade made its appearance in 
the St. Louis “shoe belt” during the 
week ending November 29. The 
business trend was upward and de- 
cidedly so. There were no adverse 
reports of “about as good as last 
week” or “not so good” but every 
store reported that business was 
good, brisk and big. 

The reason was cold weather, fol- 
lowed by a snow some time early 
Friday morning which was wel- 
comed by the retail shoe trade with 
a whoop. 

On Friday business started with 
a bang and continued so throughout 
the day. All stores reported active 
buying. The family shoe stores 
came in for their share of the pros- 
perity and rubber footwear added 
substantially to the day’s sales. 

If there has been any real cause 
for the lack of .retail trade it was 
discovered when the snow flurried 
on Friday. From that day on the 
trend shot upward. The early part 
of the week was good and this also 
was attributed to the cold weather. 
One of the largest department 
stores’ shoe buyers reported Friday 
as one of the best days they have 
ever had. Some _ record-breaking 
days have been witnessed in this 
store. Further encouragement may 
be- gained from the statement that 
all of the important stores in the 
downtown shoe belt will show gains 
in November over the same month 
of a year ago. 

The December business is pre- 
dicted by every merchant to be the 
best experienced in a long time. It’s 
simply in the air, this optimistic 
attitude. And the retail shoe mer- 
chants of this city come by it right- 
fully stimulated by recent results. 


Tan Calf Is Leading Material 

Saturday proved one of the best 
days in a long time. Business 
started early in the morning and 
held well throughout the day. The 
style situation still finds tan calf 
being heralded as the leader with- 
out a challenger. Patent is reported 
as having dipped slightly. The new 
note of the week is the unexpected 
prestige and continued demand for 
blond satin pumps. One of the 
smartest stores showing them, re- 
ported that they sold well and 
regretted it did not have more. This 
same statement was made in a de- 
partment of one of the largest 
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Shoe Stores Do Booming 
Business in St. Louis 


ready-to-wear stores. Stores not 
showing them reported missed sales 
on this vogue. 

Another unforeseen demand has 
been for silver kid slippers. Also 
calls have been heard for white 
satin pumps. Both these numbers 
have been constantly asked for dur- 
ing the week. The business for the 
week and especially the added im- 
petus it received the latter part 
reflected itself throughout all de- 
partments. Children’s departments 
were swamped on Saturday as well 
as the men’s departments which 
were crowded the better part of the 
day. 


Brown Shoe Company State- 
ment 


Brown Shoe Company’s state- 
ment for the year ending October 
31, 1924, is evidence of a remark- 
ably rapid extended advancement. 
Other shoe manufacturers have 
shared this progress and their re- 
ports will also show similar im- 
provement. After earning only 
$1.49 on its common stock in the 
first six months of its fiscal year or 
51 cents less than the common divi- 
dend for the period, the company 
was able to show for the whole year 
$12.88 on the 84,000 shares. In the 
previous year net was $11.80 a 
share. Working capital of $9,229,- 
687 on October 31 was higher than 
in five years. Notes payable at 


$2,750,000 were lower than in five 
years. Cash of $777,170 was higher 
than since the close of 1920 fiscal 
year when it was $861,011. Inven- 
tories were lower than six months 
ago or a year ago, while accounts 
payable showed only small increases 
more than justified by larger busi- 
ness. 


Manufacturers Meet 


The St. Louis Shoe Manufactur- 
ers’ and Wholesalers’ Association 
held a meeting Friday, November 
28, at the Gatesworth Hotel. It was 
one of the most largely attended 
meetings held this year. Plans for 
the Pageant of Footwear Fasnions 
were discussed and reports of com- 
mittees on progress were read. In- 
dicaticns are that everything will 
be in readiness when the inaugural 
performance is given January 5. 
The show is to run three days, two 
performances a day, January 5, 6 
and 7 being the dates selected. 


Show Two New Styles 


The shoe department at Sonnen- 
feld’s displayed two new styles this 
week; a D’orsay pump in a patent 
vamp and alligator quarter. The 
heel was a 17/8 straight spike 
covered. A bow tie of alligator was 
attached to the throat of the vamp. 
The same style was shown in all- 
over penny satin. J. H. Rogers, 
manager of the department, said 
that the styles were successes and 
that he had sold out the first ship- 
ment. The penny satin pattern was 
found more popular than the blond 
satin. 





Chicago Shoe Stores Enjoy 
Marked Gains in Buying 


CHICAGO—Business is better. 
Retail shoe merchants enjoyed a 
brisk demand fer footwear during 
the week ending Nov. 29—some- 
thing they have been vainly look- 
ing for through the months of Oc- 
tober and November. The early part 
of the week, with several snow flur- 
ries and thaws, brought out many 
a buyer who had been, up to then 
content to let the old shoes do until 
cold weather. 

In style footwear, the demand 
went but little over what has been 
normal during the past seven or 
eight weeks, but in the more staple 
lines of oxfords and plain patterns, 
trade was brisk. The men’s and 


children’s lines were more affected 
perhaps than the women’s, and this 
was indeed a welcome change over 
preceding weeks that have been 
noticeably lacking in this end of the 
shoe business. 


Style Situation the Same 


In women’s stores there is but 
little change in the style situation. 
Tans are popular, with black satins, 
calf and patent still the ruling fa- 
vorite. Gored patterns, pumps with 
and without bows and buckles and 
the southern ties are the featured 
and popular patterns. Buckles and 
ornaments are showing a continued 
gain in popularity that ought to 
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LLUGANO — SWITZER! 
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PATENT IS STYLE AT ALL SEASONS. 


"Mid midsummer snows or midwinter flowers, in all climes 
and seasons, Fashion relies on Patent for the appropriate 
shoes—the universal “style-leathers” for correct dress—of 
STERLING quality and individuality—the leathers of uni- 
versal utility, known by these Trade Marks 


SterliigGolt — Sterliig Kid 


Sterling 


BRISTOL PATENT LEATHER COMPANY ST Oh wy tO}. Pn F-t e 
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When writing te Baisro. Patent Learner Company please mention Boot and Shoe Recorder 
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make them a profitable feature in 
the accessory end of the store. 

Many merchants report a still un- 
pleasant congestion of stocks or- 
dered early in the season in antici- 
pation of fall business but several 
more weeks of good business will 
remedy this condition and put the 
average shoe merchant on an opti- 
mistic basis. 


Men Buying High Shoes 
More Freely 


Men’s high shoes are selling al- 
most in the same proportion as ox- 
fords. There has been little snow 
and almost no cold weather, yet 
men have been buying more and 
more high shoes since late in Sep- 
tember. This condition has caught 
some few of the retail shoe mer- 
chants napping, but under present 
buying methods the average mer- 
chant has had time to meet the ris- 
ing demand. 

The demand for tans in the men’s 
lines is showing some _ increase 
over the demand of two or three 
weeks ago, the colder weather and 
the snow bringing the demand from 
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Men’s Spats Going Well 


There can be no question 
but that spats are going to be 
good sellers, in the larger 
cities at least, with men’s 
footwear, and every men’s 
store in the loop district 
is being kept at top speed 
to maintain stocks that are 
complete in this item. One of 
the leading men’s stores re- 
ports the sale of fifteen to 
fifty pairs a day as compared 
to only a scattered few a year 
ago and comparatively few up 
to ten days ago. 














about forty-sixty compared to 
blacks to about an even proportion. 
Heavy grained leather picked up, 
particularly in the brogue types and 
storm welted oxfords. These are 
sold more in combination with 
spats this year as compared to 
heavy wool socks a year ago. One 
merchant ventured the opinion that 
the spat would practically offset the 
heavy wool socks that were in 
vogue through last winter. 





November Develops into 
Good Month in Cincinnati 


CINCINNATI—Retail shoe buy- 
ing during the week ending Novem- 
ber 29 showed a splendid improve- 
ment over the previous weeks. The 
advent of colder weather, with snow, 
was the chief factor. 

November business showed a 
gain over October, and also the cor- 
responding month a year ago. 


Patent Ranks First 


Patent leather continues to have 
the chief call in the women’s busi- 
ness, with tan calf second choice, 





Evening Slippers Get 
Good Calls 


The formal and holiday sea- 
son has been ushered in by a 
good demand for evening slip- 
pers: of«<gold -and ‘silver cloth, = 
and with a_hig call for fancy 
buckles of rhinestone and cut 
steel. Many stores report busi- 
ness on buckles has been 
greater this season than for 
many years past. 














and combinations of tan and black 
increasing in popularity. Black 
satins are selling third. 
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Strap effects predominate chiefly 
in the cheaper grades, while in the 
better grades of shoes, above the 
$7.50 class, pump effects are most 
favored. 


Spangler Visits 
George M. Spangler, manager of 
the N. S. R. A., spent Friday, No- 
vember 28, in this city, calling on 
the manufacturers in the interest 
of the Boston show of the N. S. 
R. A. to be held in January, 1925. 


Interesting Advertising 


The Potter Shoe Co. printed an 
interesting advertisement, featur- 
ing slippers for Christmas. In part, 
the ad follows: 

“Now comes the season of fire- 
side evenings—evenings when you 
settle into the old armchair and slip 
off the shoes of the day to enjoy the 
ease and comfort of soft, downy 
slippers. And you will find slippers 
of every style and at every price 
here at Potter’s. Cozy felt, pliable 
leather, quilted satin — whatever 
your favorite style may be, you are 
sure to find it here. Slippers make 
ideal Christmas gifts, too—per- 
sonal, useful.” Cuts of slippers were 
shown. 

A meeting of the Potter em- 
ployees Co. was held November 25. 
The chief speaker for the meeting 
was Mr. Gardner of the Cincinnati 
Automobile Sales Association, who 
spoke on salesmanship, and con- 
trasted the effort necessary to sell 










One of the many attractive window displays was shown by the Mabley & 


Carew Co., featuring all leather shoes, and also a leather display during 


the convention of the Tanners’ Council in Cincinnati on November 18-19. 
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There is only 


one sure way 
to cure a corn 


EFORE we can cure, relieve, or alleviate an ache or pain or body defect, it is 
necessary to find the cause of the trouble and eliminate it. The ailment then 


automatically dies. 


Both corns and callouses are produced by the same cause—friction and pressure. But 
why do some feet slip and slide and form corns and callouses while others do not? 
It is because the arches of those feet have become weakened and are broken down. At 
every step the foot elongates and spreads and as a result hard growths form on the 
skin which are known as corns and callouses. 


Dr. Scholl’s Arch Supports 


will eliminate corns and callouses 


When we know what produces corns and callouses, 
it is easy to find the remedy. By fitting a Dr. 
Scholl Foot-Eazer or Anterior Metatarsal Arch 
Support, the arch is held firmly in position, the 
strain is removed from the muscles and ligaments 
and the friction and pressure are removed from 
the foot. The cause has been eradicated and the 
trouble disappears. 

Whenever you find a person with these two foot 
conditions, you know instantly that they need 


THE SCHOLL MFG. CO. 


Largest Manafacturers of Foot Comfort 
Appliances and Remedies in the World 


CHICAGO NEW YORK 
213 W. Schiller St. 62 W. 14th St. 
TORONTO 
112 Adelaide St. E. 


Showing how Dr. 
Scholl’s Foot-Eazer 
fits in the shoe 
and supports the 
arch. 


Dr. Scholl’s Appliances. You will also probably 
find other evidences of arch trouble such as weak 
ankles, cramped toes and aches and pains. Show 
your customers how you can eliminate their corns, 
callouses and relieve their weak and broken-down 
arches through the Dr. Scholl Method of Foot 
Correction. People with comfortable, efficient feet 
and well fitted shoes will never go “shopping 
around” for footwear. All profitable businesses 
are built on repeat business. 


When writing to Tue Scuott Merc. Co. please mention Boot and Shoe Recorder 
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shoes, with the task of selling an 
automobile. 

On December 4 the Potter Shoe 
Co. held a card party and dance for 
the benefit of the children of the 
Mother’s Pension Fund of Juvenile 
Court. 


Helpful Suggestions 


The December Foot Saver, pub- 
lished and sent out to retail shoe 
merchants by the Julian Kokenge 
Co., contains many helpful sugges- 
tions. In this issue, an advertising 
budget is outlined for the retail 
merchant, calling for an appropria- 
tion of 3 per cent of his last year’s 
sales. Usually 50 per cent of this 
appropriation is for newspapers; 
20 per cent for direct by mail; 15 
per cent for windows; 5 per cent 
for outdoor advertising, and 10 per 








In Russia Calf 
A smart pump—originated 
in Cincinnati for a season’s 
step-in number—in line with 
the styles recommendations of 
the Allied Styles Conference. 














cent is set aside for emergency or 
special work. 

In answer to a letter sent the 
concern by one of the Foot Saver 
readers, the Julian Kokenge Co. 
tells how to remedy the trouble of a 
dissatisfied sales force, by having a 
suggestion box, wherein the em- 
ployees can put all suggestions and 
if they are worthy, the company 
can act accordingly. 


Store Advertising 


Rollman’s store announced a spe- 
cial sale of women’s opera pumps, 
strap pumps and new ties in all 
leathers. 

The Greater Shoe Co. featured a 
Dixie tie with a creased vamp in 
patent leather, tan Russia, with 
welt soles and rubber heels. 

The Daniels store advertised 
Dixie ties in patent colt, tan Russia 
and black calf with welt soles and 
rubber heels. 
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Pohls’ Walkover Shoe Co., Vine 
and Opera place, advertised a spe- 
cial sale of thousands of pairs of 
women’s shoes at cost price and less 
in order to reduce their stock. 
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In view of the holiday season, 


Pogues carried a special newspaper 
advertisement on Christmas com- 
fort slippers and advertised their 
Boudoir felt slippers. 





Seasonable Weather Factor, 
in Improvement in Buying 


MILWAUKEE—Business is still 
showing an improvement in Mil- 
waukee shoe stores and for about a 
week before Thanksgiving, mer- 
chants were giving very satisfac- 
tory reports. Cold weather stimu- 
lated the demand for street shoes, 
Thanksgiving social affairs brought 
some action in dress shoes, and the 
approach of Christmas resulted in 
movement of felt, quilted satin and 
novelty slippers. 

Various styles of shoes have been 
moving during the latter part of 
November, with few changes over 
preceding weeks. One store catering 
to high-class trade reports that tan 
calf has been leading, and there has 
been an even break between patents 
and satins. “Chatter tie” is the 
name given to one popular style at 
this store which has been active in 
tan, patent and dull leather. This is 
a low-heeled pump with an elastic 
gore at the instep covered by a 
small tongue and ribbon bow, run 
through two eyelets. Another store 
which features high-class novelties 
has been doing about 50 per cent of 
its business in patents with tans 
following in second place, while sat- 
ins have fallen off except for dress 
wear. 

One department store reports the 
popularity of a sailor tie effect in 
tan and patent, which has been ac- 
tive in both low and Cuban heels. 
Another downtown store carrying 
high-grade shoes reports that the 
new button oxford which it recently 
received has been going very well. 
These are especially good in tan 
and dull black leather. 

Men’s business continued to pick 
up at the majority of stores during 
the colder weather of later Novem- 
ber. Both tan and black are selling 
although tan seems to have the edge 
at the present time. Broad, square- 
toed shoes are taking very well and 
low shoes predominate at stores 
handling higher priced models. 


Open Christmas Season 


Milwaukee stores have opened 
their Christmas selling season and 
are now beginning to feature their 





“shop early” campaign. Depart- 
ment stores are decked out in 
Christmas greens and other decora- 
tions, and several shoe stores have 
arranged window displays featur- 
ing the Christmas idea, The results 
of the Christmas campaign are al- 
ready being felt in shoe stores as 
well as other lines, and slippers of 
felt, quilted satin and novelty ma- 
terials are showing considerable ac- 
tivity. Caspari & Virmond have ar- 
ranged a special window display 
with candles and greens in which 
they show hosiery in Christmas 
boxes in addition to other gift sug- 
gestions in the line of footwear. 
The Walk-Over has devoted a win- 
dow to quilted satin and novelty 
slippers, with and without heels, 
and has already noticed an in- 
creased demand for this type of 
merchandise. 


Demonstrate Paradise 
Shoes 


A living model was used in the 
shoe department of Gimbel Broth- 
ers in demonstrating the Paradise 
line of shoes. The model, a young 
woman from the department, dis- 
played various styles of Paradise 
shoes from a special platform in the 
recently remodeled and enlarged 
shoe department. Advertising was 
used to announce the demonstra- 
tion, and between 300 and 400 pairs 
of these shoes were sold as a result, 
according to Charles A. Collar, 
manager of the department. 


Rueping Co. Observes 70th 
Anniversary 


Fred Rueping Leather Co. of 
Fond Du Lac is observing its 70th 
anniversary. The business was 
founded by William Rueping, father 
of Fred Rueping. The former is 
grandfather of the present heads of 
the company and started at Fond 
Du Lac, then a small town in the 
Indian wilds, in 1854. 

The original tannery was small, 
employing only six men and in 
sharp contrast today the concern 
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Answers the comfort appeal | ®: 
of the tired foot 


f bnen SHOE with the Crawford Arch Sup- 


Re 
house 
wher 
chant 
a hig 
serib 


porting Shank not only relieves the tired tion | 
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employs between 1,100 and 1,200 
employees and tans what is equal to 
10,000 calfskins per day, specializ- 
ing in high-grade calfskins and 
light hide upper leathers in almost 
every conceivable color and shade. 


To Curb Canvassers 


Recent activities of house-to- 
house canvassers in Racine, Wis., 
where they have been selling mer- 
chandise at one price and charging 
a higher price on delivery, were de- 
scribed at a meeting of the Junc- 
tion Business Men’s Association by 
one of the members, who urged that 
steps be taken to stop this practice. 
He declared that this was unfair to 
merchants who have investments in 


the city and pay heavy taxes. The 
matter was to be laid before Jay 
Beard, secretary of the Racine As- 
sociation of Commerce. 


Carries Shoes for Family 


By carrying shoes for the whole 
family and featuring high class 
goods in each of its departments, 
the Enterprise Shoe Department of 
Waukesha, Wis., has now built up 
the largest exclusive shoe store in 
that city. Shoes for women and 
misses have been featured especial- 
ly, although children’s shoes have 
also been given special prominence. 
The store is featuring a display of 
felt slippers as Christmas sugges- 
tions. 





Social Season Opening a 


Stimulus to 


DETROIT—The increasing num- 
ber of social functions has made it 
possible for shoe merchants cater- 
ing to the formal wear customer to 
add greatly to their sales. It has 
been necessary at the same time to 
stock more lines and a fuller range 
of sizes, but where a business in 
evening wear footwear is estab- 
lished it produces a nice profit. 

The I. Miller Salon at Russeck’s 
installed a beautiful display of eve- 
ning footwear recently. The lines 
shown consisted chiefly of operas, 
although straps were not absent. 
White brocaded satin, silver and 
gold kid, blond satin and a single 
pair of black were shown with sil- 
ver and gold brocades. One predom- 
inating feature of the display was 
the array of buckles, many of which 
were shown on a drape of velvet. 
A low plateau was also utilized for 
showing buckles, several handsome 
patterns being shown together with 
a jewel case elaborately decorated 
and set with jewels. 

It is not unusual to see displays 
of women’s evening footwear oc- 
cupy an entire window display, but 
at R. H. Fyfe & Co.’s recently one 
of the Adams avenue windows held 
a display of men’s footwear for 
formal wear. Among these were 
prominent a pair of patent leather 
shoes with button black cloth tops, 


Less Hesitation in Buying 


There is little improvement in 
the condition of business. Novem- 
ber has not shown the improvement 
expected, although a few stores re- 


Evening Styles 


port sales as larger than in October. 
A better feeling is easily seen in 
the tone of the trade since the elec- 
tion. Customers are more optimistic 
and are making their selections 
with less hesitation. 


Shoe Basements Open 

One of the outstanding events in 
shoedom in Detroit was the open- 
ing of the new sub-basement shoe 
department at J. L. Hudson Co. The 
shoe department was formerly 
housed in the Woodward avenue 
store basement. A street entrance 
to the basement on Farmer street 
gives easy access to the main base- 
ment, and the entrance to the sub- 
basement is immediately alongside 
the stairway leading to the street. 
W. C. Thompson has this depart- 
ment in charge. 
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Tans Lead for Street 
Wear 


In women’s footwear for 
street wear, tans are continu- 
ing to increase in popularity, 
and there is a scramble among 
merchants to fill in lines to 
continue the supply. Some are 
dubious of their continued 
popularity throughout the 
winter, but from present indi- 
cations there can be little 
doubt of this. 

Merchants and buyers of 
shoe departments are ques- 
tioning the color situation. 
Some believe the vogue of 
black is waning and that 
colors will predominate in the 
spring showings, while others 
are not so sure of this and 
hesitate to place orders on 
that account. 











Hamilton Brothers, 1412 Wood- 
ward avenue, recently added a base- 
ment shoe department. The en- 
trance to the department is just 
inside the door, giving easy access. 
J. Leach is manager. 


Gores Selling Freely 


Gore types have.sold very well 
and will continue to sell as long as 
good-looking patterns are shown. In 
the cheaper lines, the pump of the 
D’Orsay type, cut low at the sides, 
is shown prominently and does 
away to some extent with the bulg- 
ing at the sides. But this type of 
pattern is also causing much trou- 
ble, returns for exchange being 
numerous for one reason or an- 
other. 





Signs Point to Prosperous 
Times in the Northwest 


MINNEAPOLIS — Prosperity 
seems to have taken root in the 
Northwest. There has been a great 
deal of fear that it was a false start, 
but good crops and good prices have 
brought about a feeling of confi- 
dence. The Minneapolis Civic and 
Commerce Association just com- 
pleted a survey in which millers, 
bankers, manufacturers, wholesal- 
ers and merchants were asked to 
give a frank statement of the situa- 
tion as it affected their business. 


Without exception these men de- 
clared that the outlook was better 
than it had been for several years. 
In every line the replies showed 
that there had been an increased 
business during recent months, and 
that current orders indicate an era 
of constantly increasing business 
for coming months. In addition to 
the more favorable situation in 
which the farmer finds himself, of 
course the result of the election fig- 
(Continued on page 120) 
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Arch Preserver ShoeDealers’ 
Convention at the Boston Show 


See Our Display 


He’s your kind of customer 


HE substantial business man, the fellow you want in your store, looks for 

quality, style, value and good solid wear in the shoes he buys. In other words, 
he is trying to buy a shoe such as the Just-Wright—and when he finds this shoe he 
will stick to it. We make this statement, because for nearly half a century the sub- 
stantial men of the country have been sticking to the Just-Wright Shoe. The dealer 
who shows the best merchandise is going to win the best trade eventually. Dealers 
who have been showing the Just-Wright Shoe for several years now have good trade. 


Write us about the Just-Wright selling franchise. A wide assortment of styles 
in stock. Advertising in the Saturday Evening Post. Complete dealer helps. 


E. T. Wright & Company, Inc. 
Rockland, Mass. . 


Also Makers of the Arch Preserver 
Shoe for Men and Boys 





When writing to E. T. Waicut & Company, Inc., please mention Boot and Shoe Recorder 
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Busier Times for Retail 
Merchants in Philadelphia 


PHILADELPHIA—According to 
the survey of local trade conditions 
made by R. G. Dun and Co., there 
has been a noticeable improvement 
in retail trade since election, al- 
though buying is not as aggressive 
as desired and sales are usually the 
results of special bargain offerings. 
Cold weather is said to be making 
demand brisk for ready-to-wear 
garments and knit goods. Men’s and 
boys’ clothing are moving in larger 
volume. 


Patents and Velvets Lead 


Monroe Brothers and Company 
report good demand for patents 
and velvets. This firm also finds a 
continued call for quite a few 
suedes. Styles generally are plainer, 
although a conservatively trimmed 
or cut-out pump is still a good sell- 
er. There is not much business in 
men’s shoes although some sales of 
the darker shades of brown are be- 
ing made. This firm has also found 
fairly good business in gunner’s 
boots. Prices are firm. 


A Pioneer in Many Ways 


The Hallahan shoe stores here 
are claiming that the founder of the 
business, Peter T. Hallahan, was a 
pioneer in many ways. They state 
that he was the first to manufacture 
shoes and sell them direct to the 
wearer; that he was the originator 
of the “maker to wearer direct” 
idea; that he was the first to mark 
the price on the sole of every pair; 
the first to guarantee the wear of 
shoes; the first to advertise the 
shoes in the daily newspapers; the 
first shoeman to install a telephone 
in his store; and the first shoeman 
to use electric lights in his store 
and factory, having his own gener- 
ating plant. 


Factory Activity Un- 
changed 


There has been very little change 
in the shoe manufacturing situation 
here. Factories manage to keep 
fairly busy, although new orders are 
somewhat slow in coming in. Sev- 
eral factories are getting some or- 
ders for spring footwear, but the 
majority of them are going along 
from day to day turning out shoes 
for immediate delivery without be- 
ing able to get the trade to look as 





Trophies Announced 
for Convention 


The committee in charge of 
arrangements for the Penn- 
sylvania State Retail Conven- 
tion to be held in Atlantic City 
in February has announced 
that several prizes will be 
awarded for the largest atten- 
dance. In Pennsylvania a prize 
will be awarded to the city 
with the largest per capita 
turnout. To states other than 
Pennsylvania, a first prize will 
be awarded to the state with 
the largest attendance and a 
second prize to the state with 
the next to the largest atten- 
dance. 

The committee has also an- 
nounced that in the formation 
of the new Regional associa- 
tion, to consist of the retail 
merchants in Pennsylvania, 
New Jersey, Delaware, Mary- 
land, Virginia, and the Dis- 
trict of Columbia, each state 
which has from five to twenty- 
five members registered will 
be given the opportunity to 
place in nomination for direc- 
tor the name of one retail 
shoe merchant. Those states 
whose registered membership 
ranges from 25 to 50 will be 
allowed to place two names 
in nomination for director. 











far ahead as the coming warm 
months. Tan calf and patents seem 
to constitute the bulk of the factory 
output. There is very little activity 
in suedes or satins. Glazed kid is 
not especially active although there 
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is some trading in the various 
shades of brown. There is consid- 
erable optimism concerning the de- 
mand for colors a little later. 


Tan Calf First 


The Turner-Tompkins Shoe Com- 
pany reports in the better grades 
of men’s footwear sales are evenly 
divided between high and oxfords. 
In the cheaper grades and in up- 
state towns the percentage of high 
shoes is greater. Boys’ shoes are 
nearly all high. The predominating 
materials are tan calf, tan side, and 
Scotch grain. Prices generally re- 
main unchanged although there is 
talk of higher prices. 


Featuring Holiday Lines 


Several of the department stores 
have started featuring their lines 
for the Christmas trade. One store 
is showing men’s brown kid slip- 
pers. This store is also showing felt 
slippers. The holiday features of an- 
other store include women’s felt 
Juliets, men’s felt slippers, women’s 
felt moccasins, and men’s golden 
brown kid slippers. 


Advances in Upper Leather 


Advances are being secured in the 
upper leathers market here, accord- 
ing to both leather manufacturers 
and shoe manufacturers. Trade is 
said to be fairly active. Manufac- 
turers are optimistic. The feature 
of the market is tan calf with black 
patent a present and future factor 
of importance in the market. There 
is some call for brown kid. 


Sole Leather Trade Picking 
Up 
Tanners report that there is con- 
tinual improvement in the sole 
leather market here and that prices 
are showing more strength. 





Boston Dresses Up for 
the Christmas Holidays 


BOSTON—Encouraging reports 
were general in this city during the 
week ending Nov. 29. Most shoe 
stores were not reluctant, which has 
been the attitude in the past few 
weeks, to admit that there is.a 
much healthier color to the retail 
shoe situation. There was more zest 
to the buying of both men and 
women and the fact that the weath- 


er has at last assumed a seasonable 
complexion has counted greatly in 
bringing about a better condition. 
The high priced stores are find- 
ing interest in women’s footwear 
for wear at winter resorts. Wom- 
en’s styles for winter resorts wear 
included white kid and white velvet 
materials. For sport wear, white 
buck with genuine alligator trim- 


4 AE erg St 


an. AS 


~ 


oa 





110 BOOT AND SHOE RECORDER 












feamicy! 


All with retanned flexible soles. Sizes 814-11 are made by Ramsey’s double 


NEWEST! 


Flexible Stitchdowns for Kiddies 
All made on our new KID’S-FOOT Lasts 


stitch process and carry an outside spring rubber heel. 


BLUCHER, LINED 2-5 54-8 8-11 
4816 Nut sey Spring Calf. . . $1.00 $1.15 $1.50 
4806 pw he 1.15 1.30 1.65 
4804 Oxblood ae upper . 1.15 1.30 1.65 
4805 Brown Lotus a 1.15 1.30 1.65 
4808 Black Lotus upper.. 1.15 1.30 1.65 
po 8 RO eee 1.15 1.30 1.65 
4809 Patent Leather (illustrated). . 1.25 1.40 1.75 
In Stock Ready to Ship Send Your Orders Now 


RAMSEY’S 


FLEXIBLES 
347 Rider Ave., Bronx, N. Y. 


OUR INCREASED yy will warrant us putting on several 
additional sal y Ist. In your first letter state in detail 
+ ~-aeees covered, present tions, t for past three years, 
etc 




















Russell Moccasin Footwear 
will help your business— 


In the Russell line every desire of the sportsman and outer 

is anticipated—it contains boots for hunting, fishing and 

hiking—shoes for camping, canoeing, scouting, skiing and 

golfing—comfortable slippers for house wear. Every pair is 

built from quality materials for wonderful comfort and 
service. 


Pussells 


‘Tke Walton’ 


A double vamp boot, made of the finest waterproofed 
French veal leather. Sturdy, yet flexible; light in weight 
without sacrifice of durability. 


“Never Rip”? seams on vamp and around the toe piece. 
Soles of flexible, wear-beating Maple Pac leather. Four 
layers of leather between foot and ground. Heights 6 to 18 
inches, all sizes, modified army last. 


Write for catalog and dealers’ prices. 


THE W. C. RUSSELL MOCCASIN CO. 
927 Capron Street $3 $3 Berlin, Wis. 





When writing to the above advertisers please mention Boot and Shoe Recorder 


December 6, 192Mhecembe 


mings, 
dles an 
steady 

As t 
shoe st 
installe 
men a! 
effort i 
as ide 
models 
display 
holiday 
brocad 
bright 
eral bi 
the ho! 


I 


The 
selling 
very Pp 
brown 
golden 
satin. 
era pl 
little § 
mente 
piping 
from 
finishi 
pump 
round 

A 
at the 
buckle 
shape 
and i 
mente 

A ; 
19/8 
little 
and p 
new } 
trade 


Whi 


Wh 
manu 
men’s 
Brock 
Bosteo 
to tl 
street 
Engl: 
with 
tends 
trade 


Th 
plays 
ing | 
sing 
were 
er & 
Edw: 








dies 


asts 


uter 


and 
ir is 
and 





er 6, 192M ecember 6, 1924 












mings, used for apron effects, sad- 
dles and backstays is meeting with 
steady favor. 

As the week closed on Nov. 29, 
shoe stores and department houses 
installed Christmas windows. Shoe- 
men are centering a great deal of 
effort in pushing slippers and mules 
as ideal holiday gifts. Evening 
models also find a place in the shoe 
displays that are significant of the 
holiday season. The silver and gold 
brocades blend harmoniously with 
bright colored mules and the gen- 
eral bright colors used to indicate 
the holiday season. 


In Brown and Gold 


The Henry H. Tuttle Co. has been 
selling for southern resorts some 
very pretty effects in two shades of 
brown—for instance, the vamp of 
golden brown, the quarter of blonde 
satin. The model noted was an op- 
era pump with 19/8 spike heel. A 
little gold kid clover-leaf bow orna- 
mented the shoe at its throat and a 
piping of gold kid separated vamp 
from quarter, as well as daintily 
finishing the top of the shoe. The 
pump had a 3%-inch vamp and a 
rounded toe. 

A brown kid two-strap fastened 
at the instep with two little brass 
buckles. A gold kid, small diamond- 
shaped inset ornamented the vamp, 
and insets, in triple effect, orna- 
mented the shoe at the shanks. 

A white kid opera pump with 
19/8 spike heel, ornamented with 
little bow in white and black kid, 
and piped in black kid, was another 
new number sold for Palm Beach 
trade. 


Whitman & Keith Moves to 
Rice Building 


Whitman & Keith Company, 
manufacturers of men’s and wo- 
men’s shoes with a factory at 
Brockton, Mass., recently moved its 
Boston office from 166 Essex street 
to the Rice Building, 10 High 
street. Hughes Richardson, New 
England salesman, is in charge and 
with the company executives ex- 
tends a hearty invitation to the 
trade to visit. 


Attractive Windows 


There were several attractive dis- 
plays of shoes during the week end- 
ing Nov. 29. Among those posses- 
sing some unique characertistics 
were trims arranged by the Fletch- 
er & Co., Ltd., a men’s store selling 
Edwin Clapp & Son, Inc., shoes, and 
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the R. H. White Co. The Fletcher 
store showed an entire window of 
kangaroo shoes and centered atten- 
tion to the display by placing a 
stuffed kangaroo in a conspicuous 
place. 

The White shoe department com- 
manded attention by a display of all 
types of women’s shoes for street 
wear and placed stress on two eve- 
ning shoe models by placing them 
in a stage-like effect set on pedes- 
tals, which set them off higher than 
the street types. The evening slip- 
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pers were placed in well finished 
boxes with the front resembling a 
miniature stage. 


Black Patent and Silver 


One of the popular numbers of a 
shoe department of a big depart- 
ment store is a black patent leather 
gore, with silver beaded straps. Sil- 
ver kid piping trimmed the top and 
also a unique “turned-back-collar” 
design, at either side of the throat 
of the shoe. 





Brockton Manufacturers 
Expect Livelier ‘Times Ahead 


BROCKTON —It is common 
knowledge among shoe manufac- 
turers of Brockton and the Brock- 
ton district that substantial in- 
creases are in effect on practically 
all materials which enter into the 
production of shoes. Sole leather 
has made several advances during 
the past few weeks while various 
kinds of upper stock are higher 
than for many months. In other ma- 
terials and accessories connected 
with shoe production the same ten- 
dency is noted. The net results in- 
evitably must be reflected in higher 
prices for footwear. 

“A word to the wise should be 
sufficient at this time,” remarked a 
member of the Brockton trade. 
“Rising prices of practically all 
good stocks are being followed by 
increased costs of good materials. I 
have no doubt that during the next 
few months there will be a steady 
rise in all manufactured commodi- 
ties. Shoe buyers, who have been 
holding off from making purchases 
of spring lines, must abandon their 
hand-to-mouth policy if they would 
have goods in their stores when 
needed. In my opinion, the need is 
going to come very soon. It is not 
too early to plan buying for the 
Easter trade. It is every merchant’s 
ambition to have a big, smashing 
Easter business, both from the 
standpoint of sales and profits. 
Easter being the high tide of shoe 
selling and profit-making, it is logi- 
cal to urge the merchant to prepare 
himself accordingly. A rising mar- 
ket encourages buying just as a 
falling market discourages pur- 
chases..The-latter condition ‘is past. 

“The new era of business im- 
provement will spread to all lines 
early the coming year. Every 
banker and every financial expert 
agrees on this point. Wise shoe 


merchants will see the light ahead 
and make their spring commit- 
ments without delay. Brockton fac- 
tories are in a position to respond 
promptly to orders. The earlier 
these are obtained, the better satis- 
faction buyers will secure concern- 
ing deliveries of spring goods.” 


Transfer of Foreign Shoe 
Store 


J. Warren Baldwin, in charge of 
George E. Keith Co.’s store in 
Shanghai, China, has closed that 
establishment on account of trou- 
bled conditions in that country. Mr. 
Baldwin has been transferred to the 
company’s store in Manila, Philip- 
pine Islands. 


New Inner Sole 


Abraham Dolinsky of A. Freed- 
man & Son Co.,shoe manufacturers, 
has invented and patented a wedge 
inner sole which is so constructed 
as to form a cup to hold the foot on 
the sole, thus preventing its spread- 
ing out over the welt. The claims 
are that the new inner sole will pre- 
vent hard wear on the shoe linings 
and that it will enable the shoe to 
retain its Shape during wear. 


Millions of Yards of Welting 


Since beginning of the produc- 
tion of the Barbour Stormwelt and 
Dresswelt specialty in March of the 
present year, the Barbour Welting 
Company of Brockton had up to 
November 1 produced more ‘than 
3,000;000 - yards © of ~ this ~ practical 
novelty, with an approximate value 
of $500,000. A recent decision 
handed down by the Massachusetts 
State Board of Arbitration is to the 
effect that the price on sewing the 
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Barbour Stormwelt shall be the 
price of the regular welt with a 
quarter additional. In other words, 
price and a quarter, as the term 
goes. While this decision applies 
especially to local manufacturing, it 
nevertheless will have important 
bearing on prices in other localities. 


Population Figures 
The United States Census Bu- 
reau, making estimates of the popu- 
lation of cities between 25,000 and 
100,000, as of July 1, 1924, gives 
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Brockton 70,759. The last previous 
computation gave Brockton approx- 
imately 69,000 population. The new 
figures show that the city is making 
a steady and healthy growth. 


New Shoe Corporation 


The Royal Boot Shop, Inc., 
Brockton, has been formed under 
Massachusetts laws to do a general 
shoe business. The incorporators 
are Abraham B. Miller, Benjamin 
R. Miller and Florence Miller, all of 
the city. 





Rapid Spread of Style 
Discussed at Haverhill 


HAVERHILL—“In these days of 
quick transportation and constant 
interchange of ideas among the 
trade,” said a Haverhill manufac- 
turer, “new styles in women’s shoes 
are seen almost simultaneously in 
the principal cities of the United 
States. A few years ago, say ten 
years at most, a novelty style in 
women’s footwear which made its 
first appearance in New York and 
became popular there, would sell 
in the Metropolis for many weeks 
before it became familiar to people 
in other cities. Frequently six 
months elapsed before a New York 
city novelty was on the feet of wo- 
men in New Orleans or Los, An- 
geles. Even the Middle Western 
cities often required several months 
to catch up with a New York style. 
I have known a month to elapse be- 
fore a popular-selling style in New 
York reached Boston. 

However, such conditions do not 
prevail today. No sooner does a wo- 
men’s style register in New York 
than information regarding its 
popularity is in the hands of shoe 
merchants all over the country. 
Shoe manufacturers everywhere 
will have this style immediately in 
the hands of their customers in the 
various cities. In a few weeks at the 
most after the style has made a hit 
in New York, it is being shown in 
practically every up-to-date shoe 
store in the United States. We are 
living in a rapid age. In no way is 
this demonstrated better from a 
merchandising viewpoint ,than in 
the rapid spread of shoe styles from 
New York to the utmost parts of 
the United States. 


Exclusive Styles at Popular Prices 


Following along the talk of the 
manufacturer quoted, the Haverhill 


trade appreciates this situation to 
the extent that an exclusive style 
originating in a women’s high- 
grade metropolitan factory, and to 
retailing at $20 a pair, is soon be- 
ing shown with little modification 
in lines to retail at popular prices. 
Changed methods and rapid spread 
of styles work in some ways to 
Haverhill’s advantage. With these 
new styles, however, care is taken 
not to carry on with them for too 
long a time. Styles come and go so 
rapidly as to cause confusion in the 
minds of merchants and in that way 
to upset buying methods. 

Under modern methods of infor- 
mation by radio, newspaper pic- 
tures, movies, etc., the sandal style, 
starting on Fifth avenue at $20 and 
more a pair, quickly spread to all 
parts of the country. The adoption 
of the style was universal and al- 
most simultaneous. With the sandal 
soon retailing at $3.50 to $5 a pair, 
the novelty and exclusiveness passed 
away, and sales fell off so quickly 
as to constitute almost a trade 
catastrophe. The motto of shoe 
manufacturers and merchants is, 
“Show a novelty, get the orders, fill 
them in ten days or two weeks; 
meanwhile be on the lookout for an- 
other novelty.”” Commenting on this 
modern day method of manufactur- 
ing and merchandising, a member 
of the local trade said: “This quick 
spread of style gives us plenty to do 
as regards thinking, working and 
traveling, but in the matter of 
profits, it leaves very much to be 
desired.” 


Cancellations a Problem 


Another contributing factor in 
the rapid changes of styles, which 
causes much financial loss to local 





manufacturers, is the cancellation 
evil. On this subject a manufac- 
turer said: “A large part of the 
cancellations which are received 
from shoe merchants are due, in my 
opinion, to inability on the part of 
the buyer to properly size up his 
style market. A merchant places his 
order for a novelty which at that 
time looks good to him. A few days 
later he sees another novelty which 
he thinks will be a better seller 
than the one which he first pur- 
chased. He cancels the first order, 
sometimes before the shoes are 
even cut. This process may be re- 
peated indefinitely. It is a loss all 
around. 

To my mind these cancellations 
could be largely eliminated if the 
merchant would know his own mind 
and not take some one else’s say-so 
for what he should buy and sell in 
his store. However, the trouble 
exists and the evil appears to be 
growing. It is a problem which 
Haverhill manufacturers, in com- 
pany with others throughout the 
United States, must meet in some 
way, individually and collectively. 
It is one of the most difficult trade 
problems which we have before us 
from day to day.” 


Woodbury C. Blye Dead 


Woodbury C. Blye died Novem- 
ber 25, in his 82nd year, at his 
home in this city. For more than a 
quarter century he was identified 
with the production of shoes in 
Haverhill, retiring about 20 years 
ago. Mr. Blye was a Civil War vet- 
eran and would have celebrated his 
82nd birthday on Thanksgiving 
Day, and had made extensive plans 
with his family for the occasion. 


New Type of McKay Shoes 


One of Haverhill’s shoe manufac- 
turing concerns is planning to add 
to its production a new line to be 
known as a tackless McKay. Flex- 
ibility is a feature of the proposed 
line. The process is to be developed 
with the pian of introducing it uni- 
versally to the shoe trade. 


New Styles for Boston Style 
Show 

Hopkins & Ellis, manufacturers 
of women’s turns and McKays, are 
preparing an exceptionally strong 
line of novelties for the inspection 
of buyers during the N. S. R. A. 
convention at Boston, January 12- 
15. At that time the line will be 
shown at the United States Hotel, 
Boston; also at the Boston sample 
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weal i hee tahesd nies ws oe unequalled wearing quality enables 


the requirements of the trade. manufacturers to turn out satin foot- 
wear that will give real service. 


And the prestige of the Skinner name 


e 
| 7 is a real selling asset to the shoe mer- 
i chant. 


WILLIAM SKINNER & SONS 
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room, 110 Lincoln street. Hopkins 
& Ellis’ representatives now in- 
clude: A. C. Golden, New England 
and New York state; Victor L. 
Maynard, Boston and _ vicinity, 
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office, 110 Lincoln street; S. T. 
Roach, Georgia, Alabama and Flori- 
da; P. A. Morgan, the Dakotas, 
Minnesota, Wisconsin, Iowa; Joseph 
A. Saxe, Chicago and vicinity. 





Price Question Coming Up 
for Consideration in Lynn 


LYNN—Interest centers on the 
Boston market, where thousands of 
buyers of Lynn shoes are expected 
in January. Price question rivals 
style problems. Prospects of re- 
adjustments of grades and types of 
shoes will doubtless be most thor- 
oughly discussed, when salesmen 
and buyers meet. Manufacturers 
are fighting against an upswing of 
prices of leather and supplies. Some 
firms have asked for lower labor 
costs of the unions. Lynn will have 
more open shops than ever when 
1925 begins. 

One prospect is that advancing 
prices may encourage advance or- 
dering of shoes on a larger scale 
than has prevailed for some time. 
Some buyers, foreseeing an up- 
swing of prices, may choose to place 
orders in anticipation of such a 
movement, as they did in years be- 
fore the war. This would tend to 
stabilize styles. 


Toe Types Are Varied 


Toes vary from the French me- 
dium round, with short vamp, to 
toes somewhat longer and more 
pointed than the popular French 
toe. Some think that sport lasts will 
come in for a new development in 
the spring. 


Testing Shoes on Models 


The United Pattern Co. has made 
a miniature runway in its shop. On 
this runway, its model promenades 
to test the fit of trial shoes. Each 
new pattern, made for a shoe manu- 
facturer, is so tested in the pres- 
ence of the manufacturer, and it is 
criticized for fitting qualities before 
it is approved. 


May Use More Variety of 
Material 

New Lynn models for 1925 show 
a wide variety of types of shoes. A 
main thought is that shoes should 
be spread over as many materials 
as possible, in order that all ma- 
terials may be used to good advan- 
tage. This method is more economic 
than forcing one material in style, 





Here Are the Leading 
Materials 


Alligator leather has ap- 
peared again for shoe trim- 
mings, like tips and saddles. 
Some whole shoes will be made 
of alligator. It is possible that 
the showing of alligator will 
tend to increase the demand 
for heavy grains, like Scotch. 
Russia calf apparently con- 
tinues the most popular ma- 
terial for the shoes Lynn is 
making. Patent leather is used 
in combination, with colored 
kid quarters. Suede, satin, vel- 
vet and black calf and kid also 
are used. 











and consequent advances of prices, 
while another material, equally use- 
ful for shoes, is neglected, and its 
price drops. 

Of late, by the way, one material, 
slipping out of style, has receded 
as much as 15 cents a foot, while 


another material coming into style, 
has advanced that much. 


Colonial Pumps for New 
York 


Colonial pumps, a development of 
the Colonial oxford, are being made 
for immediate delivery to New 
York. These shoes are the typical 
high tongue, oblong buckle Colonial 
type of shoe, plus a gore under the 
buckle, which converts them into 
stepins. 

Button oxfords are selling for 
immediate delivery. The style is not 
new, éxcepting for a little tab, or 
finger, which is attached to the 
button fly. Strap and strap pumps, 
gores and stepins, oxfords and ties, 
all are in the sample lines, and are 
selling. 


Some Travers Styles 


Colonials, with patent vamps and 
colored quarters and button oxfords 
of Russia calf, are being made by 
the Travers Shoe Co. This firm 
started to make two-eyelet ties last 
May and is still making them. It is 
cutting some alligator leather. 


More Patents 


A. E. Little & Co. have taken out 
some additional patents on their 
Little way process of making shoes. 
Uppers are fastened to insoles with 
staples, and outsoles are sewn to in- 
soles with a new lock-stitch ma- 
chine. 





Light Buying the General 
Report Issued in New York 


NEW YORK—Complaints of 
poor business in New York retail 
shoe circles are becoming more 
common. A few stores report a 
satisfactory trade but in the main 
there are many complaints of light 
buying with little relief in sight for 
the remainder of the year. The re- 
tail merchants are now turning 
their thoughts to spring and 1925 
in general with considerable opti- 
mism. 

Warm weather caused a delay in 
getting the fall season started and, 
as a matter of fact, the kind of 
weather needed to send the shop- 
ping public into the shoe stores has 
not yet arrived. There has been 
little or no demand for heavy foot- 
wear designed for rough winter use 
and the rubber footwear business 


so far has been extremely disap- 
pointing. 

Retail shoe merchants here are 
convinced that the public has not 
been waiting for price reductions, 
but reductions are coming along 
rather rapidly now. Some of the 
smaller retail merchants broke the 
ice, being forced to put on sales to 
raise ready money with which to 
meet their bills. The department 
stores also have been running some 
special sales at extremely low 
prices. The John Wanamaker store 
last week staged a large sale of 
women’s shoes at $3.85 and $4.65. 
Shoes up to $12 a pair were in- 
cluded in the sale at the latter price. 
The sale was well patronized. Gim- 
bel Brothers and James McCreery 

(Continued on page 119) 
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The CEDAR CLIFF SILK COMPANY, 251-255 FOURTH AVE., NEW YORK 


‘Worth a little more to the woman who knows” 

















When writing te Tue Cepar Cure Sicx Company please mention Boot and Shoe Recorder 





6, 192, December 6, 1924 





BOOT AND SHOE RECORDER 


Baltimore Stores Note More 
Interest in Boots by Men 


BALTIMORE—Retail shoe busi- 
ness is “picking up,” due to colder 
weather. On the whole, however, 
business activity is slow, some mer- 
chants reporting fair gains and a 
few reporting good business. In- 
creased rainfall may be responsible 
for more buying of men’s shoes. 
High shoes, preferably in the heav- 
ier weights, are selling in greater 
quantities than they did at this time 
last year. Several shops found it 
necessary to fill in their depleted 
stocks of men’s high shoes. The 
lighter shades of tan are still in 
prominence with men, especially in 
the Russia and Norwegian calf. 


Shoe Merchants Meet 


Samuel A. Davis, field secretary 
for the National Shoe Retailers’ As- 
sociation, addressed local shoe buy- 
ers, managers and salesmen on 
Thursday, Nov. 20. The lecture was 
followed by a dance. 


Elgar Shoe Store 


The Elgar Shoe store reopened 
Nov. 15 after extensive alterations. 
This store has a special $5 depart- 


ment, also a parlor for their $10, 


shoes. J. A. Elinoff and Milton Gardi- 
ner are the proprietors. 


Hess’ New Windows 


The firm of N. Hess Sons remod- 
eled its windows. These are the first 
of their kind here, and are a credit 
to the Baltimore business commun- 
ity. The windows are five feet 








Women’s Leading Pat- 
terns 

Of the styles most in favor 

with women’s shoes, the 

strapped pump is foremost. 

The opera pump, trimmed 





with bow or buckle, is pre- 
ferred by the “flapper,” how- 
ever. 

A new shoe much in favor 
is a patent vamp with tan kid 
quarter in various shades, the 
heel Spanish or box. They are 
to be found in the opera, 
strapped and D’Orsay pumps, 
also sailor ties. It is predicted 
that color combinations will 
be good until early spring. 











broad, thirteen feet deep, and have 
a background of panelled walnut. 
Black and gold imported Italian 
marble is used around the windows 
and doors on the exterior, with a 
trimming of Belgium black polished 
marble. 

The vestibule is of travatine with 
a dull finish of Belgium black mar- 
ble. The doors at the rear of win- 
dows slide into a frame and dis- 
appear when opened. The doors at 
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the entrance of store are four feet 
each and are double-acting. Glass 
reflectors of the newest type are 
used with a spotlight in each win- 
dow. The finish above the windows 
is of bronze grill work. Draperies 
of tan and blue adorn the windows. 


A new striking model for evening 
wear is a gold, also silver kid pump. 
Several of the better shops are sell- 
ing these in the strapped, as well as 
opera pumps. Other evening slip- 
pers are blonde satin, copper brown 
satin, black velvet with narrow strip 
of silver at toe, vamp and quarter, 
and irridescent metallic silver cloth. 





Big Buckle Trade in Many 
of Rochester’s Shoe Stores 


ROCHESTER — The first real 
snow fall of the season came in late 
November night and brought real 
joy to local shoe merchants. Shoe 
merchants enjoyed a good business 
in shoes and rubber goods. In men’s 
footwear there is a noticeable trend 
for high grade footwear. 

In women’s footwear, tan calf 
and patent are the leading leathers, 
with pumps and oxfords leading in 
popularity. Due to the popularity of 
pumps, there is a very marked in- 
crease in the sale of buckles. The 
demand is growing every day. 


Free Movie Tickets Bring 
Business 


George L. Snyder, proprietor of 
Snyder’s Shoe store at 120 West 
Main street has found the way to 
make the movies help the shoe busi- 
ness. During the past few months 
whenever shoe merchants get to- 
gether to discuss business, the 
movies, automobiles and the extra- 
vagant purchases of luxuries are 
always mentioned as causes of the 
present slow season, and to meet 
the competition of the movies. Mr. 


Snyder is giving free tickets to 
matinee moving picture shows at 
the Grand Theatre. A card, featur- 
ing the free offer, is prominently 
displayed and many customers have 
come into the store and purchased 
shoes to get the free tickets. 


To Make Infants’ Shoes 

O’Donnell & Novick have taken 
over the old Babyville Shoe Com- 
pany and will continue the manu- 
facture of infants’ shoes at the 
Nash street factory. J. J. O’Don- 
nell, president of the new concern, 
was formerly with Williams, Hoyt 
& Company. 


Claim Model Last 


The Utz & Dunn Company an- 
nounce a new last which they style 
the “perfect last”? and which they 
plan to feature in oxford and strap 
patterns. The last will carry 13/8 
heel, a medium round fore-part. 
From experimenting they find the 
new last will fit 95 per cent of the 
average trade and believe it to be 
the finest last they have had in 
forty years of shoe-making. 





Brooklyn Shoe 


Style Men 


Working on Spring Patterns 


BROOKLYN—tThere has been a 
let-down in business in the Brook- 
lyn shoe factories and the manu- 
facturers are now turning their at- 
tention to the spring lines which 
are now being worked out in the 
pattern rooms. Some new models 
that savor of the spring season 


already have been introduced in or- 
der to feel out the style trend. So 
far two things seem to be rather 
well established concerning the new 
season. The spiked heel promises to 
go over in a big way and toes un- 
doubtedly will be fuller. Beyond 
this most of the manufacturers are 
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unwilling to hazard predictions at 
present. 


Combinations for Spring 


Combinations are being seriously 
considered and will have an im- 
portant place in the spring sample 
lines. In this connection tan calf 
and reddish tan kid are being 
worked up in samples. Alligator in 
combination with Russia tan calf 
also looks promising, according to 
several manufacturers here. 

In some quarters of the trade 
there has been a call for black and 
gray combinations. This demand 
has come chiefly from the vicinity 
of Chicago and is being closely 
watched for developments. Those, 
however, who keep in close touch 
with the developments in the gar- 
ment industries, see little indica- 
tion of a vogue for gray in the 
spring. 





The Spiked Heel 


There is some difference of 
opinion on the spiked heel. 
The best opinion along this 
line seems to run to heels of 
not more than two inches in 
height. Some as high as 2%4 
inches have been shown, but 
these are the extremes. With 
the spike heel, of course, goes 
the high sharp arch. In fact, 
according to one shoe manu- 
facturer here, who is well 
known as a stylist, the spike 
heel had to come as a cor- 
ollary to the high arch. 
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Richards & Brennan Co. -:- . Randolph, Mase. 




















Prices Are Discussed 


The price situation is beginning 
to give considerable concern in 
Brooklyn. High-grade leather has 
been advancing of late and it is 
likely that some advances will be 
made in shoe prices before the end 
of this year. A few manufacturers, 
however, assert that they will try 
to absorb the advances in leather 
until after the turn of the year, at 
least. If leather prices continue at 
their present level or advance still 
further, there is little doubt but 
that prices on spring shoes will 
have to be higher. 





New Chain Stores 


The Check-R shoe stores, which 
are being opened in Boston and 
vicinity, are units in a new chain 
of stores, that retail men’s welt 
shoes at $3.50 a pair. 
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FASHION FOOTWEAR 
Women’s Fine Turns 
and Novelties 
Our new models are attracting mest faverable 
attention. Hand turn slippers and pumps in the 
latest designs and Gnest leathers. 
TESSIER & BOWDOIN 
2 Washingten St., Haverhill, Mass. 





New York 


(Continued from page 115) 


& Company also ran sales on wo- 
men’s shoes with good success. 


Women’s Store Adds Men’s 
Line 
The Henning Boot Shop, Madison 
avenue, one of the exclusive shoe 
stores for women in the up-town 
shopping section, recently added a 
line of Nettleton shoes for men. 
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For Tired Feet” DRLCAMPEELLS 
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and QUALITY [HEALTH OE 
Send for Catal 
POWELL & CAMPBELL, 122-124 Duane St., NewYork 





























Alligator Much Used in 
Combinations 


For volume business, tan 
calf and patent leather are the 
best sellers in women’s shoes. 
Ooze has dropped considerably 
and satin is not as strong as it 
was. Combinations continue to 
grow stronger with the tan 
calf and patent combination 
leading at present. Combina- 
tions of calf and alligator and 
satin and patent have been 
selling in rather good quanti- 
ties and are receiving more 
attention from the retail shoe 
merchants. 











Hanan Error Corrected 


In a recent issue it was errone- 
ously stated that Hanan & Son are 
closing two of their New York 
stores. The store at 1391 Broadway, 
corner of 38th street, is being 
closed, temporarily, according to 
present plans, due to the fact that 
the building is to be torn down. A 
new building is to be erected on the 
site and the Hanan store may be 
resumed at this address, or possibly 
in a nearby location. Customers of 
the 38th street and Broadway store, 
in the meantime, are being referred 
to the nearest Hanan stores at 1225 
Broadway and 411 Fifth avenue. In 
error it was stated that these two 
latter stores are being closed. An 
official of the Hanan organization 
stated that no policy of eliminating 
any of the retail stores is in mind 
at present, in fact, some new stores 
may be opened. 


Leather Exhibit in Spring 

John Cotton Dana, director of 
the Newark, N. J., museum, last 
week announced an industrial art 
exhibition of leather and leather 
products on a national scale to be 
held at the museum next spring. 


‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send /@r Cata 


AH. Martin@ 


Mekew ROCHESTER NY — 











Gteal Daby Shoe 
Dorn erccchad 





FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A. POSNER SHOES, 

















G.H. PHILLIPS 


QUALITY SHOE ILLUSTRATIONS 
DESIGNING reeves pn pines | 


OMRECT Adve! 


109 KINGSTON ST. 
BOSTON 
PHONE Liberty 4648 | 


Do You Know? 


That you can buy or sell it through 
the ‘Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 





























f WHERE TO BUY 


Mens & Womens Slippecs 
Sa) Ne 





PARISTYLE FOOTWEAR MFG. 60.,| INC. 
Shisngs’ Steet Seewrity Bide., 180 W. Madleon 8t 
HIGH GRADE MULES AND D’ORSAYS 
Made ef Satin, Quilted Satin, Embossed 

Prives from $28.00 per dec. 08 








x — 
ten, 
Catalog Mass. 


MEN’S TURN SLIPPERS 


Retailing $3.00 to $7.00 














TRAVELING SLIPPERS 


IN STOCK 
of the very highest grade 
$1.15, $1.50 and $2.00 
all colors and leathers 


THE KAY-JAY SHOE CO. 
Manufacturers 
309 Finlay St., Cincinnati, O. 













SLIPPERS for MEN, WOMEN 
and CHILDREN 





Bedreom and heuse 
SLIPPERS in a wide 





variety of styles and 
prices. 
SATIN juareees 
noted fer quality 
FRANK H. PFEIFFER ¢o.. a 
24 Washingten Square Worcester, Mass. 
Of the 12 ESS For the 
Better | 2 Better 
Grade Trade 
BEST-EVER 
Soft-Sole Leather 
and Novelty 
Kimone Sandals 
Write for Prices 





BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








The Quality 
Pullman Slipper 
RED BLACK TAN 
SWAN SHOE CO. _ Baltimore, Md. 





a 








Satin, Felt and Leather 
Seft-Sole SLIPPERS 
fer the Entire Family 


No. 7300 Satin in these 
quero Amesiten Decne 
e, Old od 
biscatss 8 B. Blue, 
Taupe and * e 
Send for Price L 


NEW ENGLAND SLIPPER C co. 
140 Green Street - - orcester, Mase 


INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of ~~ so that he who 
runs Fuoren. Gane pages may read 











— and learn 











BOOT AND SHOE RECORDER 


Minneapolis 
(Continued from page 107) 


ured as a factor in bringing affairs 
back to normalcy. 


Adds Women’s Department 


Le Nards, a fashionable women’s 
apparel shop at 616 Nicollet avenue, 
Minneapolis, recently added a wom- 
en’s shoe department, J. B. Coun- 
seldaun of Chicago is managing the 
department. The line consists for 
the most part of novelty and dress 
shoes and hosiery. 














Style Show at the 
Northwestern Conven- 
tion 

Preparations are being 
speeded along for the style 
show in connection with the 
convention of the Northwest- 
ern Retail Shoe Dealers’ con- 
vention to be held in St. Paul, 
January 26, 27 and 28. The 
show and convention will be 
held in the huge auditorium, 
where accommodations will be 
more adequate than ever be- 
fore. The number of booths 
has been increased from 61 
last year to 80, and they will 
be rented from $60 to $100. 
Most of the booths will be 8 x 
12 feet. 














Dyed Satin Pumps for Eve- 
ning Wear 


The satin pump to match the 
gown and the sailor tie are the fea- 
tures catching the eyes of Minne- 
apolis and St. Paul women. Several 
of the leading shoe stores have laid 
in good-sized stocks of white satin 
pumps. Milady brings in samples of 
her evening gowns and gives the 
order to have one or several pairs 
of the pumps dyed to match, and 
of course buys hosiery of the same 
hue to make the match-up complete. 

A fee of $1 is charged here for 
dyeing, although it is noted that 
twice that amount is obtained in 
Eastern cities. 

A patent leather pump with a 
tiny tailored bow in place of wider 
ribbon is popular. This pump is cut 
considerably lower than the other. 
Satins continue to sell well. Some 
with rhinestone trimming along the 
collar are very good. The black pat- 
ent pump with the reptile trimming 
also has arrived. Tan continues to 
be a leading color. Sales of oxfords 
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BALLET SLIPPERS in Stock | 


2. Sizes 
from 6 small to 
large in all 
Parmey tices am. 
New York, 
N.Y: 

















BALLET SLIPPERS IN ST OCR oe sien 






FERGUSON BROS. Co. 
2121 Washington St. Boston, Mass. 


Seft Tee 


Hard Toe 
be gg 
rt, ses 


Alse Men's and Women’s Slippers of every description. 
METROPOLITAN SLIPPER Co. 
134 W. B’way, near Duane St. 











New York 








Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING “QUALITIES 








IN YOUR SHOES. 
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Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE e coon ce 
T ries at D. 3p 95 South 0. Becton, Meco, 








The One 








Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 











T. W. GODSOE, Pres. _ F.E. JONES, Treas. 
W.G. DONALD ¥, Vice-Pres. 


F. E. JONES Co. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 











COATED GEM DUCK 
ADHESIVE res pall CLOTH 


Babber and Lea 

Dry Foot Walden” 
Sheet. Rabber Soling 
B. F. CHAMBERLIN 


Sammer - 





Largest Manufacturers 
in the World of 


sp\ Slack Glazed Kid 
y Kid Surpass LEATHER @ 








WIDTHS 
GRADES 


sie 


Russell ManufacturingCo. 
Middletown, Conn. 





MANHATTAN FINDING CO. 


107 Duane St., New York City 


“KOM- Fur ARGH SUPPORTS 


Shoe Store quan 2k taiaee Qiiiatithes 
Write today for information 

We carry a full line of Gym and Ballet 

Slippers in stock 
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are picking up as the season ad- 
vances. 


Discuss House-to-House 
Canvassing 


At a recent meeting of retail shoe 
merchants of this city and St. Paul, 
a good deal of attention was con- 
centrated on the ‘house-to-house 
canvassing subject, Thomas Van 
Lear, former mayor of Minneapolis 
and vice-president of the Daily 
Star, dwelt at length on the issue. 
His paper has been conducting a 
vigorous campaign against house- 
to-house merchandising. 

The city council recently enacted 
an ordinance requiring salespeople 
who exact advance payments on to- 
deliver stuff to put up a $25 license 
fee and a $1,000 bond. The Real 
Silk Hosiery Co. of Indianapolis 
procured a temporary injunction in 
federal court against the city to re- 
strain it from enforcing the ordi- 
nance. Mr. Van Lear, in his speech, 
declared that tens of thousands of 
dollars are carried out of the twin 
cities every month by companies 
that sell inferior merchandise, gen- 
erally at higher prices, in competi- 
tion with the merchants who can be 
reached always for any comeback 
and who pay taxes and contribute in 
a thousand other ways to the up- 
keep of the community. The itiner- 
ant merchant, who was the object 
of the ordinance, he said, escapes 
these local responsibilities and is 
beyond reach when the merchandise 
goes wrong. 





I. Miller Moves December 20 


Brooklyn, Dec. 5—I. Miller & 
Sons, Inc., manufacturers of wo- 
men’s shoes, is going to move into 
its new factory about December 20. 
The new plant will take care of in- 
creased production, the result of 
Miller progress in making high- 
grade shoes for women. 
































J. R. BEATON COMPANY, Ine. 


381 FOURTH AVE., NEW YORK 





CHICAGO HOSIERY ATLANTA 
BOSTON L IT” SAN 
UKE i FRANCISCO 























TAREUs7 7 
ASK FOR SAMPLES Cac dS 


ty 


TOLMAN PRINT. INC. , est 





SH UNIVERSITY. 


ELEcreor sR 


cas oa 
fee ; 


CAMBRIDGE .MASS 
= 








ATLANTIC PRINTING CO, 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 Seuth Street Boston, Mass. 
Telephone, LIBerty 8673 

















‘aker of Artistic 
PRICE TICKETS 
Shoe trade my specialt 
Samples mailed a on | 
Established 1903 
™ 140 - 142 be BROADWAY 
isaeeineet riper 2” NEW YORK, N. ¥. 








Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“Recorder” readers, free for the 
asking. Write and tell us what 








you would like to know. 
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[ 3 W’S LENOX—IN STOCK | 


For Growing Girls, Misses and Children 














Tan Calf Vamp, Smoked Elk Top, New Stay 
Cut-Out Pattern 

585—Misses’, 11 (EEE ae 
586—Child’s, Rubber Heel, 8% to 11, D & E........ 2.65 
587—Child’s, Spring Heel, 8% to 11; D & E........ 2.65 


These Sturdy Children’s Shoes 
are especially seasonable | 


IN STOCK | 





IN Patent Vamp, Fieldmouse Top 
590—Mi 11 i i ls cetnntteatineeteeteeeineeeigesd aE 
STOCK t—Cnits’ Rushes Heel, 8% to ii D&B hes 


592—Child’s, Spring Heel, 8 
Patent Vamp, Smoked Elk Top 


to 11, D & E........ 2.65 


595—Misses’, 114% to 2, D MB iieeceoccecccccccecceseseseeeees $2.90 
596—Child’s, Rubber Heel, 8% to 11, D & E........ 2.65 
597—Child’s, Spring Heel, 8% to 11, D & E.......... 2.65 


Tan Calf Oxford Straight Tip 





Child’s 6361 8% toll D&E $1.90 
Misses’ 6360 11% to 2 D&E 2.10 
G. G. 4723 2% to 7 C&E 2.60 

Tan Calf Oxford, Wing Tip, Brass 

Eyelet 
Send for New Illustrated hits $206 Stoll D&E $2.05 
NEW STAY . G. G. 4475 2%to7 D 2.75 
C ircular Tan Elko Oxford Shield Tip 


CUT-OUT PATTERN 


j Weimer, Wright and Watkin Co. 


Child’s 6201 8%toll D&E $1.90 
Misses’ 6200 11 ha . D&E 2.10 
G. G. 4478 2 D 2.60 


Gun Calf, Wing Te. ‘pchet Eyelet 


gus ga ttt BSE St 
39 S. Second Street, Philadelphia G. G. 4481 2%to7 D 2.75 








“Clifton” 
GEM DUCK 
4 


Sd 
4° FROM THE FIRST DAY 
YOU USE IT YOU’LL NEVER 


-° 
4° REFUSE IT 


Used with our wet process it produces a per- 
fect innersole, as it is easily formed in and hugs 
the lip providing strength where strength is 
most needed 


“CLIFTON” COVERING CLOTHS 


“Clifton” backing and plumping cloths are 
recommended for satisfactory results. 


In profitable shoemaking all “Clifton” special- 
ties register high. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 


SSeeeesesesessasesek 














No More Breaking or Refinishing of 
Window Fixtures. 


METAL SHOE DISPLAY 


FIXTURES 


Attract Light and Brighten Windows. 
Always the Same. 














HIGHLY POLISHED, NICKEL FINISHED. 
Three Sizes—High, Medium, Low. 
Reasonably Priced. 

Write your Jobber, or Direct for Prices. 
Manufacturers. 


F.W. WHITCHER CO.., 332 Albany Bldg., BOSTON 





When writing to the above advertisers please mention Boot and Shoe Recorder 
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ou can stretch shoes safely 


on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 


The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 
39 WARREN STREET, NEW YORK 








When writing to Unirep SHok Macuinery Corvoration please mention Boot and Shue Recorder 
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AN INVITATION 


Hopkins & Ellis, Inc. 


All buyers interested in women’s turns 
and McKays which are 


‘*Ahead of the Clock for Style’’ 


Are invited to see our latest novelties 


QUALITY SHOES TO RETAIL AT 
POPULAR PRICES 


Represented by: A. C. Golden, New England and 
New York State; Victor L. Maynard, Boston 
and vicinity, office 110 Lincoln Street; S. T. 
Roach, Georgia, Alabama, and Florida; P. A. 
Morgan, the Dakotas, Minnesota, Wisconsin, 
Iowa; Joseph A. Saxe, Chicago and vicinity. 


During Boston Show week, January 12,13, 14 and 
15, our line also will be shown at Rooms 112 and 
114, United States Hotel, Boston 


“A word to the wise is sufficient.” 


HOPKINS & ELLIS, Inc. 


MANUFACTURERS 


HAVERHILL - - MASS. 
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Indian Moccasin Slippers 
Make Useful Gifts 


And add profit to your Christmas Business 


Genuine moccasin hand-sewed construction. Best grade Tan 
Elk uppers and flexible Oak soles. Indian design burnt 
into top as illustrated. Made on good fitting lasts—to out- 
wear any other type of slipper. 


IN STOCK 


For At-Once Delivery 
Style 1051 Men’s 6-11........$2.50 
Style 1052 Men’s 6-11........ 2.35 
Style 951 Women’s 3-7.... 2.25 
Style 952 Women’s 3-7.... 2.15 

Lined Sc per pair extra 


Price List of other styles 
immediately sent on request. 


We also make the best play footwear for children under 
the name of 


TRACE MARK REG. U S&S. PAT. OFFICE 


Berkshire Moccasin Co. 


We will have several territories open for high grade side-line salesmen after 
Jan. 2nd. If interested write to R. B. Peckham, Gen. Mgr. 


HOLLISTON 
MASS. 

















This exclusive and original idea of 
the “‘Dalco’”’ Factory means quick sales 
and more profits for retailers. 

This pattern illustrates our beautiful rhinestone 
front Dalco Pump Hold. Many others to choose 
from. Flexible back makes one size serve all. 
Come carded for easy merchandising. Hand 
them out and take the money, that’s all. No fit- 
ting, no fussing. Order trial dozen NOW. Ask 
for assortment to retail at popular prices. 


Prices $6 to $12.00 per Dozen Pair 
Send for Folder 


DALRYMPLE-DUDLEY CO. 
HAVERHILL, MASS. 
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“s, WANTED 


a 218 A MANUFACTURER OF WOMEN’S SHOES 


ane Wants to Know How Many 
Boot and Shoe Recorder Subscribers 


CARRY WOMEN’S SHOES 





TON 
ion He is entitled to know 
— We will tell him 


Personal written reports, direct from 11,220 of our retail shoe 
subscribers, prove that 


10,503 CARRY WOMEN’S SHOES 


The Boot and Shoe Recorder carries the message of this manu- 
facturer of Women’s Shoes every week right up to this 
enormous purchasing power—as rich in qual- 
ity and volume as in numbers. 








The record is authenticated at our office. It proves the Boot 
and Shoe Recorder’s tremendous force in influencing 
the buying of women’s footwear. 


Report on Children’s Shoes next week. 
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CUSHMAN-HOLLIS Co. 


Sales Office, Albany Building Factory 
Boston Auburn, Me. 


a 








When writing to Cusuman Horris Company please mention Boot and Shoe Recorder 
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Tinsure Better Service 


sj to those visiting our sales headquarters, we 
| have greatly enlarged our office, sample and 
| sales rooms in the 


Albany Building, Boston 


| These comfortable, light quarters are located 
} q on the third floor and can be reached either 
1, | from the Beach Street or the Lincoln Street 
ic*| entrance. 





An Invitation 


_4| To all volume buyers of women’s shoes in 

§,| fabric and leather to retail from $3 to $6, we 

rR] urgently extend an invitation to visit us 
“4 when they come to the Boston market. 











N.S.R.A. 


i\White Season clio 
CUSHMAN-HOLLIS CO. 


Sales Office, Albany Building Factory 











Ne. Boston _ Auburn, Me. 





When writing to Cusuman Hoxtis Company please mention Boot and Shoe Recorder 
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J. 


RUSSIAN BOOT 


ty. 


MEN’S ROMEO 






For Your Holiday Business 
IN STOCK READY TO SHIP 


RUSSIAN BOOT 


5-8  8%-1l 11%-2 
Outside 


Rubber Heel 
No. 515 Brown Lotus, Patent Leather Collar, Oak 


$3.00 $3.50 
No. 8016 Nut Brown, Nut Brown Collar, Oak Sole... 2. 25 2.75 3.25 


MEN’S ROMEO 6 toll 
No. 8080 Mahogany Romeo, Oak Sole, Rubber Heel..................- $1.70 
No. 8064 Brown Kid Romeo, Oak Sole, Rubber Heel.................. 1.85 
Not made by Ramsey Process. 
Twenty cents extra for Ramsey Process. 
SEND YOUR ORDERS NOW 
347 RIDER AVE., BRONX, NEW YORK 
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PERETT 
Modeled over our short vamp lasts in 
9-12-14 and 17/8 heels. 


ADVERTISE QUALITY AND 
SERVICE. 


BUY THE SHERWOOD LINE 
AND STICK TO IT. 











SHERWOOD SHOE CO. :: 


ORIGINATORS OF QUALIT Y McKAYS 


Going stronger than ever. 


Made with Tailored Bow or asa | Eyelet Wide 
Ribbon Tie. 

Good for the next sixty days, in Patent vamps 
with colored calf or colored lizard and Alli- 


gator Calf Quarters. Samples or Salesmen. 


amar 


SoS 








Send for Dr. Darling Arch Support Booklet 


Rochester, N. Y. 
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GLOVE-GRIP SHOES 








el 


YOU WANT MORE BUSINESS AND MORE PROFIT 
. || HAVE SOMETHING TO SELL BESIDES THE SHOE 
: Sell the GLOVE-GRIP Feature, Built into ARNOLD SHOES, 


And Your Prestige and Profits Will Show a Gratifying Increase 
Styles for Men and Women Carried In Stock 


as 


When you go out to buy a new car you consider its features of comfort, efficiency and safety 
and on these you become sold before favoring a purchase. It is exactly so with all things today 
and shoes are no exception. More business and more profit is wanted. Have something to 
interest—to sell—besides the shoe. In the Arnold Shoe is the Glove-Grip feature, perfectly 
, practical and patented because it is practical. The Glove-Grip feature improves the lines of 
the shoe, maintains the shoes’ good looks. provides ' - *ter fitting qualities and assures com- 
fort to wearers from the first day worn. It’s a p - asuv2 to sell Arnold Glove-Grip shoes, and 
it’s profitable too. 






Forty-Nine 
Glove - Grip 
Styles Carried 












THE MALCOLM 


IN STOCK IN STOCK 
MODEL S420 MODEL S421 
Arnold Glove-Grip Blucher Oxford, Imported Arnold Glove-Grip Blucher Oxford, Imported 
Tan Scotch Grain, Barbour Stormwelt, Heavy Black Scotch Grain, Barbour Stormwelt, 


Single Sole, Leather Flange Heel. Sizes: AA Heavy Single Sole, Leather Flange Heel. Sizes 
and A, 7 to 11; B, 6 to 11; C and D, & to 11. AA and A, 7 to 11; B, 6 to 11; C and D, & to 11. 


Price $7.65 









° 









Price $7.65 





EFFECTIVE SELLING AIDS FURNISHED WITHOUT COST 







ooo 0 0S oof 











Manufactured only by 


M. N. ARNOLD SHOE CO. 


NORTH ABINGTON, MASS. 


o> 


















Write today for this Catalogue “‘S.”” - NEW YORK OFFICE: 127 DUANE STREET 
Illustrates and Prices Glove-Grip 
Stock Styles. BOSTON OFFICE: 10 HIGH STREET 






When writing te M. N. Annotv Suox Company please mention Boot and Shoe Recorder 
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Tan Calf and 
Patent Leather Pumps 


In Stock 





PEO OL OP OP OP SE OE STAT 





SEERA pee eae $4.50 
Patent Leather Pump, 15-8 Spanish 
Louis Heel, 263 Last, Wilson Process. 






iA 


ay Caer 














RIR 









Russia Calf Pump, 14-8” Spanish 
Louis Heel, 262 Last, Wilson Process. 






Terms: Net 30 Days 





C. P. FORD & CO.,Inc. - - Rochester, N. Y. 


NEW YORK: Marbridge Building 


cot at oE SE aes 






o> foo 


LAs 


PEG. U.S. PAT OFF. 








A Slipper Novelty 


Style 330—Brown Pompom, Orange Inlay, Women’s 
Felt Everett, Roll Edge. 





Style 513—Women’s Glazed Kid Slipper, Pompom 
Ornament. 


Black Eyed Susan— | 
: 


While in Boston we would be pleased to have you 
call at 139 Lincoln Street and inspect our 1925 
samples. 





WORCESTER MASSACHUSETTS 









C. A. GROSVENOR SHOE CO. 





When writing to the above advertisers please mention Boot and Shoe Recorder 
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As we have added several new colors, the foregoing names have been adopted 





Preserve this list for reference 
These names are buy-words for Spring 


Samples are ready 


A. C. Lawrence Leather Company 
210 South Street, Boston, Mass. 


When writing to A. C. Lawrence Leatuza Co. please mention Boot and Shoe Recorder 
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6é day. 
Are You Saving Lost Sales? “Turn” Them [ %%. 
store 
the New Way Was 
In 
takes 
HERE should be some kind of a system to turn over unsold customers in every a» 
retail shoe store. Almost every day, one or more sales can be saved by this m~z 
method, if intelligently applied. The old system of changing salesmen by the ger, ¢ 
hackneyed phrase, “Mr. Brown has charge of this department, etc.,”’ will no longer man 
get over. It has been repeated so often, that it has become a “chestnut” to the hear, 
modern shopper. tome: 
Nevertheless, they need turning. Often the first salesman does not get the luck 
customer’s idea or he has made an unfavorable impression so that the customer mi 
has no respect for his judgment or suggestions. Perhaps the customer dis- askec 
heartened the salesman with her opening remarks, when she described some I hes 
ridiculous style of shoe. Then again the store may possess in its stock the very and | 
shoe desired, but the salesman “forgot” to show that one. man’ 
There are many new ways of “turning” so that the customer who may be an that 
experienced retail salesperson in some other line, does not realize she has been : 
turned. think 
Th 
the 1 
HE Recorder field editor recently witnessed a rangement with an expression of appreciation. The a 
successful “T. O.” demonstration in a mid-western manager had so instilled confidence into that customer show 
store. The salesmen had instructions to report that he was able to reach for the customer’s old shoe, the 3 
to the floor manager, in proper time, any customers put it on the foot and lead her to the section of chairs pleas 
they felt could not be sold by them, whether it was a_ alloted to salesman No. 8. the ¢ 
question of style, material, size or price. The salesman, It was the custom of this busy store to keep each in t] 
to hold his job, had to sell or report before dismissing salesman in certain sections, so they could, in rush place 
any customer and if this was not done he was sub-_ periods, wait on two, three or four customers at one 
jected to severe criticism. The demonstration pro- time, without neglecting any one of them, but where 
ceeded in this way. this system is not employed, salesman No. 8 or any 
other man the manager designated, could have stepped 
How the Turnover Started in and sold the customer in question. Ww 
Salesman No. 5 reported to the floor manager that es aA is in 
he desired a “T. O.” on customer seated in chair No. A Lost Sale “Saved defir 
48. That finished salesman No. 5’s relationship with After seating the customer in section No. 8 which It v 
that customer. From then on the floor manager took was in another portion of the store, I heard the mana- legal 
charge. Gracefully, with a smile and a twinkle in his ger explain softly to salesman No. 8, “This customer boot 
eye, he approached the seated customer and occupied was being served by salesman No. 5, but ke was unable figui 
the fitting stool before her. I moved up closer, just in to find the right style and size, so the lady has con- ing 
time to hear him say, “The salesman, who has been’ sented to wait for you. Please show Ler some of those grou 
waiting on you, reports that he is experiencing some new shoes you were unpacking this morning.” Then ane 
difficulty in finding shoes of proper style and size for again I heard the lady thank the manager for his 
your feet.” interest in her behalf. — 
Then immediately the customer commenced explain- That customer was “turned” with diploraacy by the Secr 
ing her requirements and when she had finished, the manager and sold by No. 8. She also promised sales- wee 
manager answered, “Yes, that was the way your sales- man No. 8 she would call for him the next time she repo 
man explained to me and asked that I give him some came in. The manager who made it his business to enac 
help if possible.” Then after a little pause and study wat.h results, took advantage of the opportunity to "a 
the manager continued, “We just received some fifteen inquire of the customer as she was leaving the store, ever 
or sixteen cases of new shoes by express this A.M. if she had been properly served, to which the customer “bet 
which have not been fully checked, but salesman No. 8, answered, “Yes,” and that she was greatly pleased, in 1 
who has the responsibility of checking incoming ship- and again thanking the manager for his courtesy, was wha 
ments this week, has access to these shoes. I am sure on her way. inte 
that we have just the shoe in that lot, that will fit and d defir 
please you in every way, so if you don’t mind, I will How It Works in Another Store by « 
have salesman No. 8 wait on you at once.” Think of it. This customer was led around the store que 
from one section to another, where the second sales- the 
How the New. Salesman Was Introduced _ man sold and pleased her. Before dismissing the cus- are 
The lady was more than pleased with the manager’s tomer No. 8 sold her some hose. A few transactions wit 
remarks and suggestions, and consented to the ar-_ like this every day will pay the rent and there are port 
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opportunities of saving sales in nearly all stores every 
day. It has a far-reaching effect. Not only was this 
customer sold but she will undoubtedly return to that 
store and salesman No. 8 with some of her friends. 
Was the effort worth while? 

In another store where the manager personally 
takes the “turnovers,” he is called in at the right time 
very discreetly. The salesman called Mr. Jones, no 
mention being made of the fact that he was the mana- 
ger, etc., and when the manager approached, the sales- 
man explained loud enough so the customer could also 
hear, what he was trying to find to meet the cus- 
tomer’s requirements and that he was not having any 
luck in his search. 

“Is there some shoe that I have overlooked?” he 
asked of Mr. Jones. Then, after a few seconds’ study, 
I heard the manager ask the salesman if he had tried 
and shown style No. 235. With this remark the sales- 
man’s face brightened, and he said, “No, I overlooked 
that one. Please show that shoe to this customer. I 
think it will be just the thing.” 

The manager had by this time “eased’”’ himself onto 
the fitting stool and, with measuring stick ready, he 
determined the approximate size, while the salesman 
busied himself by putting away the shoes he had 
shown, which, by the way, may have come in handy for 
the manager to use over again. The manager, with his 
pleasing personality and apparent patience, soon had 
the customer sold. A pair of shoe trees were included 
in the customer’s purchase. A “turnover” had taken 
place successfully without the customer’s knowledge. 





To Define Status of Trade 
Associations 

Washington, Dec. 3—Secretary of Commerce Hoover 
is insistent that Congress should give some legislative 
definition as to the limitations of trade associations. 
It will be recalled that the uncertainty as to their 
legal status has hampered the gathering of data in the 
boot and shoe trade. There are many other cases where 
figures are held back, mak- 
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the value of much admirable activity. At the same 
time, we are keeping alive the possibility of wrongful 
acts.” 

The secretary declares that legislative definition for 
activities of the farmer and the laborer have been given 
as they affect labor organizations and co-operative 
organizations of farmers, and he asserts that he is 
convinced that the time has come when definition 
should be extended to those engaged in industry, trade 
and commerce, particularly in the interest of main- 
taining the small business unit. 

Mr. Hoover pointed out that it is true that a small 
majority of trade associations have been in the past 
used as cloaks for restraint of trade by such activities 
as open-price associations and other attempts to con- 
trol distribution of prices. It is equally true, he says, 
that the vast majority of trade associations have no 
such purpose and do no such things. 

The legislation proposed by Secretary of Commerce 
Hoover would in effect compel industry to supply 
monthly figures, yet, as the director of census sug- 
gests, most of the data now is already available 
through the voluntary co-operation of the industrial 
interests of the country. Production of statistics for 
the biennial census are compulsory under the law, but 
it is the purpose of the Director to make the figures 
more current by placing them on a monthly basis, and 
more complete by getting figures from the few who 
now Go not supply them. 

Reluctance on the part of some interests to provide 
figures is attributed to the doubt concerning the 
legality of certain activities of trade associations. This 
much mooted issue never has been settled and while 
efforts to clarify the situation still are under way, 
there is little hope for immediate results. At the same 
time it has been suggested that the recommendation of 
the director of census gives to operating trade associa- 
tions, still assured of their legality, an opportunity to 
work out a plan which would be equal to giving 
authority to the director of the census to obtain the 
statistics he desired. The 
material manifestly, would 





ing the statistical back- 
ground incomplete. Congress 


be used by the trade associa- 
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was asked to assist the busi- 
ness world in this problem. 
Secretary of Commerce has 
recommended in his annual 
report that legislation be 
enacted to this end. 

“The dividing line, how- 
ever,” the secretary says, 
“between what activities are 
in the public interest and 
what are not in the public 
interest is not today clearly 
defined either by the law or 
by court decision. In conse- 
quence of recent decisions of 
the courts many associations 
are fearful of proceeding 
with work of vital public im- 
portance, and we are losing 








These turnover systems keep the sales 
force on their toes. In every store there are 
men who develop the ability to handle 
“turnovers” and such men take pride in 
selling them satisfactorily. If you don’t 
have such a man in your store, develop one 
or more or get one from the outside. They 
are an asset to your establishment. Never 
turn a customer twice. It has proven to be 
a waste of time in the average store and a 
loss of confidence. 


Throw out the old system if you still 
employ it. Copy these ideas or create new 
ones. The old way is no longer a secret to 
the buying public, except to the “ignorant 
crank” who will sit herself down and re- 
mark that, “The manager always has to 
wait on me.” She has been “turned” all her 
life and never has “got wise’; but such 
customers and such ignorance are in the 
minority. 








tions also. 

The point has been made 
that forms for schedules 
calling for these statistics 
from all sources approached 
by the bureau, might be 
worked out through co- 
operation between trade as- 
sociations and the bureau. 
Considerable doubt exists 
that the recommendation 
made by the Director will be 
granted by Congress. At the 
outset, it has been pointed 
out it would require a con- 
siderable sum of money for 
the bureau and would repre- 
sent a great deal of expense 
for industrial interests. 
Some, however, favor it. 
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MONG the discriminating shoe merchants 
and manufacturers of America the name 
Kaffor Kid has an interesting significance. 


It symbolizes a distinct individuality in leather tannage 
for Kaffor Kid is a calf leather. Calf leather with an 
extremely fine grain, the softness of kid with the su- 
perior wearing and non-scuffing qualities of calf. 


It is distinct too in its working quality, for the mellow 
softness makes possible the finest details of shoe crafts- 
manship. 


Manufacturer and merchant alike appreciate this un- 
usual advantage in a leather, for both realize that it 
brings about the certain satisfaction of the wearer. 


Many far-seeing merchants today are specifying Kaffor 
Kid in men’s, women’s and children’s footwear for they 
realize the wisdom of assuring the customer’s approval. 


The shoe illustrated is from the famous Val Dutten- 
hofer Sons Company line. 


Kaffor Kid comes in Black, Arab Tan and Morro 


Brown color. 


Ono feather teas ig 


Girard ~ Ohio 


“This is a Calf Year” 


Write us for any Write for booklet 
information desired “The Story of Leather” 
about leather. Sent Gratis. 



















The popular selling GOSSARD pattern 
Made of Black Kafior K Kid 
Price, $5.15 
Val Duttenhofer Sons Company 
Cincinnati, Ohio 


The Shopping Center De Luxe 
ston, Mass. 
Tremont and Boylston Streets 
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HERE’S no doubt about it! We are 

entering upon a period of better 
business all along the line. At such times, 
when orders come freely, the avaricious 
firm makes delivery promises it cannot 
hope to meet. 





We make our pledge to buyers that in 
this vitally important matter our promises 
shall be fulfilled, insofar as it is humanly 


possible. 


Mitchell-Welch, though a new firm, 
combines the experience of two old houses 
skilled in producing women's shoes—on 
time. In a new, modern factory they are 
proving that they can indeed ‘make 


well’ the finest $5.00 retailers a 
volume buyer ever laid eyes on. 






















Give your Easter or- 
ders time to be made 
right; and get them in 
early! 














MITCHELL-WELCH SHOE CO. 


163 Commercial Street, West Lynn, Mass. 
Boston Salesroom, 89 Bedford Street | 

















When writing to Mrtcurti-Weicn Suox Co. please mention Boot and Shoe Recorder 
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Wider Toes are passing | 
out in Mens Shoes_ { 


This tyne of toe is 
! | 


Any United Last Company branch will 
gladly show you the entire new range of 
lasts which our designers have developed 
in keeping with this tendency. 


a 







Oo a~a 





Cane 
( 


ooa 
Gl 


S 
S 


{ OOK WUGMG KO} C 


NOAA 
GI 


Z 


Yanenee 
HCOLGOLOKG 


ae ee 







YONA ICE YT 


<i G G 
CAC Case 
OKC 











+ 





PLAN TO CALL AT 12 essex Ve 
STREET 


EFORE placing orders, visit nee 556-S a 
our show rooms, where we 
shall have on display the very 


newest New York patterns, N. S. R. A. CONVENTION 


shown in all varieties of shoes on 


the latest UNITED LASTS. 
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Those who attended our similar show- 


In no other way can you get so com- ing during BOSTON STYLE SHOW 





bared 
QS 


GUGIS 
ARYAK Hover 











Nele 
prehensive a style viewpoint to give WEEK last July will fully appreciate Oty 
you accurate guidance in order placing. the importance of this invitation. 

+ + 
a 


‘United Last Company > 


Headquarters — Boston, Mass. 


FACTORIES 
BROCKTON ROCHESTER SHOW ROOMS 
NEWARK HAVERHILL BOSTON 
LYNN AUBURN 212 Essex St. 


CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE NEW YORK 


1402 Bush Terminal Bldg. 


Affiliated Company 
United Last Company Ltd. 
Montreal 
with Branch Office at Toronto 


CINCINNATI 
803 Sycamore St. 





PHILADELPHIA 
331 Arch St, 











When writing to Untrep Last Company please mention Boot and Shoe Recorder 
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Our ENGLISH GRAY 
S T-ARBVK in combination 
with our DONKEY COLT 
Patent Leather, as illustrated 
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TOLMAN, Dow & Co., INC. 


176-180 LINCOLN.ST., BOSTON, MASS. 


Rochester, i. | A - wee —_ by 
Mr. A. E. Perry > 1 R o New Castle Leather_ Co. 
22 Andrews St. ye ll a > 100 Gold St. 
; d- hat ' . 
St. Louis, Mo. nees te | Cincinnati, Ohio 
T. M. Fitzgerald & Co. F. George Mohr 
1602 Locust St. 202 E. 7th St. 


TGIGIG 
NO) 


Uete 
Ke 
Oe” QO 


O30) 


QM 


a) 


WEG 
}) 
OME 


Dy 


i 


7 5) 
)) 
HOD OA 


—— 


KG 
ONO) 


iG 
Fereres 
QRZ 


OVO) 
PDeDeA 


aveee 

VOD OW OY OW EWEN 

g LEOPOLD 
a 


aL Ve GC GL GPG) GQ GQ VLA GPG BGOINMVAEIMiEQ Be Me BeBe Ve Ve Ve Ve Vvemerweme Ve 
POTCTO ICICI CII GICI Clo NAClGICICIGIGIGIGICIGICICGIGICIGIC! 


CATO. 


CO) 
on” 


Engtish Gray . 
Starbuk 


in combination with 


Donkey (olt 


oR 


RO 


NYO)Y< 
ROR 

> ys ©) ©)) 
DATES 


OVO)’ 
eae) 


SEAM MMMM MMP LMA GA AI MAA AG MMMM MAMA 


Ax 


Zs 


¢ 


WS 





mz 


t 





138 BOOT AND SHOE RECORDER December 6, 192; 


@ CORDO-HYDE @ CORDO-HYDE @ CORDO-HYDE @ CORDO-HYDE 4¢ 
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CORDO-HYDE 


shoe laces make 
any shoe better 


th = ill 














Dealers who buy shoes CORDO-HYDE 
equipped have added selling value. 


Ask your manufacturer to equip your 
shoes with CORDO-HYDE LACES. — 


CORDO-HYDE shoe laces are as much un- 
like ordinary laces as balloon tires are su- 
perior to solid rubber. 








0. A. Miller Treeing Machine Co. 


SHOE LACE DIVISION 
BROCKTON - - MASS. 





@ CORDO-HYDE @ CORDO-HYDESi@_,CORDO-HYDE @ CORDO-HYDE ® | Gm 
The w 


When writing te O. A. Mitiza Taxzuve Macunee Company please mention Boot and Shoe Recorder 
































cA WORD WITHA WORLD OF 

MEANING~70_ BUYERS OF 

SMART SHOES FOR WOMEN 
Watk-Croft, 


SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 
A? THEIR FACTORY IN BOSTON 
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Combination Colors IN STOCK! 


Apricot Quarters with Patent 





Vamps 


















No. B-379 
Patent Leather Vamp, Apricot Calf 
arter, inati Lea’ 


, Combination ther ° 
lack Celluloid Covered 12/8 Cuban Heel, 
Wilson Sewed. 


No. B-378—Same in All Tan Calf. . .$5.00 
No. B-377—Same in Kaffor Kid..... 5.00 
No. B-376—Same in Patent Colt.... 5.00 












214-10 
AAA to EE 


Style B-410 
Price $5.50 
Stylish Black Kid 
Boot, Round Toe, 
Imitation Tip, 12/8 
Heel, Rubber Top 

Lift, Welt. 








Style B-411 
Brown Kid 
rown b 
Price $6.00 No. B-380 $5.75 
Patent Leather Vamp, Apricot Calf 


Quarter, Two-Button Pattern with Cut- 
out’ Front, Apricot Calf Covered 15/8 
Spanish Heel. High Grade Hand Turn. 


















Sizes and Widths: AA, 4-8; A, 3-8; B and C, 214-8 
TERMS: Net 30 Days 


Joy, Clark & Nier, Inc.----Rochester, N. Y. 
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THE ‘“‘WANETA” IN STOCK 














Made over Medium Toe Last (227) with 
11/8 Cuban Heel 


in 
Patent Leather..............$6.25 per pair 
"ee Rene. 





= ee tm 


In lots of 36 pairs 
consisting of 
5, AA; 12, A; 13, B; 6, C 
i in Gore h irresistible appeal to ¥those 
Te iL a orede puuera of pc pa e seuace Vibe 


number has been successfully sold by quite fa few 
representative retailers. 


BERT E. DRAKE & CO., Inc. 
151 33rd Street 
BROOKLYN, N. Y. 

































COMING TO THE 
CONVENTION? 


The New Year opens in Boston with a 
great shoe style show to which thousands 
are arranging to go. If you are coming 
where business is sure to be humming, 
make your reservation at the Essex 
NOW. The Essex is one hotel in Boston 
within easy reach of where you want to go. 






















































The Essex Hotel Co. 


J. J. McCarthy, Pres. T. A. McCarthy, Treas. 
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New Felts for 
Bigger Profits 


Another new Dolgeville number! For this season 
the Dolgeville line offers a wider variety of styles, 
shapes and colors than ever before. 


This ladies’ slipper has a padded sole, spring 
heel, embroidered collar and celluloid buckle. It 
can be had in a variety of attractive shades, and 
is sure to be popular with women. 


Years of experience have put Dolgeville in the 
front rank. During the present season this famous 
line of felts will keep its leadership with better 
styles and even finer workmanship. You can 
always be sure of pleasing your customers when 
you carry Dolgeville felt footwear. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, New York 
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MODEL 3504 i 
ANOTHER EXCLUSIVE to | 
BRAUER CREATION wa} 
THIS NEW AND STRIKING FOUR-STRAP IS ma. 
DEVELOPED IN PATENT VAMP WITH AIREDALE old- 
ALLIGATOR QUARTER, SIDE STRAP AND HEEL knc 
—ON OUR NEW 90 MEDIUM ROUND TOE LAST— - 
9/8 BLOCK COVERED HEEL. ties 
NOT CARRIED IN STOCK pul 
MADE ON ORDER ONLY boc 
ALSO WITH 11/8 AND 13/8 HEELS sid 
IN MANY ATTRACTIVE TWO-TONE wa 
. STATLER JANUARY COMBINATIONS anc 
HOTEL 5-6-7 BRO ST. LOUIS sor 
; ST. LOUIS 1925 BRAVER Ss. SHOE g. U.S.A. lac 
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Insured Arch shoes carry a built-in arch of hand-forged, | 
springy steel flexible enough to allow full movement of no 
the muscles, yet strong enough to afford support—and be 
a full long leather counter inside to keep the foot in 
correct position. It is a feature which, combined with fa 
good taste and best materials, makes The Insured ta’ 
Arch shoe a certain business builder for all time. no 
mi 
: hi 
| IN STOCK w 
re 
These shown are two numbers ty 
of a wide range of styles carried 
ready for immediate shipment. a 
We’d like you to know more ti 
about them,—and The Insured ia 
Arch feature too. Write for 
samples and details. be 
wy rs ; , to 
re “oe st hope “ay No. 28—Black Kid Goodyear Welt 
3/8 Military Heel, 274 to 8, bog 13/8 Military Heel 2% to 8, A to D. a 
Ooo $4.35 - 
No. 37—Same in Havana Brown No. 30—Same in Patent Leather. te 
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Latest Style Note Makes Important the 
Proper Tieing of Shoe Laces 


New Patterns Depends on Neatly Arranging Bow for Style 
Effectiveness 


ACK swings the styles 
B and with it comes 

shoe laces and ribbons 
to be tied in a more styleful 
way. The younger salesmen 
may never have learned this 
old-time method of tying a 
knot that will not come un- 
tied. Before the advent of 
pumps and straps, when 
boots and oxfords were con- 
sidered regular, footwear 
was held together by buttons 
and laces. Many people had 
some special knack of tying 
laces. Cross-word puzzles 
were simple compared to 
the solution of solving these 
knots. 

With the return of ties and lace oxfords as big sell- 
ers in women’s styles, and signs pointing to ties and 
variations being in vogue for men’s wear, laces are 
much broader and, unless tied neatly, will not present 
a very finished appearance. The feature of the knot 
described in this article is that it holds its shape 
firmly and is very difficult to become untied, unless 
handled by the wearer. 

Contrary to some salesmen’s ideas, customers did 
not tie the strings to cause the salesman trouble, but 
because they knew of no other method of securely 
fastening their shoes. They were only too glad to be 
taught a simple method and 
not only thanked the sales- 
man, but often remembered 
him and the store long after- 
ward. 

Some bright individual 
reasoned out a method of 
tying that was simple to tie, 
easy to untie, but would stay 
tied. After becoming famil- 
iar with this method, it will 
become almost second nature 
to use it. 

Every person the sales- 
man teaches will have occa- 
sion at some future time to 
teach it to some other per- 
son, and they invariably will 
say: “Let me show you the 
knot that does not come un- 
tied. It was shown to me by 
Mr. Jones at Green’s shoe 
store, and it is very simple.” 





Figure 1—Curving the first loop over and 
through the opening. It’s ready to be pulled taut. 





Figure 2—The finished knot. Looks the same as 
regular knot, except it has two bars across the 
loop. 


It is little incidents like these 
that create a lasting impres- 
sion and build up that tan- 
gible thing called good-will. 
“The knot that does not un- 
tie” is tied very similar to a 
common bow knot. 


How to Tie the Knot 


In tying a bow knot notice 
that you form a loop with 
the first string, which you 
hold in shape with your left 
index finger and thumb. 
With your right hand wind 
the second string around the 
loop and push it through the 
opening with the left index 
finger, forming the second 
loop, which you grasp with your left hand and at the 
same time grasp the first loop with your right hand 
and draw both taut, forming the regular bow knot so 
familiar to everyone. 

To tie the knot that does not untie, proceed in the 
same manner as follows: First, form the loop with the 
first string as before; second, wind the second string 
around the loop with” your right hand and push it 
through the opening, forming the second loop, which 
you grasp in your left hand. 

Now in place of pulling the two loops, wind the first 
over and through the openings, as shown in Fig. 1. 
Then pull the two loops taut 
as in the regular bow knot. 
The knot formed by this 
operation is shown in Fig. 2 
which, as you see, is simply 
a bow knot with two bars 
across it instead of one. 

To untie this knot, pull 
either or both strings as in 
a regular bow knot, and it 
will untie very readily. 





New Line of Men’s 
Hose 


The Propper Silk Hosiery 
Mills, Inc., New York City, 
have just announced the ad- 
dition of a line of very fine 
full-fashioned chiffon half 
hose for gentlemen’s evening 
wear. 
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“Gro-Cord” Soles 
are of finely com- 

unded live rub- 

t with every in- 
built cord, gum coated for 
long wear as in a cord tire. 
No other sole is like ““Gro- 
Cord.” No other sole has all of it’s 
advantages. 


Your customers want comfort, flexi- 
bility, and long wear. “Gro-Cord” 
supplies these features and many more. 


Representative manufacturers produce “Gro- 

Cord” Soled shoes. Write—and their names 
will be sent you. Include ““Gro-Cord” Soled shoes for 
work, dress and sport in your next order and give 
your customers what they most desire. 


a 


— Northwestern Leather Co. 
Distributors 14 South St., Boston, Mass. 
A. C. Morand Co. A.R. MuellerCo. Edward C. Mueller 
204-6 Sacramento St. 258 Fourth St. 1627 Locust St. 
San Francisco, Cal. Milwaukee, Wisconsin St. Louis, Mo. 


Lima Cord Sole zs» Heel Co. 
Lima, Qhio. 






When writing to Tux Lima Corp Sore anp Heet Co. please mention Boot and Shoe Recorder 
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Here’s the solution of the RECORDER Cross-Word 
puzzle, published in our issue of November 29. 
A trifle difficult in spots but good for fun to solve. 


How many were able to get all the words?” 





Joseph Clark Is Dead 


Joseph F. Clark, secretary of 
Truitt Bros., Inc., Binghamton, 
N. Y., is dead. He was taken ill on 
a trip in September; later typhoid 
fever set in, and this, with another 
attack of angina pectoris, caused 
his death. Mr. Clark had traveled 
the Buffalo and Pittsburgh terri- 
tory for Truitt Bros., Inc., for 
many years. He has a host of 
friends in the trade, all of whom 
mourn his loss. He was a member 
of the Binghamton Club. He leaves 
a widow and son. 





Novel Way to Display Bed- 
room Slippers 


Baltimore, Md., Dec. 2 — At 
Stewart & Co., department store, 
Howard & Lexington streets, about 
300 pairs of bedroom slippers are 
displayed on inclined racks. Every 
side and style in men’s, women’s 
and children’s $1 to $5 slippers are 
shown in this way. The manager of 
this department claims that the 
slippers do not soil as they sell very 
rapidly, and when the customer 
asks for a slipper the one on dis- 
play is used. 





Have .You Heard This 
Story? 


Los Angeles, Cal., Nov. 30—Hal- 
sey Elwell of the A. E. Nettleton 
Co., men’s shoe manufacturing or- 
ganization of Syracuse, N. Y., re- 
ports an interesting story concern- 
ing how one of his accounts effec- 


tively handled a request for a re- 
fund. based on improper fitting. 

A customer, greatly irritated, 
hurried into a shoe store, demand- 
ing to see one of the salesmen. 
Claiming he was fitted poorly, the 
customer refused a new pair of 
shoes, but held out for his money 
back. 

The manager handed over the 
money paid. for the shoes and 
picked up the footwear which had 
been removed. “Wait a minute,” ex- 
claimed the customer, “what am I 
going to wear home?” “Darned if 
I know,” returned the manager. Re- 
sult—conversation and an under- 
standing and a satisfied customer 
won back to the store. 








Shoe Stores Profit by 
Harvard-Yale Game 


New Haven, Conn., Nov. 22 
—Retail shoe merchants did a 
big business this afternoon 
and evening, following the an- 
nual Harvard-Yale football 
game at Yale Bowl, which was 
won by Yale, 19 to 6.. The game 
was played in a heavy rain, 
yet 80,000 people sat through 
the game and got soaked to 
the skin. Consequently there 
was a run on shoe and cloth- 
ing houses. In many cases 
shoe men didn’t have to be too 
exacting in regard to sizes 
and styles, so eager were men 





and women to get on a pair of 
dry and comfortable shoes. 











A Real Shoe City 


Lynn, Mass.—More than half of 
this city’s manufacturing business 
consists of the making of shoes, 
leather and allied products. More 
than a tenth of the total population 
of Lynn is active in the manufac- 
ture of shoes, leather and allied 
products. Probably in no other city, 
with the possible exception of Hav- 
erhill, Mass., and Brockton, Mass., 
is such a large percentage of the 
total population engaged in the 
shoe, leather and allied industries. 





Orders Via Airplane Mail 

Lynn, Mass., Dec. 3—The Bender 
Shoe Co. reports orders by airplane 
mail. One order, from Portland, 
Oregon, was received in Lynn 50 
hours after it was mailed. The 
postage on it was 72 cents. An- 
other order, from Salt Lake City, 
came in a little less than 50 hours. 
The postage on it was $1. These air- 
plane mail orders come to the fac- 
tory four or five days quicker than 
do orders by ordinary mail. 





Metal Reappears as 
Trimming 

In gowns the outstanding point 
is a marked use of metal in the 
form of plain disks or cut steel 
ornaments which hang in odd 
fashion. A black mousseline de 
soie gown by Lelong at Bergdorf 
Goodman, adopted a trimming of 
silver sequins strewn all over the 
gown, that gave the aspect of 
shining constellations against a 
black sky. 
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NO. 332. THE WHALE LAST 
PRICE $4.75 





5] perfectly proportioned 
§| brogue made of B. D. 


Eisendrath Co.'s color 
18. A beautiful aniline- 
dyed popular light shade 
of tan calf. 

















WALL-STREETER & DOYLE CO. 


Factory - - - - North Adams, Mass. 


BOSTON OFFICE - : - - 207 ESSEX STREET 
“CORRECT FOOTWEAR FOR MEN, AT CORRECT PRICES” 
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Barbour Mayor of Quincy, Mass. 


Quincy, Mass., Dec. 3—Perley E. Barbour, president 
of the Barbour Welting Co., of Brockton, Mass., and 
a resident of this city, was elected mayor of Quincy 
by a majority vote 
at the municipal 
election yesterday, 
defeating two op- 
ponents, Mayor 
Gustave B. Bates 
and a former may- 
or, William A. 
Bradford. 

The mayor-elect 
has been interested 
in city government 
in his home city 
for several years 
and has been chair- 
man of the finance 
committee. For the 
past 15 years he 
has been associated 
with his brother, 
John A. Barbour, 
in the manufacture 
of welting. The business was founded by John Bar- 
bour, Sr., the mayor-elect’s father and was carried 
on for years in Brockton under the style, Brockton 
Rand Co. Today it is one of the largest and most 
prosperous of businesses of its kind 














PERLEY E. BARBOUR 
Mayor-elect of Quincy, Mass. 





Emerson Factory Opens Under New 
Ownership 

New York, Dec. 3—The new owners of the Emerson 
Shoe Company, Edward Friedman, who has a chain 
of retail shoe stores in New York, and Charles Brand- 
man, for many years New York representative of E. T. 
Wright & Company, began production at the factory 
at Rockland, Mass., last Monday. The new interests 
formally took possession of the factory and retail 
stores of the Emerson organization on November 15. 
Herbert T. Drake, of the old Emerson organization, 
has been retained as production man at the factory. 

According to present plans about the same grade 
of shoes as produced by the old organization will be 
turned out by the new one, Mr. Friedman said today. 
Present operations are on the scale of about 1,200 
pairs a day, which will be increased as business war- 
rants. Mr. Friedman will supervise the fiscal policy of 
the concern, and probably will main his headquar- 
ters in New York. Mr. Brandmann will be in charge of 
the selling and distribution. All the present retail 
stores in the Emerson chain are expected to be con- 
tinued. 





Salesmen to Have Booth 
Boston—At the December 1 meeting of the Boston 
Retail Shoe Salesmen’s Association, Inc., Irving B. 
Howe, General Chairman of the 1925 Boston Conven- 
tion Executive Committee, accepted for the committee 
‘the salesmen’s offer of co-operation. 
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Even in Advertising We Find the 
Cross-Word Puzzle 
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OUR puzzle solves | 
the gift problem, too 


HORIZONTAL 
1. Up-to-the-mmmute 22. What you wear 39. You would never 
s your Thayer Mc- get this one. But 
11. The man (who fits Neil stockings on “ means democ- 
you) 25. To get up (to put racy in service 
12. Preposition on T. M. shoes) 


13. The one we aim to 


please 
14. She fits her chil- 


26. A Swedish name 
27. A rolling stone (or 


31. A kind of stocking 
32. The year that's 


Thayer McNeil coming 
dren here, too style) never gath- 33. Part of Latin verb 
15. Preposition ers it “to be” 
16. Oh! Look! 28. A Mexican river 34. French for “and” 
18. Heroine of Uncle or reptile 35. Slang for “Hello” 
Tom's Cabin (plu- 29. A suffix (meaning 36. Santa Claus time 
ral) a little) 
| VERTICAL 
1. The shop for fine 7. Direction toward 19. An evening shade 
footwear (Thayer McNeil’s) 20. What we consider 
2. That is (abbv.) 8. It burns at Christ- your patronage 
3. oy (about mas 21. Gifts. Thayer Mc- 
4 T M. ~~ 9. Every puzzle must Neil is a Christmas 
‘ p= 4 have thisone (The shop, too 
5. Your (abbv.) printer's measure) 23. Fashionable 
6. South Yarmouth. 10. Our customers ex- 24. Singular of “arc ff 
(abbv.) press it ties” 
For the last word in fine footwear come to | 
47 TEMPLE PL. 1s West Sr. ff 


414 BoYLsTon St. 


{ THAYER ‘. 
McNEIL | | 


ee ——— ” 
Cc PAN Y 


Nj a Ny 

A clever use of a topical subject always makes good 

advertising copy. One of the best examples is the one 

shown here, in which the Thayer McNeil Company, of 

Boston, uses the cross-word puzzle idea to drive home 
the idea of the excellence of its merchandise. 


aaNet 





It was voted that the association would have a booth 
at the convention for the dissemination of information 
about its organization and aims. 
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The Passing of the “Freaks” 


Dece? 














Following the World War came a time of 
instability. Men’s minds ran to extremes. 
After a time of stress and turmoil that broke 
nerves of steel a reaction came of almost 
effeminacy. The unusual was sought for. 
This was true of shoe styles. Freak colors 
came, freak designs, freak materials. We are 
fast coming back to solid Americanism— 
back to normalcy. The solid leather shoe is- | — 














demanded. Rugged shoes for real men, for | T 

service, for that staunch appearance that | ; 

denotes a solid footing, a manly tread. The tur 

soles are thick, the heels all leather. be 

ma 

We are a very large factor in supplying | of 

this style demand. Our famous tannages for = 

soles and top lifts account in a big way for the rs 

success of our shoe manufacturers in meet- el 

ing this demand for a solid leather shoe. ¥ 

me 

| Jol 

F; 

The United States Leather Company hie 
New York Chicago Cincinnati St. Louis Richmond = 
Bi 

The United States Leather Co. of Mass. rm 
Boston 

ar 

SELLING AGENTS = 

McADOO & ALLEN A. J. & J. R. COOK pe 
Philadelphia San Francisco “ 




















When writing to Tux Unirep Statzs Leatuer Company please mention Boot and Shoe Recorder 
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OTTMER W. LAUNER 


Who travels Southern Califor- 

nia for Johansen Bros. Shoe 

Co. Headquarters at the Hay- 
ward Hotel, Los Angeles. 





7 


Two Johansen Bros. Vet- 
erans 


We are showing these men’s pic- 
tures, side by side, from the fact 
that they have both been with 
Johansen Bros. Shoe Co. for a great 
many years. Mr. Launer has had 
charge of the San Francisco office 
of this concern up to October 1 of 
this year. He now makes his head- 
quarters at the Hayward Hotel, Los 
Angeles, with territory in Southern 
California. 

Mr. Hinton has been covering the 
territory he is now on, namely— 
Washington, Oregon and Northern 
California—for many years. Both 
men are making a big success with 
Johansen shoes on the Pacific Coast. 


Frederick Baumeister with 
J. E. Dayton 


Frederick Baumeister is again 
representing J. E. Dayton Co., Wil- 
liamsport, Pa. Fred’s many friends 
among the retail shoe merchants in 
Brooklyn, New York and Long 
Island are pleased to learn that 
“Fred,” as they call him, will serve 
them again with Dayton shoes. 
There are few in this territory who 
are not acquainted with “Fred,” as 
he has covered this territory for 
the past 18 years, and is recognized, 
not only as a good shoe salesman, 
but a good mixer with the boys, and 
a real shoe man, all the time. 

If there are any shoes being 
bought in Mr. Baumeister’s terri- 
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Book Spring Business 
Now 


(From “Weekly Shoe Sales 
Bulletin,” Compiled by C. A. 
Dickens, Chicago.) 


Spring business is now to 
be had if the proper effort is 
made to get it. Every mer- 
chant with common sense is 
looking for the biggest value 
he can secure for his dollar. 
You are “from Missouri” and 
are in a position to show mer- 
chants that our shoes are 
greater values than they can 
obtain elsewhere and that in 
order to be sure to have them 
they must order for spring 
now. Results are the things 
that come from properly or- 
ganized effort guided by 
thought. 

It is your business to pro- 
duce a profitable volume but 
don’t forget to show the entire 
line as there may be other 
shoes the merchant will buy 
and you will increase your 
volume to that extent. We 
want every merchant to see 
ALL the shoes we make. Push 
those shoes which will bring 
him the greatest volume in 
dollars and cents. The very 
best way to increase your vol- 
ume is to sell Concentration 
on Our Shoes. 


Straight Line Is Shortest 
Distance 


Every well-rated merchant 
is a prospect until you know 
otherwise and there are 
enough of them to see every 
hour of the day. The law of 
average works for the sales- 
man who works, no matter 
what degree of skill is ap- 
plied. Persistent solicitation is 
bound to win. Just take it for 
granted that they are all 
“from Missouri.” Tell the 
merchant more things about 
profitable buying and selling 
than he ever knew. 

New avenues of sales can be 
opened up and new dealers de- 
veloped rather than inducing 
dealers to swap lines. Cloth- 
ing, dry goods, general and 
department stores often have 
the necessary qualifications 
which we consider fundamen- 
tal to a successful shoe busi- 
ness. 
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JAMES M. HINTON 


Who covers Washington and 

Oregon and Northern Califor- 

nia for Johansen Bros. Shoe 
Co. 





tory, one may be sure that he gets 
his share, as “Fred’s” friends know 
that he is as “honest as the sun.” 
He is a member of the National 
Shoe Travelers’ Association of Bos- 
ton. 


Booking Rubber Orders 


George H. Wahl, city representa- 
tive in the footwear department of 
the United States Rubber Co., spent 
a busier Saturday morning, No- 
vember 29, than he has for some 
time, getting out orders and an- 
swering calls on rubber footwear. 
The snow which fell on November 
28 and 29 kept Mr. Wahl “on the 
jump” every minute, satisfying the 
demand which came from the re- 
tail merchants for rubber foot- 
wear. 


Orders from Europe 


Gardner L. Lewis of A. E. Little 
& Co., Lynn and Brockton, returned 
recently from Europe, bringing 
some good sized orders for shoes. 
A. E. Little & Co. are large ex- 
porters, particularly of women’s 
shoes. Mr. Lewis also discussed the 
Littleway process of making shoes 
with European shoe manufacturers. 
This process was recently patented 
by A. E. Little & Co. 

Jack Abbot of the Saxone Shoe 
Co., operators of a chain of stores 
in Europe, returned to Europe, 
sailing with Mr. Lewis. 





A 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


. word for each 

: Recorder rates for space less than one-eighth page per nes WANTED—Four nes ware iagention, 
asus: advertisements, re Sr ey Ay each ee Mini- 
Space ltime 7times 13 times 26 times 52 times mum amount accepted, - eee = received 
RE $5.00 $4.00 $3.50 $3.00 $2.50 p SAT of "hi ofc, twelve pon enn gi 
—) ree 10.00 8.00 7.00 6.00 5.00 allowed in each edvertisamens for address. | Wi un ecivertioars desire 
| eee 15.00 12.00 1050 9.00 7.50 seplien forwarded divest, to thelr oddvem, ood wore Sndiy Ansoue 
4in eccccoeces 20.00 16.00 14.00 12.00 10.00 to ads must be sent under letter postage. 














Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





WANTED—Salesmen to carry as a side-line 
two numbers men’s fast selling Blucher 
shoes. Stock proposition. P; 

Massach 


corder, 207 South Street, Boston, 


ALESMEN WANTED to sell popular priced 

line infants’ 1/6 flexible turn po 2/8 stiteh- 
down shoes of merit, in connection with line 
now handling; over fifty styles in stock; 7% 
commission. Give references and full particu- 
lars. Maize Shoe Co., 180 N. Water St., 
Rochester, N. Y. 


NEw YORK, ST. LOUIS, CHICAGO—Live- 
wire resident salesmen wanted for the 
above cities to sell the jobbing, mail order, 
and chain stores, a line of growing girls’, 
misses’ and children’s welts, also women’s fat 








sidered from who have a real con- 
nection with the trade, and full details must 
accompany applications; this is a straight 
commission line. Address B-170, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


WANTED -Live-wire salesmen for New 
York City and Brooklyn, New York state 
and Connecticut, with an established following 
of the better class trade, to carry infants’ soft 
soles and first steppers as a side line. An in- 
stock proposition. Corr 

Address K-726, care Boot and Shoe Recorder, 
127 Duane St., New York. 














SHOE SALESMEN WANTED 


If you contemplate a change on January 1, or care to add an- 
other line to those you are now carrying, get in touch with us 
at once, as we have some desirable territory open. We make 
Men’s Unlined Working Shoes, Goodyear Welt and Nailed, 
medium price, but high in quality. When you write give us full 
particulars as to experience and qualifications. 


NORTH LEBANON SHOE FACTORY, 
Lebanon, Pa. 











GALESMEN WANTED—To represent manu- 
facturer of Men’s Shoes “with In-Stock De- 
Write, giving full details and terri- 
tory. Address B-171, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


EXPERIENCED SA SALESMEN wanted 
cover Pennsylvania, Ohio, Indiana, Mien 
gan, Arkansas, Louisiana, North and 
Dakota, Nebraska, Kansas, Oklahoma, Sn 
Colorado, Arizona, Utah, "Nevada and Cali- 
fornia to sell our line of children’s and infants’ 





GALESMAN WANTED for the states of Dela- 
ware and Maryland, to carry a Philadelphia 
jobbing line, also line of rubbers and tennis. 
Prefer man to live in the ei with — 
mobile. a a | established. 


B-155, Boot Shoe Recorder, 1530 
Chestnut St. St., Philadelphia, Pa. 





G8. OOD LIVE MAN to cover territory outside 

New England on commission for retail 
misses’, children’s and growing girls’ McKays. 
Must have number 1 accounts. Only first class 


ALESMEN for a real snappy condensed spe- man with good references considered. Address 
clalty line, branded ladies” and men's clk G00dvenr turns and ctitchdowns, strtetly 1% 8-160, care Bost « Recorder, 207 South 
hosiery. Sold with a guarantee to the Dry confiicting lines. Only men with established s Boston, 


Goods, Shoes and Specialty shops throughout 
the country ; easily carried ; state territory cov- 
ering and line now handling. Address B-172, 





care Boot and Shoe Recorder, 207 South Street, ESIDENT WANTED — In and boys’ mediu grade 
Boston, Mass. R cities. In line. Wm. following territories open: 
GALESMEN to represent Brooklyn firm mak- Gumew 5 == —"s- Ne. 1. yusinie and West asain. 

ing high-grade turns at popular prices, as WwW salesmen, on striet- No. 2. North Carolina and South Caro- 
cide or full line. Ambitious enlesmen, here is ly 7% commission basis to show our line lina. 
an opportunity that you should investigate. of some samples of arch sup- Ne. 3. Michigan and Northwest Ohio. 
Communicate at once. Address K-730, care and shoes to at $5.00 and Ne. 4. West Minnesota, North Daketa 
Boot and Shoe Recorder, 127 Duane St., New 00. Some novelty shoes. Stock N et ee Soe 
York, N. Y. required. Westcott Co., > oe Mane West Kansas. 

S500 W. Water A. Geacee © = Ne. 7. New Mexico, | ‘Arizona, ‘Southern 


trade and qqoemenee considered. Address, with 
referenee. The Rehr Shoe Co., Orwigsburg, Pa. 











Salesmen Wanted 


welt. 


Men leoking .- money-making propo- 


Street, Boston, Mass. 











SALESMAN WANTED 
One acquainted with high-grade slipper 
manufacturers who are able to use 
French tinsel cloth for slippers and 
beudoirs. Side line on commission basis. 
Ref. uired. 


corder, 127 Duane St., New York. 











SALESMEN WANTED 


Nationally known manufacturer sales records -—' apply. hadvess 

ationa 

Te oll rill now QUALITY tne of |] with six factories, whose output of =] lt, Siz eot,o™tytne, wren 
men’s welts has been sold prin- , 


cipally to a successful chain of 


Territories 
— , » a men’s shoe stores, has enlarged 
Illinois Kentucky output sufficient to warrant in- 
ebraska Indiana creased distribution. 
— | -— We make men’s welts to retail 


from $3.50 to $6.00 with average 
of $5.00. Everything from staples 


sition will be interested. Forward ref- 
erences with application. Address B-173, to the latest lasts, patterns and 
care Boot and Shee Recorder, 207 South materials. 


To salesmen of ability and finan- 
cial responsibility we will give 
choice territory and a commission 
consistent with prices that will get 
business from the best class of 
trade. 

State territory desired and give 
personal and financial references. 
Address pin, care Boot and Shoe 
Recorder, 207 South Street, Bos- 
ton, Mass. 





A middle west manufacturer of men’s 
welts has 


El Paso. 
Ne. 8. = “Utah. Wyoming, Mon- 
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SALESMEN WANTED 


LINE WANTED 


FOR SALE 





TTENTION, — CLERKS—If you 
energetic, and have the 


Madison St., Chicago, Ill. 


oubitien ont 


| har ape traveler wants shoe line for 
hio and New York state, Ohio preferred. 





POSITION WANTED 


BUSINESS OPPORTUNITY 





MANAGER AND BUYER—High-grade man, 
accustomed to better class of merchandis- 
ing, open for proposition where experience and 


good taste counts. Best of references furn' 


Frank T. Nawgle, 297 River St., Forty Fort, 


Pa 





At LIBERTY—High-grade young shoe man 
whose record proves he is producer; 17 


years’ shoe experience ; 


New York and Pennsylvania. 
care Boot and Sh 
Boston, Mass. 


open for connection 
with live house handling medium-priced wom- 
en's turns and McKays; acquainted in Jersey, 
Address B-175, 
oe Recorder, 207 South Street, 





REPRESENTATIVE WANTED 








REPRESENTATIVE WANTED 


know of American 
= requirements. Give full data in 
rep! 
C. W. HORRELL, Ltd. 
makers 
Rushden, Northamptonshire, England. 











MR. RETAILER: Would you like 
to be a chain store? 


without laying out a lot of money? If 
you would, answer the following ques- 
tions as near as you possibly can: 


No. 1. Where are you located? (How 
many stores near you?) 

No. 2. About how much business do you 
do and turnover? 

No. 3. How much of your business is 
done in Boys’ and Girls’ and ae 
ete.? Keep these totals separate. 


If your answers are mieten to us 
we will lay our plan before you, which 
we are sure will meet with your ap- 
proval, as you have everything to gain 
and nothing to lese. 

All answers will be held in strict con- 
fidence. Address B-179, care Boot and 
Shoe Recorder, 297 South Street, Bos- 
ton, Mass. 














FOR LEASE 











LINE WANTED 





WOMEN'S LINE WANTED for Southern 
territory. I have covered the Southern trade 
for a number of years and have a host of 
friends among the best merchants. My terri- 
tory is North and South Carolina, Virginia 
and Maryland. For the coming season I am de- 
sirous of securing a medium-priced line of 
women’s novelty turns or McKays. I can get 
real results on a dependable, snappy line. Best 
of references furnished. For further particu- 
lars address B-180, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


GALESMAN, eight years’ experience in great- 
er New York and New Jersey, at present 
employed, desires to make a change. Would 





FOR LEASE 


SHOE FACTORY EQUIPPED 
in a city where there are IDEAL 
LABOR CONDITIONS. Rent 
reasonable and insurance can 
be placed at a very low rate. 
Cheap electric power. Fine prop- 
osition for any manufacturer 
wishing to OVERCOME LABOR 
TROUBLES AND MAKE 
CHEAP SHOES. 


Address B176 
Care BOOT AND SHOE RECORDER, 
207 South St., Boston, Mass. 





like te get a manufacturer's line of p 
priced men’s or women’s shoes. Address K-728, 
care Boot and Shoe Recorder, 127 Duane St., 
New York. 


LE OF SHOES WANTED on commission 
basis. For 15 years I have represented a 
well-known line of shoes in New England, 
New York state and New Jersey. Am still em- 
ployed but want to change to a live, up-to- 
date line, Will work on a commission basis, 
or otherwise. Best of references funished. Ad- 
dress B-174, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








Shoe Department To Lease 


Will have to lease in our thoroughly 
new, modern store now building—42,000 
sq. ft.—a shoe dept. of 4,000 pairs 
capacity, with 10-foot show window dis- 
om year round. Will consider only 

references. Zahn Dry Goods Co., 


aeon Wis. 




















Ready for the 

Firing Line 
Represented three lines in twenty years 
selling shoes. Increased predecessor's 


sales. At the top or near on the sales 
reports. Forty years and physically fit. 


IF YOU ARE AIMING RIGHT, MR. 
MANUFACTURER, 


and have a p te offer worth 


$6,000.00 for 


dress B-183, care 
otn, 189 W. Madison St., 











FOR SALE 


For SALE—Clean, up-to-date shoe stock. 
Invoice about $7,500.00, in Southern Michi- 
gan city of A od population. A Address B-177, 
eare Boot and Shoe Recorder, 207 South Street, 








ie STORE for sale in best business loca- 
of Harlem, low a —- 2152 Third 
Ave., New York City, N. 


Foe SALE—A going shoe business located 
in a live Ohio city of over one hundred 
thousand. Good location, moderate rent; owner 





ing. 
end Shee Meceedee, 207 South Street, Boston, 





Retail shoe business conducted profitably 
over 50 years. Located in center business 
district in live and growing community 
near Syracuse, New York. Owner retiring 
account of ill health. This is an exceptional 
opportunity. Address K-708, care Boot and 
Shoe Recorder, 127 Duane St., New York. 














FOR RENT 


For RENT on a percentage and guarantee 
basis, a shoe department in a ieading wom- 
en’s specialty store of Peoria, Ill. Inquire at 
once to Lee’s, 117 S. Adams St., Peoria, Ill. 








WHO WANTS TO RENT A 
SHOE DEPARTMENT? 
The leading department store in a pros- 

perous ~~ city has ided to 


install a shoe department with 20 to bY 
e 


department will rented to a high 
class merchant or buyer has been 

successful in merchandising shoes of 
this description. 


If interested in securing complete in- 
formation in this matter, write Box 
B-181, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 














WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PU Gibwit, MEU TORE ATA 
Phone—Canal tera” 5 
WILL | SLOW SELLERS 
SURPLUS STOCKS 
BUY (ENTIRE STOCKS 
special ane 


FOR 
CASH 


f 
[ 


always 
Goooein bee 


| 








> 


- & other merchandise. 

over. We will send a 

te and make offer 

alter "Cerf. Mercantile Co., Ine. 
591 Breadway, New York City 


i 
ef 


if 
ii 


| 


5160-5161-5163 








HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Alee Purchase Gent's Furnishings, Clothing, ote. 
YOUNG & CO. 
818-817 Church St.—New York, N. Y¥. 
Telephone Canal 0856 








Pat. fF 1 4. - oo 
tra 
Bank and 
BROOKLYN PURCHASING SYNDICATE 
FRANK W 


e1e ° 
Phone Stagg 17867 








Information for Shoe Merchants 


“Where to Bay” constitutes a one of 
eo that he whe runs throngh these 
pages may read—and learn. 
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New Plant for Greene Shoe 
Co. MISCELLANEOUS 


Boston, December 2—A new and 
larger factory on Harrison avenue 
is soon to be occupied by the Greene 
Shoe Company of this city, at pres- 
ent located on Northampton street. 
The change is made necessary by 
the fact that in the comparatively 
few years of its existence the busi- 
ness of the company has grown 
from $380,000 annually to more 
than $1,000,000—all on children’s 
high-grade welts and flexible stitch- 
downs, the latter of which are mer- 
chandised under the trade name 
“Greenflex.” The present output in 
the old factory is 3,000 pairs per 
day. In the new factory, which is 
five stories in height, the initial 
output will be approximately 1,000 
more. 

To celebrate the completion of 
the new building, a dance recently 
was given to the employees by the 
two heads of the company, J. A. 
Slosberg and Charles B. Strecker. 
There were about 300 in attend- 
ance. Miss Hart, forelady of the 
stitching room, in behalf of the 
employees, presented the heads of 
the business with a grandfather’s 
clock for the office of the new plant. 
Refreshments were served. 
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BUSINESS REVERSES 


Augusta, Ark.—Stanley Seltzer, shoes, etc., 
reported petitioned or petitioner in bank- 


ruptcy. 
Chicago, a Shoes, Alex Keller, pro- 
— (5989 W. Division street), shoes, 


reported assigned. 
ag Zimler (5602 So. Marshfield ave- 
nue), shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 
Fautless Shoe Co., Inc. (3113 Lincoln ave- 
nue), shoes, reported assigned. 


E. St. Louis, Ill—A. I. Cummings, shoes, 
> en offering to compromise at 20 per 
cent. 


Louisville, Ky.—Ruben Pozizter (220-222 So. 
Preston street), shoes, reported petitioned or 
petitioner in bankruptcy. 

Lewiston, Me.—Anthony M. Chuzas, shoes, 
etc., reported offering to compromise at 25 


per cent. 
Boston, Mass.—Palmer Shoe Co., William 
ned. 
670 Broadway, So. 


Pookatch, shoes, reported assig 
Jacob Swartz, howe. 

Boston district, reported assigned. 

Lynn, Mass.—Anderson-Owens Shoe Co., 
manufacturers, reported assigned. 

Springfield, Mass.—Court Square  Bootery, 
shoes, reported assigned. 

Detroit, Mich—Luscombe Factory Output 
Shoe Co., shoes, reported petitioned or peti- 
tioner in bankruptcy. 


Pontiac, Mich.—-Van Hamp Shoe Co., shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Port Huron, Mich.—Gray & Son, shoes, 


reported petitioned or petitioner in bank- 
ruptcy. 

Minneapolis, Minn.—Maurice I. Braman & 
Co., Maurice I. Braman, proprietor, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

St. Paul, Minn.—L. Weitzman & Sons, shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Newton, Miss.—T. A. Baucum, shoes, reported 
petitioned or petitioner in bankruptcy, and 
offering to compromise at 25 per cent. 

Kansas City, Mo.—Joe* Goodman (119 E. 18th 
street), shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Newark, N. J.—Jacob Gilzenberg (495 Spring- 
field avenue), shoes, reported petitioned or 
petitioner in bankruptcy. 

Brooklyn, N. Y.—Berkowitz & Brockington, 
Elgin Shoe Co., not incorporated (1817 
Broadway), shoes, reported meeting of cred- 
itors called. 

Sidney Greenwald, Greenwald Bootery, 
(827 Franklin avenue), reported meeting of 
creditors called. 

New York, N. Y.—Albert Burke, Burke’s Shoe 
Parlor (158 E. 125th Street), reported offer- 
ing to compromise at 45 per cent. 

Charles Warshofsky (884 10th avenue), 
shoes and repairing, reported petitioned or 
petitioner in bankruptcy. 

Rossiet Rossiter, Shoes, Inc. (515 Madi- 
son avenue), reported offering to compro- 
mise at 25 per cent cash. 

David Smith (753 East 152nd street), 


shoes, ag petitioned or petitioner in 
bankrupte 

Oxford, N. vy Fred R. Green, shoes, reported 
assigned. 

Saratoga Springs, N. Y.—David Schoen 


(Schoen Shoe Co.), shoes, reported petitioned 
or petitioner in bankruptcy. 
Cleveland, O.—Jacob M. Rose, shoes, reported 
petitioned or petitioner in bankruptcy. 
Toledo, O.—Max Applebaum, shoes, etc., re- 
succeeded by Lieberman & Apple- 


baum. 
Saiem, O.—Philip Cohen, shoes, etc., reported 
petitioned or ae in bankruptcy. 
Bristow, Okla.—N. Rudman, shoes, etc., 


reported assigned 
Cleveland, Okla.—Mink Bros., shoes, etce., re- 
petitioned or petitioner in bank- 
ruptcy and offering to compromise at 30 
per cent. 

Allentown, Pa—Minnie Selen, Allentown 
Army & Navy Store, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Latrobe, Penn.—Michael P. Sacks, shoes, 
ete., reported petitioned or petitioner in 
bankru: ptey. 

Pittsburgh, Penn.—Herman Goldstein, Hill 
Top Shoe Store (219 Shiloh street), shoes, 
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ete., reported petitioned or petitioner in 


bankruptcy. 

Morris S. Perelstein, 
shoes, reported offering 
20 per cent cash. 

Marcus Hook, Penn.—-Michael P. Sacks, shoes, 
ete., reported offering to compromise at 40 
per cent. 

Seranton, Penn.—Clark Bros. Store, depart- 
ment store, reported offering to compromise 
at 30 per cent. 

Johnstown, Penn.—Rabinowitz & Holtzman, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Joseph Goldstein, Model Trading Co., 
shoes, etc. (238 Market street), reported pe- 
titioned or petitioner in bankruptcy. 

Dallas, Texas—Yonock Wolf & Son, shoes, etc., 
reported offering to compromise at 25 per 


Carter Shoe Co., 
to compromise at 


cent. 

Charlottesville, Va.—Goodman Bros., shoes, 
reported meeting of creditors called. 
Amarillo, Texas—Thomas & Thomas, shoes, 


reported asking for general extension. 
Seattle, Wash.—Jacob Arine, Golden Rule De- 
partment Store, shoes, etc., reported peti- 
tioned or petitioner in bankruptcy. 
South Bend, Wash.—John Morgus, shoes, etc., 
reported petitioned or petitioner in bank- 


ruptcy. 
BUSINESS CHANGES 

Kingsburg, Cal.—E. H. Johnson & Co., 
reported sold out to J. H. Keelberg. 

Beardstown, Ill.—Elmer Minnock, shoes and 
repairing, sold out to T. V. Hudspeth. 

Chicago, Ill—Emanuel Dinkelman (201 Cicero 
avenue), shoes, etc., reported succeeded by 
Mrs. Stella Z. Blau. 

Thomas Swift (640 W. 48rd street), shoes 
and repairing, died. 

J. N. & M. Strauss (3539 W. 26th street), 
- gy ete., reported filed voluntary dissolu- 
ion. 

Moline, Tll—J. A. Swanson, shoes, etc., re- 
ported selling or sold out. 

Great Bend, Kan.—E. E. Wagaman, shoes, 
ete., reported succeeded by McDaniels & Co. 

Boston, Mass.—Leader Shoe Co., Inc. (9 Wil- 
liams street), incorporated $50,000. 

Haymarket Shoe Co., manufacturers, in- 
corporated under laws of Massachusetts. 

Boston, Mass.—Lappin Shoe Co. (23 Vale 
street), Roxbury district, shoe manufactur- 
ers, reported sold out to Leader Shoe Co. 

Superior Tanning Co., tanners, name 
changed to James L. Donovan, Inc. 

Chelsea, Mass.—Maltzman & Pishitz, shoes, re- 
ported succeeded by H. Pishitz. 

Malden, Mass.—Louis M. Klane, shoes, re- 
ported moving to 222 Pleasant street. 

Lynn, Mass.—Vaughan & Ellis, makers of 
children’s stitchdown shoes, Gordon V. 
Vaughan retired and started new factory at 
409 Bridge street, Salem, Mass 

Minneapolis, Minn.—Albert Gilbert Est. (3747 
Nicollet avenue), shoes and repairing, re- 
ported sold out to H. G. Wallace. 

Newark, N. J.—Nathan Anderson (117 Ferry 


shoes, 


street), shoes, reported succeeded by Louis 
Anderson. 
Plainfield, N. J.—T. L. & J. S. Bebout, shoes, 


reported selling or sold out. 

Bayonne, N. J.—Jule Stein, shoes, reported 
sold out A J. Walsdorf. 

Vineland, J —Cumberland = Co., manu- 
a lig ‘incorporated 

Brooklyn, N. Y.—C. Melody cy Co. (718 Bed- 
ford avenue), shoes, reported sold or closed 
out business. 

Brooklyn, N. Y¥Y.—Septum Shoe Mfg. Co., Inc., 
manufacturers, increased capital from $10,- 
000 to $35,000. 

Zerni & Weinberg (1538 Pitkin avenue), 
shoes, moved to Middle Village, N.Y. 

Forest Hills, N. Y.—Forest Hills Bootery, 
shoes, etc., incorporated $10,000. 

Kingston, N. Y.—Sam Bernstein, shoes, etc., 
reported succeeded by Sam Bernstein & Co. 

New York, N. Y.—WMiller Stores, shoes, incor- 
porated $70,000. 

Schraub & Feuerstein (137 Rivington 
street), shoes, partnership dis- 
solved and succeeded by Emil Feuerstein. 

Niagara Falls, N. Y.—Christ Blessing, shoes, 


died. 
New York, N. Y.—Samuel Kane (60 E. 114th 
street) reported sold or closed out 


jiness. 
Whitehouse Shoes, shoes, etc., incorporated 
$10,000. 


153 


Joseph Amanteo (721 Morris Park ave- 
nue), shoes and repairing, store reported 


Louis Atman (809 E. Tremont avenue), 
ro sold out business 


and moved to Brooklyn, N. Y. 
ag N. Y. Boot Shop, shoes, 
-» in ra 
Cleveland, O.—Kaplan & Sorkin, Boston Cut 
Rate Store (7026 —— avenue) 
eee Buckeye avenue), 


ship dissolved; each to continue 


A 
Sorkin at Superior avenue and I. Kaplan at 


ue. 
Penn.—Forster Shoe Co., Inc., 
shoes, sold or closed out business 
at Wilmington, Del., branch. 
Philadelphia, Penn.—F. H. Wilson (3715 Ger- 
oe avenue), removed to Hatboro, 


Pen 
Rinaldo Di Theodore (7028 Elmwood ave- 
nue), shoes, reported moved to 1525 Pt. 
Breeze avenue. 
Arctic, R. I.—Sinnott Bros., shoes, etc., Martin 
J. Sinnott, proprietor, died. 
Cleveland, Tenn.—Walter R. Randolph, shoes, 
etc., reported. succeeded by Walter R. Ran- 
dolph Co., Inc. 


New Shoe Stores 


Clara E. Thompson, Los Angeles, 
Cal. 

Joe Felola, Redonda, Cal. 

W. Berk, formerly at Dubuque, 
Ia., now in business in Galena, IIl. 

Raymond Buchan, Oyens, Iowa. 

L. A. Dunwoodie, Gray, Wash. 

O. A. Severeide, Roland, Iowa. 

Joe Pressman, The Grand Lead- 
er, Richmond, Ky. 

J. B. Ness, Glenwood, Minn. 

Edward J. Pleester, Reeder, N. D. 

John Rinkenburg, Bend, Oregon. 

L. Roach, Eugene, Oregon. 

M. Marcovitz, Golden Valley, 
S. D. 

Carol Klinge, Watertown, S. D. 

E. Hamann, Beaver, Wash. 

Porter A. Morstal, Hyde Park, 
Cal. 

George A. Allen, Madera, Cal. 

Walk-Over Boot Shop, San Ber- 
nardino, Cal. 

R. M. Block, San Bruno, Cal. 

Jacob Brown, Watts, Cal. 








Talks About Progress in 
Shoe Industry 


Peabody, Mass.—Lester P. Breck- 
enbridge, professor of mechanical 
engineering of the Sheffield Scien- 
tific School, Yale University, ad- 
dressed tanners here last week. He 
was a guest of John E. Fitzgerald, 
president of the Turner Tanning 
Machinery Co. 

He said that the progress of the 
shoe and leather industry is depen- 
dent upon its development of ma- 
chinery and power. He related the 
change that has taken place from 
hand labor to machinery labor dur- 
ing the past 40 years. As an ex- 
treme illustration, he told of the 
development, in one industry, of 
machinery at a cost of $500,000. 
This machinery now enables three 
workers to do as much as 300 
workers formerly did by hand. 
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American Woy 


Leather 


Men’s and Boys’ Work and Dress Shoes 


Made by 


Che MENZ 


IES SHOE CO. 


Fond du lac, Wis. 














Fine Calf Leathers 

Manufacturers of 

Velvetta Calf— 

Tuscan Calf— 

Russia Calf— 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 




















Here’s What Your Customers 


Want ! 
Designed to prevent 
opera pumps from gap- 


ping or slipping at the 
heel. Smart, ornamen- 
tal and can be attached 
in a jiffy. 
A Fast Selling 
Novelty 


ORDER YOUR 
‘SUPPLY AT ONCE 














“The Instep 
Strap” 


Made in Patent, Black xd, Be ony a’ [Sveun Satin or Tan Calf 











SURPASS MFG. CO., pane Ave., Brooklyn, N. Y. 
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ake your 
yentuarions children'sshoes 
PATENTED 


“The Place to Sell Hosiery Is the Shoe Store” 


Nearly three years ago “Hosiery” started to 
preach that text to an audience of over 
10,000 attentive shoe merchants. 


The sown seed is growing with amazing 
rapidity. All over the country shoe mena 
are putting in hosiery departments. Each 
month the idea grows bigger. 
ae ee ee 
easily, is to the shoe merchan 

The Boot and Shoe edie: through 
this Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boat and Shoe Recorder Publishing Company 
Boston, Mass. 





When writing to the above advertisers please mention Boot and Shoe Recorder 






















Areca Plant, natural pre- 
pared, 36 inches high 
with 11 leaves and pot. 
Complete.... . . $3.50 
Per Dense. . eee 


Our Spring Catalogue 
No. 32 with illustrations 


in colors of Artificial 
Flowers, Plants, Vines, 
Trees, etc., mailed 


FREE for the asking. 


FRANK NETSCHERT, Inc. 


61 Barclay St. 
NEW YORK CITY 








ie Quick Turnover x 


is what counts in shoe retail- 
ing. Greeley Boudoirs turn 
quickly, and every turn will 
give satisfaction to you 
in profits and your 
customer in pleasure. 
In stock. Deliveries at 
once. Black and colors. 
ather or rubber heels. 















IN 
STOCK 


If your jobber cannot supply you, write us. 


A. W. GREELEY 
JX 12 Duncan St. - - « Haverhill, Mass. aK 
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The genuine Diamond Brand Diamond Brand(V sible) Fast 
(Vistbie) Fast Color Eyelets 4 Color Eyelets have genuine 
can be identified by the two 4 ~ celluloid tops that never lose 
tiny ratsed diamonds on their re their color and that actually 
celluloid surface. SA outwear the shoe. 
SS 


Fair Colleen! 


Colleen Moore, First National star, is an actress of great feeling and fine dis- 
crimination. She displays her evident good taste in her every action, every 
mannerism, every article of clothing that she wears. On and off the screen 
she is always correctly costumed for the occasion. 

When lace shoes are the correct footwear for the completion of her costume 
Miss Moore wears shoes that are finished with visible eyelets because visible 
eyelets are fashionable, decorative and practical, They are one of those niceties 
of footwear construction that are always evident on the shoe of quality, fashion 
and good taste. Without visible eyelets to adorn and protect it no lace shoe 
can be absolutely stylish, correct and finished in appearance. 

Always insist on Goodyear Welt shoes with Diamond Brand (Visible) Fast 
Color Eyelets. 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 
DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


December 6, 1924 
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F. E Adams Shoe —— 


Secbesek: N. TL 


BOSTON NEW YORK CHICAGO 
215 Eesex Street Marbridge Bidg., Room 433 Chicago Bidg. Room 810 


SALESMEN 


Pacific Coast—Geo. R. Rule |New York—Fr aa Harris, Chas. R. Doremus Southern States—Charles R. Do 
New England States—Louis Bonin ago District—Frank Parker Eastern States—Frank Law 
Middle ‘Stateso—Cha rles Reedholm 
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BOOTS 


—IN STOCK — 
FOR IMMEDIATE SHIPMENT 


Don’t Lose Sales! 


We have a complete line of Dr. 
Campbell’s Health Shoes to serve 
your every need, including stouts. 


pecial 5 Lasts tout 
Sout 3 Heights of Heels Stale. 


No. 1705—Women’s black kid-boot, welt, arch ts 
support, special width, EEE, 3 to 9. Foster No. 1701—Women’s black kid boot, welt, arch 


orthopedic rubber heel ; . $5.25 support, extra width, EEE, 3 to 9. 13/8 heel. 
5 


$5.1 
No. 1702—Women’s black kid boot, welt, 
extra width, EEE, 3 to 9. 13/8 heel $5.00 


Kosh 


No. 1707—Women’s black kid boot, welt, 
widths B to EF, 13/8 heel... $4.7 78 
No. 1706—Women’s black kid boot, welt, arch 
support, widths B to EE, 2% to 9. 13/8 heel 


No. 1708— Women’s black kid boot, t's arch 
support, extra wide AS widths B to EE, 2% to 
9. 13/8 heel . deduce teodias cs ae 





No. 5226—Women’s black kid boot, welt, arch 


support, widths B to EE, 24% to 9. Foster or- 
thopedic rubber heel. . $5.00 No. 1730—Women’s black kid boot, welt, 
widths B to EE, 2% to 9. 12/8 heel $4.75 


No. 1731—Women’s black kid boot, welt, 
widths C to EE, 2% to 9, flat rubber heel . $4.75 No, 1729—Same with arch support 


Powell & Campbell 


122-124 Duane Street : Sea New York City 





When writing to Powert & Camppect please mention Boot and Shoe Recorder 
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SHOES 


A STYLE SHOW MODEL 


BRANDON 


Scotan brogish lace oxford, ‘wing tip and per- 
forations to match. Genuine Barbour Stormwel. 


IF YOU HAVE NOT RE- BOSTON OFFICE 


gene LI ee 
WRITEFOR ONE TODAY. oward & F oster Co. NEW YORK OFFICE 


MARBRIDGEBUILDING 


ADDRESS ALL COM- 
MUNICATIONS TO THE Brockton M ass CHICAGO OFFICE 
FACTORY. 9 . SECURITY BUILDING 














When writing te Howarpv & Foster Co. please mention Boot and Shae Recorder 
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** Always on the job with the jobs”’ 





BUYERS 


@ During the coming 
N.S.R.A. Convention 
Week we shall surpass 
all previously offered 
bargain opportunities. 











Plan to market 


Where’s the chap who here first 
‘“‘wondered”’ if we really 
do save our customers from 
15 to 30 per cent? Look at 
these values! 


THE SEASON’S BEST BET 


Ladies’ Black Kid Turn Boudoir 
Slipper. Rubber Heel 


3-7 3-8 4-8 5-8 


77'/e. 


Sold 36 pair case lots only 


Women’s Creased Vamp Oxfords 


Made in Patent, Gun Metal, or Tan 
Calf—with four creases in vamp. Good- 
year Welt, Rubber Heel. Sizes, 3—7 and 
3-8. Sold 36 pairs to the case. 


$2.25 


S. ROSENBERG & SON 


144 Essex Street | 6.9 63.4 ~ a> 38 
BOSTON, MASS. 80c. 


Ladies’ Black Kid Turn One- 
Strap Rubber Heel 

















When writing to S. Rosenperc & Son please mention Boot and Shoe Recerder 
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Color Supremacy _ 
'B. & C. Colors 


always forecast the 
color successes. 


#22 


, ECAUSE of our matchless 


color department, an un- 
tivaled world organization for 
securing the preferred varieties 
of skins, plus tanning skill sec- 
ond to none. 





Colors in yous spring 
ordering, and know that 
your customers will wear 
fashionably accuratecolored 
kid shoes. 


( ® 
e064 


AMALGAMATED LEATHER COMPANIES 


INCORPORATED 


22 N. 5th St., Philadelphia 





\ 








Tanneries 
Wilmington, Del. 
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CHOW 







CARAMEL 






OAK LEAF 






TITIAN 






_ GOLDEN 
BROWN 







RED ASH 





CHESTNUT 
BROWN 







THIRTY-ONE 
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Essex St. 


ROOMS 
55, 56, 57, 58 


The Finest Last Salesrooms in the U.S. A. 


ee Z,16 
Ze», 
. ~— 
6a 


= 
3% aaa 


Before placing orders 
get an accurate gen- 
eral viewpoint of the 


Spee teded sti cs oc 
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LL shoemen visiting Boston during N.S. R.A. 
convention week are heartily invited to attend 
a most comprehensive showing of 


Advanced Styles and Lasts | 
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ee else can you see 
at one time such a range 
of all varieties of shoes compris- 
ing the most advanced New York 
styles and patterns shown on the 
lasts that are strictly newest. 


The importance of this display 
to the buyer who wishes to be 
accurately posted as to styles and 
lasts before placing his orders 
cannot be overstated. 

SEE The Display Before You 
Order. 


United Last Company 


Headquarters — Boston, Mass. 


FACTORIES 


BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEWYORK MILWAUKEE 


Affiliated Company 


United Last Company Ltd. 


Montreal 


with Branch Office at Toronto 


SHOW ROOMS 


BOSTON 
212 Essex St. 


NEW YORK 
1402 Bush Terminal Bldg. 


CINCINNATI 
803 Sycamore St. 


PHILADELPHIA 
331 Arch St. 


When writing to Unttep Last Company please mention Boot and Shoe Recorder 
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GO AFTER THE BOOT TRADE 


It is the Best and Surest Way to 
Increase Your Sales this Season 


(— tA Pun 
sss 


WER 
-r- 


N the rush for more fashionable : 
patterns some dealers have over- Pr Ice 
looked the sales possibilities of black 50 
kid boots. 5 = 


And there’re missing Net 30 Days 
out on a good thing 


For many extra sales can be made 
by featuring a black kid, medium 
low heel, round toe boot such as is 


illustrated herewith. 


Ps 
SS 
sa>> 


Cm ak 


Ta] 


B0371C 

And remember, these boot sales can Telegraphic Code Word “Cannon” 
be had without sacrificing sales on Women’s Black Peerless Kid, three- 
quarter fox, lace boot, eight inch height, 


your more stylish patterns, for this Parade last, perforated imitation tip and lace 


stay, welt sole, 14 inch Military heel with 


is an entirely different class of trade. rubber top lift. 
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Some Dealer in Your Town 
will Supply the Women who 


Want Boots IN STOCK 
Orders Shipped Same Day 


Why Not You? as Received 
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UTZ & DUNN CO. 


ROCHESTER «NEW YORK 2 
i 
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3 


— $e) 
oF ltl SSS, ll SS 


) 
OOS 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Building 
TIGER & McNUTT 130-132 West 42nd St., Room 1521 Los Angeles, Cal. 
Representatives S. A. McOMBER, Representative G. C. McATEE, Representative 
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When writing to Utz & Dunn Co. please mention Bout and Shoe Recorder 
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SAN FRANCISCO 


SuNSer 


-this is the way they ask 
for it in all languages:- 


é Bengal/ese 


hing tare LeSye) 


Turkish g 


oobi? 
glen e ths 
a 
nan NY PY 
Bo xz 

AYEIE 
3AKAT GOJHIIA 


Russian 


Peréndim Dielli 


Albanian 


Japanese 


Naplemenet 


’ 


Hungarian 


Mp 


Chinese 


Sauleleida 


Lithuanian 


Zachéd Slonca 


Polish 


Coucher de Soleil 
Zapad Sinka 


Jovenian 


Sonnenunterqang 


German 


Puesta del Sol 


Spanish 


Solnedgang dh 
Tramonto del Sole 
Zonsond n 


Holland Du 


PR 5 
Solnedgang 


Swedish 








“THIS IS A CALF YEAR” 








‘Barnet Weather Co., Tuc. 


360 MADISON AVENUE, NEW YORK CITY 


MILWAUKEE 


Tanneries 
LITTLE FALLS 
New York 


Distributing Agents 
CINCINNATI 


ST. LOUIS ROCHESTER 


Boston Distributors 


BARNET LEATHER CO., Inc. 


of MASS. 


98-100 South Street, 
Boston, Mass. 
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Brophy Lros. 
































Beverly Pump 


Tuosr who know Brophy Bros. Modish McKays, realize that 
in the matter of style it is one of the outstanding lines of the 
country. Many new styles for Spring, 1925, are in preparation. 
Some are now being offered, and are selling freely. 


This factor of positive style, together with those important elements 
of careful workmanship and selection of worthy materials, is a 
Brophy combination that is bringing prosperity to our many 
customers. 


Quality Shoes—Popularly Priced— 


Have you seen them? 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK'SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 











When writing to Brorny Bros. SHox Co. please mention Boot and Shoe Recorder 
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SPORT SHOE LEATHER 


Now ready in these Spring shades that have 
been selected by the shoe and leather indus- 


tries: 
PRISCILLA 
A light gray, very soft in tone 


ENGLISH GRAY 


A medium shade 


SUDAN 


A natural sand shade 


MADRID 


A medium brown, very soft in tone 


VASSAR TAN 
A slightly darker brown shade 


RUGBY TAN 


A lively brown for men’s wear 


These are the shades which were announced at the 
Joint Style Conference of the National Boot and 
Shoe Manufacturers’ Association, the National 
Shoe Retailers’ Association and the National As- 
sociation of Pattern Manufacturers in New York 


on November I1, 1924. 
Write for Color Card 


FRED RUEPING LEATHER CO. 


Fond du Lac - = Wisconsin 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 


jaye 
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». STETSON 
e SNAPPYTIES 


NY Theyre made 
in Black and 
Reo ano Ian 


Tied with a ribbon,too! 











‘Theyve got 
to be Stetson 


to be Snappy’ 


On display during the N.S.R.A. Convention 
BOOTH No. 94, MECHANICS BUILDING, BOSTON 


STETSON WHOLESALE OFFICE. 
136 Boylston Street, Fourth Floor, Boston 
Also at 
STETSON SNAPPY TIE STYLE SHOW AND REVUE 
State Suite, Copley Plaza Hotel, Boston 
January 14, 1925 











When writing to Tux Stetson Suoz Company, Inc., please mention Boot and Shoe Recorder 
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National Shoe Show 


ACK “‘your old Kit-bag”’ boys, and meet the other live- 
wires in this great and glorious shoe game in Boston 
Town. 


Meet “Bill,” and ‘‘John’”’ and ‘“‘Harry.’’ Get the pep and go 
that comes from contact with alert shoe merchants. 


The convention sessions will solve puzzling problems. 
“‘See,”’ ““Hear,”’ ““Learn,”’ how better to sell shoes at a profit. 


Thousands of dollars added value will be yours during 1925, 
as a result of, (1) getting more customers; (2) better turn- 
over; (3) and healthier profits—all analyzed at the Big 
National Convention. 


Big Attractions: 


THE CONVENTION SESSIONS 
OPEN FORUM 
HARVARD RESEARCH BUREAU 
STYLE REVUE 
COMPLETE EXHIBITS OF LEADING LINES 
and 
YOUR FRIENDS—AND MY FRIENDS 


MECHANICS HALL—BOSTON, MASS. 
January 12-15 


National Shoe Retailers Association 


224 South Michigan Avenue CHICAGO 
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A permanent jet black dye 
—for all light colored shoes 


Try REPCO on any light colored 
shoe. It will turn the shoe to a positive 
permanent black of a smooth and 
glossy lustre. 

There is no disagreeable odor to Repco Dye 
and it is unaffected by water. It will not rub 
off. Black polishes and pastes can be applied 
to shoes treated with Repco with most pleas- 
ing results. 


Shoe stores, repair shops and findings dealers 





. REPGCO DYE 


Misery ering black, all kinds of russet, 
er shoes. 


SHAKE DIRECTIONS 
mei tmp EEL before using. Clean the su 


he the ton? Apply the dye freely and evenly: 
P sattace lesthens hand or machine brush. Dos” 


hy,» 8 allow IMPORTANT 

Re 5 Me ciety the can to stand open any longer chat 

~~ man If, however, evaporation takes rot a 
Sedition,” “44 & little wood or denatured alc 


PAIRING MA 








Hoe re UNITED cnine 





CSCOMPANY 
S°8BTON, mass. 


selling or using Repco Dye find it a profitable 
investment and an excellent trade-builder. 


Suggest Repco Dye to your customers as a 
means of getting longer wear out of their light 
colored shoes. 


Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston, Mass. 
San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren St., New York, N:Y. 
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Announcement! 








wy - orig believe you will agree with us that the most outstanding 
By PF feature of the present selling season has been BARBOUR 
2 4) STORMWELT. 


VE 
uN ¥¥5: The success of STORMWELT encourages us to believe 
sei ‘ that our lighter weight welting of this construction, which 
we have named BARBOUR DRESSWELT, will meet with equal suc- 
cess on your spring lines. We think we can say without exaggeration 
that our advertising campaign to introduce STORMWELT this fall 
has been the largest and most comprehensive one of its kind that has 
appeared in the shoe industry in recent years, and we are planning to 
continue all phases of this advertising work, giving an equal amount of 


special publicity to the lighter weight DRESSWELT. 


With full pages appearing every month in the Saturday Evening Post, 
Vanity Fair and the leading shoe journals; attractive window display 
material, descriptive folders, posters and direct mail literature to the re- 
tail shoe trade, every factor interested in better shoemaking will become 
fully acquainted with both STORMWELT and DRESSWELT. 

While we are presenting these two trade marks—STORMWELT for 
winter and DRESSWELT for summer—in order to keep one name con- 
stantly before the public we have adopted as our basic trade mark 
“BARBOURWELT.” In future publicity “-BARBOURWELT” will be 
featured as the most important development in thirty years of shoemak- 
ing as the welt that prevents the well-made shoe from running over, the 
welt that keeps out dampness and the welt that adds a distinctive style 
feature to good shoes. 


Register the new name definitely in your mind: 


“BARBOURWELT ” 


“DRESSWELT” for Summer. 





“STORMWELT” for Winter, 





Barbour Welting Company 


MANUFACTURERS 


Brockton « rs 2 o 4 » Mass. 
Boston Office - - - - - - 12 High Street 








* When writing to Barsour Weitinc Company please mention Boot and Shoe Recorder 
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—[o Remedy a Gndiitio 


AST OFF! Perhaps old ideas and seeming 
“necessities are holding you back from the 
new order of things. Perhaps YOU are pulling 

against the kind of a shoe stock that defies all effort 
and striving. Isn't it time to cut loose and CUT 
LOSS? Remember— 


‘‘Money is Made on Turnovers 
and Lost on Leftovers”’ 





@Whatever you have on your shelves will never be 
worth more than it is today. A lot of it—the unsold 
odds-and-ends, composite runs of sizes and styles, 
the rag-tag and bob-tail of too many makes—is 
shrinking in value, consuming your profits, tying up 
capital that you need to make progress. 


A New Day in Manufacturing, 
Buying and Selling 


@ There is a new order of things today, uniting manu- 
facturers, merchants and consumers in the common 
cause of better service and bigger business. 


—The manufacturer with a line long enough, strong 
enough, and good enough to support the merchant, 
is steadily increasing his volume and establishing 
added outlets in progressive stores and departments. 


—By concentrating for the bulk of their turnover on 
women’s and young women’s medium and semi-fine 
footwear on a consistent, nationally-advertised line, 
long established, the strongest available, merchants 
are doing MORE business, on LESS investment, at a 
BETTER annual profit. 


—Consumers are better served, more consistently 
sold on a line that they know by name. They will 
come to you with an appreciation of the store and its 
merchandise—an acceptance of the style, quality, 
service and value denoted by the best-known brand. 


CONCENTRATION is the Surest, 
Quickest Way Out 


@ Conditions can't be blamed altogether for stocks 
composed of too many makes—unbalanced, slow- 
moving, and therefore unprofitable. Wherever this 





% 
“ 


condition exists, it is frequently found that some one i wear the 





representative line is producing enough turnover to § buy it ri 
carry the deadwood, earning the profit to take careof # “We 
the loss—and as often as not, without the fact being down W 
realized. of ne 
@ Where are YOU getting YOUR turnover? Isn’t it a 
on your nearest approach to a consistent LINE) i ou 
And isn’t it clear that you can BUILD UP YOUR now mo 
TURNOVER by BUILDING UP A CONSISTENT is ladies 
LINE—cutting away the deadwood, balancing your J cont of ¢ 


stock with the best-known make available to take 
care of the bulk of your requirements and give you 
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You Want to Stay Whs 
and Make it Pay! $5.01 
@Whether you are inspired by ambition and enter- Wai 
prise, or whether you are satisfied to operate more fe 
conservatively, the fact remains that you are in @A 
business and you want to make it profitable. No man longes 
stays long where business doesn't pay—but you can asa 
coveri 





make money in shoes as long as there are women to 





THOMAS CG. PLAN! -O 





When writing to Tuomas G. Prant Company please mention Boot and Shoe Recorder 
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wear them, if you are ready, now, to pick a good line, 
buy it right, push it and stick to it. 

@ “We only wish that we could have you sit right 
down with us in our office and go through our stock 
of Queen Quality shoes,” writes one merchant; “we 
. could show you so much better than we could tell 
on you. We have used Queen Quality shoes from the 






aa time our business was less than $100,000 and it is 
ia now more than $400,000—the biggest part of which 
" : is ladies’ business ;—and about 80 per 

our 


cent of our shoes are Queen Quality.” 





A SHOE MERCHANT 
who is stocked 
with 
TOO MANY MAKES 
is like a 
boatman who tries 
to pull away 
from the dock 
without 
untying the “‘painter’’ 








(ol NCAWGR (Oxia SL 





Where You Get Most Volume 
$5.00 or $5.50 to $7.00 or $7.50 
Wait for the Right LINE 


@A “Queen Quality” salesman is near you, with the 
longest, strongest line of women's and young wom- 
ens medium and semi-fine footwear ever shown, 
covering the style proposition, semi-style, staple and 
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When writing to Tuomas G. Prant Company please mention Boot and Shoe Recorder 
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) hat Holds Kou Back! 














SHOE MERCH 










special requirements, all under one brand, America’s 
best-known make, at popular prices consistent with 
the known character of the line. 


Rearranged Lower Prices, Based 
on Pronounced Economies in Pro- 
duction, and Increased Demand 


@With the advantages of “Queen Quality” concen- 
tration in manufacture and distribution, backed, by 
In-Stock Service from Boston, New York and 
Chicago on which you can take care of an important 
part of your ‘‘at once’’ and between-season. turnover, 
you can keep your stock clean, your investment at 
the right figure, build up your turnover and your 
good will, and do business profitably under the new 
order of things. 


@ Write or wire for the “Queen Quality” salesman to 


show you what the “Queen Quality’ proposition can 


do for your business. 
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HE ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 








Our plan also includes quick 
delivery service on certain lines 
altho’? this is not an in-stock 
proposition. 








C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 




















Made with genuine 
Barbour Storm Welt 


























When writing to C. H. Atpen Co. please mention Boot and Shoe Recorder 
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_ No other footwear has 
t _ the grace of satin 

| 

f 

f 


zs 





2 O wonder satin shoes are so 
i greatly referred by women 
of fashion! No other material used 
in footwear has the daintiness, the 
elegance, the luxury of satin. — 
And Skinner’s Shoe Satin has given 
to this type of shoe a strength and 
serviceability that make satin shoes 
practical for street as well as even- 
ing and boudoir wear. 


It is worth something to a merchant 
to be able to tell his customers his 
satin shoes are made of Skinner’s 
Shoe Satin. Then they know they’ll 
wear. 


“Look for the Name in the SeWwage”’ 
William Skinner & Sons 


New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 


. . 
86 inches wide and supplied 
in four different qualities (Inner S 
to meet all the require- 
ments of the trade. 
Shoe Satin 


‘> 





“LOOK FOR THE NAME IN THE SELVAGE” 





When writing to Wittiam Sxinner & Sons please mention Boot and Shoe Recorder 











Turning 
Satin 





IMustrating 
Stresses and Strains 


DARBROOK 
































URNING shoes, originally assembled inside 

out, is an operation which calls for not alone 
skill but considerable muscular effort as well—and 
the material of which the shoe is made must have 
the resistance necessary to withstand it. Yet this 
operation is required in all turn shoes—the process 
by which most satin shoes are made. 








DARBROOK SHOE SATINS have demonstrated 
their excellence long before they reach the mer- 
chant in completed shoes. In every process of manu- 
facture they have been found to meet conditions 
ideally. 


Satins, well thought of in the factory, are equally 
as satisfactory in the finished shoes. 


Coupled with strength of texture, which assures 
wearing quality, DARBROOK SHOE SATINS 
have permanent, beautiful lustre and color, uni- 
formity of weave, and that evidence of quality 
which makes for beautiful shoes. 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 





Represented by 


W. A. Gallup T. F. Leary Henley & McGaghey’  G. Fitzgerald D. J. Finn 
Cincinnati Boston St. Louis New York Philadelphia 


SHOE SATINS 
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N addition to Ever Grip 
we make Vim, a higher 
grade heel at a somewhat 
higher price, and Bull Dog, 
the best possible rubber 
heel which can be made at 
any price. 


BOSTON WOVEN HOSE AND RUBBER COMPANY 
CAMBRIDGE, MASS. 


When writing to Boston Woven Hose & Russer Co. please mention Boot and Shoe Recorder 
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The Success of the 


“MARSHALL” SHOE 


has been secured by maintaining QUALITY 
through and through. 


C. S. MARSHALL COMPANY 


Brockton, Mass. 
Makers of Men’s Fine Footwear 


When writing to C. S. Marsuact Company please mention Boot and Shoe Recorder 
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AMERICAN SEATING (OMPANY 


General Offices: CHICAGO, 1016 Lytton Bldg. 
NEW YORK 


‘ BOSTON 
—~~«~, room 601, 119 W. 40th St. Room 302, 69 Canal St. 
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REDERICK S. PECK, of Worcester, 

Mass., manufacturer of fine foot- 
wear for men, is showing these new 
models of sport shoes for Spring. They 
have a swagger style combined with 
comfort that should have an im- 
mediate appeal to men. 


In these shoes the Armstrong Cork 


ARMSTRONG CORK COMPANY, 





Shoe Products Division, 


These Sport Shoes for Spring 
Have Armstrong Box Toes 


Box Toe has been used to produce a 
soft, resilient toe which even after long 
wear will retain its fine style lines. 
It will not bunch, curl, or become 
brittle and crack. 


Frederick S. Peck is one of the many 
manufacturers of fine shoes using the 
Armstrong Cork Box Toe. 


Lancaster, Pa. 


Armstrong — 


Circle. Cork Box Toe 








When writing to Armstronc Corx Company please mention Boot and Shoe Recorder 
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DRIRIITRITRIE SD We YI UID PDE 
The Famous At Booth 93 
SF: wena Meet the Men 


Convention 


ShooeKen Bowen Manfashion 


UNION MADE 





Do it with WEBER UNION 
MADE SHOES. 

Styled to please the most particu- 
lar dresser. 


Built to repay full value ‘in service. 


To retail at $5 to $7.50. 


Weser Bros. SHOE Co. 
North Adams, Mass. 


— — New York Office: 1328 Broapway, Marsrince Bipc. 
orm ¢ 
Shoulder Roll Heel H. Harris, Rep. 


Price $5.10 





ROE 





DRDO DDE DA DDL OLE EE 














REY-SAM-WIDE SHOE 


TRADE MARK 


SHOES MADE TO WEAR 


IN STOCK 
SIZES 6 to 12 














retailer has — call for MEDIUM 
ICE, WIDE, dress shoes. We carry 
FOURTEEN numbers IN STOCK on SIX 
DIFFERENT lasts. EVERY shoe WAR- 
cent leather. START your 
E shoes and they will 
oa Te customers. ve = for the 
privilege of sending you a pair of each number, 
or any one number cma elt the fourteen styles. If not 
ve charges BOTH ware Ate er 
carrying ways. unt 
~ nation, terms and are as below F.O.B. 
STOCK > >> BROCKTON. C SHOES - and STOCK 
No. 400 “< ; f7 NARROW WIDTHS made on order ONLY No. 100 
“ALLER ELLE ES —4 weeks delivery. Here is a proposition that 
merits your IM EDIATE action. 
Stock No. 100—Gun Metal Calf Bals, Single Sole, Hicks Last 7W...$3.60 Stock No. 205—Black Vici Bals, Dowkte 5 Sole, Hicks Last 7W 
Stock No. 106—Gun Metal Calf Bals, oute Sole, Hicks Last 7W.. 3.75 Stock No. 210—Black Vici Bals, Single Sole, Duke Last 7W 
Stock No. 110—Gun Metal Calf Bals, Single Sole, Duke Last 7W.. 3.50 Stock No. 215—Black Vici Bals, Double Sole, Duke Last 7W 


Stock No. 115—Gun Metal Calf Bals, Dou je Sole, Duke Last 7W.. 3.76 Stock No. 300—Black Vici Plain Toe Bals, Sole, Bunion Last 7W 3. “60 
Stock No. 200—Black Vici Bals, Single Sole, Hicks Last 7W....... 3.50 Stock No. 310—Black Vici Cap Toe Bals, Single Sole, Bunion Last 7W 3.50 


SPECIAL FOR POLICEMEN, FIREMEN AND POSTMEN 
With Barbour Stormwelt 
Stock No. 400—Gun Metal! Calf Bluchers, Double Sole, Munson Last 5W 
Stock No. 405—Gun Metal Calf Bluchers, Double Sole, Cub Last 5W 
Stock No. 410—Gun Metal Calf Bails, Double Sole, Governor Last 5W 
Stock No. 415—Black Vici Bals, Double Sole, Governor Last 5W 
Terms—2 Per Cent 10 or Net 30, F.O.B. Brockton. 


LUKE W. REYNOLDS CO. ‘A °SEASTSEEBS. 127 “CRM” Brockton, Mass. 


When writing to the above advertisers please mention Boot and Shoe Recorder 
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_ Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

“porting Shank not only relieves the tired ° 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 





SPLIT RIVET 
CLOCKING SHANK 
TO INSOLE 


“Ne Shoe 2tith the Gauslend 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





When writing to Unrrep Snoz Macuivery Corporation please mention Boot and Shoe Recorder 
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over this new shade in the 
Velours line, proves that it will be a 
winner. It is one the consumer will 
readily accept as a good shoe shade. We 
urge you, a retailer of fine shoes, to ac- 
quaint yourself with the Velours line, 
especially this new shade. 


TAWNY VELOURS CALF is finished 
smooth, in a medium light shade of tan. 
This leather is chrome tanned, and pos- 
sesses a fine tight even grain. It will 
make up into a very fine and durable 
shoe for men and women. 











It bears the P. & V. trademark, an 

Made in Milwaukee emblem which stands for the maximum 

Sold all over the World in service and satisfaction, and carries 

those high standards which all P. & V. 
leathers must meet. , 


‘*This is a Calf year’’ 








PFISTER & VOGEL | EATHER Go. 


TLADELPHIA, PA. 
MILWAUKEE, WIS. ST. LOUIS, MO. RoCuESTES. Jt. Y. 
IN, MASS CINCINNATI. O. NOR IN, ENG. 





NEW YORK, N. Y. ST. PAUL, MINN. LEI . 
CHICAGO, ILL. SAN FRANCISCO, CALIF. FRANKFURT, GERMANY 








When writing to Prisrer & Vocet Learurr Co. please mention Boot and Shoe Recorder 
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How RAJAH Soles Breed Sales 


U.S. PAT. OFF. 


paki a ll 


This series of opening orders by a well-known maker of 
men’s shoes is typical of the general average increase 


in RAJAH sales 


; MERICAN SKILL plus THE CHOIC- 
1923 opening or der EST PLANTATION CREPE RUBBER 
320 pairs are the reasons for RAJAH’S success. 


1924 opening order Our secret process gives to RAJAH soles a 
3840 pairs mellowness that is found in RAJAH soles only. 





1925 opening order That mellowness which in the original RAJAH 
taught Americans a new lesson in comfort, 


40,000 pairs service and surefootedness is what they are 
seeking today. 





Do not disappoint customers 
who expect the original RAJAH 
with substitutes that lack that 
all-important mellowness. 


Give your customers the RAJAH brand on 
their shoes as the highest assurance of crepe 
sole quality and service. 


Alfred Hale Rubber Co. 


Atlantic, Mass. 
ESTABLISHED 1837 





LAING, HARRAR & CHAMBERLIN 


PHILADELPHIA 
DISTRIBUTORS 


NNN 


G.U.S. 





PRINCE 
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Foster’s Variety Store be McCloy Brothers 
Ukiah, California ‘Nearly Three Miles of Shoes” | Monticello, Arkansn 


$9,500 sold $7,000 sold nine days 
$30,000 stock $30,000 stock 








—are represented in the $44,000 volume of busi- 
ness we just produced for A. J. Stephens & Son 
of Ottawa, Ontario. 





One must admit that selling such a volume of 
shoes in a territory somewhat restricted as to 
population, calls for real work, thoroughly Hill’s Dept. Store 
planned advertising and selling methods of the Mentesume,% Georgia 
highest character. $8,099 sold 


We had a splendid foundation for this sale— ane 


the A. J. Stephens Co. had been in business 57 
years and the reason for this campaign was to 
close out completely, that they could retire from 
business. And we have accomplished this close- 
out in a most satisfactory manner. 


—~=*s 





SS 


; ’ 2 Wyoming Stores 
Rimel Merc. Company Mr. Stephens is a merchant held in high Corporation 
Valin, Seaton esteem in his territory—he is President of the Warsow, New York 


wet day Ottawa Retailers’ Association, the Past Presi- $7,219 sold 


| dent of the Canadian Retail Merchants’ Associa- 
° . tion. 


Surely Mr. Stephens would not have used 
Kelly Service unless investigation had convinced 
him that we could get the results and his hearty 
endorsement of Kelly methods and results is 
evidence that the profits realized were most 
satisfactory. 














oS 


= 


Chas. L. Ansley 
Americus, Georgia 
$3,850 sold first day 
$45,000 stock 


Charco, Texas 
$8,610 sold nine days 
Quoting from their letter— : $13,000 stock 


“In the first place, we now realize that it would 
have been impossible to put this sale over without 
the assistance of one of your men. Of course, it 
all seems very simple now, but when one realizes 
the enormous amount of detail that was attended 
to, it impresses more and more that any firm is 
F. Pelechaty Company foolish to attempt a sale without the assistance of © 
Ethelbert, Manitoba, a sales expert. ; d 

CANADA “In the second place, it takes a great deal of Youngstown, Ohio 
$2,136 sold first day thought and guess work off the owner of the busi- $10,817 first five days 
$10,000 stock ness and avoids making tremendous mistakes in $60,000 stock 
regard to selling the goods.” 





i — Pe 








Whether you are planning to close out com- 
pletely or simply clean up stock and build for the 
future—there is a Kelly campaign just fitted to 
your stock and situation—full details will be sent 
on request. 


Greenway & Rau 
Wichita, Kansas 
$5,000 sold first day 
$75,000 stock 
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When writing to Tue T. K. Kerry Sares System please mention Boot and Shoe Recorder 
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" Shoe Men Ideally 
Qualified for This Work 


Chiropody offers a splendid field for both men and 
women to make an exceptional income, in a high- 
grade calling. The demand for Graduate Chirop- 
odists far exceeds the supply. 


The World’s Leading School 


The Illinois College of Chiropody is the largest and 
best equipped school in the world teaching this sub- 
ject. It is now in its 13th successful year and occu- 
pies an entire 4-story building. Instruction under 
a faculty of well-known physicians, chiropodists, 
surgeons, chemists, orthopedists and specialists. 
Day and evening classes. 


Largest Foot Clinic in America 


Over 15,000 persons receive treatment annually in 
the Illinois College Free Foot Dispensary, giving the 
student a wonderful opportunity of coming in con- 
tact and studying every known foot condition. 


New Classes Open January 2nd 


Mail coupon today for illustrated catalog, giving complete 
information relative to the opportunities which chiropody offers 
and why the Illinois College is the school for you. Gives com- 
plete data relative to courses, equipment, facilities, entrance 
requirements, methods of earning money while studying, etc. 


——— Mail This Coupon Today — — —— 
ae College of Chiropody, 
7 N. Clark St., Chicago. 


aon Please send me, postage prepaid, latest catalog and complete 
| information relative to chiropody and your school. 
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Largest Foot Clinic in the World where 
15,000 patients are treated annually. 
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acBOBa; 
SHOES 
Water-tight! 


Right now that’s a big appeal to 
mothers! And if you sell Acrobats 
you can show how their Double 
Welt construction is practically 
water-tight, as well as rip-proof and 
more comfortable to children’s feet. 


Get this popular number for immediate 


selling. 
Our 
Latest! 


No. 1354 
In the Popular Tan Army Elk Flexible 


Oak Sole 
IN STOCK 


8% to 11 C, D. 5% to 8 C, D’ 
(rubber wedge heel) 


OOM 


Order fill-in requirement now. Ask for 
Catalog 24F and the details of our busi- 
ness-building agency proposition. 


Ooo 


Shaft-Pierce Shoe Co. 
241 Third St. Faribault, Minn. 
Specialists in Children’s Good Shoes since 1892 








Vertical Files 
Strength—‘*"4 welded steel construc- 


Rich, baked-on ena- 


Appearance— el.’ Olive green or 
grained finish. 

Progressive 

Smooth Operating — | 7e"'"° 

pensi th sliding, noiseless drawers. 

Capacity—‘reci«! construction gives 

greatest possible filing space. 

**Allsteel’’ guarantees 

Life—tong life, beauty and sat- 

Long isfaction. 

Shelving, , Desks, Transfer Cases, Sa, 

ie Feckesl Cuun Aommores cad Sepplies 


Counter-heights, 
THE GENERAL FIREPROOFING CO. 
Youngstown, O Dealers Everywhere 
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| | WOMEN’S MARS—A light weight stylish 
gaiter with extra fine Jersey cloth top made 
WOMEN’S VANITY -A neat gaiter, made in a variety of lasts. Stock No. W380. 

of the finest Jersey cloth, black net lined 
and fasteaed with a snap. Stock No. 371. 








MEN’S REDFORE 


A long wearing cloth top gaiter of superior 
quality. Built for hard knocks. Stock No. 
315. 
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Five Top Notchers 


that meet every 
demand of Winter 





ERE are five Top Notch gaiters that mean sales 

for you! Your customers already know that the 

Top Notch Cros; stands for the best in rubber foot- 

wear. Our advertising has made the Top Notch line 
famous throughout the United States. 


XUPINE > Top Notch gaiters are made by hand like the finest 


A high, snug gaiter for protection in all kinds custom-built shoes. They are durable. They are light 
of weather. Jersey cloth, lined with black ° 
fleece, and fastens with a snap. Stock No.374. and stylish. They are comfortable. 

A window display of Top Notch goods will attract 
customers to your store and result in increased sales. 
Get in touch with our nearest branch office and find 
out about the advantages of being a Top Notch 
dealer. 




















BEACON FALLS RUBBER SHOE CoO. 
Makers of Top Notch Rubber and 
Canvas Rubber Sole Footwear 


Beacon Falls Connecticut 


241 Congress St., 106 Duane Street 
BOSTON, MASS. NEW YORK, N. Y. 


208 So. Jefferson St., 926 Broadway 
CHICAGO, ILL. KANSAS CITY, MO. 


426 Second Avenue, North 530 Howard Street, 
MINNEAPOLIS, MINN. SAN FRANCISCO, CAL. 


= FOP NOTC 


A snug neat protector from snow and cold. 
Made of finest Jersey cloth, lined with black 


fleece and fastens with a snap. Stock No. 370. A GUARANTEE OF MILEAGE 


When writing to Beacon Farts Rusper Snor Co. please mention Boot and Shoe Recorder 
































no.& Bonnie Brown 


Anew shade developed tomeetf {I 
that insistent call for a brown 


color that would sell-cand safir/ 


no25 Copper(an 


A subdued orange shade. unl 
wu enough red to give the lively 


effect so desirable in smart shoes 


no40 S at al 


Avery light tan shade. Youll 
Find itin many of the smartest 
styles thir season 


iw ays Standards 
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Sy) / N the turmoil of Style it is easy for the shoe buyer to lose 
Y sight of the selling advantages of Leather. 


Rightly chosen and understood, a Vegetable Tanned 
Leather can be made a powerful lever to greater profits. 


With a shoe of AZTEC CALF in your hand, you can in 
all honesty assure your customer it is made of the most 
thoroughly satisfactory leather a man can put on his feet. 


It will retain its original shape and style. 


th It will be easy and comfortable when it is first 
worn and will remain so. 
| It will stretch and contract only one-third as 
much as chrome leather with changes in humidity. 


It has that stability of color and polish which is al- 
CS ways demanded by the discriminating buyer. 


The proof of this is the standardized use of Aztec Calf in 
all those lines of shoes which are noted for an exclusive 
character in style, fit, leather, and constant sales. 


{| 
! 


LEATHERS 


of Excellence ~ 


. 
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Color Thirty-Five 


A New CREESE & COOK Smooth Russia Calf 
Especially for Women’s Shoes 


We have produced this new color in re- 
sponse to a definite public demand for a soft 
brown in Russia Calf. 


You may be assured in advance that the 
CREESE & COOK reputation for producing 
distinguishing colors in fine calf leathers is 
fully maintained in this latest origination. 





Know it by a sample 
cutting which we shall 
be glad to send you 





“CALF LEATHERS ARE WHAT THEY WANT” 





CREESE & COOK COMPANY 


-~ x - 
SALESROOMS i) ke Ge TANNERIES 
95 SOUTH ST., BOSTON De <<. ND CONN DANVERSPORT, MASS. 


P. A. HENRY & CO. #.) SILVEY & CHRISTMAN 
706 Broadway, Cincinnati, O. COSMET 7 82 GOLD STREET 
Leather Trades Bldg., St. Louis, Mo. og att oe NEW YORK CITY 

















When writing to Crexsz & Coox Company please mention Boot and Shoe Recorder 
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1924 


has been the most prosper- 
ous year in the history of 
Men’s Arch Preserver Shoes 


LARGER volume of sales and a greater increase in dealer 

representation than in any previous year, in spite of adverse 
business conditions generally throughout the shoe industry, 
prove: 


@ That the Arch Preserver*Shoe is not af- 
fected by ‘‘conditions.”’ 


q@ That it builds and holds business. 


@ That the public is more and more recog- 
nizing its exclusive advantages. 


That it offers the most valuable sales 
franchise the dealer can secure. 


Twenty-eight good styles carried in stock; aggressive national 
advertising in the Saturday Evening Post; and a liberal dealer- 
help campaign—these things are making Arch Preserver Shoe 
superiority a real dominance in the industry. 


E. T. Wright & Company, Inc., Rockland, Mass. 


THE 


RCH PRESERVER 


The Man’s Styleful Shoe on a Real Chassis 


These are vested solely with 


This Trade Mark is found on E. T. Wright & Co., Inc., 


the sole and lining of every =e Rockland, Mass., for themak- 
genuine Arch Preserver Shoe. y ing of men’s shoes, and with 
There are seven patents em- P The Selby Shoe Co., Porte 


ange in. Arch -Preserver . = mouth, Ohio, for the making 
oe construction. Keeps the Foot Well of women’s shoes. 








When writing to E. T. Wricut & Company, Inc., please mention Boot and Shoe Recorder 
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look it! 
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are men 
and buyers 


of 


tomorrow! 
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ARKETS of the least resistance— 
the ready markets—are the ones 


that you can drive at with profitable re- 
sults. The 


FDUCATOR 
SHOE® 


is the greatest asset to live shoe dealers. 
Over 15,000 shoe merchants carrying this 
nationally advertised, original orthopedic 
shoe for the entire family realize the 
value, the demand and merits of the shoe. 


It is a business building product. 





Boys’ Educators are of value to you as a 
source of repeat sales. Their activities de- 
mand more shoes and more shoes. Like- 
wise comfortable and economical shoes. 
There’s the market! Are you getting your 
share? Line up today. 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH ST. BOSTON, U.S.A. 


DISTRIBUTING BRANCHES 
Rice & Hutchins Chicago Co. Rice & Hutchins New York Co. 
Rice & Hutchins Cleveland Co. utchins St. Louis 
Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 


BOYS’ SHOES 
to Retail at $5 


No. 9650—Light Russia kip bal 
mod, Educator last, cap toe, si 
sole. Rubber heel. 


No. 9686—Boys’ mahogany Russia 
calf blucher ee, Viscolized 
waterproof sole, rubber heel. C-D. 


No. 9686—Little men’s. Same as 
above, Edacator, 10-13, D. 
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When writing to Rice & Hutcuins, Incorporaten, please mention Boot and Shoe Recorder 
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Boston, December 13, 1924 





How I Buy—And Why? 


The System by Which a Middle West Department Store Buyer Gauges His 
Demand and Quantity of Merchandise to Order 


statement, that. But not so simply executed; as 

every shoe buyer knows. However, in a nutshell, 
the above answer covers the problem. By elaboration, 
we might say, a shoe buyer buys to sell at a right 
profit; he buys for continued shoe selling at a right 
profit, and for the continued prestige of his house. It 
should be remembered that no matter how meritorious 
a certain line of footwear may be, if the customer 
indicates that it is wrong by not purchasing, the buyer 
has “fallen down” on his job. The buying part of a 
shoe business is only 15. per cent—the other 85 per 
cent is the merchandising or the converting of those 
shoes which have been bought into money. 


Have Confidence in Convictions 


A shoe buyer must be “all things to all men,” and to 
all the rest of the human family. He must have confi- 
dence in his convictions. These convictions must not 
be “snap-judgments,” but must be arrived at by a 
long and careful study of styles in gown, or suit, or 
hat, and the fashion application of these items to foot- 
wear; the buyer must study the requirements of his 
community; the sports tendency; the party tendency; 
and the general conditions of social life. The buyer 
should seek every opportunity to enlarge his circle of 
acquaintances among other buyers—a weekly luncheon, 
during which buying problems may be informally dis- 
cussed, is beneficial; a trip to the other fellow’s store 
to see the way “he does it,” and 
especially if he is in a city other 
than that in which his store is 
located, is helpful. 

When a buyer goes into a store 
outside of his home city, he 
should make himself known to the 
buyer, or his assistant. I, per- 
sonally, in my six or seven years” 
as buyer, know practically every 


\ BUYER buys goods that will sell. A simple 


NEXT WEEK 
Complete system cover- 
ing how to take a phys- 

ical inventory 


buyer in my Middle Western home city, and most of 
them all over the country—when these buyers come to 
my city, they come in to visit me. 


Nothing “Spasmodic” in Style 


No shoe store ever made a fortune out of something 
that is radically different than another’s and style 
itself is a steady outgrowth or realignment, or modi- 
fication, of some style that has been with us—there is 
nothing spasmodic about fashion change, if we but 
keep a careful lookout at the “fashion helm.” 

For instance, at present, we know that with the 
simple and artistic shoes of the present and those 
predicted for the months just ahead ornamenta- 
tion of all sort, such as buckles, will be required 
by the public. That is not a random decision, or even 
a “hunch.” It is a logical conclusion, and there are 
other logical conclusions at which the well posted shoe 
buyer should arrive, and should not hesitate to “strike 
while the iron is hot” and put these goods before the 
public. 

A shoe buyer should have an expert knowledge of 
the markets and prices. He should see that the store’s 
advertising has the proper appeal—that the show win- 
dow “talks” footwear to the point. 


Risk Element Necessary 


While the first rule to follow is: Always know exactly 
your stock, yet a clever buyer must be a “good sport,” 
and be willing to take a certain 
element of risk. In other words, 
do not think about buying a shoe 
for so long a time that it will be 
out of style by the time you have 
it installed. As to how far in ad- 
vance one should order, that de- 
pends how long it will take to 
get that particular order. It 
might be five weeks before that 
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particular order 
could be put through 
the factory. Then the 
buyer should order 
five weeks in ad- 
vance and for a five 
week’s supply. How- 
ever, the closer one 
can buy to the sale, 
the surer he is to 
buy the right thing Tih. Suede / 
and the less gamble Br Suede 

there is attached to Light Suedes 

the buying always yay ae 

some gamble at- 
tached to buying— 
the aim is to have 
as little of it, how- 
ever, as_ possible, 
and the proportion 
of gamble is reduced 
in proportion to the 
increase in the 
buyer’s knowledge of 
his work and his 
courage. 
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Practice Buying 7 
Concentration 


My advice to 
brother buyers is to 
confine your buying 
to as few lines as 
possible. You are 

then in a position to 
; get better service 
from those houses, 
as the factory ap- 
preciates this con- 
centration and knows 
better how to plan to 
meet the buyer’s re- 
quirements. How- 
ever, a buyer should 
be willing to look at 
all lines presented, 
as he cannot know 
too much about ‘'.e various sources of supply and if 
there is a new course of supply wh:-. particularly 
apreals to him, ke may with safety encourage the 
producer. 

The actual det.uls of ordering can be better accom- 
plished in the store in conference with the traveling 
salesman, who meets the buyer on his “home ground,” 
but frequent trips to market are necessary, for the 
opportunity they afford to see a wider range of mer- 
chandise and also for the opportunity of “rubbing 
shoulders” with the trade. 


and heels. 


additional merchandise. 


i 


Some Buying Rules 
While no definite set of rules for buying can be 
adopted by every buyer—yet there are general rules 
which all would do well to follow. 
First—Always know exactly your stock. 


#750 
We/ts\ Farns | Weft 


This chart shows how the author of this article, a depart- 
ment store buyer, classifies his stock, when preparing to make out 
a@ new order covering an impending selling season. Note that the 
major classifications are price, turns, welts, materials, patterns 


In his turn shoes selling for $6, let us say, he finds that he 
has one in patent, one in kid (black), two in tan calf, one in a 
light colored suede and one in satin. These six styles are made up 
into two gore models, two tongue pump models and one each of 
strap and oxford types. Two of them have low heels, three of 
them medium heels and one has a high heel. 

For the purpose of this chart, this buyer has lumped all his 
sport shoes under the welt classification. This explanation is 
inserted here because in the next chart on the opposite page, the 
classification is more exact—turns, dress welts and sports. 

In actual practice, the retail merchant will, of couise, wish 
to include his shoe store findings, his hosiery and any o:her mer- 
chandise which he sells. Or he can have a separate chart for this 


Second — Analyze 
expected sales for 
the period for which 
you want to make 
purchases to cover, 

Third — Make a 
forecast of likely de- 
mand, as foretold by 
past sales, plus new 
developments that 
may shift sales from 
one kind of mer- 
chandise to another, 

Let’s take them in 
order. By always 
knowing your stock, 
I mean that it is pre- 
supposed that you 
keep records show- 
ing sales over well 
defined selling pe- 
riods not only by 
sizes but also by 

/ styles, plus your per- 

petual inventory, al- 

oe oat Paes so by sizes and 

styles. These form 

the basis for your 
future buying. 

The second rule 
has to do with your 
expected sales—what 
you hope to do in the 
selling period which 
you are just about 
to enter and for 
which merchandise 
orders must be 
placed. It is really 
part and parcel of 
the third rule—mak- 
ing a forecast of 
likely demand. 

In my department 
we have worked out 
a plan for which I 
can claim little 
credit as it has been the growth of years. When I sit 
down to make out my orders for a given selling period 
I have before me the chart which has been reproduced 
here. 

‘his shows me the percentage of total sales credited 
to each different style which I have carried in stock 
throughout the selling period which is just ending. 

The first point to be decided, after a study of this 
chart, is just to what extent business conditions will 
show a change in the next selling period. I talk things 
over with the other buyers and our merchandise man, 
aid “use all my sources of information. What I learn 
may lead me to expect, for the sake of example, a 
twenty per cent increase in my business for the next 
selling period. 

I am at liberty, therefore, during the next selling 
period, to merchandise a stock twenty per cent larger 
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than the one I had during the selling period just 


added. 


But does that mean that I buy twenty per cent more 
of each of the numerous styles which I have carried 
in the previous selling season? No, for there the ques- 


tion of style comes in. 


Let us say, for example, that I have sold, during 
the last selling period, 500 pairs of a black patent strap 
pump with a fairly low heel, this representing, accord- 
ing to my chart, five per cent of my total pair sales. 
With business looking twenty per cent better, it would 


seem logical perhaps that I 
buy twenty per cent more 
of this number than I had 
carried in the past. But my 
style knowledge tells me that 
this particular style is 
waning. Therefore, although 
I expect to do some busi- 
ness on this number, I will 
not order my full quota, 
but will allow it to stand 
about as it was during the 
previous season. 

On the other hand, during 
the same season, I have had 
another number which has 
only “got going’ toward the 
end of the selling period, and 
on which I anticipate a 
“whale” of a business during 
the next. Therefore, I will 
apply to my buying of that 
number not only the regular 
twenty per cent increase tu 
which expected business con- 
ditions entitle me, but will 
also add to that twenty per 
cent the amount I have saved 
by not buying my full quota 
of the patent strap number. 

With such an analysis in 
front of me I have been able, 
in at least one instance which 
I recall, to make out an or- 
der for $8,000 worth of shoes 
and have the amount come 
within $350 of actual re- 
quirements. 


Bill Proposes Right 
to Register Designs 


Washington, Dec. 6—Copy- 
right registration of designs 
is proposed in a bill intro- 
duced in the House of Repre- 
sentatives this week by Con- 
gressman Vestal of Indiana. 
The measure, known as H. R. 
10,315, would apply to the 
author of any design which 
is new and original as em- 
bodied in or applied to any 
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manufactured product of an art or trade. It would un- 


doubtedly have its effect upon merchandising practices. 


Under the terms of the Vestal measure “Design” 
would include “Any conception in relation to a manu- 
factured product which is new and original, either as 


to pattern, shape or form, in its actual application or 
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Here is the final chart from which the author 
of this article does his buying. By analyzing 
the sales of his last selling period he finds that 
his $6 shoes have contributed ten per cent of his 
business, divided into four per cent for turns, 
five per cent for dress welts and one per cent for 
sports. His styles on hand are six, pairs on hand 
are 261, and sales have been 480 pairs. If he 
assumes that business will remain on about the 
same level during the next selling season and 
that the six styles he has on hand in $6 shoes 
will be equally as good next season he will buy 
in exactly the same proportion. In other words, 
if he has planned to buy 10,000 pairs of shoes, 
ten per cent, or 1,000 pairs will be shoes which 
he can sell at $6 and of this one thousand pairs, 
400 will be turns, 500 will be dress welts and 
100 will be sport shoes. If, on the other hand, he 
figures that business will be ten per cent better 
next season than it has been in the season just 


embodiment in such manufactured product for the 
purpose of ornamentation or decoration, or for adapt- 
ing such manufactured product for use, in reproducing 
an artistic or ornamental effect.” 

The bill would give the person holding the copy- 


right the exclusive right to 
reproduce, sell and use the 
design. A proviso is attached 
which states that “No regis- 
tration under this Act shall 
be construed to deprive any 
person of any otherwise 
lawful right to illustrate 
fashions by pictorial repro- 
ductions or to make and sell 
patterns for dressmaking.” 


It is proposed in the Vestal 
bill to give the holder of the 
registered design every legal 
protection. It would give the 
several courts power to grant 
injunctions according to the 
course and principles of 
equity, to prevent the in- 
fringement of rights secured 
by registration of design. 
The bill has been referred to 
the House Committee on 
Patents. It is doubtful if 
any hearings will be held 
until after the holiday re- 
cess. 





Why Shorter Skirts? 


“T cannot say much in 
vindication of the shortness 
of the petticoat; it was 
doubtless introduced for the 
purpose of giving the stock- 
ings a chance to be seen, 
which were generally of blue 
worsted with magnificent 
red clocks; or perhaps to dis- 
play a well-turned ankle and 
a neat though serviceable 
foot, set off by a high heel, 
leathern shoe, with a large 
and splendid silver buckle. 
There was a secret charm in 
this fashion which, no doubt, 


closing; he will buy..ten per cent more of hié...entered into the considera- 


shoes to sell at $6 and so on, always, of course, 
watching the chart on the opposite page, to see 
that he does not buy too heavily of any style 
which is going stale and that he is covered on 
new styles which are just peeking over the 
horizon. 


tion of the prudent gallant.” 

Washington Irving wrote 
this of fashions in old New 
York, when New York was 
New Amsterdam. 
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Only Authentic Styles to Be Worn 
at N.S. R.A. Revue 


WHY BUYERS SHOULD 
COME TO BOSTON , 


By J. A. Manning 


Buyer for the Shoe Depart- 
ments of Jordan Marsh Co. 


The Boston Convention af- 
fords an unusual opportunity for 
alert buyers to make a close 
comparison of footwear styles 
and values. As practically all of 
the representative lines of the 
country will be on display, al- 
most side by side, there is also 
ample opportunity for revision, 
or re-checking of decisions. The 
Convention enables the buyer to 
obtain an intelligent digest of 
opinions of the allied trades 
“‘shoe-merchandising-wise.”’ 


as 


CONVENTION TRIP 
WORTH WHILE 


By John H. Woodbury 


Buyer Men’s Shoes, T. E. 
Moseley Co. 


There is no question but that 
a trip to the Boston Convention 
will be a profitable investment 
for buyers. Here we may rub el- 
bows with brother buyers from 
all over this country; and by 
this friction, Aladdin fashion, 
will problems vanish and new 
ideas come for a better service to 
the public. A wide range of mer- 
chandise will be placed before us 
for comparison and advice on at 
once and future orders. 


my 


BOSTON{LOGICAL CON- 
a VENTION CITY 


By Fred L. Blaisdell 
Buyer for Wm. Filene’s Sons 
Co. 


Buyers, both big and small, 
should come to the Boston Con- 
vention. This meeting of minds 
and the inspection of lines on dis- 
play is a liberal education. Per- 
haps many orders may not be 
placed, but at least the busy 
buyer will have a chance to 
familiarize himself with a line of 
which he has perhaps heard only 
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HE committee in charge of the style show, 

which is to be one of the features of the N. S. 
R. A. convention in Boston on January 12, 13, 14 and 
15, is planning to make the revue an authentic pres- 
entation of new styles that will be a real aid to retail 
shoe merchants in purchasing spring and summer 
shoes. 


@For months members of the committee have been 
working with leading style authorities and manu- 
facturers in an effort to have the shoes shown on the 
runway paint a true picture of the style situation. 
Great care will be taken to see that the revue will be 
of real value by guiding them in selecting styles which 
will meet with immediate sale. 


@Irving B. Howe, general chairman of the convention 
committee, is working closely with John Fischer, 
chairman of the style revue committee, in an effort to 
make the Boston style show go down in record as a 
revue that was useful as well as entertaining. 

@The style authorities on leading fashion magazines 
have been consulted and are lending their help in se- 
lecting lasts, patterns, heels and materials that will be 
correct in every detail. 


On to Boston 
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Costumes and Shoes for Every Occasion 


Will Be Shown 


@The revue is to be under the direction of Edward 
Beck of Chicago, who had charge of the style show at 
the last two conventions. He plans many novel and in- 
teresting changes in the method of presenting the 
styles to the convention visitors. A runway will be 
built around the balcony in Mechanics Building. 


@Only young women with charm and personality 
above the average will be selected as models. It is 
planned to get models who represent the different 
types of girls. Shoes for each occasion will be shown. 
Costumes for the models will be carefully selected to 
harmonize with shoes. 


@An exceptionally large number of men’s shoes will 
be shown, and the number of men’s manufacturers to 
exhibit is far greater this year than ever before. 


@The sale of exhibit space has continued at a very 
brisk rate. W. W. Willson, chairman of the exhibit 
committee, for booths at the convention, reports 
most of the desirable spaces are being taken daily by 
manufacturers. 


QMr. Willson stated: “Reports salesmen are sending 
back from their territories indicate a record-breaking 
attendance.”’ 


On to Boston 


é 








in a general way, but not in that 
intensive way which is necessary 
before an order can be placed. 
Here buyers may “listen in,’’ 
friendly fashion, to the selling 
“stunts” of the other merchant. 
They return home with ideas, 
ideals and enough “pep” to 
cause them to do some unusual 
merchandising feature which, 
nine cases out of ten, would 
never otherwise have been ac- 
complished. 


KNOWLEDGE GAINED BY 
VISITING BOSTON DE- 
PARTMENT STORES 


By Fred W. Small 


Buyer for Gilchrist’s Shoe 
Departments 


The shoe departments of the 
big department stores offer to 
visiting buyers an opportunity 
for merchandising study. One of 
the first department stores in the 
United States to install a shoe de- 
partment is located in Boston; 
and this shoe department has 
progressed in modern merchan- 
dising, right in step with the 
other departments of this big 
establishment. In a trip through 
a great mercantile institution 
like a department store, shoes 
are presented in a truly “en- 
semble” fashion, and in their 
relation to other groups of mer- 
chandise. Everything from a 
“peanut to a balloon” is con- 
sidered. 

fe 


CONVENTION TRIP 
WORTH MONEY 


By C. W. Spencer 


Chairman, Finance Commit- 
tee 


A trip to Boston is worth 
money in a buyer’s pocket. Why? 
Because Boston is one of the 
great shoe and leather markets 
of the world. Every buyer in- 
cludes Boston in his 
trips. Whether ‘he goes to St. 
Louis, or New York; Chicago or 
Milwaukee—or the Far West, 
the aggressive buyer does not 
consider his survey complete 
without seeing what the Hub has 
to offer. 
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The Trade Can Clean Its Own 


House 

HE irritating frequency with which sug- 

A aa are made to refer industrial policies 
to the government for solution brings us to the 
standpoint of asking if it is not high time for us 
to ask industry to solve its own problems without 
governmental interference? We will say that it 
is rare that a shoe merchant voluntarily asks for 
regulation 6f his own business, for the usual pro- 
cedure is for some Congressman with paternal 
sweetness to propose a law and to irritate the 
wide, wide world with speeches and publicity on it. 
It is going to be a great pleasure for the mer- 
chants in attendance at the National Shoe Re- 
tailers’ Convention in Boston in January to listen 
to Merle Thorpe, Editor of The Nation’s Business, 
particularly after getting an example of his clear 
thinking and straight shooting in the following 
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lead editorial in the December issue of that publi- 
cation. 
Here it is: 


A shoe dealer, an intelligent, thinking man in a 
middle-west city, writes to The Nation’s Business that 
the curse of his industry is sudden style changes. With 
this diagnosis we have no desire to quarrel. He prob- 
ably knows what he’s talking about. 

But with his cure for the disease we cannot agree. 
Here’s his remedy: 

“Do not permit any shoe manufacturer 
selling to shoe retailers to have more than 
four selling seasons per year. 

“Designate the selling seasons to begin 
February 15, May 15, August 15 and Novem- 
ber 15. 

“Do not permit more than fifty styles to be 
shown in any line of shoes or oxfords or slip- 
pers for men, women or children. 

“Do not permit the addition of any sam- 
ples, to any line, during or between any sell- 
ing season, neither permit any changes made 
in any sample or pattern shown at beginning 
of each selling season. (This is the all-impor- 
tant part to bring about the adjustment 
desired.) 

“Demand that full details and description 
of every sample be forwarded to the proper 
department in Washington the first day of 
every selling season. 

“Make it a heavy penalty for any manufac- 
turer to violate; or better still, make it a 
penalty for both buyer and seller to violate 
this law. 

“Have the Government employ several well- 
experienced shoe men as auditors, whoge duty 
it would be to check up the manufacturers 
the same as a bank examiner. 

“If legislation to comply with this plan can 
be enacted, it will place the entire shoe indus- 
try back on a safe and sane basis and will 
create a fair and unprejudiced competition 
among all manufacturers and retailers.” 

Call upon Congress to pass a law! That’s the ever- 
ready remedy for every form of business ill. In the 
name of common sense, can’t shoe manufacturers and 
shoe sellers get together and agree on limiting styles 
if that’s what’s wrong with the shoe business? 

And think of another government commission to 
limit styles and of government inspectors to watch for 
violations of their regulations! And haven’t we enough 
trouble with law-evaders now without women taking 
to the wearing of bootlegged fashions in shoes? 


Speaking from within the industry itself the 
experience of the trade with governmental med- 
dling hasn’t been particularly fortunate. As far 
back as 1919 Attorney General Palmer tried to 
get at the high cost of living through stamping 
on the bottom of the shoe all the items of cost up 
to the fitting stool itself. His first ambition was 
to pass a law requiring the price at which the 
article left the producer’s hands to be stamped on 
the sole. 

Now such a system of regulation as proposed 
by the above shoe dealer would be merely one step 
along the line of having self-imposed paternal of- 
ficials take it upon themselves to direct what a 
person is to buy and how much that person is to 
pay. It wouldn’t be difficult to see a further law 
put on the books directing people to buy by mail 
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from factories a single pair at a time. From what 
examples we have seen of the high cost of govern- 
ment operation we can just imagine the piled-up 
cost of clerical expense in shipping, plus the ne- 
cessity of having the public go to a governmental 
judge on fitting as to the proper size, shape and 
usage. 

The accumulated cost of regulation by the Gov- 
ernment put on top of present prices would be 
many per cent more than the average price paid 
for shoes in the United States today. 

There is but one measuring stick of the service 
of an industry in the price and variety of article 
sold, and that is competition. Competition in pub- 
lie service in the shoe industry is greater than in 
any other industry in the United States, bar none. 
The entire structure of the industry makes that 
possible, for with 1,400 factories and thousands 
of retail establishments, each in active competi- 
tion one with another, there is bound to develop 
an over pressure on styles and samples; but at 
the same time this competition brings about a 
bed-rock value in style, in materials, in construc- 
tion and in price. 

When this shoe dealer speaks of compulsory 
regulation by a government, he should also give 
thought as to the constitutionality of picking out 
shoes alone. What about style in hats and shirts, 
collars and belts, buttons and pins and the million 
and one necessities of modern life? 

The coming convention of the National Shoe 
Retailers’ Association offers an opportunity in its 
Open Forum for an intelligent discussion of prac- 
tical means of selling in four definite seasons plus 
the methods of buying and selling of so complex 
an article of wearing apparel as footwear. 

If merchants were able to look ahead and an- 
ticipate their wants and concentrate their stocks 
on fewer and better styles, then the trade itself 
could bring about by peaceful and practical 
methods the same result that this middle-west 
shoe merchant would like to see accomplished by 
governmental regulation. 

In the final analysis the great American “buy- 
ing jury” the women who spend the money 
which we men make for them, and in some cases 
which they make for themselves), will have the 
say as to the tactics of buying and selling, though 
there is good strategy in some of the shoe dealers’ 
recommendations. The coming National Conven- 
tion can be made a pretty active forum on trade 
practice. It is, however, necessary to keep in 
mind that what the final “court of customers” 
wants is the way to a profit. If merchants will 
express themselves vigorously on such problems 
of the trade while in convention it will do much 
to start the New Year right. We hope the middle 
west shoe merchant will make himself heard in 
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the only place where immediate action can be 
started—tthe convention of the National Shoe Re- 
tailers’ Association. Let us do our house cleaning 
within the trade. 





The Price of Variety 


OME years ago a horseman was offered $100,- 
000 for a horse; he refused it. An old farmer 
made the gruff comment that in his opinion “two 
fools met that day.” He had as poor an opinion of 
the man who refused such a price as he had of the 
man who offered it. 

Here is another deal, in which there was only 
one fool: 

A man went into a hat store for a velour hat. 
The hatter brought out one. “Five dollars.”” Man 
tried it on. “Have you something better?” The 
hatter took it back, went to the rear of the store 
—fumbled around behind a show case—and 
brought forward the same hat, creased a little 
differently. “Seven dollars.” Man looked it over, 
and again said, “Have you something better?” 
The hatter went back, fumbled as before, brought 
the hat back. “Twelve dollars. Very best we have; 
hard to get them.” The man paid it and went out 
happy. Query: 

If a fool is really bent on being separated from 
his money, can any one stop him? And if he parts 
with it for something useful, is it a crime to aid in 
the transaction? 

Somebody should invent a word to match “prof- 
iteering” as indicating the buyer who is deter- 
mined to be “stung” and who will not be happy 
until he pays a big, outrageous price. What shall 
he be called? 

Meantime, the great volume of real business is 
being done in dealings in which neither party acts 
the fool—dealings which represent sane buying 
as well as honest salesmanship. Most of the shoe 
trade is of that nature, taking one day with an- 
other. At any rate, it will never do to lean heavily 
on the chance “velvet” of extra-price sales, for it 
is an unstable reed. No business can depend per- 
manently on contributions from the vanity of 
people who march off pleased with themselves 
after such deals as the above, wearing $12 hats 
on 12-cent heads. 

The great bulk of dealings involve exchanges in 
which neither party can rightly be called a fool; 
exchanges in which the customer gets fair value 
for his money and the dealer gets fair recom- 
pense for his expert services in selecting and sup- 
plying the goods. That sort of business will last 
always; the picking up of extra money from peo- 
ple who are temporarily crazy with money is only 
incidental and accidental. 
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Shoes Increase in Importance as Skirts 


Grow Shorter 


Some Match the Costume; Some Contrast; and Some 


ORE and more does the 
M costume feeling pervade 

the mode, bringing shoes 
to a place of infinite importance. 
More is required of our soles than 
formerly, with skirts growing 
shorter every day. Shoes match the 
costume or at least harmonize with 
it or again repeat a telling color of 
the costume—the latter is particu- 
larly true of sports and evening 
clothes. 

Black, though smart, is certain- 
ly on the wane. Not in seasons has 
color been so prominent. Russet 
browns are accorded first place and 
green second, which explains the 
marked rise in brown kid, suede 
and calf leathers in the past few 
weeks. Brown leathers for spring 
and summer promise an overwhelm- 
ing vogue. All browns and beige 
have a rosy cast this season and 
gray is gradually re-entering the 
mode. 


Natural Color Cashmere Good 


Natural color cashmere is evi- 
denced on all sides and is insured 
a premier place for southern and 
spring fashions. This fabric again 
calls for a brown or beige shoe. 
Pastel shades are favored for the 


Strapped tan calf 
walking shoe and en- 
velope whipped in 
lighter leather. Shoe 
from Franklin Simon, 
and bag seen on Fifth 
Avenue. 


By MARGUERITE CAROE 


Top— Patent leather 
shoe with russet stitching 
and slip-through ribbon. 
Middle — Hand-woven 
sports shoe in red and 
green kidskin. Below— 
Camel kidskin vamp and 
airedale suede quarter ap- 
pliqued in kidskin. Note 
narrow strap effect over 
leather buckle. All three 
shoes from Delman. 


South rather than the more bril- 
liant colors, while white holds the 
lead. 


_In the few southern shoes now 
on display the play of color is an 
interesting one. The hand-woven 
Deauville sandal of last season re- 
flects its influence in various ways. 
It is no longer the entirely hand- 
woven shoe but a matter of insets 
—a style particularly favored by 
Hennings in a white suede shoe 
with hand-woven insets of brown 
and white kid on the toe, quarter 
and heel. Again Delman combines 
the hand-woven effect of green and 
red kid, with strips of red and a 
plain effect in the quarter as here 
illustrated. 

Slater uses colored suede strips 


Repeat One Pronounced Color 


in an unusual manner on white kid 
to cleverly diminish the size of the 
foot. The smartest shoe of the sea- 
son is a high-built model at Hen- 
nings of yellow suede with a per- 
forated cuff and buckle of black 
patent leather. Also duplicated for 
street wear it appears in black or 
brown kid, a leather much favored 
by leading shoe houses for spring. 
White linen is given prominence by 
Delman, trimmed in colored lizard 
or alligator. The sport oxford in 
this fabric often has openwork on 
the side—the toe, saddle and hee! 
being of brown or brightly colored 
alligator. For active sports buck- 
skin saddled in motted sharkskin, 
lizard or alligator is smart at 
Hennings. B. Altman uses shark- 
skin in light tan or copper brown 
pumps gored over the instep and 
built high, proclaiming it the shoe 
par excellence for sports wear. 
Satin Again to Be Good 

For evening, satin is rapidly re- 
covering lost ground. At the balls 
debutantes repeatedly wear satin 
shoes to match their gowns, the 
plain opera pump here being the 
favored style. Blonde and flesh-col- 
ored satin harmonize with any 
gowns and are greatly favored by 
the younger set. Sometimes flesh 
color is hand painted in rosebuds 
or black satin embroidered in a 
flower treatment as seen at the 
opening night of the opera. Pastel- 
colored velvets are featured by 
Shoecraft. Gold or silver cloth 
shoes at Frank Brothers are 
speckled all over in gold kid. 


velvet shoe with 
satin inset on 
vamp and heavy 
corded stitching. 
From Cousins. 
Below — Pastel 
colored velvet 
pump with 
rhinestone orna- 
ment at side. 
From Shoecraft. 
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Left — White buckskin sport 

shoe saddled in colored shark- 

skin. Right—Yellow suede, 

high built shoe with cuff and 

buckle of perforated patent 

leather. Both shoes from Hen- 
nings. 


Gold orsilver kidskin opera pumps 
or sandals were of leading impor- 
tance in shoes at the Metropolitan 
Opera premiere; gold or silver bro- 
cade also accompanied costumes. 
Several gowns were completed by 
satin slippers of matching shade. 


Hats Change Their Crowns 
Again 

Much attention has been centered 
on hats in the past few seasons. 
First came the cloche and its glo- 
rious reign, then the cut felt hats 
which still pursue a successful path, 
only to be followed by the square 
crowned hat which now finds a 
rival in the peaked chapeau. 

This hat with a peaked and 
dented or ridged crown just 
launched:in Paris is already taking 
like wildfire with the younger set. 
Both specialty houses and depart- 
ment stores sponsor it. Originally 
launched by either Reboux or 
Agnes (reports here vary), the 
authentic models were of Austrian 
velours. Many recall Pierrot’s hat 
with its felt brim turned up all 
around and therefore named Pier- 
rette or again the brim turns up 
at the side or back, then taking 
the name of Tyrolean or Alpine hat. 


Imported Collections Stress 
the Flare 


In the imported collections, lines 
remain unchanged as far as 
the straight silhouette is con- 
cerned but decided flare at 
front or side is noticed, espe- 
cially at the hem line. The 
flare is stressed as the impor- 
tant point in Paris, but a 
flare that in no way oversteps 
its sphere, as the silhouette 
above all must remain 
straight. Beading has a 
smarter following in Paris 
than in New York. By this an 
extremely fine beading is un- 
derstood; thus do many of the 
French gowns dwell on rich 
crystal, pearl and rhinestone 


motifs or all-over treatments. A 
more formal decolletage is the rule. 

The scarf on these new models 
as integral part of the dress, plays 
no less important a part than at its 
advent. We find it fluttering from 
every gown, often attached .at 


either shoulder in the back. It usu- 
ally matches the fabric of the dress. 





Top—Bridal buckle showing 
lilies of the valley outlined in 
petaled net. Below—Coral satin 
sandal with rhinestone drops. 
Both models from Delman. 


Embroidery in several instances 
does interesting things. This mode 
of trimming, however, is somewhat 
restricted to metal and bullion em- 
broidery, the latter endorsed by 
Poiret, for on the whole the smart- 
est gowns remain plain. Fringes of 
chenille, beads or of strips of self 
fabric, panels, manipulation of fab- 
ric, pleatings, ostrich, .sometimes 
speckled in gold, are among the 
favored forms of adornment. 


Left—Black satin Pinet shoes outlined in 
silver soutache. Right—Patent leather shoe 
with green kid insets stitched in red—red 
button. Both shoes worn by smart French 
women. Below—Black satin Beauvais em- 
broidered sandal worn at opening night of 


Metropolitan opera. 
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Left— Walking pump com- 

bining caramel-colored and 

dark brown kidskin. Right— 

Brown kid shoes with brown 

suede inset on strap and enamel 

buckle. Both shoes from Hen- 
nings. 


Buttons from effective tailored 
rows now become the occasion for 
actual design of a geometrical va- 
riety as testified by a black crepe 
Paul Caret dress which uses tiny 
mother-of-pearl buttons as decora- 
tive motif for its girdle and cuff 
trimmings. Metal laces achieve for- 
mal effects, tunics of this medium 
being employed over orange chiffon. 


The Two-Piece Jumper 
Smart for Sports 

Where England excels in clothes 
for the active field of sports, 
France musters the art of the semi- 
sports type of costume worn by the 
more numerous onlookers. With 
their growing interest in country 
life French designers evolved the 
jumper dress, a more feminine ver- 
sion of the practical skirt and 
sweater. This acmeof sophistication 
and simplicity is generally worn by 
French women at sporting events, 
while her American sister, often 
preferring the one-piece dress, di- 
vides her attention between the 
two. In informal fabrics and colors, 
such as kasha, flannel and jersey, 
these dresses score high honors. 
Chanal, Patou and Lanvin, in the 
matter of sports clothes, are gen- 
eral favorites. Lanvin’s two-piece 
jumper suit of red kasha featured 
in the imported collections has be- 
come the sporting success of the 
season. Its high, roll-over col- 
lar and blouse that buttons 
midway down the back, to- 
gether with a decidedly new 
skirt flare brought about by 
inverted pleats, at the center 
front, ensure its success. 

Subtle front flares which 
invade dress generally are 
introduced in_ straight-line 
dresses, while inverted pleats 
are inserted at front or sides 
and knee flounces are brought 
into play. High collars button 
tightly about the throat or in 
a narrow form encircle the 
neckline, to fall at the left 
side of the dress. 
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Nine Conventions of Shoe Industry Associa- 
tions Listed for Early 1925 


A 


SIGNIFICANT feature of the opening of the new year for those associated with 
the shoe industry and its allied branches is the large number of sectional conven- 


tions listed for January and February. Nine conventions are scheduled the first of 
the year to be held at St. Louis.The big N.S. R. A. show is to be presented at Boston. 


St. Louis, Dec. 10—The St. 
Louis Pageant of Footwear 
Fashions to be held at Hotel 
Statler, January 5, 6 and 7 is 
the first convention for the new year. A detailed ac- 
count of the plans for this occasion is printed in 
another section of this issue. The St. Louis Shoe 
Manufacturers’ and Wholesalers’ Association is pro- 
moting the pageant. 

The Missouri Retail Shoe Dealers’ Association at 
a recent meeting voted to hold its annual convention 
on the same dates as the Pageant of Footwear 
Fashions. The event will be held in connection with 
the pageant at Hotel Statler. M. M. McCain, presi- 
dent, has announced that one of the days, January 6, 
will be devoted to a business session. Several promi- 
nent speakers will be heard on this day and an open 
forum discussion on current shoe merchandising 
problems will be one of the business features. 

Plans are being completed for entertaining dele- 
gates and hotel accommodation arrangements are 
being cared for by President McCain, whose address 
is 711 Washington avenue, St. Louis. The association 
urges those planning to attend to make early reserva- 
tions. 

The following are officers: M. M. McCain, presi- 
dent; C. E. Williams, first vice-president; J. V. Byrn, 
second vice-president; Otto Schultz, third vice-presi- 
dent; E. Bloom, fourth vice-president; E. Bloom, 


secretary-treasurer. 
7 * . ~ 


Boston, Mass., Dec. 10—Present 
indications point to the biggest 
show ever when the National Shoe 
Retailers’ Association presents its annual convention 
at Mechanics Building here, January 12, 13, 14 and 
15. The arrangements are covered in detail in another 


part of this number. 
* * * * 


Boston, Dec. 10—The Whole- 
salers’ Shoe Style Show is to be 
held at Symphony Hall, January 
6, 7 and 8. Manufacturers, making shoes for those who 
buy in case lots, will be exhibitors. Pretty girl models 
will display new styles on a runway. 

* * * * 


Boston, Dec. 10—The National 
Shoe Travelers’ Association has 
arranged an interesting and en- 
tertaining program for its annual 
three-day convention~to be held at Hotel Somerset, 
January 8, 9 and 10. One of the features of the con- 


St. Louis Footwear 
Pageant Opens the 
Convention Season 


N. S. R. A. Meets 
in Mid-January 


Wholesalers to Put 
on Style Show 


Travelers Arrange 
Three-Day Pro- 
gram at Boston 


vention will be the Allied Trades’ banquet, to be held 
the night of January 10. More data concerning the 
program is printed in the Shoe Travelers’ Department 
of this issue. 

* 7 * > 

New York, Dec. 10— it 
will be the twenty-first an- 
nual convention of the 
National Boot and Shoe 
Manufacturers’ Association when the members of that 
body get together at Hotel Astor on January 20 and 
21. Subjects of vital importance to the shoe industry 
will come before the convention for analysis. The 
annual reception and dinner concludes the two-day 
program and is to be held in the Astor grand ball- 
room on the evening of the twenty-first. 

Final details for the occasion are now being per- 
fected and members will be advised in due time. 
President John C. McKeon is keenly interested in 
having every member of the association attend and 
also in having members’ companies represented by 
one or more executives. 

Officers of the association are: John C. McKeon, 
president; Frank C. Rand, Hovey E. Slayton, Frank 
S. Farnum, A. M. Creighton and Raymond P. Morse, 
vice-presidents; J. Dudley Smith, secretary. 


* * + * 


Many Prominent St. Paul, Minn., Dec. 10—Several 
Shoe Men to Speak men of national prominence in the 
shoe industry are to address the 
Northwestern Shoe Retailers’ As- 
sociation at its annual convention and style revue to 
be held at the Auditorium, January 26, 27 and 28. 
Another feature will include a display of new styles 
on a runway by pretty models. 

The speakers and their subjects follow: John C. 
McKeon, president of the National Boot and Shoe 
Manufacturers’ Association: “Style—How It Pertains 
to Footwear ;” H. L. Kisker of Chicago, western editor 
of the Shoe Retailer: “Selling Consumer Interest in 
Footwear;” Norman H. Johnson, Richmond, Va., 
secretary Southern Wholesale Dry Goods Association: 
“Intimate Facts Regarding Shoe Conditions;” J. V. 
Lobell, Baltimore, Md., vice-president, Steele Lobell 
Co.: “The Origin, Tannage and Finish of Leather;’’ 
Frederic N. Withey, vice-president of the National 
Honesty Bureau, New York: “Gambling on Human 
Nature;” Douglas Malloch, Chicago, humorist and 
poet; Edward F. Flynn, St. Paul, Minn., assistant to 
the vice-president, and general counsel of the Great 
Northern Railroad. 


Hotel Astor Scene of 
Manufacturers’ Gather- 
ing, January 20 and 21 


at Northwestern 
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J. A. Langley of St. Paul is president and general 
chairman of the convention. Concerning the style 
revue, President Langley says: 

“While one is prone to look upon a convention and 
style revue more as an entertaining feature rather 
than an instructive one, I feel sure that the observing 
buyer must get a lot of valuable style information 
from attending a convention and from watching a 
revue. 

“Naturally one gets, as a rule, that for which one 
looks, and no doubt there are buyers who want to see 
just how a pattern looks when worn. If so, then a 
buyer just like the manufacturer of a certain pattern, 
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has advanced several reasons why shoe merchants 
should be eager to attend. They follow: 

“There are many reasons why every good shoe mer- 
chant should attend this convention, exhibition and 
style show. Business has not been good—and we all 
know it. It is going to be better—we feel sure of it. 
We can make it better. ‘The better our business 
methods the better our business.’ This convention, 
exhibition and style show will help us have better 
business methods. It will tell us what are the best 
styles; what to buy, how much to buy—and, how to 
sell what we buy. 

“Other reasons are: that it will do you good to get 


finds out frequently that 
while a pattern may be 
rather attractive when shown 
in a line of samples, it looks 
very differently when on the 
foot.” 

The following are officers 
of the association: Joseph 
A. Langley, president; W. 
N. Comer of Minneapolis, 
C. C. Cross of Bowdle, S. D., 
John Mack of Grand Forks, 
N. D., John Flock of Wolf 
Point, Mont., and E. A. Rice 
of La Crosse, vice-presi- 
dents; H.S. McIntyre of Min- 
neapolis, secretary; George 
S. Roth of Minneapolis, 
treasurer; O. J. Benton, 
Austin, Minn., Fred Beese, 
Grand Forks, N. D., D. D. 
Byson of St. Paul, Charles 
A. Kilbourne and C. M. Sten- 








Here Are Conventions for January 
and February 


@ St. Louis Pageant of Footwear Fashions 
by St. Louis Shoe Manufacturers’ and 
Wholesalers’ Association at Hotel Statler, 
St. Louis, January 5, 6 and 7. 

@ Missouri Retail Shoe Dealers’ Associa- 
tion, Hotel Statler, St. Louis, January 5, 
6 and 7. 

@ Wholesalers’ Shoe Style Show, Sym- 
phony Hall, Boston, Mass., January 6, 7 
and 8. 

@ National Shoe Travelers’ Association, 
Hotel Somerset, Boston, Mass., January 8, 
9 and 10. 

@ National Shoe Retailers’ Association, 
Mechanics Building, Boston, Mass., Janu- 
ary 12, 13, 14 and 15. 

@ National Boot and Shoe Manufacturers’ 
Association, Hotel Astor, New York, Janu- 





away for a few days—to en- 
joy the healthful, invigorat- 
ing ocean breezes at Atlantic 
City; that you can do your 
Easter and spring buying 
while here; that you can 
learn much from the Open 
Forum where pertinent ques- 
tions are asked and an- 
swered. You will hear big 
men in many big businesses 
speak; you will watch lithe- 
some lasses saunter down 
the runway, enhancing smart 
footwear; you will enjoy the 
smoker and entertainment 
to be held in the Submarine 
Grill of the Traymore. 

There are about 100 dis- 
play rooms on the first and 
second floors of the hotel 
where smart footwear styles 
will be shown. 


ary 20 and 21. 





dahl of Minneapolis, direc- 
tors. 
* * * * 


Regional Association 26, 27 and 28. 
to Be Formed at 


Atlantic City 


Philadelphia, Dec. 10— 
Retail shoe merchants of 
Delaware, Maryland, New 


February 2, 3 and 4. 








@ Northwestern Shoe Retailers’ Associa- 
tion, Auditorium, St. Paul,.Minn., January 


@ Pennsylvania Shoe Retailers’ Associa- 
tion, Hotel Traymore, Atlantic City, N. J., 


@ Texas Shoe Retailers’ Association, Feb- 
ruary 23, 24 and 25, at Fort Worth. 


Pennsylvania association 
officers are: Lee Reineberg 
of York, president; Albert 
J. Schmidt, Pittsburgh, first 
vice-president; Roy Wal- 
ters, Wilkes-Barre, second 
vice-president; C. J. Mensch, 
Pittsburgh, treasurer; 
George M. Garman, Phila- 
delphia, secretary. 











Jersey, Virginia and the 

District of Columbia have been invited to attend the 
eleventh annual convention of the Pennsylvania Shoe 
Retailers’ Association to be held at Hotel Traymore, 
Atlantic City, N. J., February 2, 3 and 4. 

A shoe style show is to be one of the features. Mer- 
chants of other states have been invited to attend as 
a preparatory measure for forming a regional associa- 
tion. 

When the convention opens, each of the states, with 
five to twenty-five members registered, can put in 
nomination the name of one director. If 25 to 50 are 
registered the names of two directors can be put in 
nomination. This assures each state representation on 
the directoral board of the new regional association. 

The convention committee has gone to much detail 
work in promoting plans. An instructive and enter- 
taining program has been arranged. The committee 


* * * * 


Fort Worth, Texas, Dec. 10— 
Interest is gradually assuming 
more force among the various 
committees promoting plans for 
the annual convention of the Texas Shoe Retailers” 
Association. The dates for the event are February 23,, 
24 and 25 and it will be held in this city. The interest 
was so great last year that there was some discussion 
of extending the session. E. Jordan is secretary of the 
association and other officers include: Carroll Scoggins 
of Houston, president; Carl Mueller of Austin, first 
vice-president; W. B. Taylor of Fort Worth, second 
vice-president; H. L. Davis of Waco, third vice-presi- 
dent; W. H. Richardson of Wichita Falls, fourth vice- 
president; directors, Bob Logan, Fort Worth; W. E. 
Buckley, Houston; R. D. Chastain, Beaumont; C. N, 
Selby, Dallas and Virgil Garrett, Fort Worth. 


Great Interest 
Develops in 
Texas Convention 
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When a Stranger Meets Your Advertising 
Prestige Is the ‘Mutual Friend” Needed for a 


made folk think of it as a place where they are 
sure to find just what they want, that folk talk 
of among themselves as a place where the customer is 


ik every town there is always some store that has 


treated more than fairly, that will never 
sell a thing if it is not good. 

That is why one store can adopt a 
wrapping paper that is easily distin- 
guished among shoppers as having come 
from that store and people will appre- 
ciate the distinction and be glad to be 
seen with this store’s package. It seems 
that the principle of “You are known by 
the company you keep” is being commer- 
cialized and under the modern idea can 
be put, “You are known by the package 
you carry.” 


“They Must Be Good” 


There are hundreds of shoe stores, more 
than one realizes, with a prestige that 
works like a charm, actually. Just say, 
“These are So-and-so’s shoes,” and the 
reply is, 999 times out of 1,000, “They 
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many other ways that good things are found out. It 
meant profitable business because folks after all are 
not so much interested in what they pay as in what 
they get for their money. 


What About the Stranger? 


Stand near a schoolhouse and see the 
many, many shining faces trooping by, 
anywhere in the United States. Watch 
the carpenter and bricklayer as they pile 
up new dwelling houses. Visit the grave- 
yard and see the new mounds of earth, 
if you want to carry the idea of daily 
changes to such an extreme conclusion. 

Business grows because there are so 
many things constantly changing the 
thought, the numbers and the wealth of 
town and city. Children are growing up, 
leaving school and starting out on their 
careers. Industry is bringing new fam- 
ilies into a town. The elders are gradu- 
ally thinning out. 

The growth of a business comes in 
familiarizing the first two with the goods 
and methods of that business. 


must be good.” Gradually everybody 
begins to view this store in such a 
light. That is reputation. 

Back of all this is the time when 
the shoes have struggled, over rough 
ground, to help make this reputation. 
There were times when they failed, 
through no fault of their own per- 
haps, and then they needed a good 
backer in the liberal policy of the 
one who put them out. They were 
brought back and given new heart, 
or a new “sole,” with which to com- 
plete their job of building prestige. 
They were called in as not of the 
caliber, or size, needed to establish 
a name. They were treated as the 
agent of the company or proprietor 
and as such were expected to live up 
to requirements or be replaced. They 
were selected with as much care as 
the personnel and expected to reflect 
the care of selection. In time they 
did reflect all this; quality of ma- 
terial, expertness, trustworthiness, 
etc., etc., everything that a customer 
likes to feel his or her money can 
purchase. 

In time many came to see this re- 
flection through actual experience 
over years, or through recommenda- 
tions from friends, or through the 


COPY FOR AD. 
An Eye, a Foot and a Purse 


If we can please all three just 
think how well it will make us 
both feel. 

The first is easy. You know 
beauty when you see it—our 
shoes ARE beautiful. Every one 
says so. 

What do the 26 bones in a foot 
say about them—and those thou- 
sands of nerves—and the mus- 
cles and ligaments—and the 
arteries. Think of the job to 
please them all! Have you ever 
talked with any of our cus- 
tomers? No? Then you'd better. 
It will make you want to TRY 
such shoes anyway. 

And the purse. There are so 
many kinds one can’t hope to 
please them all excepting in that 
none likes to be empty. If there’s 
$10 in it and you can buy this 
shoe for $8 and another for $5, 
and the $5 pair wears out twice 
as quickly as the $8 pair so that 
you have to buy $10 worth of 
shoes instead of $8 worth, how 
does the purse feel about the $2 
it might have had left had you 
bought the $8 pair? (Descrip- 
tion follows.) 


When those elders who are now 
thinning out represented the youth 
of the country it was considered that 
word of mouth advertising was suf- 
ficiently quick to contribute proper 
growth in business. Today that takes 
too long. 

The stranger cannot be left to find 
out a concern’s standing today by 
any other method than advertising. 
A shoe store that advertises “Un- 
usual Shoes” makes its advertising 
unusual and tells the story of un- 
usual footwear in an unusual way, 
yet with plenty of sound reason in 
every word and line; effectivenss is 
combined with the unusual in an un- 
usual way. 


The Great Trouble 


Such advertising is difficult just 
as the keeping of a high standard 
in personnel and merchandise. A 
merchant finds it hard to make a 
declaration of policy and fit it with 
the selling of a specific shoe. It takes 
time, and that principally is what 
most merchants lack so far as ad- 
vertising is concerned. 

On these pages will be found some 
ideas that will thake merchants 
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think; that will provide the ground-work for indi- 
yidual effort; or that will be taken and used as they 
are. This all depends upon the immediate needs of 


readers. 
Use These Helps 


Clip out the suggested advertisement layouts; re- 
write the copy or use it as it is. That is what this 
article is written for; not to sermonize, but to sit 
right down with you and work things out. 

Whatever little good it does is worthwhile, and is 
reason enough for continuing to place ideas before 
merchant readers. Should there arise any questions 
based on this view of advertising it is hoped that such 
questions can be “thrashed” out in these pages. 

Every “Ad-Visor” article is based on some specific 
need. Merchants themselves provide the inspiration 
and the topic, and in this way it is expected to keep 
this flourishing as a marketplace for worked-out meth- 
ods of turning attention to the shoe store and its 
services. 

The titles of magazine stories show the “style” that 
gets attention nowadays. Read them over for an edu- 
cation in what folks will absorb and look for each 
month. 

Then see if the following titles do not carry some 
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Your Name Here 


STREET TOWN 














LL. 








COPY FOR AD. 


“Let Me See”— 
Folks forget 

We continually have to go back on our records 
to find out when our customers bought their 
shoes. They actually last so long that they forget 
when they bought them. Wouldn’t you like such 
shoes? 

“Let me see,” says a customer, “I’ve had these 
shoes so long that I must buy a pair even though 
I don’t need any.” The money’s been saved, and 
it’s fun to our customers to indulge their fancies 
in shoes every so often because they can 
afford to. 
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thought that can be developed into making one’s ad- 
vertising “unusual.” “This is Serious Business,” is 
one. Then an old one, but one which means something, 
“You Must Be Satisfied.” “What’s Good Enough,” 
leads to the analysis of the customer’s own thought in 































































































‘Your Name 


STREET TOWN 











COPY FOR AD. 
Look at Our List of Customers 


Some have been trading with us since the ’six- 
ties when their fathers drove down and hitched 
their horses outside the door. 

They’ve seen a good many styles go out of date 
in that time, but there seems to be one that they 
have never tired of. 

They know when we tell them a shoe’s kidskin 
IT IS NOT ONLY KID BUT THE FINEST GRADE. And 
that’s our STYLE in everything. We'll never 
change it. 

We are going to let you look over our cus- 
tomer’s names so that you may feel there’s more 
than just price in anything. There must be some 
reason for pleasing folks, the same ones, right 
straight along. 

Take this shoe for example. 
grades of calf, but this is, ete. 


There are 25 


a way that will convince one of a sincere effort to 
please. “A Year Ago” for a title of a story on the lon- 
gevity of a merchant’s shoes. “Two Pieces of Leather,” 
allows one to draw a comparison, not between a com- 
petitor’s product, but betwe2n leather in general. Let 
the reader draw the conclusion. “What Is $5 Differ- 
ence,” suggests just what it says and nothing else, the 
difference between a low price and a good price. 


Do Those Titles Start Thoughts Flowing? 
Take the first one for example: “This Is Serious 
Business,” and weave a story around it something like 
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the following: “Making fashion and health companion- 
able. Without both you sense a loss of satisfaction, and 
you wonder how you can get shoes to give you com- 
plete satisfaction. 

“We can’t tell you here—you can’t actually say, 
what you prize most highly in your shoes, but we will 
say once you wear a pair of our shoes you will not be 
forced to repeat to yourself, ‘When I get my next pair 
I am going to have——.’ They will fit every curve of 
your foot, be smooth as glass inside, the ankles will 
snuggle and stay put, the counters won’t sag, your 
weight won’t bulge them here and there. When you 
are ready for a new pair you will not say, ‘In my next 
pair I’m going to have——.,’ you'll come to us.” 

For the copy on the title, “A Year Ago,” write 
something like this: “Sometimes we feel that we don’t 
know how to get rich. A customer will say, ‘Oh, yes, 
I have a pair of those I bought here a year ago, and 
there’s so much wear and good looks left in them I 
don’t need any like them.’ 

“The shoes that become you are good always, and 
if they wear and wear just think how much money you 
have to spend on the smart little style shoes that help 
to keep you up to date, without being extravagant. 

“So, if our customers can have more shoes without 
spending more perhaps we’ll both get rich. It’s possi- 
ble. And don’t you like the idea? Then take this style 
—wear it and be convinced that cheapness is a costly 
delusion.” 





New York Retail Merchants Prepare 


for Election 


New York, Dec. 9—Maurice A. Weiss of Stern 
Brothers, today was appointed chairman of the nom- 
inating committee of the Retail Shoe Dealers’ Asso- 
ciation of New York, at that organization’s- regular 
monthly luncheon meeting at the Cafe Boulevard. 
Other members of the committee, which will select a 
slate of officers for election at the January meeting, 
are Philip Friedman, Brooklyn retail shoe merchant; 
R. J. Lederer and W. Latz of the Barriemore Shoe 
Company and Percy F. Hart of Cammeyer. 

The meeting passed a suitable resolution upon the 
death of the wife of John Garside, shoe manufacturer, 
reported by John Slater. 

Mr. Hart acted as temporary chairman of the meet- 
ing in the absence of Jesse Adler, president, with the 
assistance of John J. Holden, vice-president. 


Prices Looking Upward 


In a short open forum, prices were discussed, with 
the general trend of opinion running to higher prices, 
largely because of the leather situation. Some mention 
was made of styles and the question of patent leather 
in tan and white was brought up. Mr. Slater asserted 
that these two leathers have been tried out but have 
not been successful. Some manufacturers, particularly 
in the Brooklyn section, it was said, are using these 
leathers for trimming on advance models. 

Arrangements were made to try to get the New 
Yorkers, who will visit the national convention in 
Boston next month; to attend in a body. A special 
train, or at least special cars, probably will be secured 
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and an endeavor will be made to quarter all the New 
Yorkers in the same hotel, if possible. A letter also 
was read from the St. Louis and Missouri retail shoe 
merchants inviting the New York merchants to attend 
the shoe style pageant in that city January 5, 6 and 7. 

It seems fairly certain that more than 100 New 
York retail shoe merchants will attend the national 
show in Boston in January. 


Heim & Tull to Be Heim & Doremus 


An old firm un- 
der a new name 
has made its bow 
in the Brooklyn 
shoe world. The 
firm of Heim & 
Tull, henceforth 
will be known as 
Heim & Doremus, 
Inc., L. C. Dore- 
mus, one of the 
best known _ shoe 
men in the coun- 
try, having ac- 
quired a half in- 
terest in the firm. 

Louis Heim, the 
old member of the 
firm, also is well 
known in the shoe 
world, having been 
engaged in the 
shoe business in Brooklyn and New York for the last 
19 years. For the last seven years he has been manu- 
facturing shoes in 
Brooklyn. L. C. 
Doremus was with 
the George W. 
Baker Shoe Com- 
pany in Brooklyn 
for 17 years, but 
recently sold out 
his interest in that 
firm. 

The new firm 
takes over the old 
Heim & Tull plant 
at 325 Gold street, 
Brooklyn, and now 
has one of the 
most _ up-to-date 
shoe _ producing 
plants in this sec- 
tion. The capacity 
has been doubled 
and the plant is 
now capable of producing 700 pairs of shoes a day, 
and at present is running close to that figure. The 
plant occupies two floors in a modern manufacturing 
building. 

Since the announcement of the organization of the 
new firm, their many friends have deluged the pair 
with congratulations. 





L. C. DOREMUS 


LOUIS HEIM 
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The Recorder’s Cross Word Puzzle, No. 2 


Here is the second cross-word puzzle, composed almost wholly of terms familiarly 
used in the shoe and leather industry. Take it home with you tonight and have a good 





20. 
21. 


23. 


24. 


time. 


We don’t dare advise you to do it during business hours since one large industrial 
organization has just finished an investigation showing that office time consumed by 
its employees in solving cross-word puzzles is costing the company. a round $50,000 


per year. 





Just the same, they’re fun, aren’t they? 
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. Chief purpose for which 


store is run. 


. What a full, round toe last 


usually does on the out- 
side. 


. Every other case (Initial). 
. Owns all stock (Initial). 


. Every store must carry 
some (Abbr.). 

. Two widths. 

. Shoe manufacturing town 
(Population 2980) in 
Monroe County, N. Y. 

Two widths. 


Where the dealer goes to 
collect an account. 

Rubber In Europe 
(Initials). 


Three widths, spelling 
nickname of a_e great 
President. 


. A small size. 
. On the bottom of McKay 


lasts 


. Bases of shoe shapes. 
. A kind of skin. 
. A leather color. 
. All shoes in 


stock are 
given these (Abbr.). 


. Cobbler’s chief accessory. 
. Left over odds and ends of 


leather. 
in leather (abbr.). 


. Obligated on account. 


HORIZONTAL 


40. 


41. 


42. 


43. 


46. 


49. 
50. 


52. 
54. 


56. 
58. 
60. 


61. 
62. 
64. 


65. 
6€. 


69. 
70. 


71. 
72. 
74. 


75. 


What the shoe manufac- 
turer puts directions to 
operatives on. 

Name of former president 
of the National Shoe 
tailers’ Association. 

A very high credit rating. 

An item on right side of 
ledger. 

Frock worn by old-time 
European shoemakers. 

Prefix meaning three. 

Percentage paid salesmen 
(Abbr.). 

A wooden sliding shoe. 
What your “ads” did to 
customers. 

Bootblack’s job. 

Points of compass. 
Illinois Independent Re- 
tailers (Initial). 

What you may do as a 
legal remedy for breach 
of contract. 

A kind of leather (Abbr.). 
A kind of leather inner- 
sole. 

Total Profit (Initial). 
Members of important 
branch of the industry. 
Two widths. 
Railroad term 
route. 

A type of shoe. 
A shoe width—triple. 
Where shoes are sent for 
shipment. 

To reshape shoes. 


indicating 


rc 


aH 


10. 


12. 


13. 
. Shoe cases travel in one. 
18. 
19. 


. Hand shoemaker’s tool. 
22. 


25. 
27. 
29. 


. A Ford. 
$2. 


. Illinois 
























. Whom you must please. 
. Left-over shoes for clos- 


ing out (Initial). 


. Railroad phrase meaning 


that price includes plac- 
ing on train or boat. 
Central Railroad 
(Initials). 


. Variety of sole leather. 
. Material used in 


“wiping 
in” the shoe tip. 


. What you pay for money 


borrowed from the bank 
(Abbr.). 


. Compass points. 


Wooden shoes. 

Raw skins from abroad 
come this way. 

Ankle coverings. 


Used in tanning to as- 
sure leather pliability. 
Obstacles (Abbr.). 


Shoemaking city (popula- 
tion 179,754), about 45 
miles west of Boston. 

Strip of leather or cloth, 
inside boot around top. 

New England Retailers 
(Initial). 

A junior. 


Office appliance for mark- 
time of receipt of corre- 
spondence. 


VERTICAL 





34. Conditions of sale, such as 


price, discount, etc. 

35. Shoe Wholesalers’ Associa- 
tion (Initial). 

86. Kind of leather (Abbr.) 

87. Abbrevation used in shoe 
inventory. 

88. Sole leather tannage. 


44. To fasten upper parts to- 
gether. 

45. Part of a shoe. 

47. Approvals. 

48. What the editor did to this 
issue of the Boot and 
Shoe Recorder. 

50. Used on soles of football 


shoes. 

51. Wood of which lasts are 
almost exclusively made. 

53. Used in laying sole chan- 
nels. 

55. For the cobbler to sew. 

56. What is first done to 
leather,in a shoe factory. 

57. National” Association Edi- 
tors (Initial). 

59. Day of week (Abbr.). 

61. What the shoe heel is at- 
tached to. 

63. Keeps the customer's shoe 
in shape. 

66. South American city from 
which many cowhides 
come. 

67. Three (Roman). 

68. Vending (Abbr.). 

70. Very Pretty (Initial). 

73. Two extreme shoe widths. 
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Production Resumed at Emerson Plant 


The present production of the plant of the recently 
reorganized Emerson Shoe Co. at Rockland, Mass., is 
estimated at 1,200 pairs a day, in a statement recently 


CHARLES BRANDMAN HERBERT T. DRAKE 


issued by the company. This will be increased as con- 
ditions warrant. 

At the head of the new concern are two men well 
known to the shoe trade, Edward Friedman, who has 
a chain of stores in New York, and Charles Brandman, 

for many years the New York 
representative of E. T. Wright 
& Co. Mr. Brandman, as presi- 
dent, will be in charge of dis- 
tribution. Mr. Friedman will 
direct the fiscal policy of the 


company, and Herbert T. Drake, . 


long identified with the Emerson 
company, will have charge of 
production. 
The present policy of the 
company is to manufacture a 
tee slightly lower in price than 


the old Emerson line. 


Henry C. Kasson Dead 


Cincinnati, Dec. 8—Henry C. Kasson, president of 
Smith-Kasson Co., one of the leading stores here, died 
Sunday, December 7, at his home in Fort Thomas, Ky. 
Mr. Kasson secured an early training in the retail 
shoe field, commencing work in a shoe store when a 
boy. The Smith-Kasson Co. was established in 1895 
as a shoe store, but in 1907 branched out to a depart- 
ment store. Its expansion has been steady. Mr. Kasson 
was 57 years of age and death was attributed to heart 
trouble. 

Mr. Kasson was the son of Henry C. Kasson, who 
operated a shoe store on Pike street, Covington. When 
his father died, he became errand boy for the O. B. 
Frank shoe store and made the most out of his en- 
vironment by applying himself and soon learned the 
retail shoe business. 

In 1895 Mr. Kasson went into business and with 
Commodore Brooks, George H. Smith and Charles G. 
Brooks, his brother-in-law, and Richard Hayman, he 
founded the Smith-Kasson company, as a shoe store. 
It soon developed into a department store, however. 

The small room where the shoe store was started 
now houses only one of the many departments of the 
Smith-Kasson company—the men’s furnishings de- 
partment—and the store now occupies two buildings, 
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one five stories and one six stories, containing thou- 
sands of feet of floor space. The company now has a 
capitalization of $500,000. 

He is survived by two sons, Lee B., associated in 
business with the firm, and Henry C. Kasson, Jr., 14; 
his mother, Mrs. Marie Kasson, and a sister, Miss 
Alma Kasson. 


David H. Rich Dead 


Birmingham, Ala., Dec. 8—David H. Rich, of D. & 
H. Rich, prominent Birmingham retail shoe mer- 
chants, and a director of the Southeastern Shoe Re- 
tailers’ Association, died tonight after a brief illness. 
“Dave” Rich was held in the highest esteem and affec- 
tion by all who knew him and his death occasions deep 
sorrow. Of happy, engaging and genial personality, 
generous and kindly, he held a unique place in the 
hearts of every one with whom he associated. 

Coming to Birmingham as a poor, untutored boy, 
he set to work at the bottom of the ladder of business 
and personal development and steadily and surely 
climbed to a well-deserved success. He was first a clerk 
in the shoe store of his uncle, Sam Rich of Rich & 
Brederman. In a few years he went into the shoe 
business for himself, with his uncle, Abe Rich, under 
the firm name of D. & A. Rich. Later, his brother, 
Herman, bought A. Rich’s interest and the present 
firm of D. & H. Rich was founded and has had excel- 
lent success. 

Mr. Rich was married about twenty years ago; the 
death of his young wife occurred a very few years 
later. He never re-married. His home was with his 
brother Herman, who will carry on the business with- 
out change of policy. 








Martin Camps Is Dead 


New Orleans, La.—Martin B. Camps, son of Wil- 
liam A. Camps, who represents the Atkinson-Blumen- 
feld Co., in this city, died on Wednesday, December 3, 
at the age of 18 years. The funeral was held on Decem- 
ber 4 from the residence of his father, 12238 St. 
Anthony street. 





Joins Super-Flex Shoe Company 


George R. Jones joins the organization of the 
Super-Flex Shoe Company, Boston office, 215 Essex 
street, in charge of distribution. Super-Flex Shoe 
Company is a separate division recently established 
by Thomas G. Plant Company to specialize on dis- 
tribution through large city outlets. 





Fancy Hose the Rule in Spring 
Looking forward to hosiery for spring, 1925, a gen- 


eral season of fancies is anticipated. In regard to 
women’s hosiery there are three causes for this feel- 
ing: the tendency toward the opera style of pump, the 
emphasis of extreme simplicity in women’s apparel, 
and the growing appeal of sports and outdoor life. The 
shorter skirt may also be a factor—Dry Goods 
Economist. 
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Established Trade 


Is an Asset 


You can go to a bank and borrow money on an 
established trade. A good thing to show a banker 
is a list of customers who buy from you year,in and 
year out. 


How many stores can do that in these days of 
shifting, fickle-minded buying habits? Can you 
depend upon any definite amount of business next 
month? 


We can show you the way to better conditions, 
more stability, greater permanence. We can help 
you to build and hold a bigger, better business. 
The Julian @ Kokenge line offers you more than 
“just another line of shoes.’ Besides superior 
fitting models, style, quality and satisfaction, we 
offer you a big ready-made demand amongst 
women who want Julian @ Kokenge Shoes. 


Will you let us show you the way? 


Qnhe Julian fo Kokenge Co- 


Makers of the famous Siok Girch Fitting Shoes for Women 
426 E 4th St. Cincinnati. Ohio. 


























The Paseo 














When writing to Tux Juttan & Koxence Co. please mention Boot and Shoe Recorder 
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of the Sport Shoes in 1925 
will be soled with 


NATURAL CREPE RUBBER 
| ‘Plantation Finished | 


This is the opinion of several of the largest shoe manu- 
facturers in the country. 


In order to extend still further the applications of Natural 
Crepe Rubber — The Rubber Growers’ Association is 
embarking upon a national publicity campaign to 
35,000,000 people. This campaign advocates 


Natural Crepe Rubber Soles 
for Everybody’s Everyday Wear 


NATURAL CREPE KEEPS ITS SHAPE 
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AOU CTE NS 


Charles T. Wilson Co., Inc. 


82 BEAVER ST., 
NEW YORK CITY 


w/\e 


NATURAL CREPE RUBBER 
| ‘Plantation Finished | 


We Specialize In All Grades of 


Natural Crepe Rubber 


(Plantation Finished) 


OO Oo 


We carry stocks of all grades 
and thicknesses of 


CREPE==SOLEING 
IMMEDIATE wane DELIVERY 


OTe eniiiiiieniiiiiii || 
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Owe 


And Are Direct Importers of 


Harrisons and Crosfield’s 
Estates 


Write for Samples and Quotations 
==) 


LITTLEJOHN & CO., Inc. 
137 Front Street 

New York City 5 

FyOUOUO TOU OOE 


Goooooooo0000 0000000 000000000000000 
ANNOUNCING HOTSPUR CREPE RUBBER! 


A particularly fine grade of Ceylon Plantation Rubber especially Na Rie ng ll 


6 Thicknesses prepared for the requirements of the American Shoe Manufacturer | grown, Red, Oran ge, 
Gray, Yellow, Pur- 


Rese” HERMANN W E B E R bee, Green, Biack, 


REPRESENTING RUBBER INDUSTRIES, Ltd. Snow White, Jaz: 


606-610 NEWARK STREET, HOBOKEN, N. J. (mixed). 
IMPORTERS OF FINE RUBBER 
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Your name on our mailing list 
will assure you of receiving our 


periodical market reports. 
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Classified Advertising Sold $1,800,000 
Worth of Equipment in Two Years 


Using classified advertising in business papers almost exclusively, the Miami Conser- 
vancy District sold $1,800,000 worth of equipment to large contractors. Copy ran for 


two years. 
The pulling power of a classified advertisment in the Boot and Shoe Recorder, going to 


over 13,000 retail merchants and many traveling salesmen and manufacturers, is worth a 
great deal more than the low rate we charge for it. You will find these rates in the Classified 


Section of this issue. 








When writing to the above advertisers please mention Boot and Shoe Recorder 
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Problems of Retail 
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Distribution to Be 


Discussed at Washington 


Conference Called as Measure to Promote Better Understanding Between 
Those Who Sell and Consumers 


ence of approximately 100 representative busi- 
ness men which has been called by the United 
States Chamber of Commerce at Washington, D. C., in 
early January. The purpose of the meeting is to discuss 
problems of distribution from the standpoint of the 
merchant, manufacturer and consumer. Work of the 


Pp RACTICAL results are expected from a confer- 


his customers. The Board of the United States Cham- 
ber of Commerce was advised that “‘while constructive 
measures have been undertaken in a number of trades 
to bring the members of a given trade into closer and 
more harmonious relationship, very little has been 
done to create machinery which shall bring together 
representatives of an entire trade in all of its 


conference will provide a 
basis for a nation-wide 
movement intended to bring 
about a better understand- 
ing between a person who 
buys and a person who sells. 
The preliminary conference 
next month will formulate a 
program of investigations 
to be carried on by repre- 
sentative business men and 
economists. 

Details of the conference 
have not been perfected. It 
has been decided, however, 
that the meeting shall be 
noteworthy in its effects. The 
entire field of distribution is 
now being combed for men 
who will be in a position to 
contribute practical ideas 
concerning merchandising. 
Not more than 100 men will 
be in attendance. They will 
represent dry goods mer- 


The advertising scheme of the Hahn 
Shoe Stores of Washington, D. C., has cre- 
ated unusual attention. Their half-page ad 
in the Sunday papers carried a special 
cross-word puzzle contest. The cross-word 
puzzle craze is sweeping Washington, and 
people endeavor to solve the problems be- 
fore reading the day’s news. 

The Hahn Shoe Stores have offered a 
$100 prize which gives added zest to the ac- 
tivities of the cross-word puzzle fans. They 
are offering ten prizes of $10 each for the 
nearest correct answers accompanied by 
the best letters of not over fifty words tell- 
ing about “Hahn’s Special Shoes.” All 
others submitting sclutions to the puzzles 
will be allowed 15 per cent discount on any 
one pair of Hahn’s shoes. The judges will 
be the cross-word puzzle editors of the 
Washington newspapers. The advertise- 
ment points out that the judges will base 
their decision on correctness of the solu- 
tion and the excellence of the letters de- 
scribing “Hahn’s Special Shoes.” For in- 
stance, the definitions, both horizontal and 


branches for the purpose of 
settling trade disputes.” At- 
tention was called to a re- 
cent survey of the National 
Retail Dry Goods Associa- 
tion of existing relationships 
between manufacturers, 
wholesalers and retail mer- 
chants, which brought to 
light conditions of irritation 
and dissatisfaction affecting 
all sides of the market. The 
Domestic Distribution De- 
partment explained to the 
board of directors that “the 
bringing into being of a 
practical system of joint 
trade committees will tend 
to (a) eliminate dishonest 
practices in merchandising; 
(b) make the _ individual 
merchant morally responsi- 
ble to his trade association 
for the arbitration of dis- 
putes to which he may be a 


chants, retail shoe mer- 
chants, manufacturers, 
wholesalers, advertising men 
and insurance representa- 
tives. The board of directors 
of the United States Cham- 
ber of Commerce at its fall 
meeting in October approved the suggestions of the 
Domestic Distribution Department for an investiga- 
tion of this kind. It is said that the undertaking con- 
stitutes the first concerted attack upon the problem of 
distribution from the point of view of the distributor. 


shoes. 


Trying to Lower Cost of Doing Business 


Briefly, the Domestic Distribution Department be- 
lieves that with a better knowledge of each other’s 
problems, it may be predicted that material savings 
may be accomplished (1) by reducing the amount and 
number of failures; (2) by reducing the cost of doing 
business and the ultimate price to the consumer; 
(3) by placing the distributor in a better relation to 


vertical contain one or two words dealing 
with the fashionable quality possessed by 
all Hahn’s shoes and what can be accom- 
plished financially by wearing Hahn’s the 


party; (c) elevate standards 

of practices; (d) gain the 

confidence of the public in 

good faith of mer- 
chants; (e) eliminate the 
waste due to unnecessary 
litigation.” 

The Chamber is convinced that the public does not 
understand the retail merchant and his immediate 
problems. For this reason they believe that great bene- 
fits will follow a wider understanding of the need for 
more knowledge in the distribution of commodities. 

The public suspects that too many people are getting 
the profits and it is trying to arrive at an understand- 
ing of “distribution,” comparable, at least, to the 
general understanding which the public has of “pro- 
duction.” 

Need of Studying Distribution 

The Chamber says “a peculiar difficulty is dis- - 
covered in an endeavor to express the needs of dis- 
tribution—unlike transportation and manufacture, it 
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is almost wholly intangible. Transportation and manu- 
facture are visualized as machines, while distribution 
is seen to be principally a series of acts. For this rea- 
son both transportation and manufacture have bene- 
fited for many years by studies which are entirely 
lacking in distribution. 

“It may be safely predicted that the conference next 
month will offer for consideration by representative 
committees of business men the following questions: 

1. What information on the stocks of basic manu- 
factured commodities would be most helpful for assist- 
ing distributors in relating supply and demand? 

2. Recommendations of methods for securing this 
information. 

3. What should be gathered by the Government, 
either alone or in co-operation with business, with an 
estimate of the amount of work and the probable cost? 

4. Securing public recognition and support in put- 
ting the committee’s conclusions into operation such 
as— 

(a) Consideration of needed enabling legislation 
and appropriations by Government. (b) Setting up the 
machinery for gathering needed figures from those 
concerns or agencies which have them or will under- 
take to procure them. (c) Collection of funds by trade 
associations and other business bodies if it is felt best 
to gather some of the figures in that way as has al- 
ready been proposed in working out plans for a census 
of distributors. 


December 13, 1924 


To Investigate Wasteful Practices 

A suggestion will be made to the conference to have 
a competent committee appointed to prove or disap- 
prove the frequent assertions that wasteful practices 
are responsible for such effects as “(1) A large pro- 
portion of the failures in business not attributable to 
dishonesty; (2) injudicious buying resulting in slower 
stock turnover and higher costs of doing business; (3) 
cancellations when merchants are oversold; (4) em- 
ployment of too many salesmen in the wholesale dis- 
tributions of the same or similar merchandise, and 
extension of sales efforts beyond reasonably economic 
distances or in sections where the volume to be secured 
is not large enough to warrant the efforts and 
expense.” 

In proposing a census of distribution the Depart- 
ment of Distribution declares it is needed (1) for a 
knowledge of market possibilities; (2) for the estab- 
lishment of sales quotas; (3) as a guide to the intelli- 
gent opening of new business houses. 

The Chamber feels that it is justified in calling this 
national conference on distribution because of existing 
conditions. They say that among all of the large 
groups of business men, distributors as a single body 
when faced with problems common to all of them are 
found least able to defend themselves from unjust 
charges or to escape from any of the conditions which 
form an obstruction to the most efficient merchandis- 
ing practices. 





Late Report on Changes in Business 


Norfolk, Neb.—Frank E. Davenport, 
ete., reported sold out to Baer Shoe Store 


Manchester, N. H.—E. L. Thomas Shoe Mfg. 
Co., Inc., manufacturers, aang _ Sena to 
Jas. P. Molloy Shoe Mfg. Co., 


BUSINESS REVERSES 
~~ Ala.—Charles Jacobson, shoes, 
reported petitioned or petitioner in 
ie 
Buckhead, Ga.-—A. B. Sheats Co. (Mrs.), shoes, 
ete., reported petitioned or petitioner in 


bankruptcy. 
Macon, Ga.—J. W. White Co.. shoes, etc., re- 


pone petitioned or petitioner in bank- 


Ill.—Charles Goldstein (8727 Broad- 
shoes, reported meeting of creditors 


ptcy. 
Ginen 
way), 
called. 
David Krives, Krives’ Bootery (310 E. 31st 
street), reported meeting of creditors called. 
Oscar Krause (West Chicago avenue), 
shoes, reported petitioned or petitioner in 
bankruptcy and receiver appointed. 
Clinton, Ia.—Tru-Fit Shoe Co., Lee Stein, pro- 
prietor, shoes, reported assigned. 
Sioux City, Ia.—Aaron Liefman, shoes, etc., 
reported petitioned or petitioner in bank- 


ruptey. 

Fall River, Mass.—Arthur Gauthier, 
reported assigned. 

Holyoke, Mass.—Firestone Shoe Co., shoes, re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Lawrence, Mass.—Mrs. Bertha Swartz, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Orange, Mass.—James Morrison, 
ported assig: 

Battle Creek, Mich.—H. R. Bahlman, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Monroe, Mich.—Jacob R. Gerstein, shoes, re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Clarksdale, Miss.—I. Blank, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Ben Levine, shoes, etc., reported petitioned 
or nee in bankruptcy and receiver 
appo 

Shelbina, “tio.—T. F. Afflick, shoes, reported 


igned. 

Brooklyn, N. Y.—Spring Bros., Inc. (342 Reid 
avenue), manufacturers of shoes and san- 
dals, reported petitioned or petitioner in 
bankruptcy. 

Barney Helfand (102 Moore street), shoes, 
reported meeting of creditors called. 

West New York, N. Y.—Paul Markowitz, 
shoes, reported meeting of creditors called. 


shoes, 


shoes, re- 


New York, N. Y.—Louis Levine (578 Prospect 
avenue), shoes, reported assigned. 

Irving Katz (1723 Madison avenue), shoes, 
reported meeting of creditors called. 

Wasserstrom Sons, Inc. (1055 Southern 
Boulevard), shoes, reported meeting of 
creditors called. 

Zimm Bros., shoes, reported meeting of 
creditors called. 

Frackville, Penn.—Robert Weiner, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Cleveland, O.—Abraham Brofman (6108 St. 
Clair avenue) (6243 Broadway), shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

Marcus Hook, Penn.—Forster Shoe Co., Inc., 
shoes, reported offering to compromise at 
33 1/3 per cent. 

Star Junction, Penn.—George Corry, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Tyler, Texas—Frank Levine, 
ported petitioned or petitioner 
ruptcy. 


shoes, etc., re- 
in bank- 


Norfolk, *Va.—Sam Stein (747 Church street), 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 


BUSINESS CHANGES 

Gadsden, Ala.-Newman Clothing Co., shoes, 
etc., reported selling or sold out. 

Los Angeles, Cal.—J. Bernstein, shoes, etc., 
reported sold out to Pasch Mercantile Co. 
Redlands, Cal.—The Fair, shoes, etc., reported 

closing out stock of shoes. 

Napa, Cal.—Fox Shoe Co., shoes, 
succeeded by Frank E. Shallow. 

Chicago, Ill—Fossner Mercantile Co., Harry 
Fossner, proprietor (315 W. Van Buren 
street) (822 E. 75th street), wholesale job- 
ber of shoes, reported sold out branch store 
at 822 E. 75th street to Brown Bros. 

Decatur, Ill.—Hyman Rubenstein, shoes, died. 

Freeport, Ill.—Simon Ortmeier, shoes, died. 

Danville, Ill.—N. J. Basch Co., Bell Clothing 
Co., shoes, etc., Louis S. h, secretary 
and treasurer, died. 

Rockland, Mass.—Emerson Shoe Stores Co., 
shoes, name changed to The Nosreme Shoe 
Stores, Inc. 

Boston, Mass.—Amdur Shoe Co., Inc., whole- 
sale shoes, capital stock increased by $50,000. 

Brockton, Mass.—Hazen Brown Cement Co., 
manufacturers of cement, incorporated 
$75,000 


reported 


shoes, 


Brooklyn, N. Y.—George Coa (917 Man- 
hattan avenue), shoes, reported sold or 
closed out business. 

Albaum & Goodman (335 Grand street), 
shoes, reported partnership dissolved and 
succeeded by Abraham Albaum. 

Y.—Yale Shoe Co., 


0. 

New York, N. Y¥.—Louis Wasser (268 Stanton 

street), shoes, reported sold out by Marshal. 
Benjamin Weiss (449 6th avenue) shoes, 

reported sold or closed out business. 

Raleigh, N. C.—Powell’s Walk-Over Boot 
Shop, shoes, reported succeeded by Carlisle 
Barbour Co. 

Woonsocket, R. I—Daihnault & Kane Shoe 
Co., shoes, incorporated $25,000. 

Beaumont, Texas—Menchel & Hoffman, shoes, 
=. reported succeeded by Menchel’s Army 
tore. 

Dallas, Texas—David C. Woodlee, shoes, etc., 
reported succeeded by Woodlee & Curry. 

Marshal, Texas—W. A. Harvey, shoes, etc., 
reported succeeded by Berwald Bros. 

Green River, Wyo.—Nicoll & Witt, The Men’s 
Shop, shoes, etc., reported succeeded by 
Chas. Nicoll. 


incorporated 





Enlarges Hosiery Depart- 
ment 

Sheboygan, Wis.—A. S. Havi- 
land, formerly located on Michigan 
avenue, and now operating a shoe 
store with a hosiery department at 
1012 Lincoln avenue, reports doing 
well since moving. The hosiery de- 
partment is much larger than the 
one at the old store. Windows are 
attractive and the interior presents 
an inviting atmosphere. 
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RADIO BOOTS 


Special Price for Quick Turnover 
Perfect Clean Goods 


Women’s — Black Astrakhan Cuff, 
Women’s $1 85 Elizabeth (Eton) Louise | 
. (Plaza) 


. Women’s — Grey Astrakhan Cuff, | 
Misses’ $1.75 Elizabeth (Eton) Ella 
(British) | 


: ’ Misses’ and — Grey Astrakhan Cuff, 
Children’s $1.60 Children’s Betty (British) 
CASE LOTS ANY RUNS . 
Women’s 2144 to8 Misses’ 11 to2 Children’s 8 to 104 
ALSO A FULL LINE OF GOODYEAR GLOVE RUBBERS 


MARION RUBBER COMPANY 


‘COLUMBUS - - - 











REG. U.S. PAT OFF. 


Black Eyed Susan— 
A Slipper Novelty 


Style 330—Brown Pompom, Orange Inlay, Women’s 
Felt Everett, Roll Edge. 


Style 513—Women’s Glazed Kid Slipper, Pompom 
Ornament. 


While in Boston we would be pleased to have you 
call at 139 Lincoln Street and inspect our 1925 
samples. 


Cc. A. GROSVENOR SHOE CO. 
WORCESTER MASSACHUSETTS -= = OXFORD 


When « writing to the lave aiustdhoens pr ean mention » Boot onl Shoe Revealer 








BOOT AND SHOE RECORDER 


(Sys pM aE ae ot ic 


as ~~ 
f= p= OA ®) 


a 


Warmth, Protection, Style 


Here are three “U. S.’”’ Gaiters that please the most exacting 
women customers. The jersey cloth uppers, fitting the ankles 
snugly, keep the wearer warm in the severest weather. The 
sturdy, durable soles and ample foxing give protection against 
snow and slush. And for style “‘U. S.’”’ Gaiters are standard. 


P Stormy weather will bring many isa ti ams 
fashionable gait women to your store. Get your frown Empress. Be 
er ust- . ° 
Sa onap Posh winter profits by selling the best gl a 


pe —‘U. S.” Gaiters. — 


United States Rubber Company 


December 13, 192; 
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Co-operative Measures Necessary to Meet 
Price-Cutting on Gaiters 
How Shoe Stores Can Effectively Meet Competition 


RICE cutting is one of the 
Provetien: which creeps up 

every winter when the retail 
shoe merchants are concerned in 
merchandising four-buckle and nov- 
elty gaiters at reasonable profits. 
In most recent winters in all of the 
larger cities of the country, several 
firms have provided very stiff com- 
petition by sharply cutting prices 
on gaiters. An analysis of the con- 
ditions entering into the price re- 
ducing, in almost every case, 
showed good quality wasn’t found 
in gaiters selling at low prices. 

Already in some of the large 
cities there are indications that re- 
tail shoe merchants, who intend to 
get standard prices for their gai- 
ters, will again face the competi- 
tion offered by houses offering in- 
ferior merchandise at lower prices. 
There seems to be only one effective 
merchandising plan to follow to 
meet this competition—stores sell- 
ing quality gaiters at standard 
prices should band together and 
take definite steps to advise the 
public that the gaiters they buy at 
standard prices are much superior 
to those selling at lower prices. 

In several cities this plan was 
followed on a minor scale last 
year with good results. In most 
cases it was applied to towns, 
where five or six stores got to- 
gether and resolved to stick to their 
standard prices, necessary in order 
to obtain a profit. If a group of 
merchants get together and decide 
to stick to their prices, it will do 
much in the way of meeting the 
competition of the price cutters. 
Those stores asking low prices for 
gaiters no doubt will get a good vol- 
ume of trade, as usual, but there’s 
nothing to be gained for merchants 
to slash their prices and risk losing 
money. 

A co-operative advertising plan, 
in which several of the leading 
stores of the community have a 
part, is a good way of advising the 
public that the best qualities in 
gaiters can be obtained at reason- 
able prices. 

There should be one man in a 
community willing to take the in- 
itiative in arranging a definite plan 


of Lower Prices 


among stores to meet the lower 
prices. Most merchants would feel 
a great deal more at ease if assured 
that there was an agreement to 
stick to reasonable prices; prices 
insuring a profit. 


Gaiters Vary in Quality 


Concerning qualities in gaiters, 
the following authentic informa- 
tion was printed in an issue of the 
Recorder during the winter of 
1923-24. It contains information 
indicating why some houses can sell 
gaiters at very low prices. 

“Most of the manufacturers of 
rubber footwear put out three, and 
sometimes four, qualities or grades 
of perfect goods. These are gen- 
erally characterized by the names 
Super Quality, First Quality, Sec- 
ond Quality and sometimes Third 
Quality. Each has a brand name, 
and shoe merchants know the qual- 
ity by the brand name. Because an 
article is first, second or third 
quality does not mean that it is 
imperfect. 

“Boots or shoes coming from the 
factory are classified as firsts, sec- 
onds, thirds or scraps, according to 
whether they are perfect, slightly 
blemished, badly defective or fit for 
no use whatever. This damaged 
merchandise is usually punched 
with one hole indicating a second, 
or two holes indicating a third, or 
with some unmistakable mark dif- 
ferentiating the goods from perfect 
merchandise. An article may be 
quite perfect in one of the lower 
classifications without being classi- 
fied as either a second or a third. 
The difference in class qualifica- 
tions is determined largely by cost 
consideration. An article is classi- 
fied as a first, a second, or a third, 
according to whether it has been 
well or poorly manufactured.” 


Snowfall Stimulates Galosh 
Trade 


Cincinnati, Dec. 9—The mer- 
chants had a good call for rubber 
footwear during the week ending 
November 29, due to the heavy 
snow which came earlier this sea- 
son than for the past few years. 


If the weather continues, many 
merchants will be caught short 
with rubber footwear. Four-buckle 
galoshes and novelty gaiters are the 
best sellers. 


Tennis Straps for Next 
Year 


Pumps and sandals for misses 
and children are popular types of 
tennis styles and promise a wide 
sale next year. These shoes are 
made in two kinds, one with a sin- 
gle strap, the other with a double 
or cross strap. Rubber bathing 
shoes in fancy embossed colors, 
some with a crepe effect, are selling 
well.—India Rubber World. 


Little Optimistic About 1925 
Rubber Trade 


Boston, Dec. 9—Clinton E. Little, 
recently elected president of the 
Beacon Falls Rubber Co., was in 
town last week for a brief stay, and 
is apparently full of optimism over 
the business outlook for the coming 
year. 

Mr. Little is apparently glad to 
be back with the company, in which 
the major part of his association 
with the rubber business was spent, 
and says with his characteristic 
vigor—“Watch Beacon Falls go in 
1925.” 


Rochester, N. Y., Dec. 8—Manuel 
D. Goldman recently obtained an 
official U. S. Patent on a two-piece 
resilient rubber heel. The princi- 
ples of the heel are fundamentally 
different from those employed in 
the manufacture of most rubber 
heels. The new heel is composed of 
two separate pieces of rubber. A 
hard, outer shell encases a soft, 
elastic rubber body which absorbs 
the shock and reduces the jar of 
walking. 

The final product is the result 
of four years of experimenting 
with springs of various kinds. 





If the little things are always 
done right, the big things will take 
care of themselves. 
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WANTED 


A’ MANUFACTURER OF CHILDREN’S SHOES 


Wants to Know How Many 
Boot and Shoe Recorder Subscribers 


CARRY CHILDREN’S SHOES 


He is entitled to know 
We will tell him 


Personal written reports, direct from 11,220 of our,retail shoe 
subscribers, prove that 


10,114 CARRY CHILDREN’S SHOES 


The Boot and Shoe Recorder carries the message of this manu- 
facturer of Children’s Shoes every week right up to this 
enormous purchasing power—as rich in qual- 
ity and volume as in numbers. 


The record is authenticated at our office. It proves the Boot 
and Shoe Recorder’s tremendous force in influencing 
the buying of Children’s footwear. 


Report on Hosiery next week. 











Pageant 1 footwear Fashions 
Jan. 3-6-7 1925—Hotel. Statler 
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Ballroom of the Statler Hotel, St. Louis, where fashion pageant will be staged. 


Newest Styles “On Tap” at St. Louis Pageant 
of Footwear Fashions 


6 and 7, held in the ballroom of the Statler 

Hotel, will introduce to the many retail shoe 
merchants from every corner of the United States, 
shoe styles which will reflect the newest note in foot- 
wear fashions. 

This great market, with its wealth of style crea- 
tors, is at present building shoes which will have 
their premier presentation on the runway during the 
pageant. Without a doubt the last word in footwear 
fashions will be embodied in every pair of these shoes. 
But something more important to the retail shoe mer- 
chant will be that they can be bought and delivered 
in time for Easter selling. 

The runway review will be a living model demon- 
stration of shoe styles that will have an appeal to the 
merchant and an attraction to the consumer. To use 
the slogan of the pageant they will all be “Shoes That 
Sell.”” St. Louis will offer to the retail shoe merchants 
an opportunity of making a complete buying trip 
within one city. 

No other city in the United States offers as com- 


Ts: Pageant of Footwear Fashions, January 5, 


plete a market as St. Louis. There are the large 
general line houses whose sales annually run into 
millions of dollars as well as specialty factories who 
set the pace as style creators of practical shoes. 

Another year has passed and St. Louis, “The World’s 
Shoe Market,” goes crashing on to greater achieve- 
ment and accomplishment—its position undisputed; 
its market showing abnormal expansion, with factory 
output increasing each year. 

St. Louis manufacturers operate 79 shoe factories 
in and around St. Louis. Another advantage the retail 
shoe merchant has in buying in the St. Louis market 
is the great range of stocks carried on the floor by 
all the large general line houses. These, together with 
the many smaller houses in the market, bring the 
estimated value of shoes in stock up to approximately 
$25,000,000. This means the retail shoe merchants of 
America can send their orders to St. Louis shoe 
houses with the definite assurance that in practically 
every case those orders will be filled and shipped, 
either the same day, or at least the following 
morning. 
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THEY HAVE MADE FASHION COMFORTABLE 


-Amherst 
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Conk fr vademrk& it  Feeture Arch Shoes 


WITH THE FEETURE-FIT HEEL 


Do any other shoes give you these merchandising 
advantages? 1. An arch both flexible and rigid, en- 
abling you to meet every customer’s demand with one 
line of shoes instead of two. 2. The Feeture-Fit Heel, 
the best fitting, snuggest, most comfortable heel in 
the shoe world. 3. National and local advertising. 
4. Exclusive Agency. 5. Smart styles, remarkable for 
corrective shoes. Here are three examples—all in 
stock, ready for immediate delivery. 

THE DURBAN THE WANDA THE AMHERST 
which brings comfort Very voguish with its ‘A clever oxford in 
and loveliness to every three straps. Patent’ black kid and brown 

FLEXIBLE RIGID _ foot that wears it. In leather andblacksatin. . kid,. which shows how 
[for foot freedom to support the arch Stock. Black satin, In Stock. comfort and style are 


unions ' . black kid and pasent blended. In Stock. 
| leather. 























See Liew When You’ re in: St. Louts 
wae Bros. Shoe Co. 
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NEW CREATIONS 
COVERING THE BEST 
SHOE FASHIONS FOR 
EARLY 1925 IS 
READY FOR YOUR 
INSPECTION. 


Lm 
i! 
ATTEND THE ST. LOUIS PAGEANT 


OF FOOTWEAR FASHIONS 
JANUARY 5, 6, 7, 1925 


Pedigo- Weber Shoe (o. 


MANUFACTURERS 
SAINT LOUIS 
U. S.A. 
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The charm of the smooth, even finish and the grace of the curving lines make 


CAPITOL McKAYS 


Shoes of beauty—for the underlying principle of quality always demands good 
materials and assures remarkable service. 

For the retailer who features them, Capitol McKays produce pleasingly 
satisfactory trade. 


The IDOL PATTERN 


made over ourn2w Paris last with 17/8 Spike Heel in Patent Vamp, Gray Kid 
quarter, promises to be a most popular model at this time. 


Capilol Shoemakers, Inc. 


Specialty Manufacturers of 


High Grade Novelty McKays for Women 
WASH STREET AT EIGHTEENTH ST. LOUIS 


Boor AND SHOE RECORDER Issue of December 13, 1924 





arket, 


— nate ee ee Oe ee 








Forty Fetching 


Footwear Models 


Manufacturers to Show 


New Styles at Every 


Pageant Performance 


Miss St. Louis, who repre- 
sented St. Louis at the At- 
lantic City Bathing Beau- 
ty Pageant and who will 
model in the Pageant of 


Footwear Fashion 


Gene Rodemich’s Brunswick Recording Orches- 

tra is rampant with rhythm that will syncopate 
the Pageant of Footwear Fashions into action in the 
ball-room of the Statler Hotel, January 5, 6 and 7. 

Every one will sway to the 
swing of this nationally known 
orchestra. Hit after hit of theirs 
has traveled through records all 
over the country and you’ll hear 
them play the selections when 
you attend the pageant. 

The runway will extend the 
entire length of the ball-room. 
Spacious in every way, it affords 
comfortable seating arrange- 
ments with unimpaired visibil- 
ity. You can have a “close-up” of 
each shoe style displayed with 
ample time for notes on its effec- 
tiveness. 

Forty gorgeous girls, the 
choice of St. Louis’ feminine 
beauty, have been chosen for the 
promenade. The types selected 
will run the gamut of lovliness 
and charm. Never before have 
such fetching footwear models 
been selected. Footwear sizes 
were the principal necessity for 
a successful choice, but, of 
course, general attractiveness 
had to accompany this qualifica- 
tion. 

Style has invaded the fairy- 


CRASH of cymbals, a blare of the trumpet and 


Doris Remsbecher, one of the fetching 
children’s models. 
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land realm of the little tots and the sweetest wee ones 
who will be seen on the runway will captivate every 
retail shoe merchant present. Manufacturers of chil- 
dren’s footwear are having their designers bring forth 
their keenest conceptions of children’s style footwear. 
Plans for the performances are 
perfected and those in charge 
promise a “pep” pageant with 
not a dull moment. 
Entertainment will be given 
between the reviews. Elaborate 
preparations are being made to 
present only the highest charac- 
ter of amusement. There will be 
two reviews each day. At 2:15 
each afternoon and 8:15 each 
evening. Manufacturers expect 
to show new styles at each per- 
formance so many will want to 
attend more than one promenade. 
The members of the St. Louis 
Shoe Manufacturers’ and Whole- 
salers’ Association have taken 
over the entire Statler Hotel for 
January 5, 6 and 7. They will 
display their lines in the sample 
rooms on the second and third 
floor of the hotel. Those who ex- 
pect to attend will find it ad- 
visable to write Charles E. 
Reader, 1329 Washington ave- 
nue, St. Louis, Mo., chairman of 
the Hotel Committee, who is in 
position to make reservations. 
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A new plant 


























New standard of value 
in novelty footwear 


OU are cordially invited to visit our new plant, St. 
Louis’ most modern shoe factory. Although not 
the largest, 25,000 feet of light and airy floor space is 
devoted to the manufacture of light and airy footwear for 
fashionable women. Working conditions are so ideal as 
to attract the very cream of shoemaking help and to inspire 
them to do their best. 
Fine workmanship, sound construction through and 
through, artful individuality of designs, fitting qualities 
you can depend on, prices that mean a rapid turnover and 
all the profit you care to make —these features allow us 
to proclaim, without feeling boastful, that your visit to 
this market, for your own sake, should include a careful 
inspection of our Sample Lines and, if possible, of our 
factory facilities. 


C ‘The Moors Suop Company 


MANUFACTURERS OF LADIES NOVELTY 
om FOOTWEAR 


BOYLE and DUNCAN AVES. 
Tel. Indell 8200 ny ‘ ST. LOUIS, MO. 
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[Makers of Womens fine Shoes 
Saint Louis, USA. 
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LADIES FINE TUeNS EXCLUSIVELY 
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The Elfey 


TYPICAL OF THE MANY DISTINCTIVE STYLES IN 
TRAVASO TURNS TO BE SHOWN AT THE SAINT 
LOUIS PAGEANT OF FOOTWEAR FASHIONS RE- 
FLECTING THE VERY LATEST STYLE-EFFECTS 
FROM THE FASHION CENTERS OF THE WORLD 
IN THE PREVAILING COLOR HARMONIES :-:  :-: 


TRAVASO SAOE ComPANY 


MANUFACTURERS 
1908 LOCUST STREET SAINT LOUIS 


a. emmm ———— TTT T 


ALONG PERILOUS PATHS WE GO HAND IN HAND WITH FASHION 
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1707—Wos. “Lady — Louis’’ —SaSSSSSS—SSS= 

Patent D'Orsay Pump, Br. SS 

Kid Trim., Pl. Toe, 8S. 8., ———SSSTS 

14/8-in. Cov. Wood Spike SasaasaanissS-S-= 
eS 


Heel, Imt. Turn, Gloria Last. 
AA 4-8 ‘ 
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— A 3%-8, B 3-8, 
=> C 2%-8. Price $4.15 
in Stock January Ist ——— 




















1708—Same in Tan Cf., Br. 
Kid Trim. Price 35 
In Stock January Ist 
1706—Same in Blk. Satin, 
Patent Trim. Price .....:. $4.15 
k January Ist 
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Shoe dealers: ee 
SS States —Come=inspeet $$ 
——=—=== “and—select—y: = 
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1730—The “ 
1796 — The ‘‘Kather- Sid 
ine’’ in Tan Calf $4.85 Satin. Price 7 — ess 








1740—Tne ‘‘Diana’’ in 
Patent, Br. Kid Trim. 
Price . $4.60 
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We invite aleri: 








Nothing 
takes the 


place of 


leather 











to grow biggen 


UCCESS will come to thousands of 
shoe merchants in our great indus- 
try during the coming year. 


For it is our belief that general condi- 
tions are sound, and that many factors 
point favorably towards a year of in- 
creasing sales. 


Merchants who are alert—who buy 
carefully and operate on margins that 
assure a rapid turnover—will find their 
businesses growing. 


Secure One of These Ling an 


INTERNATIONAI|| 


11 TANNERIES 
&. 


yee _i 








PACEANT OF FOOTWEAR FASHIONS % & JAN. 5-6-7,19025~HOTEL STATLER 
= ‘Shoes 4! Sel _ — _ 








as 


Boor AND SHOE RECORDER 





76 Issue of December 13, 1924 















ORRECTNESS of style, good craftsmanship 
and the invariable quality of the materials 
* that characterize 







-: “Star Brand’? 
| “Diamond Brand’’ and 
“‘Friedman-Shelby’’ Shoes 















Roberts Johnson 
andRandBranch ; 





are valuable factors to consider in selecting fast- 


“sie re vy ~ 
selli ita f LCLINLO ny 
selling and profitable footwear. His CLINLO | 










We therefore invite you to grow bigger and more 
successful by featuring one of these popular brands 
during 1925. 


Peters Branch 







Visit our branch headquarters and see the lines 
that render a complete service to retailers. 







Ree Branch 






2 Ling and Grow in 1925 


SHOE COMPANY 


TURING PLANTS 7 AUXILIARY FACTORIES 
% FA’ Ve _s 
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St. Louis 
Buil 


Reading from top to bottom, the 
outside panel shows: 


Wyle Creel, Creel, Mauldin and 
Chambers, Inc.; O. M. James, 
Peters Shoe Co.; T. G. Jones, Jr., 
Central Shoe Co. and W. H. Lampe, 
Lampe Shoe Co. 

In the center panel, from top to 
bottom, are: 

Julian Samuels, Samuels Shoe Co. ; 
Harry Ostermeier, Brown Shoe Co. 
and J. T. Dyer, McElroy Sloan 
Shoe Co. 

Below is J. T. Pedigo, Pedigo- 
Weber Shoe Co. 
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, The Worlds Shoe Market ——.~ ST. LOUIS, 





b 010s Cand aS 200K 
0 SSS 
Reading from top to bottom, the 
outside panel shows: 


Howard Stephens, Johnson- 
Stephens and Shinkle Shoe Co.; 
Charles Tweedie, Tweedie Foot- 
wear Corporation; W. S. Overton, 
Brauer Bros. Shoe Co. and Beverly 
Jones, Roberts, Johnson and Rand. 


In the center panel, from top to eaneiaaidadmameianndaien al = 
caine = SAA — oO 
bottom, are: Meas EMC 
A. W. Meier, John Meier Shoe er | a once 

Co.; Fred Marx, Moore Shoe Co. 
and A. J. Spring, Capitol Shoemak- 


ers, Inc. 


Below is A. E. Farrar, Friedman- 


Shelby Shoe Co. 


See, a’so, Page &4 
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,OT. LOUIS——~ Zhe Worlds ShoeXarket; 


COME 


TO SEE US 
January 5, 6, 7 


We cordially invite you to pay us a visit 
in January during the Pageant of Foot- 
wear Fashions. We have many new and 
very smart creations, the sight of which 
will make your visit worthwhile. Our 
entire line will be displayed at the 
Statler Hotel January 5, 6 and 7. 
a 


ol ae 


Don’t fail to see it~ 
































The W. H. LAMPE SHOE CO. 


4060 FOREST PARK BLVD. ST. LOUIS, MO. 
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illiken 


OCcS 


h U.S.PAT OFF, 





~tin ’re 
different 


ILLIKEN Shoes look different, 
wear different, fit different, and 
are different. 


There's a “BILLIKEN” Salesman in your Individuality sticks out all over Billi- 
territory. If you are not on our regular 


calling list a line to us will bring the ken Shoes. There are lots of shoes for 
~~ Kiddies, but only one BILLIKEN. 


With Billikens, you can build an in- 
dividual business in your town, and 
attract a different class of trade to your 
store. The best trade everywhere de- 
mands Billikens—‘‘The Shoe the Child 
Outgrows.”’ 


There are no genuine Billikens unless the 
name is stamped on inner ‘and outer soles 


MADE ONLY BY 


Shoe Company 
St. LOUIS 
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ya OR OWELSHY 

OR OWELSHY 
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St. Louis Annual Shoe Style Show 


See Our Latest Designs Shown on Living Models at the Statler Hotel 


January 5th to 7th, 1925 


COMPLETE SAMPLE DISPLAY AT FACTORY SHOW ROOMS 


You Are Cordially Invited 


Use our automobile or Page car to our factory, Cook and Newstead Aves. 


VERNA DIOGENE 


National Retailers’ Style Show, Boston 


Display‘Rooms, St. Louis Section — Mechanics Hall, Copley Plaza and 
Westminster Hotels 


BOYD-WELSH SHOE COMPANY 


DESIGNERS MAKERS 
WOMEN’S STREET AND THEATRICAL FOOTWEAR 
ST. LOUIS, U.S. A. 
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Start the New Year Right 
— With This One! 


HE Tweedie line will help you make 
quicker stock turns and _ better 
profits. See our exhibit at the St. Louis 
Pageant of Footwear Fashions, Hotel 
Statler. 
262-1—Black Suede vamp and quarter. 
Patent four cut-out waist band and 
strap. 16/8 wood Spanish heel. Our 112 
last. 
262-2—No.°4 Tan Calf vamp and quar- 
ter. No. R calf waist band and strap. 
10/8 wood box heel. Our 113 last. 


© weedie a Corporation 





Pre eter tonury thet 
- Sell, Factory, 1421 Olve St., 
Jefferson City, Mo. St. Louis, Mo. 


fi¢ & 
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ST. LOUIS She Worlds ShoeNMarket, 


A Growing Style Center 








St. Louis offers a complete market. There are large general 
line houses whose sales annually run into millions of dollars; 
and specialty factories which set the pace as creators of 
practical styles. 


In the left hand panel, reading 
from top to bottom, are: J. C. Boyd, 
Boyd-Welsh Shoe Co.; Harry Jo- 
hansen, Johansen Bros. Shoe Co. 
and Harry Vinsonhaler, F. E. 
Church Shoe Co. 

Below, from top to bottom, are: 
A. L. McCall, Travaso Shoe Co. 
and C. A. West, Shoe Specialty Co. 

At the right, from top to bottom, 
are: E. C. Hyde, International Shoe 
Co. ; Eugene Sloan, Hamilton Brown 
Shoe Co. and J. T. Johnson, Brown 
Shoe Co. 
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“Che walks. in beauty,” 


MODEL 6683 


DELPHINE 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


A SMART STEP-IN PUMP ON OUR NEW 
80 LAST—PATENT LEATHER VAMP AND 
QUARTER—AIREDALE ALLIGATOR 
TRIMMED—13/8 CUBAN HEEL. 


NOT CARRIED IN STOCK ~ 


MADE ON ORDER ONLY 


CAN BE MADE WITH 9/8 TO 13/8 HEELS 
ON ALL LASTS EXCEPT No. 40—IN MANY 
ATTRACTIVE COMBINATIONS. 


BRAUER BROS. SHOE @. “G'nk" 


FASHIONERS OF WOMEN’S NOVELTY SHOES 














CHOUTEAU SHOE MANUFACTURING CO. 


will display their very smart 
Models of Feminine Footwear — 
moderately priced 


January 5-6-7, 1925 


at the 


HOTEL JEFFERSON 
Rooms 419 - 423 - 425 
Mr. More, Mr. Schroeder, Mr. Goldman and Mr. Johnson 


will be in attendance 


St. Louis-Made 


Factory and Office 
918 So. Boyle 
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Special 


. 1475— 


brought out particularly for the 
hosiery departments of exclusive 
shoe stores. 

Made of a nine-strand pure silk, 
with a ravel stop, double hem, heel 
and toe. 

A very shapely and excellent wear- 
ing, full-fashioned stocking. A won- 
derful value to retail at $1.75. 


Colors 


suitable for wear with all the latest shades and combina- 
tions in winter and early spring styles: Black, Rose 
Taupe, Lariat, Bracken, Beige, Russia Calf, Spa-Tan, 
Bunny, French Nude, Fog and Airedale. 

Packed 4 dozen to the box; sizes 81% to 10. 

Price per dozen 

See us for unusual hosiery values while here during the 
Footwear Pageant. 


LICHT BROS. 
AND COMPANY 


¥ “RADIO” BRAND HOSIERY # 1409 WASHINGTON AVE. ST. LOUIS, MO. 




















TWO ENTIRELY NEW NUMBERS 


SHOWN BY TOBER-SAIFER 


IN STOCK 


DECEMBER 15th 
PLACE YOUR ORDER NOW 


No. 2806—‘‘Senorita’’ Patent vamp, tan quarter, 

apricot kid underlay vamp and around quarter. 

One-eye French tie. Side cut-out exactly as il- 

lustrated. Brown stitched and French corded, 

brown moire ribbon. Made over a wonderful new 

stage last, carrying a 16-8 wood Spanish full- 

— breasted covered heel. St. Louis process flexible 

awl ae > sole. Entirely New. AA, A, B, C widths, sizes 2% 


and enlarged office and 


sample rooms your head- 


Cee ele etter No. 2807—Exact style as above with a 13-8 


Footwear Fashions 
yoann PR covered box heel 


TOBER- SAIFER SHOE CO. 


Manufacturers and Distributors 
Novelty Footwear In Stock 


1312 Washington Avenue St. Louis, Mo. 

















When writing to the above advertisers please mention Boot and Shoe Recorder 
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There is about LeAmco Ornaments that little touch of fineness 
and class, which makes them different, setting off the shoe and 
foot as being just a little above the average. Whether for 
manufacturer, retailer or consumer, Le Amco Ornaments are easily 
and quickly adjusted with a permanence that is pleasing and 


satisfying. 





The quality of the ornaments, silk or 
satin, patent or kid, cut steel or rhine- 
stone, is always in excess of the price 
asked, making LeAmco Ornaments un- 
usual values, business producers and 
profit makers for the retailer. 








8569—Satin, cut steel, beaded, per doz. pair 
Satin, pai. no beading, per doz. pair... 
Leather, plain, no beading, per doz. pair 
Leather, aded to match, per doz. pair........ 


nse Corded Ribbon and Ruching, po on 


= a Black, Brown, Tan, Blond. 
At the St. Louis 


PAGEANT OF FOOTWEAR FASHIONS 
Jan. 5, 6,7 


the complete line of LeAmco Ornaments will be on display 
on the Mezzanine Floor, Statler Hotel 
Be sure to inspect it. 





8557—Silk Ruching Pompon, cut steel beaded, per 


pair 
Silk Ruching Pompon, no beading, per doz. pair 
Colors: Black, Brown, Tan, Blond. 


8610—Triple Satin Box, cut steel beaded, per doz. pair. . .$9.00 
Same in Satin moire grosgrain ribbon, no beading, per des. 
00 


ABE MANHEIMER & COMPANY 


14th and Locust Streets 
ST. LOUIS 


‘“‘WHILE OTHERS TALK QUALITY, WE GUARANTEE aid 








When writing to Apt Manuemmer & Company please mention Boot and Shoe Recorder 
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Sample Shoes 


AT A BIG DISCOUNT 


We handle, exclusively, jobs of solid leather 
branded shoes. By buying the entire output of 
samples made by the largest shoe manufacturers 
in the country, who make nothing but solid 
leather shoes, we were able to get them at a spe- 
cial price, which enables us to sell them to our 
trade at big discounts off the regular prices. 

We have, at present, a most complete stock of 
children’s, misses’, growing girls’, ladies’, men’s 
and boys’ low and high shoes, of which we will 
be glad to forward you samples, upon your 
request. 


M. GOLDMAN SHOE CO. 


617-19 North 9th Street One half block north of the Statler Hotel 
St. Louis, Mo. 
































The 
Salesman 
in 

Your 








Another Milius Creation Windows 
The Shortest Short Vamp 


—a perfect fitting two-inch vamp— 
will be displayed at 
Rooms 623-625 Make Your Windows Pay 








Make your windows pay their own rent by using the Recorder’s 


é CV SON Hotel Silent Salesman Show Cards. 
Sixteen new seasonable cards every month with special price 
tickets and eight hand lettered mat board frames like the photo. 


$4.00 per month. 


MILIUS SHOE COMPANY Be the only dealer in your community to use these cards. You 


‘ will quickly see their value. Write. 
1308-10 North Sixteenth Street Ni ag 
WESTERN SERVICE DEPARTMENT 


St, Louis, Mo. 189 W. Madison St. ' CHICAGO 

















When writing to the above advertisers please mention Boot and Shoe Recorder 





December 13, 1924 BOOT AND SHOE RECORDER 

















Wohl Model 


> 4 F a - 
ie W, B, No. 5420 


SHIOES OF STYLE 


IN STOCK 


FOR 


AT-ONCE 
DELIVERY 











Model 5420—Patent Vamp with Tan 
Stitching, Tan Calf Quarter. 14/8 Cov- 
ered Military Heel. AA to C 

RIES gE a Sa $4.85 


Model 5419—Same as illustrated except 
has 16/8 Full Breasted Spike $4 85 
Heel. AA to C widths................. ° 


Model 5432—Same as illustrated except 
has 8/8 Flat Covered Heel. 
A, B and C widths $4.50 


WOHL SHOE COMPANY 
1224-26 WASHINGTON AVE. 
ST. LOUIS, MO. 
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N.S. T. A. Appoints Boston Convention Banquet Committee 


Wisconsin Nominates Officers for 1925—New York 


GROUP of shoe travelers from 
At Boston Shoe Travelers’ 

Association, the Southern 
Shoe Travelers’ Association, and 
the Boston Shoe Associates, have 
been holding weekly meetings of 
late. They are making arrange- 
ments for the big banquet of the 
allied trades, which will be held at 
the Hotel Somerset, Boston, on the 
evening of Saturday, January 10. 
This event will mark the closing of 
the N. S. T. A. convention and will 
be a brilliant introduction to the 
N. S. R. A. convention of January 
12-15. The convention slogan is “On 
to Boston, for January, 1925.” “Let 
"em come 10,000 strong, we’ll take 
care of ’em,” say the boys. 

Representative Gathering 

One of the best and most repre- 
sentative gatherings of shoe men 
is anticipated on the evening of 
January 10. 

The boys generally do things 
right, but this is to be an excep- 
tional occasion, when all branches 
of the industry will meet in happy 
harmony, and New England will be 
the host to those outside its con- 
fines. 


Elaborate Program 


An elaborate program, with 
speakers of national reputation, 
will make the banquet an affair long 
to be remembered. The State is to 
be represented on this occasion 
by Lieutenant-Governor Frank G. 
Allen, who as a member of the 
leather firm of Winslow Bros. & 
Smith is one of the alliedtrades 
“family.” The City will be repre- 
sented by His Honor, James M. 
Curley. The National Boot-and Shoe 
Manufacturers’ Association will be 


Shoe Travelers Elect Officers 


represented by its President, John 
C. McKeon of Philadelphia; the 
National Shoe Retailers’ Associa- 
tion, by its President, Seaton Alex- 
ander of Wheeling, W. Va. The ver- 
satile field secretary of the N. S. 
R. A., Sam Davis, will be a speaker 
and has chosen for his subject: 
“Your Job and Yourself.” L. F. 
Kunstman, also N. S. R. A. field 
secretary, will entertain with bari- 
tone selections. 


The incoming president of the 
N. S. R. A. will also be a speaker. 
The banquet committee is as fol- 
lows: E. J. Andrews, president of 
B. S. T. A.; C. P. Waide, president 











F. L. ARMSTRONG 


President of Boot and Shoe 
Travelers’ Association of New 
York. 


of 8. S. S. A.; F| W. Stanton, sec- 
retary of S. S. S. A.; Oscar D. 
Whitcher, president of B. S. A.; 
Robert Mills, secretary of B. S. A.; 
Charles W. Morrill, treasurer of 
B. S. A.; William Noll, secretary- 
treasurer, B. S. T. A.; Waldo M. 
Oakman, honorary president of 
N. S. T. A.; T. A. Delany, N. S. 
R. A. secretary, chairman of ar- 
rangements. 


Armstrong Heads New 
York Boys 


The Boot and Shoe Travelers’ As- 
sociation of New York held its 
annual meeting at the Hotel Penn- 
sylvania on November 28. This was 
an interesting “get-together” and 
was attended by more than 100 
members. F. L. Armstrong, one of 
the live-wires of the association, 
was elected president; R. B. 
Smith, first vice-president; Morris 
Schmidt, second vice-president; S. 
A. McOmber, secretary-treasurer. 
H. J. Herron was elected as a mem- 
ber of the Board of Governors, to 
succeed C. O. West. This associa- 
tion is composed of conscientious 
and earnest workers. President 
Armstrong has appointed some of 
this group on the following commit- 
tees : 

Committees Appointed 


Advisory Committee: M. C. Sea- 
man, chairman; George S. Dyer, 
S. A. McOmber, J. J. Watson, A. I. 
Benedict, L. C. Hart, J. D. Baxter, 
Wm. E. Pitcher, A. E. Oldaker, Jr., 
Carl Brigham, M. W. Kempner and 
Harry M. Rogers. 

Membership Committee: M. C. 
Seaman, chairman; Morris Schmidt, 
B. King Farnham, M. A. Warde, J. 
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G. Martin, W. A. Standish, George 
Ferguson, W. F. Kolkebeck, C. O. 
West, F. S. Lamport, F. Held, H. J. 
Herron and Henry Bressler. 

Entertainment Committee: P. J. 
Watson, chairman; Walter S. Weil, 
W. E. Pitcher and J. J. Doyle. 

Publicity Committee: A. I. Bene- 
dict, chairman; Harry B. Tove, E. 
A. Brown and O. McCormick. 

Reception Committee: M. W. 
Kempner, chairman; Charles Hav- 
ranck, Harry B. Tove, Robert B. 
Smith, H. M. Langle, Charles Izon 
and L. M. Gerson. 


Committee on Relations with 
other Associations: L. C. Hart, 
chairman; M. E. Tobias and S. A. 
McOmber. 


Rogers Gives Fine Report 


Harry M. Rogers, the retiring 
president, gave a splendid account 
of his “stewardship” of the past 
year. He spoke about the general 
condition of business, told the rea- 
sons why all should be optimistic 
on 1925 business and commended 
the National Council of Traveling 
Salesmen’s Associations for their 
many courtesies to the New York 
travelers during the past year. He 
strongly urged the members to be 
generous in their support of the in- 
coming administration and praised 
the good service given and the 
many difficulties which the efficient 
secretary-treasurer, S. A. McOm- 
ber, has overcome. 


For Further Advancement 


President Armstrong sounded 
the keynote for his opening address 
for still greater accomplishment for 
the association during 1925. He 
spoke about the necessity for 
changes in the by-laws of the asso- 
ciation and appointed the following 
committee. 

By-Laws Committee: John D. 
Baxter, chairman; A. I. Benedict, 
L. C. Hart, S. A. McOmber and F. 
L. Armstrong. 

President Armstrong appointed 
the following delegates and alter- 
nates to the N. S. T. A. Conven- 
tion: S. A. McOmber, P. J. Wat- 
son, H. B. Tove and R. B. Smith. 
Alternates, H. M. Rogers, H. J. 
Herron, M. E. Tobias and M. A. 
Warde. 

It was agreed that it. would be 
wise to raise the annual fee from 
$6 to $7.50 the year. 


Next Meeting December 19 


The next meeting will take place 
on Friday evening, December 19, 
at the Pennsylvania. 
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S. E. PATRICK, Jr. 


New England Sales Manager 
for Eastern Tool and Mfg. Co. 
of Bloomfield, N. J. 


S. E. Patrick, Jr., New England 
sales manager for the Eastern Tool 
and Mfg. Co. of Bloomfield, N. J., 
is a buckle booster. “And if I read 
the signs aright,” said he, “buckles 
will lose none of their present 
popularity for spring and summer, 
1925—in fact, I believe that they 
will be stronger than ever, and es- 
pecially the ornamental covered 
tongue buckle. We are constantly 
making improvements on_ these 
buckles; for instance, realizing that 
shoe men like a buckle that can 
be easily attached and without any 
sewing or stapling, we have per- 
fected a simple arrangement which 
is attached firmly by pushing the 
buckle along one of the straps, 
pushing the tongue through a per- 
foration which can be made on this 
strap in the exact position required 
and then repeating the process with 
the other strap.” 

Mr. Patrick illustrates just how 
well his “Cinderella” buckle looks 
by sketching the types of shoes 
which best carry ornamentation. 
He has recently sketched what he 
considers will be a good “flapper” 
shoe for 1925, and this will also be 
buckle-trimmed. 


Chicago Nominates Officers 


The Chicago National Shoe Trav- 
elers’ Association at its meeting 
December ** nominated the follow- 
ing candidates: For president, 
Simon Ruwich and George Harris; 
vice-president, Dave Davis and 
Harry Strande; for secretary and 
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treasurer, Charles Heilbrun and 
Sam Solomen; for three outgoing 
directors, H. Pete Ware, Harry 
Sweitzer, Joseph Kalisky, Harry T. 
James and E. W. Christian. Three 
to be elected will serve two years to 
succeed the following outgoing di- 
rectors: J. B. Richardson, H. R. 
King and F. G. Murray. The elec- 
tion will be held the last Saturday 
of December. 

The by-laws will be amended to 
provide that beginning with 1925 
the annual dues shall be as now, 
$6, with the emergency fund elim- 
inated. 

Earle Boosts Scanlon for President 


Arthur C. Earle urged the asso- 
ciation to endorse the candidacy 
for national president at the Bos- 
ton convention next month of 
James L. Scanlon, now vice-presi- 
dent of the National, and a member 
and past president of the Philadel- 
phia Shoe Travelers’ Association. 
Mr. Scanlon’s platform was read 
and discussed and will be published 
after further conference with him. 

The association dropped from its 
membership 51 men for non-pay- 
ment of dues and reports 271 mem- 
bers in good and active standing. 

Mayor Dever of Chicago was a 
luncheon guest and spoke reminis- 
cently of his early manhood days 
when he sold calf leather to the 
shoe manufacturers in Massachu- 
setts for a tanner of Woburn, Mass. 


Levine Boys Are Hustlers 


The three Levine boys, “Sol,” 
“Dan” and “Al,” travel out from 
Boston for the Amdur Shoe Co. 
“Sol” covers the Middle South; 
“Dan,” Pennsylvania, New York 
state and the Middle West, includ- 
ing part of Indiana, Ohio and Mich- 
igan and West Virginia. “Al” cov- 
ers the South and West. He starts 
in at Georgia and works his way 
down the coast, through Texas and 
then all the way out to the Pacific 
coast. Their brother, I. W. Levine, 
is president of the concern. 

“Danny” Goldstein, one of the di- 
rectors of this company, tells the 
visiting trade “what’s what” in 
snappy footwear. “The simple styles 
are the smartest,” said he recently. 
“Colors are important. Apricot in 
combination with patent is in ex- 
cellent taste. A good rule to follow 
in buying and making for this 
season, and spring and summer, 
1925 is, ‘a minimum quantity of 
styles instead of a maximum quan- 
tity.’ ” Today, it is a case of volume 
sales and quick turnovers. 

(Continued on page 109) 





F MAXIMUS means just “Patent Leather,” it conveys 
nothing. Maximus, however, stands for the highest merit 
in patent leather manufacture. And merit wins the con- 
fidence, upon which sales are built. 


C . How many would be content to lose in tanning ten per 
cent of hide surface? Yet that is what we sacrifice in ob- 
taining perfect MAXIMUS results. On these grains is 
spread an enamel of just the proper elasticity to conform 
with the elasticity of the leather, and so transparent 
that the grain of the leather is shown clearly 
through it, producing an elegance of finish. 
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Thus MAXIMUS becomes far more than just “Patent 
Leather.” In the last analysis of its merit, it is a patent 
leather on which sales can be enlarged from year to year 
and reputations for satisfaction in shoe comfort and serv- 
ice built. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 
(Branches in All Principal Shoe Centres) 
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Fairly Good Trend to 
St. Louis Retail Trade 


ST. LOUIS—With the approach 
of holiday shopping, the retail shoe 
business during the week ending 
December 6 was receiving good 
support from the shoe-buying pub- 
lic. With two rainy days of the 
week, there was naturally some 
slowing up of business, the latter 
part ending with good volume in a 
majority of stores. The Saturday 
business was spotty. The extreme 
novelty shops felt the rush of 
Christmas buying being diverted 
from their stores to other retail de- 
partments. With only two Satur- 
days left before Christmas, office 
girls were concentrating on their 
Christmas shopping and this ex- 
plains why some little slowing-up 
was experienced in the novelty 
stores. The staple shoe stores, or 
those catering to a more conserva- 
tive type of trade, reported good 
business on Saturday. 


Styles have not changed with the 
exception that tan calf is stronger 
now than at any time of its popu- 
larity. This report continues to be 
announced in all stores and from 
every indication will continue to be 
the same for some little time. 
Patent is also strong. A slight 
slackening is observed in satin. 
This is not of any importance so 
small is the percentage. Two-tones 
are not being rushed and while 
some stores report an interest be- 
ing shown in this type, no one is 
ready to become enthusiastic over 
the demand. 


Blond Satin Is Very Good 


One bet overlooked by many is 
blond satin. The call for this ma- 
terial is becoming stronger. Penny 
satin also is one new note in the 
style field that is apparently being 
received favorably. Pumps and ef- 
fects of this character have su- 
preme choice in the pattern realm. 

Black suede, especially during 
the cold weather, always registers 
in fair volume, but when the 
weather warms its popularity loses 
its punch. 


To Open Another Chicago 
Store 


The W. B. Huette Shoe Company 
of St. Louis, operators of three 
stores here, recently opened the 
Robert Barrett Store at 12 North 
Dearborn street, Chicago, and has 


leased another store in that city on 
Madison and Halstead in the Hay- 
market Theatre building. The store 
is 15 by 65 feet and will have about 
25 chairs. The store will open about 
January 10 and will have the same 
policy as the Dearborn street store, 
that of men’s $4 shoes exclusively. 


International Increases 
Dividend 


The board of directors of the In- 
ternational Shoe Co. has increased 
the annual dividend on the 920,000 
shares of no par value common 
stock from $4 to $5 a year, the 
quarterly dividend being increased 
from $1 to $1.25. Frank C. Rand, 
president, stated that shipments for 
the company’s year ended Decem- 
ber 1 were in excess of $110,000,000 


ne 
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and this amount exceeded the 1923 
year of the company by $78,000. 


J. J. Sensenbrenner in the 
East 


J. J. Sensenbrenner, president of 
the Senac Shoe Company, is in the 
East on a buying trip which will 
take him to the principal shoe cen- 
ters. 


Business Reported Good 


The Federal report on general 
business in the Eighth district, just 
issued, indicates a further im- 
provement in business. The report 
follows in part: “Steady growth in 
industrial activity, renewed confi- 
dence in the immediate outlook for 
trade, advancing commodity prices, 
continued strength in banking and 
financial situation, heavy distribu- 
tion of merchandise, enormous 
freight loadings and generally aus- 
picious conditions for fall crops 
and farm operations were among 


The Hirschman Shoe Company, South Main Street, Salt Lake City, Utah, 
one of the oldest shoe companies in the intermountain region, recently 


spent a considerable sum on remodeling and equipment. 


The most 


important alteration was the beautiful new store front. The front is 22 

feet deep with each of the two large windows, 4 feet 10 inches wide. The 

large plate glass windows reach nearly to the floor, and are supported by 

brick of a salmon and blue tile effect. The floor, leading to the floor 

entrance proper, is of the same tiling. Herbert Hirschman, president and 

general manager, is a former president of the Intermountain Shoe 
Retailers’ Association. 
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the factors favorably affecting gen- 
eral business in this district during 
the past thirty days. In a majority 
of lines investigated, October sales 
showed gains over the preceding 
month this year, and while some 
minor decreases as compared with 
the corresponding month in 1923 
were developed, the losses were 
attributed largely to the unusually 
warm weather which seriously 
hampered the movement of seasonal 
goods throughout the chief trade 
territories. 

The shoe industry continued its 
gains of recent months, though 


October sales, while larger in vol- 
ume than a year ago, were slightly 
smaller in dollar value, due to a 
decrease in prices. 


Nicot in the East 

Simon Nicot, shoe designer and 
pattern man for the Shoe Specialty 
Manufacturing Co., of this city, is 
in the East making a tour of shoe 
fashion centers, preparatory to lin- 
ing up new models for spring. Be- 
fore coming to St. Louis six months 
ago, he enjoyed experience in 
Brooklyn and Paris designing 
shoes. 





Straps Get Preference in 
Most Cincinnati Stores 


CINCINNATI — December ush- 
ered itself into being, by giving 
Cincinnati the coldest weather so 
far this season. This cold spell had 
a stimulating effect on the shoe 
sales, and retail merchants report 
that during the week ending De- 
cember 6, business was very good. 

The men’s business has shown a 
big gain, and the demand for high 
shoes is on the increase. However, 


it is generally felt that the volume 
of business will be on oxfords. 
Spats are having a fair call in 
men’s trade. 

There is no definite trend as to 
one style predominating, but strap 
effects are having the leading call. 
Ties have proved to be ready 
sellers, and there is an increasing 
demand for small tongued con- 
cealed gore pumps. 


December 13, 1924 





Ohio Valley Convention 
Dates Selected 


The Ohio Valley Shoe Re- 
tailers held a meeting at the 
new Fort Hayes Hotel at Co- 
lumbus, Ohio, in early De- 
cember, and decided that its 
convention will be held on 
Monday, Tuesday and Wed- 
nesday, March 2, 3 and 4, 
1925. The convention city has 
not been decided upon, but 
they are considering Akron, 
Toledo and Cincinnati. 

Booths and displays will not 
be sold as formerly, but all 
jobbers, manufacturers and 
representatives of shoe manu- 
facturers are to make their 
own reservations for their 
line of samples at the hotels 
in the city where the conven- 
tion is to be held. They will 
be asked to pay a $15 regis- 
tration and affiliated member- 
ship fee. 

L. M. Wright of Spring- 
field was appointed to serve 
as secretary because of the 
death of Henry F. Hagemann, 


- until the March convention. 
Mrs. Hagemann, the widow of 














An interesting window trim of the J. A. Rudy & Sons’ department store 
of Paducah, Kentucky. It depicts the spirit of the house to give quality, 
value and service. The display commanded much attention. It was some- 
thing different and carried a significant message. Pictures of the founder 
and general manager are on the left and right extremes, respectively. It 
has a fine shoe department. A few weeks ago the concern observed its 
41st anniversary. The business was established by the late J. A. Rudy, and 
his son, W. H. Rudy, is now general manager. 


| the Jate Mr. Hagemann is to 
séfve ‘as’ assistant secretary : 
_untjl then. A resolution was 
passed regarding the death of 
‘Mr.- Hagemann, and a page 
was-set aside in the minutes 
in memory of him. 











In the material, patent leather is 
by far the best seller, and the popu- 
larity. of tan calf is steadily in- 
creasing. Combinations of black 
and tan calf, or tan kid are being 
called for. Many retail shoe mer- 
chants believe that the tan calf and 
combinations will hold over until 
the spring, while others believe 
that there will be a demand for 
lighter shades of tan than are being 
sold. at the present time. 


’ Excellent Slipper Trade 


Felt- slippers, and slippers of all 
kinds have picked up, and mer- 
chants expect.to do a-record busi- 
ness between now and Christmas. 


Christmas Checks Help 


The Cincinnati banks this week 
have sent out their Christmas Sav- 
ing Club checks which have shown 
a big increase. Banks sent out 
checks running into the millions of 
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dollars, much of which will land in 
retail merchants’ hands for Christ- 
mas merchandise. 


For Immediate Delivery 


Shoe manufacturers have been 
fairly busy. Most of the orders they 
have been receiving are for imme- 
diate delivery, due to the hand-to- 
mouth buying. During the past 
week most of the salesmen left for 
their territories with a new line of 
samples which have been created 
by men whose style sense has been 
keenly developed. 


Less Merchandise Being 
Returned 


The campaign which the Cincin- 
nati Retail Merchants’ Association 
started about the middle of the year 
in sending circulars out to their 
customers, calling attention to the 
“Returned Goods Evil,” is begin- 
ning to bear fruit, and the stores 
report th&t less merchandise is 
being returned. The association is 
continuing its policy, and is send- 
ing out monthly circulars. 


To Have Factory Here 


Cincinnati will have a new shoe 
factory. The Riesenberger, Wolf & 
Peck Co. have applied to the state 
for a charter to manufacture wo- 
men’s shoes. At present the plant 
will be located in Cincinnati. The 
men connected with the new con- 
cern have had years of experience 
in the shoe industry. Mr. Riesen- 
berger was formerly connected 
with the Julian Kokenge Co. for 20 
years or more. When the Lape & 
Adler Co. was started at Columbus, 
Ohio, he was made general mana- 
ger. Dave Wolf, formerly with the 
Sam B. Wolf Shoe Co., and Mannie 
Peck, formerly sales manager for 


the Sam B. Wolf Shoe Co., are’ 


widely known. 


Shoe and Leather Club 
Meets 


The Shoe and Leather Club held 
its monthly meeting Saturday, De- 
cember 6. George Springmeier, 
vice-president, presided, due to the 
absence of Herbert N. Lape, presi- 
dent, who was ill at the Jewish hos- 
pital. Benjamin F. Hill of Lexing- 
ton, Ky., owner of the Hill Shoe 
Company, with branch stores in 
Asheville, North Carolina, Lexing- 
ton and Cincinnati, was elected a 
member. At the next regular meet- 
ing in January, the nominating 
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committee will be selected to elect 
officers for the year 1925. 


Potter Employees Aid 
Needy Children 
Several interesting subjects came 


up for discussion at the December 
2 meeting of the Potter Shoe Co. 
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Judge Charles Hoffman of the 
Juvenile court was the principal 
speaker. The company is helping 
aid needy families and proceeds 
from a dance and card party held 
December 4 were devoted to this 
cause. At the party members of the 
Potter football team were intro- 
duced by Harry C. McLaughlin. 





Milwaukee Concerns Note 
Marked Gains in Buying 


MILWAUKEE — Business has 
shown an improvement during the 
past few weeks, and several Mil- 
waukee stores report they are run- 
ning ahead of last year. The ther- 
mometer has been hovering slight- 
ly below freezing, turning people’s 
attention to winter footwear and 
hosiery. Several stores are stress- 
ing various lines of footwear as 
Christmas gift suggestions. 

Styles and colors active in local 
stores remain about the same. Tan 
calf still leads all other lines, but 
patents are also showing up very 
well. Satins follow patents as third 
in importance, but these are only 
fair. For street wear, oxfords and 
ties have been moving and some 
stores report considerable activity 
on the new button oxford. In a 


lighter weight slipper, strip pumps 
are still holding a strong position 
and Colonial styles and other buckle 
pumps are in demand. Beaded 
bronze, silver and gold are active 
for evening and party wear. 


Men’s Trade Picks Up 


Buying in men’s shoes has been 
more brisk since the latter part of 
November, and a little of every- 
thing has been moving. One store 
reports that a good percentage of 
high shoes have been selling in ad- 
dition to many oxfords. Tan and 
black are active. Another merchant 
states that tan oxfords have been 
leading in recent business. Slippers 
have started to sell for. both gifts 
and general wear. The Florsheim 
store reports that red leather slip- 






































The entrance to Sig Kaufman’s clothes shop at Salem, Ill., is featured by 


an unusually wide lobby. He gives much prominence to trims for showing 


\ 


men’s shoes, having a window and a vestibule case for this purpose. 
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pers in “Faust” design have shown 
a sudden spurt. 


Hosiery Business Good 


The hosiery business is very 
good and there has been a demand 
for silk, silk and wool, and all wool 
hose in a variety of colors and 
prices. One store reports that 
plaids have been very good in both 
silk and wool and all wool imported 
hosiery, in prices ranging from $2 
to $2.95. This store also noted 
that light shades in chiffon hosiery 
are picking up, although gun metal 
is still very good. Chiffons are lead- 
ing service weights in many in- 
stances. 


Buy Branch Store 


The S. J. Brouwer Shoe Co. has 
purchased the shoe store of Paul 
Rieger at 12 State street, Wauwa- 
tosa, Wis., and will operate it as a 
branch store of the company. Mr. 
Rieger will continue to have charge 
of the repair department in the 
rear of the building, but the re- 
mainder of the store will be under 
the management of Carl Kaum- 
gaard, formerly manager of the 
basement department of Brouwer’s 
Grand avenue store. 

The Brouwer Co. celebrated its 
22nd anniversary by holding a spe- 
cial anniversary sale during the 
early part of December. The store 
calls special attention to its chil- 
dren’s department, although foot 
fitting is featured throughout the 
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store. Use of an X-Ray machine, 
special training of employees by 
foot doctors, use of special lasts, 
and corrective fitting are among 
the features of service at the store. 


Pushing Christmas Busi- 
ness 


Several local shoe stores are mak- 
ing a number of special efforts to 
attract Christmas business this 
year, and many attractive window 
displays have been arranged for the 
holiday shopping season. 


Buys New Location 


Edward Kellner, of the Luebke 
& Kellner shoe store, purchased the 
Zimmerman block on South Eighth 
street in Manitowoc, Wis., and 
plans are being made for occupy- 
ing the building soon after the first 
of the year. 


Select Delegates to N. S. 
R. A. Convention 


The largest turnout of members 
which has graced a meeting of the 
Milwaukee Shoe Retailers’ Associa- 
tion in many months assembled at 
the Association of Commerce here 
for the regular monthly meeting on 
December 4. About thirty active 
members answered to the roll call. 

Selection of a nominating com- 
mittee which will present a slate of 
association officers for considera- 
tion at the January meeting, was 
made, the following being named 





A. M. Braddock,.908 J street, Sacramento, Cal., believes in having his 


lobby deeply recessed. This is the entrance to his new store, selling 


medium-priced footwear for men and women. 












to the committee: Ed Schneider, 
chairman; Harry Lucas, John 
Geisinger, F. L. Kuezynski, Robert 
Kurz, Clarence Bertler and T. W. 
Olson. 

Joseph Schumacher, treasurer of 
the association for many years, and 
Max Diamond, president, were 
named Milwaukee delegates to the 
national association convention in 
Boston, January 12-15, while A. B. 
Caspari, director, will be the dele- 
gate-at-large. Otto Hensel, past 
president, and W. Graebel were 
named alternate delegates. Mr. Cas- 
pari was also renominated to be 
national director from this district. 

The meeting devoted considerable 
time to discussion of the house to 
house canvassers who have been 
cutting into the shoe business, es- 
pecially in the outlying districts. A 
plan of co-operation with other re- 
tail bodies in the city will be worked 
out at the next meeting. At the 
conclusion of the meeting, Presi- 
dent Diamond urged all members 
to make the trip to Boston to attend 
the national association annua! 
gathering. 





Wuer!l Brothers Open Store 


Milwaukee, Wis., Dec. 9—One of 
the finest shoe stores in this city 
was thrown open to the public on 
December 6, when W. & J. Wuerl, 
pioneer shoe merchants of Milwau- 
kee held the formal opening of 
their new store at 2717 Lisbon ave- 
nue, where the Wuer! brothers have 
held forth for years. It is a model 
of its kind. Interior furnishings, 
all new, are finished in French 
gray enamel, and a Kawneer front, 
the only one of its kind in the city, 
gives the new establishment a 
striking window arrangement. Wil- 
liam J. Wuerl, for many years sec- 
retary of the Milwaukee Shoe Re- 
tailers’ Association, and his brother 
Joseph are owners and operators of 
the store. 





New Shoe Stores 


W. & J. Wuerl, 2717 Lisbon ave- 
nue, Milwaukee,, Wis. 

P. C. Leavy, Watertown, Mass. 

Clayton, Shoe Co., Lawrence, 
Mass. 

W. B. Huette Co., Haymarket 
Theatre Building, Madison avenue 
and Halsted street. 





Sycle Opens New Store 


Richmond, Va.—Seymour Sycle, 
5 West Broad street, recently 


opened a new storé, selling men’s 


and women’s shoes. 
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Evening Slipper Calls Are 
Strong in New York Stores 


a a 

NEW YORK—Christmas shop- 
ping is in full swing in New York 
and bids fair to exceed the volume 
of last year, in general. Shoe de- 
partments and shoe stores, how- 
ever are getting but little of this 
augmented business except on ho- 
siery, boudoir slippers and buckles. 
In some stores these items are sell- 
ing extremely well and sales totals 
are far ahead of last year. One 
specialty shop which has a separate 
department for evening slippers 
and boudoir slippers sold over 100 
pairs of the latter in one day last 
week, and the demand seems to be 
increasing. 





Evening Slipper Trade 
Is Very Good 


The demand for blonde satin 
and even for black satin is 
waning, according to reports 
from leading merchants. The 
evening shoe business this 
year has been one of the real- 


is little to choose between tan calf 
and patent leather. These two are 
leading all other materials by a big 
margin at present. The combina- 
tions are selling better, particularly 


patent and tan calf, and tan calf 
and alligator or lizard leather. 


De Woolf Makes Change 


Louis De Woolf, who was for- 
merly engaged in organizing the 
Brooklyn and New York Shoe 
Manufacturers’ League, is now con- 
nected with The Credit Clearing 
House of this city. 





Holiday Shopping Gives 
Impetus to Shoe Business 


BOSTON—Stores, decorated in 
bright holiday colors, entertained 
steady crowds of shoppers during 
the week ending Dec. 6 and every 
retail business showed improve- 
ment over preceding periods. There 
was a steadier tone to the shoe buy- 
ing and excellent sales were re- 
ported on “holiday merchandise”’— 
slippers, mules and hosiery. 

Saturday, Dec. 6, in many stores 
was reported excellent. Interest in 
early Christmas shopping was at- 
tributed as a reason for drawing 
people into all types of stores. Sev- 


eral firms retailing high-grade 
footwear, hosiery, slippers and ac- 
cessories noticed a steady trade all 
day long. 

Sailor ties are enjoying a steady 
call, particularly in high-grade 
stores. Tan calf hangs on tenacious- 
ly as the most popular material. 
Brown suede is showing strength; 
a very dark shade being chosen by 
women desirous of harmonizing 
footwear with the apparel tones. 
Brown suede, in high-grade shoe 
departments, is anticipated to be 
one of the big sellers. 





ly bright spots in the local 
trade. Evening slippers in 
gold or silver brocade have 
sold extremely well, particu- 
larly in shoes selling from $10 
to $12 a pair. Some of the 
lower grade stores stocked 
evening slippers this fall with 
considerable success. 











On regular footwear, however, 
the demand appears to be running 
along at the same pace set in No- 
vember. Weather conditions have 
not been such as to create a heavy 
demand for the more rugged type of 
footwear this fall. As a result, the 
sale of the extremely heavy brogues 
with the stormproof welt, in men’s 
shoes, has suffered, the demand for 
plain, stout oxfords for women has 
been light and the’ rubber shoe, 
boot and galosh demand has been 
practically nil. 


Wide One-Straps Going Well 


In women’s shoes the bulk of de- 
mand is now centered on the step- 
in type, either with or without the 
gores. Some goring models are still 
selling fairly well and the wide one- 
strap model is getting considerably 
more attention. In materials there 


The Poe Store, 317 So. 
Main street, S é, .N. Y., was 
recently remodeled.\ The plan at, 
the right gives a\clear\idea of how" 
deeply recessed are the windows. 
The store, having a 35-foot front- 








poe uae 














age, has a total of 60 feet of glass because of the recessed window elas. 

The interior was also altered and now presents a very inviting atmos- 

phere. The window base is of red tile with white lines. Fixtures are of 

mahogany; the ceiling is white and white cartons contrast nicely with the 

dark-finished furniture. A five-foot fixture divides the men’s and women’s 

sections. The firm sells Syracuse-made shoes, John S. Gray shoes for 
women and Nettleton styles for men. 
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Straps to Be Broader 


Shoe men expect plain one-strap 
patterns to develop into popular 
style features in the near future. 
Straps will be wider, getting away 
from the slender and intricate idea. 

New patterns for evening slip- 
pers are meeting with favor. A 
model in rose gold, the rose shade 
being embossed, is featured at one 
store. A gold instep strap appears 
on this pattern, offering a sharp 
contrast with the light rose shade. 

Genuine alligator in two-tone 
combinations and as a trimming is 
gaining. One high-grade store dis- 
played an all-alligator shoe. 


Riding Boot Interest 


The Nettleton Shop, 14 Milk 
street, of which Frank J. Casey is 
manager, reports increased interest 
in riding boots. Minor alterations 
were recently made, giving a more 
inviting atmosphere to the inte- 
rior. Display windows have been 
improved by replacing dark glass 
with transparent glass. 


Federal Reserve Report 


The monthly review of the Fed- 
eral Reserve Bank of this city, is- 
sued on Dec. 1, reports an increase 


in business activity and further 
improvement in the industrial situ- 
ation. Concerning the shoe indus- 
try, the report stated an increase 
of three per cent in volume of pro- 
duction in New England. Tanneries 
are busier, due to the expanding in- 
crease in demand for leather from 
shoe factories. 


A British Visitor 

Ernest F. Firman of London, 
British and European representa- 
tive of the Trostel Leather Co., 
Inc., distributors for Albert Tros- 
tel & Sons Co., Milwaukee, was a 
visitor at the Recorder office on 
Friday of last week. This is Mr. 
Firman’s eighth trip to the States. 


He is spending a fortnight at the 


Milwaukee tannery and will then 
sail for home on the Leviathan. 


Features Cross-Word 
Puzzles 


Thayer, McNeil Company, opera- 
tors of two shoe stores, enjoyed 
great success with its advertising 
which featured cross-word puzzles. 
An attractive folder was designed 
and circularized, subsequent to the 
newspaper ads appearing. Sugges- 
tions for gifts were contained with 
illustrations on the reverse side of 





hem 


Hofheimer Brothers Co., of Norfolk, Va., entertsined several thousand 


> i ae one eS 


children in its children’s shoe department on Halloween. The plan was 
very successful for drawing the children into the department. The children 
were kept in splendid spirits by the distribution of balloons, noise makers 
and refreshments..The department is ideal for children. Interest was 
developed in the party by newspaper advertising and the response was 
much greater than was anticipated. The equipment of the section, a 
merry-go-round, bamboo slide and animal fixtures, created much interest. 
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Biggest Day in Shoe 
Department’s History 


The shoe department at Gil- 
christ’s, a department store, 
recently enjoyed the biggest 
day in its history. Saturday, 
Nov. 29, was observed as sales 
manager’s day and generous 
reductions were made on all 
merchandise. Great values 
were offered and the occasion 
was heralded beforehand by 
radio broadcasting apparatus. 
The response exceeded the 
greatest of expectations in 
every department. Prices went 
back to normal basis after 
Saturday. 











the circular, hooking up the cross- 
word puzzle with practical selling 
ideas. 


Compass Club Elects 
Officers 

The Boston Shoe and Leather 
Compass Club held its annual meet- 
ing last week and elected the fol- 
lowing as officers of its association 
for 1925: President, J. Walter 
Burke, with the Beacon Falls 
Rubber Shoe Co.; vice-president, 
George W. Hufton, with the 
Thomas G. Plant Co.; Otis J. K. 
Ladd, United States Rubber Co.; 
H. C. Robson, with Dunham Bros., 
Brattleboro, Vt.; secretary, Charles 
C. Dailey, with the Meade Rubber 
Co.; treasurer, L. W. Hollis, E. W. 
Burt Co.; directors for two years, 
W. O. Bridges, Beacon Falls Rub- 
ber Shoe Co., F. W. Meade and F. 
L. McDonald; directors for one 
year, W. F. Burleigh, R. W. Hodg- 
don, W. H. Williams and T. M. 
Stickley. 

The next meeting of this club 
will be held at the Old Landmark 
Hall, 3 Boylston street, on the eve- 
ning cf January 7. There will be a 
buffet lunch at six o’clock, followed 
by an entertainment and a speaker 
of prominence. This club has been 
in existence a little over a year and 
has shown much progress in that 
time. 





In New Factory 


Brooklyn, N. Y.— Cardone and 
Baker, Inc., makers of bench made 
shoes for women, formerly located 
at Fulton and Duffield streets, is 
now occupying -a larger factory 
with improved equipment at 99 
Myrtle avenue, this city. 
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BROOKLYN—Rather quiet con- 
ditions continue to prevail in the 
Brooklyn shoe producing field at 
present and not much change is ex- 
pected until next month. 

The attention of manufacturers 
here is turned toward the early 
spring styles. The high style 
houses are producing some advance 
models for the Southern resort 
trade, but these mainly follow out 
the current style trend and adhere 
to the established vogue for the 
moderately full toe, the sharp high 
arch and the spiked heel. 

From observations of shoe manu- 
facturers here it is practically cer- 





Wider One-Straps the 
Vogue 


For current selling one of 
the best patterns upon which 
Brooklyn is booking business 
is a rather plain wide one- 
strap model with a moder- 
ate low, two-inch spiked heel, 
and cut in a semi-D’Orsay ef- 
fect. Some of these are made 
with the strap fastening with 
a button and others with a 
buckle. Apparently the wide 
strap idea has taken hold 
strongly with the younger 
women and a good business 
on this model is reported in a 
number of houses. It is going 
particularly well in the tan 
ealf and alligator quarter 
combination. 














tain that the importance of style 
in footwear for the early spring 
season will lie in the material of 
which the shoe is made, rather 
than in the pattern. 

There is a strong tendency al- 
ready for combinations. Alligator 
quarters and tan calf vamps form 
a combination that is seen in almost 
every sample line in Brooklyn at 
present. The more advanced models 
stress patent leather with colored 
kid, the latter running strongly to 
the sand shades. Some all kid mod- 
els are being shown, with light, 
overlaid strappings of ooze or pat- 
ent. 

It is the general impression that 
ooze will not be used extensively in 
the spring lines except for trim- 
ming purposes. While some combi- 
nations of patent and ooze are 
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Materials to Be of Great 
Style Importance in Spring 


shown, they have evoked but little 
interest, the majority of manufac- 
turers feeling that the combination 
trend will work more towards the 
patent and kid idea. 


New Models in Patent 


Patent leather is not dead by-any 
means. A number of new models, 
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including the wide strap and varia- 
tions of the step-in are being 
shown. One model in particular is 
cut along the lines of the regent 
pump, with a small cut out on the 
throat and a very small, pointed 
tongue, over which is a gore sur- 
mounted by a tiny buckle and bow. 
Step-in pumps of tan calf with 
overlays of darker calf in the form 
of neat strapping, generally run- 
ning across the toe, and from the 
shank to the throat of the pump, 
also are good sellers at present. 





December Brings Busier 
Times to Rochester Stores 


ROCHESTER—Although retail 
sales of shoes generally are reported 
below what merchants expected for 
this time of the year, considerable 
improvement took place in the first 
week in December in Rochester and 
the surrounding. territory, giving 
the retail shoe merchants much en- 
couragement. The delay in public 
buying, however, has brought on a 
flood of sales in which practically 
all merchants are participating. 
The 20 per cent fiat reduction al- 
ready has made its appearance in 
several shoe stores and others are 
offering special inducements on 
two, three or four models in order 
to stir up business. The big de- 
partment stores have put on some 
large sales of low-priced shoes that 
attracted considerable patronage. 
The shoes offered in these sales ran 
into the thousands of pairs, and 


were in most cases the surplus 
stocks of one or two manufactur- 
ers. The effect of these sales nat- 
urally is reflected in regular busi- 
ness, and many merchants are now 
decrying the sweep of sales. 

The sales are confined mainly to 
the lower and medium priced goods. 
As yet there have been few cut- 
price offerings of the higher grade 
shoes, and merchants handling the 
top grades are continuing to drive 
for business through appeal to style 
or high quality. 


Plan for Convention 


In a letter addressed to the mem- 
bers of the New York State Shoe 
Retailers’ Association, Mott B. 
Hughey of Watkins, president of 
the organization, urges all of the 
members to attend the convention 



































C. B. Fisher, manager of the Walk-Over store, 221 Summit street, Toledo, 
O., shows his hosiery in a unique case. The case occupies a position in the 


front section of the store and holds 70 dozen pairs of hosiery. 
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of the National Shoe Retailers’ As- 
sociation, to be held next month in 
Boston. 

Mr. Hughey emphasizes the 
prime necessity, in these times of 
close competition and new prob- 
lems of retail distribution, for the 
merchant who aims to be efficient 
and up-to-date, to share in the in- 
spiration and information which 
are available through these great 
national gatherings of shoe men. 


The New York State association 
is making arrangements whereby 
those of its members who go to 
Boston may be quartered at the 
same hotel. Reservations are now 
being made, and those who desire 
rooms are asked to communicate 
with the secretary, Harry A. 
Chase, 16 State street, Rochester, 
N. Y., stating what kind of accom- 
modations they will require. 
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Patterns for Dancing 

Frank Guinivan, manager of the 
B. Forman shoe department, has 
been featuring footwear for formal 
and semi-formal wear extensively 
in his advertising and windows and 
reports a good business on party 
footwear. Among the patterns fea- 
tured are black satin opera pumps 
with an oblong rhinestone buckle, 
and black satin opera pumps with 
silvered metal heels set with rhine- 
stones. Opera pumps in brocaded 
silver, brocaded satin and patent 
leather are also featured, ranging 
in price from $10 to $12.50. 

A popular novelty bracelet-strap 
pump in gold or silver brocaded 
cloth, trimmed with gold or silver 
kid, priced at $11.50, is a good num- 
ber that is meeting the demands of 
the Rochester women for some- 
thing new and chic. 





Brockton to Be Well Repre- 
sented at N.S. R. A. Show 


BROCKTON—An important fea- 
ture of the 14th annual convention 
of the National Shoe Retailers’ As- 
sociation to be held in Boston, Jan- 
uary 12, 13, 14 and 15, will be the 
exhibit and style show at Mechanics 
Building. Brockton and surround- 
ing towns will be well represented 
at this show by exhibits at the 
booths and models in the style re- 
view. By a new arrangement made 
this year the management of the 


exhibition will submit an auditor’s 
report on the receipts and expendi- 
tures, together with his share of 
the profits. Thus each concern ex- 
hibiting will be a partner with the 
N. S. R. A. in promoting what is 
expected to be the largest and best 
convention in the history of the 
organization. An important factor 
in obtaining a large attendance is 
that the registration fee for mer- 
chants and for representatives of 








This window trim, arrang by the 








May Co., of Denver, Col., made a 
special appeal to children. It created very much interest, and yet is 
extremely simple in design. The large poster, showing the boy and girl, 
dominated the display as a means of commanding attention. 
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exhibitors has been reduced from 
$5 to $1, and others will be charged 
$3 for a registration badge. Re. 
duced railroad fares will enable 
merchants to travel to and from 
their homes at a minimum of ex- 
pense. It is planned to make the 
style review the most elaborate and 
authentic of any which has hereto- 
fore been presented by the Asso- 
ciation. 


Local Concerns to Exhibit 


Among the houses in Brockton 
and nearby towns which have al- 
ready engaged space at the show 
are Churchill & Alden Co., Dunbar 
Pattern Co., Charles A. Eaton Shoe 
Industries, Field & Flint Co., Geo. 
E. Keith Company, Stone Tarlow 
Co., Stacy-Adams Co., T. D. Barry 
Co., Thompson Bros. Shoe Co., 
Conrad Shoe Co., Old Colony Shoe 
Co., Brockton; Edwin Clapp & Son, 
Inc., Alden, Walker & Wilde, Inc., 
East Weymouth; Commonwealth 
Shoe & Leather Co., Whitman; 
Richards & Brennan Co., Ran- 
dolph; E. T. Wright & Co., Rock- 
land; Avon Sole Co., Avon; Rice & 
Hutchins Co., C. B. Slater, South 
Braintree; Stetson Shoe Co., South 
Weymouth. Other houses will be 
added to the list. 


Walk-Over Dealers’ Con- 
ference 


The directors of the Walk-Over 
Dealers’ Association and Geo. E. 
Keith Company recently held the 
semi-annual conference at the exec- 
utive building of the Keith com- 
pany in Brockton. The dealers’ com- 
mittee was headed by Sydney 
Stokes of New Haven, Conn., and 
ten other representatives. It was 
the unanimous belief that prospects 
for 1925 are excellent. 

Following is the executive com- 
mittee of the Walk-Over Dealers’ 
Association: Sydney Stokes, presi- 
dent; Al. A. Stentz, Fort Wayne, 
Ind., vice-president; Earl F. Wood- 
ward, Newark, Ohio, secretary- 
treasurer; Irving B. Howe, Boston, 
Mass.; Leo E. Garneau, Lawrence, 
Mass.; A.-M. Dawson, Evansville, 
Ind.; James C.' Welton, Fairmont, 
W. Va.; R..P. McCowan, Birming- 
ham, Ala:; Milton G. Harper, 


Philadelphia, Pa.; Carl H. Fleéiss- 
bach, Chicago, Ill.; Robert G. Cole- 
man, Akron, Ohio. 


Adopts New Trade Mark 


As a means of identifying the 
product of the Barbour Welting 
Co. this concern has adopted a basic 
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trade mark, the word, “Barbour- 
welt.” This name is in addition to 
the trade marks “Stormwelt” and 
“Dresswelt” used at present. The 
Barbour Welting Co., is conducting 
in the pages of leading magazines 
and trade journals, also by supply- 
ing window display material, fold- 
ers, posters and mailing literature 
to the retail shoe trade, an aggres- 
sive and comprehensive campaign 
of publicity for their products. This 
campaign will be continued during 
1925 as a means of acquainting 
the trade and the public with the 
advantages of the “Barbourwelt” 
as a practical and stylish addition 
to well made shoes. 


November Shoe Shipments 
During November there was 
shipped from Brockton 37,566 cases 
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of shoes, as compared with 36,767 
cases for the corresponding period 
in 1923. Total shipments for the 
year to December 1 were 467,000 
cases. 


Purchase Keith Chemical 
Plant 


The United Shoe Machinery 
Corp. recently purchased from Geo. 
E. Keith Company the chemical 
plant connected with that concern 
at Brockton. It will be conducted 
valong the same lines as heretofore, 
under the direction of the purchas- 
ers. Stanley P. Lovell, a_ skilled 
.chemist, who has been in charge of 
this plant for the Geo. E. Keith 
Company, will continue in the same 
position under the new manage- 
ment. 





Boots Meeting 
Sales in 


LYNN—Further gains in sales 
of boots, reperted last week, were 
spread over staple street and house 
boots, arch supporting and health 
boots, fat ankle boots, and grow- 
ing girls’, misses’ and children’s 
boots. Several firms stated sales of 
boots already exceed expectations. 
There is a possibility that some 
firms will try a flyer in novelty 
boots before the winter season is 
over. 

Sales of Christmas slippers shot 
up suddenly and manufacturers are 
making deliveries in large volume 
from their stock departments. 

However, the bulk of Lynn’s 
business is in novelty low cuts, 
pump patterns, plain, step-in, strap, 
gore and anklette designs all sell- 
ing, and of the two eye-let type, 
and button and lace oxford pat- 
terns, two-eyelet ties and button 
oxfords showing quite a gain. 


Two Tones Are Popular 


Russia calf shoes continue in de- 
mand. Patent vamps and gray kid 
quarters, as well as patent vamps 
with apricot kid quarter are much 
wanted. Russia calf vamps with tan 
suede vamps are in style. Besides, 
there is a wide range of the use of 
other materials. 

Ribbon trimmings, used for mak- 
ing basket weave figures on vamps 
and quarters, as well as for making 
bows, appear to be gaining in popu- 
larity, with a prospect of becoming 


with Good 
Lynn Factories 


a big seller in the spring, especially 
in the youthful trade. 


Flapperettes and Others 


Flapperettes are a new type of 
footwear the Burdett Shoe Co. is 
developing for spring. They are 
made over a new French vamp last, 
and with a heel 8/8 high. The com- 
pleted shoe is snappy-looking and 
easy-fitting. 

The Flapperette is a strap style 
shoe, with ribbon bow trimmings, 
two bows to each shoe, and four to 
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a pair. The shoes show a new de- 
sign in the use of bow trimmings. 

This Flapperette, which is ex- 
pected to be a leader in the Burdett 
line, is followed by other flapper 
style shoes, which reveal new 
methods for the use of ribbon trim- 
mings, especially the idea of basket 
weaving ribbons through cut-outs 
in vamps, or quarters, or both. Rib- 
bons may be of the same color as 
the shoes, or of a contrasting color. 
Bows may be tied on the front or 
on the sides. Ribbon trimmings 
may be changed from day to day, 
if the flapper desires. 


Some Fisher Shoes 


A. Fisher & Co. report a brisk 
business in boots, sales exceeding 
those of a year ago. This applies to 
regular boots, for street and house 
wear, as well as to the firm’s spe- 
cialties. Amongst these specialties 
are health boots, fat ankle boots 
and wool-lined boots. 


The Littleway Process 


A. E. Little & Co. have let to 
four shoe manufacturers the right 
to make shoes by the Littleway 
process. This process provides for 
the making of a tackless shoe, 
whose outsole is sewed to the in- 
sole by a new lock-stitch machine. 
Also, the firm is increasing its own 
production of Littleway shoes. 


Good Slipper Business 


Merrill, Porter Co. report a brisk 
demand for Christmas slippers. 
(Continued on page 105) 





wee 


A display of men’s shoes by Bremer’s Golden Eagle store of ‘Towa City, 
Iowa. Hats and gloves are displayed in one corner. A balloon tire is sig- 
nificant of balloon oxfords on display. 
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Haverhill Men Optimistic 
About Early Part of 1925 


HAVERHILL—Although orders 
for Haverhill-made footwear have 
not yet shown the desired volume, 
all indications are favorable to a 
substantial business in January. 
December is a month devoted 
largely to stock-taking by Haver- 
hill manufacturers, and at this time 
especially, preparing styles for the 
showing next month at the Boston 
exhibition, shoe offices, and hotel 
sample rooms in that city. Price 
tendencies as regards materials 
which enter into the manufacture 
of shoes continue upward. Haver- 
hill manufacturers are facing a 
considerable advance in the costs of 
their products. With no large 
stocks of leather on hand, it is a 
matter of going into the market 
and buying leather at present 
prices. Any increased demand for 
shoes naturally will be reflected in 
a strong and advancing leather 
market. Haverhill shoe men are of 
the opinion that prices will be ad- 
vanced. 

All this is in line with develop- 
ments in general business .follow- 
ing the sensational and continued 
rise of prices in the stock market. 
With the large number of shoe buy- 
ers expected to be in Boston during 
the next month, there is little doubt 
that the demand for shoes will 
bring about activities in Haverhill 
factories which will test production 
capacity. At least, that is the idea 
in the minds of Haverhill manu- 
facturers and preparations are be- 
ing made accordingly. When shoe 
buyers come to Boston in January, 
they will have unusual opportuni- 
ties to inspect the newest products 
of Haverhill’s brains and skill as re- 
gards women’s novelty footwear to 
retail at popular prices. 


Retail Merchant Elected 
Mayor 


At the city election, Dec. 2, Fred 
D. MeGregor, for many years a re- 
tail shoe merchant, was elected 
mayor for the ensuing year. Mr. 
McGregor conducts two retail shoe 
stores in Haverhill — McGregor’s, 
and Bennett & Co. He is one of the 
city’s leading and most successful 
merchants. As regards his qualifi- 
cation for the office of which he 
has been chosen, the Haverhill 
Gazette, in an editorial, says: 

“Mr. McGregor’s training, his vi- 


sion, his comprehension of busi- 
ness problems, his sense of duty in 
posts of public trust, and his ad- 
herence to principle are qualities 
that will make him useful to the 
community. In his quiet, unosten- 
tatious way he has upheld the finest 
traditions of the city’s business 
life. His views have always been 
clear, concise, fundamental. His 
most distinctive quality is his abid- 
ing faith in the stability of his 
city—and faith is the foundation 
of all business, the keynote of all 
religion, the basis of all good gov- 
ernment. Every community in the 
commonwealth and the country will 
have confidence in the future of 
any people who elect such a man to 
the highest municipal office within 
their gift.” 


Increased Factory Accom- 
modations 


At least two Haverhill shoe 
manufacturing concerns are en- 
larging and rearranging the fac- 
tory departments to obtain more 
space for the manufacture of their 
respective lines. 

The Harding Shoe Co., with fac- 
tory on Granite street, has com- 
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pleted changes whereby the daily 
capacity is increased by about 200 
pairs. This enlargement, says 
Charles Harding, head of the con- 
cern, is in response to the increased 
demand from merchants for the 
turn novelties which this concern 
produces for the retail trade. 

Wright, Gorevitz & McNamara 
Co. has rearranged the depart- 
ments in the building owned by 
this concern on Essex street, elim- 
inating various obstructions and 
providing for a substantial in- 
crease in the output of McKay foot- 
wear. New floorings have been 
laid and walls and ceilings light- 
ened, giving the operators more 
light for their work. Packing and 
shipping departments will be re- 
moved to an adjoining building, 
making the entire space in the main 
plant available for shoemaking de- 
partments. 


Factories on Winter 
Schedule 

Beginning December 1, Haver- 
hill shoe manufacturing establish- 
ments are on a basis of 48-hour 
production, according to the terms 
of the working agreement. From 
December to May inclusive the five- 
and-a-half-day week of 48 hours 
is in effect. During the summer 
months the factory operations are 
limited to five days and a 45-hour 
week. 





Decline in Philadelphia 
Shoe Factory Output 


PHILADELPHIA — There has 
been a marked decline in factory 
output during the week ending Dec. 
6. Quite a few factories have re- 
duced their output to about one- 
half of their capacity and some 
have restricted their output even 
beyond that percentage. Responsi- 
bility for this condition is laid 
upon the disinclination of the trade 
to stock any new goods, upon the 
nearness of the holiday and inven- 
tory periods, and upon the mild, dry 
weather. 

One factory is busy making sport 
shoes of white and of white com- 
bined with patent leather and Rus- 
sia calf. They have crepe soles. Tan 
calf is not especially active, accord- 
ing to the report of this factory, 
and satins, patents and suedes are 
all rather quiet. 

Another factory finds tan calf is 
selling fairly well and everything 


else is rather quiet. A manufac- 
turer of children’s footwear reports 
that most of the shoes he is making 
now are high. Patent leather is 
the leader; there is some call for 
combinations, and some for tan 
calf. Prices have been advanced in 
a number of instances, though in 
others manufacturers have so far 
continued to pay out of their own 
pockets the advances on raw mate- 
rials rather than increase the 
prices of their shoes. 


Improvement in Business 
Sentiment 


The last monthly review of busi- 
ness conditions in this vicinity is- 
sued by the Federal Reserve Bank 
of Philadelphia notes a decided im- 
provement in business sentiment, 
accompanied by a quickening of 


commercial and industrial activity. 
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Manufacturing operations contin- 
ued to expand, the weather stimu- 
lated retail sales and wholesale 
sales, according to preliminary fig- 
ures, indicate an increase in No- 
vember over those of October. 
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Black Velvets Active 




























C. M. McClellan, Philadelphia 
Shoes of Worth representative of A. J. Bates and 
A. E. NETTLETON ©O. Co., reports the biggest thing in 
Syracuse, N.Y., U. 8. A. the market is black velvet. Patents 
MEN’S FINE SHOES EXCLUSIVELY and satins have dropped off but are 
expected to stage a comeback. Some 
HURLEY combinations are selling. HENRY LILLY Co. 
ere, wed 88-90 Reade St. New York 
GRIPSEM cH Featuring Slippers AUCTION TRADE SALES 
SHOE DeCou Brothers Company is nd 
sii tad making a feature of a line of 150 | SHOES AND RUBBERS 
mtbr se, varieties of leather and felt holi- Every Wednesday and Friday 

















day slippers which it has on its 
floors ready for immediate ship- 


wan Stock Dept. 5 


Tan Calf Active Is At Your Service » 


Segan and Sopenoff report good THE STETSON SHOE CO. (Ine.) 
demand for tan calf. There is very South Weymouth, Mass. 
sinha little call for patents. Black suedes 
are still selling well. Black is the 


.s) only active color except for the de- . 
BOSTONIANS mand for tan calf. Style Quality 
famous Stoes tot Men, Swen 


Commonwearta Suor & Learn Co. Ton Calf Oxfords Good A. FREEDMAN & SONS, Ine. 
WHITMAN, MASS. BROCKTON, 
Albert Forster reports good call 

for tan calf collegiate oxfords in 
women’s footwear. Demand for 
1 Seth St Scotch grain has been rather quiet 

but is now becoming more active. 
Patent leather is very quiet. In 
cone men’s shoes demand is about 70 per 
FOR MEN cent low and 30 per cent for high. 










































































Special Display of Buckles | SNAPPY SHOES 







— foward SHOES Winkelman’s are making a spe- FOR YOUNG MEN 
<< req of ca rg page values, BE 
or personal wear and as nvestigate. 
EROCETUN, PES. suggestions. Prices range from $2 es —— | ig eee - 












to $15. 


Hold Removal Sale 


On December 1, Claflin’s started 
its removal sale in its store at 1107 
Chestnut street. It offered 20 per 
cent off on all men’s and women’s 
shoes during this sale. 





































Perforated Shoes Offered 


Hanan and Son recently offered 
regent pumps with perforations in 
Russia calf, gunmetal and patent 
coltskin. They were also offered 
perfectly plain in black suede, pat- 
ent leather and black satin. 
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CO., PITTSFIELD, N.H. 











"Carried j Stock aril Distributed 
Bliss & ‘Richardeon Shoe Cs. *4 











S WHERE TO BUY : 


Stylish Comfort Shoes 








DR.’ CAMPBELL’S HEALTH SHOES 


Women’d Boots In Stock 
5 tadre is STYLES 


$4.60 to $5.25 





Mtg. Wholesalers of Dr. Campbell's Health Shoes 
122-124 Duane St., New York, N.Y. 








No matter what policy you may 
pursue in selling to the shoe trade, 


you need the 


Boot and Shoe Reeorder 
ALL THE TIME 











Lynn 
(Continued from page 103) 


This increase is expected to go on 
until the Christmas season is over. 
The firm is making large shipments 
daily from its stock department. 
Also, it is selling more boots, for 
street and house wear, than it did 
a@ year ago. 

New samples for spring will be 
displayed December 15. Among 
them are some sandals for flappers. 
They are made over a new sandal 
last, having a narrower toe than 
did the sandal last a year ago, and 
carrying an 8/8 heel. 


Guimpe Stitching 
Guimpe stitched shoes have ap- 
peared in Lynn. A fine cord, or 
braid, is stitched along vamps, or 
quarters, to make a new decoration. 

Some call it “gamp” stitching. 


Exhibitors at Show 


A. M. Creighton Co., Watson 
Shoe Co., J. J. Grover’s Sons and 
Merrill, Porter Co., shoe manufac- 
turers, and McNichol, Taylor, Inc., 
last makers, have signed up for ex- 
hibition space at the big N. S. 
R. A. show in Boston in January 
and others are expected to sign up 
later. 





Bank Merger 
A merger of the Central National 


’ bank and of the Security Trust Co. 


is being discussed. These are two 
large shoe and leather banks of 
Lynn. Albert M. Creighton, shoe 
manufacturer, is vice-president of 
the Central National bank. 


Selling Step-Ins 
Daley’s Golden Rule Shoe Co. re- 
ports its sales to be chiefly on 
step-ins, or high-waisted pumps, 
without gores. Heels are 12/8 and 
16/8 high, with an increasing de- 
mand for the high heels. Ma- 
terials are patent and Russia 
leather, and patent vamps. with 
colored quarters. New samples for 
spring will be shown soon. 
‘ . ——EE 


To Increase Production 


MacLaughlin Shoe Co. is settling 
down in new shops at 278 Broad 
street. It is prepared to increase 
production by 50 per cent, all shoes 
to be of the smartest novelty 
styles. 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Rustustvely 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Besten Office 16 Columbia Strect 














‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send “tr Cate 


ALH.Martin@ 


Mehew ROCHESTER NY 











‘| “Nu’’Baby Shoe Co. - - East Lynn, Mass. 


In Stock—Soft Soles 


\lzo new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 











Pinal Dey, Shoe Oompa 
Don Ghee 


nvers. 








IN STOCK MADE TO ORDER 








A Shoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS ‘ 
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Felt and Leather 


SLIPPERS 
for the Entire Family 
No. 7300 Satin im these 
colors American Beauty 





NEW ENGLAND SLIPPER CO. 
140 Green Street - - Worcester, Mase, 


PARISTYLE FOOTWEAR MFG. CO., INC. 
Chisnes Omec Seomity Bide., 190 arovnary H. “ 
HIGH GRADE MULES AND D'ORSAYS 

















MEN’S TURN SLIPPERS 
Retailing $3.00 to $7.00 





















TRAVELING SLIPPERS 


of the very highest grade 
$1.15, $1.50 and $2.00 
all colors and leathers 

THE KAY-JAY SHOE CO. 

309 Finlay St., Cincinnati, O. 








SLIPPERS fer WOMEN 
and CHI 


SLIPPERS te clas 
— 
sirekeeiiae 
noted for quality 















Write for Prices 
BEST-EVER SLIPPER CO., inc., BROOKLYN, N.Y. 











JOH xy, — 
é 2 


The Quality’ 
RED BLACK TAN 


Pullman Slipper 
SWAN SHOE CO. Baltimore, Md. 











INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
— and learn. 
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Jeremiah Comba Is Dead 


Boston—Jeremiah J. Comba, for 
85 years prominent in the shoe and 
leather district, died suddenly on 
Sunday morning, December 7, at 
his home, in Milford, Mass. Until 
about a year ago, he was a member 
of the firm of Comba & Walsh, 11- 
18 Columbia street, when he en- 
tered business for himself. Mr. 
Comba was stricken with cerebral 
hemorrhage on Tuesday, December 
2, from which he failed to rally. 

He is survived by a widow, one 
son, Frank Comba, two daughters, 
Misses May and Anna, and a 
brother John of the sole leather 
firm of Deegan & Comba. The 
funeral was held last Tuesday 
morning from St. Mary’s Church, 
Milford. Mr. Comba was also a 
large real estate owner in Milford, 
in which city he had always made 
his home, and where he had a large 
circle of friends. He was a member 
of the Milford Lodge of Elks and 
of the Knights of Columbus. 





Copying New Styles 


St. Louis, Mo—Much publicity 
has been given to the subject of 
operators of low-priced shoe stores 
copying new patterns originating 
in higher-priced houses, and the 
Vogue Shoe Shop of this city, car- 
rying high style shoes for women, 
reiterates this fact. Its manage- 
ment contends that the life of an 
extremely popular model is very 
frequently cut short because it is 
copied “body and soul” as soon as 
put on display in the window. The 
result—stores with a wide differ- 
ence in price range carry the two 
same patterns at different prices 
and the one asking the greater 
price suffers. 

The Vogue shop sells many small 
sizes, a 50-pair lot running from 2 
to 5% A, B and C, and a 100-pair 
lot will run from 1 to 9 on the 
same widths. The fancier the shoe, 
the greater the number of small- 
sized pairs selling is the experience 
of S. S. Crasilneck of the house. 


Uses’ Saddle Soap in Shine 
Department 


Detroit, Mich.—In the Bostonian 
men’s stores here, where there are 
shoe shine parlors, the shine boys 
wash the shoes with saddle soap 
before polishing. It’s probably a 





‘measure to impress the customers 


that the store is eager to provide 
the best of service, even in the 
smaller things. 





QUALITY BALLETS —srvbx 








Seft Tee Hard Tee 

O/it _....... $1. 10 ....m.$2.15 
ao O ] Pring 

Det mare | 

Samples on 

18 aon extra request. 
Alse Men’s and Women’s Slippers of every description. 

METROPOLITAN SLIPPER CC. 

184 W. Bway, near Duane St. New York 
BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 
2g Bie2 Bik. Glazed 

Seft Tee 
-- 24-8 
“a 6 ety 
SCHWARTZ & HERDER 




















6 W MONROE ST 
CHICAGO 


WS SUMNER SMITH 




















BLOG SHOE 
147 Duane St., New York, N. eine 











BALLET SLIPPERS IN STOCK Shalt 









8 7, $1 


tee. 0-8. bas 


FERGUSON BROS. Co. 
2121 Washington St., Boston, Mase. 














Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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ALL 
GRADES 


Russell ManufacturingCo. 
Middletown, Conn. 











The One 
Waterproot 
deather That 
Takes and Re- 
tains a Polish. 





& COOK CO. 
95 Seuth S., Boston, Mass, 











Beggs & Cobb, Inc., Boston, Mass. 


Chrome 
Sides 








T. W. GODSO) 
w.G. 





FANCY COLORS 


MAT KID 


9 SOUTH STREET BOSTON, MASS. 


F. E. JONES, Treas. 
JON ALD, Vice-Pres ™ 


JONES co. 








COATED GEM DUCK 
ADHESIVE pes + lh CLOTH 





ass 
( Suh os 


wat  Nesuiactot 


Black ch Glazed Rid 
Surpass LEATHER @ 

















MANHATTAN FINDING CO. 
107 Duane St., New York City 














Providence Merchants 
Meet 


Providence, R. I., Dec. 9— 
E. S. Lafayette of Woon- 
socket and Fred S. Fenner of 
this city were appointed as 
candidates for directors of 
the National Shoe Retailers’ 
Association at a recent meet- 
ing of the Rhode Island Shoe 
Retailers’ Association held 
here. The directors will be 
chosen at the annual N. S. 
R. A. convention in Boston, 
January 12 to 15. The Rhode 
Island association is to at- 
tend on Wednesday, January 
14, in a body. 











Children’s Department 
Expands 

Oshkosh, Wis.—The Haase Shoe 
Co., which recently renovated its 
children’s department on the sec- 
ond floor, has enjoyed great success 
with it. A spgcial effort to enlist 
children’s trade was made. Names 
of children of kindergarten age 
were secured and a personal invi- 
tation, written on nursery rhyme 
stationery, was sent inviting them 
to visit the new department. 

Pictures of animals have a place 
over the shelving and help to give 
the department the atmosphere 
found in a child’s playroom. Two 


young girls, interested in children, 


sell shoes exclusively in the chil- 
dren’s department. O. A. Haase is 
store manager. 





Doubles Sales by Moving to 
First Floor 

Marion, Ind.—Harry Greenberg, 
manager of the shoe department of 
the Boston Store, attributes doub- 
ling his business to the fact that 
the department moved its stock 
from the second to the street floor. 








EMIL RUBLACK 


Maker of Artistic 


PRICE TICKETS 












140- 142 WEST BROADWAY 
eee ew Von, 1 Y. 
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J. R. BEATON COMPANY, Ine. 
331 FOURTH AVE., NEW YORK 
cubeace HISIERY ATLANTA 
powron ORE] py tg 








































ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 Seuth Street Boston, Mass. 
Telephone, LiBerty 8673 
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AMPLE 


We 4 Sra ; 
TOLMAN PRINT, INC 





~ UNIVERSITY = 
ECTRorrt SUNDRY 






PHILLIPS 


QUALITY SHOE ILLUSTRATIONS 
ee] 
109 KINGSTON ST. 
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C. R. WISE 


Who covers Texas, Oklahoma 
and New Mexico for the 
Marion Shoé Co. 


(Continued from page 91) 

“Charley” Wise, who has been 
covering the southwest for over 15 
years is now representing the Ma- 
rion Shoe Company of Marion, In- 
diana, in Texas, Oklahoma and New 
Mexico. When he left the factory 
he said he was the happiest man 
who had ever packed a trunk be- 
cause he now had what ‘his cus- 
tomers wanted, a line of snappy 
young men’s styles to sell for $6 to 


$8. Sells Big City Trade 

Jack Karger, who formerly cov- 
ered this territory, is selling the 
larger city accounts within a radius 
of 300 miles of Marion. 


“Bill” Gaffney a Benedict 

William J. Gaffney, known as 
“Bill” Gaffney, who travels Ohio, 
Michigan, Indiana, [Illinois and 
New York state for the C. Grinnell 
Shoe Co., joined the ranks of the 
married men on Thanksgiving day. 
The young lady’s name was Miss 
Mabel C. Dasey, for seven years 
bookkeeper at the Amdur Shoe Co., 
Boston, of which concern Mr. Gaff- 
ney was vice-president for about 
seven years. 

“Bill” has a host of friends 
among the boys on the road and 
visiting buyers. All of the latter 
who have attended the annual sum- 
mer outing of the Boston Shoe 
Travelers’ Assn. know “Bill’s” skill 
at the bat in the great national 
game. “Bill” is now making more 
home runs than ever. 














“JACK” KARGER 


Who sells larger city accounts 
for Marion Shoe Co. 





Meissner Nominated Wis- 
consin President 


The Wisconsin Shoe Travelers’ 
Association held a very interesting 
meeting at the Hotel Loraine, 
Madison, on November 29. Twenty- 
two Milwaukee members chartered 
a T. M. E. R. & L. Co. pullman bus 
and were greeted upon arrival by a 
delegation of Madison Shoe Trav- 
elers, headed by H. W. Klos. 

After a delightful luncheon the 
meeting was called to order by 
President Max Tencsher. Charles 
B. Whelan, Madison, delivered a 
very interesting talk on “Organiza- 
tion and Americanization.” Short 
talks were given by President Max 
Tenscher and H. W. Klos on pre- 
vailing topics of the day. 

Nominations for officers for the 
ensuing year were made as follows: 
president, Milton Meissner; vice- 
presidents, H. W. Klos and Henry 
Kuehn; secretary and treasurer, C. 
W. Johnson; board of governors, 
L. L. Imig, Geo. Burroughs, O. H. 
Moe, Herman Goesch, Wm. McMan- 
nis, Edw. Murray, L. P. Branden- 
berg and Stanley Voekel. 

“All present had a most enjoy- 
able time and are looking forward 
to another meeting with the Madi- 
son boys,” writes the Wisconsin 
secretary-treasurer, C. W. John- 
son. 


“Tom” Welch of Mitchell, Welch 
Co., Lynn, is traveling through the 
West with the first line of samples 
for the firm’s new factory in Lynn. 
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HARRY SMITH 


In charge of sales for the 
Lawrence Shoe Co. 


Harry Smith, formerly president 
of the Smith Shoe Co., Boston, is 
now in charge of the sales of the 
Lawrence Shoe Co., of Lawrence, 
Mass., with Boston office at 60 
South street. Mr. Smith has an ac- 
quaintance in the shoe business 
covering a fifth of a century. He is 
well and favorably known in the 
trade and says, “My new line of 
women’s fashionable-McKays is up 
to the minute in every way.” 


Gillespie with Mrs. A: R. 
King 

D. J. Gillespie, formerly with the 
Watson Shoe Co., of Lynn, Mass., 
has made arrangements with Mrs. 
A. R. King, of Philadelphia, to rep- 
resent that house in Michigan, In- 
diana and Ohio. Mr. Gillespie has 
covered this territory in previous 
years and is well acquainted with 
the trade in that section. D. J. is 
very popular with brother salesmen 
and the trade in general. All wish 
him well in his new connection. 


Heath in Charge of Primo 
Sales 

Charles S. Heath has charge of 
the selling of the entire output of 
the Primo Shoe Manufacturing Co., 
Inc., Brooklyn. About three months 
ago, Mr. Heath became associated 
with the above concern in the manu- 
facture of a medium grade of 
high-style novelty turns. When 
Charles is not at the factory at 220 
Varet street superintending the 
new creations, he is at his office, 
959 Marbridge building, New. York. 





















































110 ; BOOT AND SHOE RECORDER December 18, 1924 Dec 
— = 
CLASSIFIED AND OPPORTUNITIES DEPARTMENT — — 
AL 
Rey Sate Ee ae ae Pistia amonn scope, seventy de cota. For ote “Wat Sm 
1 time Ttimes 13times 26 times 52 times mum amount $1.25. Ads under this will be received — 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED = 
ene in eg Kan- of A 
Fy OS Cx a 
snappy line man in - oC 
sina, Drawing account gd commision 2 SHOE SALESMEN WANTED Bet 
en oe a ee If you contemplate a change on January 1, or care to add an- 
GALESMAN for greater New York retail other line to those you are now carrying, get in touch with us 
tt? Le tS ae ee at once, as we have some desirable territory open. We make Ww. 
—~ Hye y Ry TP A, be Men’s Unlined Working Shoes, Goodyear Welt and Nailed, om 
GALESMEN WANTED to sell popular-priced medium price, but high in quality. When you write give us full > 
down thom cf mate, in scapeeion wih tne particulars as to experience and qualifications. ¢- 
dl ny Ry RT IT NORTH LEBANON SHOE 
fare. Maize Shoe Co., 420 St. Paul St., Roches- SH FACTORY, 
ter, N. Y. Lebanon, Pa. 
Neo soo Cee ee 
above ete a. Ce ae, ae o> ANTED—Salesman to carry line: of in- ALESMEN WANTED—Quick selling li 
- Be ‘childven’s saa ihe aaa as W fants’ soft soles and unlined elks. Terri- Sot of Indies’ welt shoes; arch oupports, nov. 





ankle. Applications will be accepted and con- 
sidered from salesmen who have a real con- 
nection with the trade, and full details must 
accompany applications; this is a straight 
commission line. Address B-197, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


WANTED— Novelty specialty house has sev- 
eral territories open for 1925. Only high- 
grade and ambitious salesmen need apply. 
Wonderful opportunity for men with estab- 
lished trade who are willing workers. Address 
B-186, care Boot and Shoe Recorder, Leather 
Trades Bldg., St. Louis, Mo. 


GALESMEN”-On account of increased ca- 
pacity, will be - to use a few more live- 
wire salesmen, so if interested in selling the 
best work shoes and _ work gloves made in 











America, eo and 
made by concern owning and operati its 
own tannery and facto a line, ‘aves 
See you are best esta! in and ad- 


dress Wolverine Shoe = Tanning Corp., 
Rockford, Michigan. 


ALESMAN to sell snappy, up-to-date line 
of Cincinnati made shoes in North and 
South Carolina, West Virginia and —— 
Satisfactory arrangements can be made 
salesman of Own with trade tol. 
lowing. Address C-15, care Boot and Shoe Re- 
casden, 1001 2nd Nat'l ‘Bank Bldg., Cincinnati, 





tories: New England, Pennsylvania, Kentucky 
and Middle West. Commission 10%. Dunn, 
Peabody Shoe Co., Danvers, Mass. 


ALESMEN for in-stock line. Ladies’ me- 

dium-priced welt and McKay novelties. 
Only those with established territory consid- 
ered. Stern Brothers Shoe Co., 40-42 Lincoln 
Street, Boston, Mass. 


Bee ok ae SALESMAN wanted to 
on commission line of infants’, chil- 
Quen's a and misses’ turns and stitchdowns. Ad- 
dress with references to B-187, Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


Wwe offer opportunities for real live shoe 
salesmen to sell our line of women’s and 











growing girls in the states of Mich- 
igan, Indiana Ohio. We feature up-to-date 
oxfords, ties styles, covered and 


and 
leather heels, welts and imitation turns. An 


producers. No objection to carrying ours with 
@ non-conflicting line. We are ready for at 
once or January ist connections. In your 
answer give us information about yourself. 
Kalt-Zimmers Mfg. Co., Milwaukee, Wis. 





GALESMEN WANTED—To represent manu- 
gk h ye HF ds 


corder, 207 South Street, Boston, Mass. 


elties and triple EEE; new spring samples 
ready December 20th. "Northern Illinois—ex- 
cept Chicago—Wisconsin, Minnesota, North 
and South Dakota, Nebraska, Colorado, Idaho 
and Wyoming still open for live men. Most 
shoes carried in stock. Small line work shoes 
also. Seven per cent straight commission basis, 
paid weekly. No objection non-competing side 
line. Address B-188, care Boot and Shoe Re- 
corder, 189 W. Madison St., Chicago, Ill. 


ATTENTION, SHOE CLERKS—If you are 
energetic, a ~ have the ambition and 
a highly paid sales- 
man, we E> an opening for you. Address 
B-185, care Boot an Recorder, 189 W. 
Madison St., Chicago, Ill. 


GALESMEN for or a real snappy condensed s 
cialty line, branded ladies’ and men’s ‘milk 
hosiery. Sold with a guarantee to 
Goods, shops 











ering and line now handling. Address B-172, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


INCINNATI MANUFACTURER of ladies’ 
shoes has territory open in Wisconsin, 
Minnesota and Iowa for experienced salesmen 
hed trade. or commission 

care Boot and Shoe Re- 
corder, 1001 2nd Natl Bank Bidg., Cincir- 


nati, Ohio. 








izing and follow-up. 





The fastest growing company in the United States, manufactar- 
ing! snappy line of Ladies’ Process Welt Shoes, a self-selling 
line of Children’s oxfords, boots and play sandals and the premier 
line of soft-sole leather house slippers, is reorganizing its sales 


Several of the best territories in the United States open January 
ist. The utmost given in office co-operation; cataloging, circular- 


Shoe Salesmen Attention—Look to the F satire 


Address Sales Manager, Box (B-201), Boot and Shoe Recorder, Boston, Mass. 


tin 


We want to hear from some real pi 
following established among the better | ls 
their territories and preferably traveling by auto. 


Must be willing to rake their states with a fine-tooth comb and 
make the most of our valuable territory and customers’ list which 
‘ we will turn over to them. 


Ne drawing account hunters need apply. Advances will be made 
only against orders, until salesmen have proven themselves worthy 
of drawing accounts. We are offering real opportunities to real 
salesmen. Give references with first letter. 


; men with a retail 
dealers, living in 
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SALESMEN WANTED 


HELP WANTED 


HELP WANTED 





GALESMEN with 2» following to carry 
snappy line of stitchdowns in Arkansas; 


ho 
commission. Non-Slip Shoe Company, 1627 
Locust Street, St. Louis, Mo. 





WANTED—Salesmen to carry as a side-line 
two numbers men’s fast selling Blucher 
shoes. Stock proposition. y all terri- 
tory open except Massachusetts and Connecti- 
cut. Address B-182, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 





RESIDENT SALESMAN WANTED —In 
large cities. In stock Ballet line. Wm. 
Sumner Smith, 326 W. Monroe St., Chicago. 





.00. Some novelty shoes. Stock P 
References required. Westcott Whitmore Co., 
217% W. Water St., Syracuse, N. Y. 


SALESMAN 


With established trade in Ohio and Penn- 

sylvania to sell strong, snappy, Cincinnati 

line of popular priced shoes. 

Guaranteed drawing account and commis- 

sions. Applications strictly confidential. 
» care and Shee Recorder, 1001 

2nd Nat'l Bank Bidg., Cincinnati, Ohio. 


Well known firm will have vacancies 
on sales force after January first. 
Large line of work, dress and sporting 
boots and shoes. Openings will be in 
well established territories. Can afford 
splendid opportunities to reliable, ex- 
perienced shoe salesmen. Address 
B-189, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 











SALES EXECUTIVE 


A nation-wide institution requires the services of a 
real hard-hitting, two-fisted sales executive, capable 
of carrying policies into execution. He must possess 
a real knowledge of merchandising. and salesman- 
ship of an intensified caliber, chain or department 
store experience absolutely necessary. The field and 
opportunity is unlimited for a real “he” man. Write 
for interview if you can qualify. State age, experi- 
ence, salary, etc. Address Box B-196, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 











SALESMEN WANTED 








A middle west manufacturer of men’s 
and medium grade welts has 
following territories open: 

No. 1. Virginia and West Virginia. 

No. 2. North Carolina and South Care- 


lina. 
Ne. 8. Michigan and Northwest Ohio. 
No. 4. West Minnesota, North Dakota 


No. 6. 
No. 7. New 


aso. 
No. 8. Olesen tah, Wyoming, Mon- 
z tana, Nevada. 














RESIDENT SALESMEN 
WANTED . 


' to sell on commission in the 
principal cities, “Rey-Sam- 
Wide” shoes, a made-to-wear 
proposition. All fourteen num- 
bers in stock. See our advertise- 
ment elsewhere in this issue. 
Luke W. Reynolds Co., Brock- 
ton, Mass. 











with estab 

fidential. C-16, care Boot and Shee Re- 
corder, 1001 2nd Nat’l Bank Bidg., Cin- 
cinnati, Ohio. 








POSITION WANTED 


WANTED-—Shoe window trimmer and card 
writer. State experience and salary ex- 
pected. Address B-195, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 





POSITION WANTED 








ENERGETIC “GO-GETTER” has covered 
Maine, New Hampshire and Vermont for 
past six years in own car; sells men’s and 
women’s line, country and cities. Has a 
wide acquaintanceship with best credit ac- 
counts. Will work on commission or sal- 
ary. Address B-184, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








High-Grade Manager 


Trained to buy best merchandise and te 
sell to fine trade with tact and experience. 
Now open for immediate change of 


and Shoe Recorder, 207 South Street, Bos- 
ton, Mass. 








Wanted Position 
Over 20 years’ selling experience. Am 
thoroughly competent on lasts, pat- 
terns, styles and manufacturing of 
women’s novelty shoes. 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 














BUYER AND MANAGER open for position. 
Expert style man, seven years as store 
manager. Six years as style man and factory 
selling for a big Brooklyn, N. Y., factory. 
Address K-782; care Boot and Shoe Recorder, 
127 Duane St:, New York. 





HOE BUYER, manager and systematizer 

well acquainted with shoe markets and 
present conditions. Department store and chain 
store experience. Desires to make change. New 
York or vicinity preferred. Highest credentials. 
Address K-733, care Boot and Shoe Recorder, 
127 Duane St., New York. 





POSITION WANTED—Manager and buyer 
of men’s department with five years’ 
ex: for connection January first ; 
age 82; satisfactory references; Middle West 
city. preferred, B-192, care Boot’ and 
na Recorder, W. Madison §St., Chicago, 


LINE WANTED 


WANTED— Right priced lines 1925 felts, 
stitchdowns, novelties, ete., for volume 
buyers New York, eastern trade; state details. 

ddress B-190, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. - 


H's CLASS SALESMAN, who is a pro- 
ducer, ith live- 


wi wire 
firm for Southern or Gulf states. Address 
P-40, care Boot and Shoe Recorder, 524 Perry 
Building, Philadelphia, Pa. 


GALESMAN, live wire, selling successfully 
to a large following in New York for six 
years, open for. connection with an established 
concern making medium or better grade of 
women’s or children’s shoes. Credentials fur- 
nished. Address K-734, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





> 














GHOE BUYER AND SELLER wishes posi- 
depart- 


Youngstown, Ohio. 








wuwnxe 
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LINE WANTED FOR SALE WANTED TO PURCHASE 


L®= WANTED for chain store and jobbing GHOE BUSINESS, Atlantie City, N. J., cen- 

trade. Have established trade with chain tral Atlantic Avenue location; good lease, HES 

stores, mail order houses and jobbers in all low rent; sell for much less than price of HIG T PRICE PAID 

territory east of Omaha. Am looking for a FOR 

~ - wane ~~ gel = —— Best —_ jg Bay A at erm ~—— = SHOE STORES 

of references furnished. ress 191, care ng into building ness. ress Shoes, URP TOC 

poet and Shoe Recorder, 207 South Street, N. Tallahassee Avenue. OR S LUS S K 
ton, Mass. 











For SALE—A going shoe business located 
in a live Ohio city of over one hundred 
thousand. Good locati ; 


Factory Output ness undertaki Address B- 
Wanted and Shoe Recorder, 207 South Street. Bos 


Two well known salesmen, covering the = 
important volume buyers throughout ] 
the entire country, are desirous of an Sy i sue teen ‘ ye = 
opportunity to sell the output of a district in live and growing community 
moderate-sized factory making wom- near Syracuse, New York. Owner retiring 
en's novelty shoes. Sales approximate account of ill health. This is an exceptional 
one million dollars a year. Best of ref- opportunity. Address K-708, care Boot and 
erences furnished and required. For Shoe Recorder, 127 Duane St., New York. 
particulars address B-202, care Boot 
and Shoe Recorder, 207 South Street, 
Boston, Mass. 











i 








~ 
3 





























FOR RENT 


Fo°8 RENT—Space for shoes in ladies’ spe- 
cialty shop, Buffalo, N. Y. Space 50 x 100, 
ground floor. Large window. Address B-199, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 

















REPRESENTATIVE WANTED 

















Large German Slipper 
WHO WANTS TO RENT A 
Manufacturer SHOE DEPARTMENT? 


making chiefly camel-hair and leather The tending department que » &@ pros- 
slippers, is looking for an experienced perous midwestern city ided to 
representative in the States. He has to — a shee department with 20 te 26 
‘have an established clientele amongst The department will carry medium and 


the wholesalers and leading depart- higher grade women’s, misses’, men’s, 
ment stores. The manufacturer will be . It 
in New York the end of December, 


when appointments will be made. Ad- sia! 
dress K-731, care Boot and Shoe Re- yay rend > handising shoes of a CLICKER 
corder, 127 Duane St., New York. If interested in securing complete in- 
formation in this matter, write Box 
B-181, care Boot and Shoe Recorder, 207 IES 
Seuth Street, Boston, Mass. 


























% inch at 12 cents per 
FOR LEASE running inch. 

1% inch at 17 cents per 
running inch. 
WANTED TO PURCHASE Minimum 15 inches 


FOR LEASE ncaa 
Oo EQUIPPED THE NEW YORK EXPORT 
ett ay FOLEY & HALLQUIST 


in a city where there are IDEAL 
oe Se et 1313 North 7th St. 4 
ST. LOUIS MO. 




















LABOR CONDITIONS. Rent 
reasonable and insurance can 
be placed at a very low rate. 
Sase 7 power. er prop- 
osition for any manufacturer n° 
wishing to OVERCOME LABOR Metal Shoe Fitting Stools 
TROUBLES AND MAKE and Floor 
CHEAP SHOES. Mirrors 
Address B176 

Care BOOT AND SHOE RECORDER, 

207 South St., Boston, Mass. 


7 





























FOR SALE 


HOE STORE in Rhode Island, good location, 
cheap rent, population 75,000. Have ap- 
proximately $7,000 stock and ; must 
sell quickly, owner entering other business. No. 141 


207 South Street, Boston, Mass re and Brive for H 
Fie sh Wee Souter ge | POOP PURCLASI SIND cade WIRE CHAIR CO. 


oe eS oa 177, 
: + South Street, 621 N. La Salle’ Street, Chicage, Il. 
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Daughter of Harold C. 
Keith Passes Away 


Brockton, Mass., Dec. 10—The 
Geo. E. Keith Company shoe manu- 
facturing plants in this city, Mid- 
dleboro, Mass., East Weymouth, 
Mass., and Boston, where Walk 
Over shoes for men and women are 
manufactured, were closed this 
afternoon in respect to President 
Harold C. Keith, whose 11-year-old 
daughter, Barbara, died early this 
week. Funeral services were held 
this afternoon and factories were 
closed, due to the sentiment of em- 
ployees who wished to express their 
sympathy in a fitting way. 





Mrs. John Garside Dead 


New York, Dec. 9—Mrs. Ginevra 
Garside, wife of John R. Garside, 
head of A. Garside & Son, shoe 
manufacturers of Long Island City, 
died at her home, 828 West End 
avenue, New York City, this morn- 
ing, after a short illness. She was 
53 years old and was married to 
John Garside 33 years ago. The 
funeral was held at the Garside 
home on Thursday morning at 10 
o’clock and interment was at Brew- 
ster, N. Y. 
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ibre Furniture. We originated this 
Ask us. 


HEYWOOD-WAKEFIELD WAREHOUSES 





» -—--—_—-—- 


Heywood: “ff “ihefield 


| ae St _ 











| 


2416 Ne. Tenth St. 








MILBRADT 
Rolling Ladders 
and 


BICYCLE 
Rolling Ladders 


Write for complete catalog 


Milbradt Manufacturing Co. 























St. Leuls, Me. 








APPROVED BY Bx 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a_ fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 


use. 


VENTILATIONS Diete by sending your 


PATENTED 


Make your stock of 
children’s shoes com- 


order today. I N 


Phone Brockton 2133 
for immediate action. 


1156 No. Main Street 
Brockton, Mass. 
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Boot and Shoe Recorder 


PUBLISHED WEEKL INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
DVERTISIN 
A 4 ay G RATES—Card of Advertising 


on application. For rates for 
paca For Sales, etc., see Want Page. 





ecaution is taken by the BOOT AND 
SHOE” ECORDER to «a g any 
statement likely to mislead its ae The 


reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 
BOSTON OFFICE: 207 South Street. 
BROCKTON 0 OFFICE: at eraiee St. Geo. 
CHICAGO OF OFFICE CE 1 *. West Madison St. Tele- 
° wen, 
st LOUIS OFFICE. leather Trades Blic, H. 
M. Bowsn 5 ~< Bowen, Manager). Tele- 


nEw YORE OF! OFFICE: Room 101, Graham Bldg. 
127 Duane St. H. Walter Scott, "Manager, Tele- 


rose itehall 7454. 
PHILADELPHIA OFFICE: Room 524 Perry 
Bldg. 1530 Chestnut St. H. Walter Scott, 


HAVE RIL OFFICE: Chamber of Commerce 
— National Bank Bidg. Geo. 


orients OFFICE: Sacred National Bank 
Bidg. H 7 Soa (B. C. Bowen, Manager). 


Papen Cel lies, 

ROC TER OFFICE: 626 Powers 2 Ee, Bo 
siter L. Seward, Western New York Repre- 
sentative. Telephone yy & a 

LYNN OFFICE: Fred 

MILWAUKEE OFFICE: a. Meyer (B. 

Cc. _ Manager), 405 Broadway. Telephone 


WASHINGTON” OFFICE: William L. Daley. 
Investment Bldg., 15th and K Sts., N. W. 
i OFFICE: S Rue des Italiens. L. Hubbard, 


LONDON cores: Ra, Vv. cornet Manager, 


11 Haymarket, London, S. 
AUSTRALIAN oFrick: 439 Lit. collins St., 


. _ Melbourne. G. Jerv —_-- 

CONTINENTAL Orrick. William Izman, 
ENTIN . Adlergasse 12, Vienna, Austria. 

ARGES INA: Buenos Aires, Rivadavia, 2721 


, Gerente 
BRAZIL, —>, John S. Fitch, 33 Rue General 
Camara, 
CHILE: Santiago, Las Rosas 1123-1127. Otto 
Pepeteens, Gerente. 
CUBA: Mr. H. Gomez, Corrales 2A, Havana, 


Cuba. 
mo OFFICE: Yokohama. J. F. Wager, 






SPAIN: G Gerente, Leoncio v4 come Librere 
Editor, 20 Fuencarral, Madrid 








The ar |} ee on — Plush 
for_Window Dressin Window D: 


The National tional Plush Co, 


7 West 3rd Street, New York 
Plushes and Velours 


"Phone SPRing 3671 








STOCK 
BURKLEY 
SHOE CO. 





Boudoir Business 


If your jobber cannot supply you, write us. 


A. W. GREELEY 
JX{ 12 Duncan St. ---. Haverhill, Mass. SX 


is good business to bid for. 
Brings people to the store who 
are potential purchasers of 
other footwear and ho- 
siery. Greeley Boudoirs 
are a buy. Carried in 
stock. Black and colors. 

Leather and rubber 

heels. 

At Once Deliveries 
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“Points of Merit” 


Hard Toe STURDY SHOES FOR FALL 


IN STOCK 





Black Kid 
Women’s Misses’ Child’s 
$3.00 $2.90 $2.85) 
t: Pink Satin 50c extraj 
Vex SOFT TOE ~~ 
9H | Black Kid 
Women’s Misses’ Child’s 
$1.45 $1.35 $1.30 


IN STOCK 


Write for Catalog and Price List 


BROOKS SHOE MFG. CO. 
6th and Montgomery Ave. DUNDEE LAST 
PHILADELPHIA, PA. 








Viki ford. 6 Rows Stitching, Double 
Hel BC. and D Wide 


566 
Cook Tony Tan Oxford. 6 Rows Stitching, Deuble Sole, 
A Heel. B, C, and D Wide $5.75 
reca Plant, natural pre- 


pared, 36 inches high 

with 11 leaves and pot. FOR THE DANCE 
Complete.......... 

Per Dozen 

Our Spring Catalogue 
No. 32 with illustrations 
in colors of Artificial 


Flowers, Plants, Vines, 
Trees, etc., mailed 


FREE for the asking. 
FRANK NETSCHERT, Inc. 


‘61 Barclay St. 
NEW YORK CITY 





DANSANT LAST 


Fine Calf Leathers ones Na 38 


Bristol Patent Colt Dance Oxford, A to D 


Stock No. 467 - 
Manufacturers of Black Ivory Calf Dance Oxford, A to D 


Velvetta Calf— THE DALTON CO., Inc. 


Tuscan Calf— MFGRS. MEN’S FINE SHOES 
Russia Calf— BROCKTON, MASS. 


BOSTON: 188 Essex Street 
M : GEO. J. LOVELY, GEO. W. MANSON, JR. 
Strictly Fine Full-grain Calf Leather “ CHICAGO: Ode F diteroe 


HUNT-RANKIN LEATHER CO. ; NEW YORK: 661 Marbridge Building 
106 Beach St., Boston, Mass., U.S. A. GEO. S. DYER 


























When writing to the above advertisers please mention Boot and Shoe Recorder 
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The genuine Diamond Brand Diamond Brand (Visible) Fast 
(Visible) Fast Color Eyelets Color Eyelets have genuine 
can be identified by the two celluloid tops that never lose 
tiny raised diamonds on their their color and that actually 
celluloid surface. outwear the shoe. 


Fair Colleen! 


Colleen Moore, First National star, is an- actress of great feeling and fine dis- 
crimination. She displays her evident good taste in her every action, every 
mannerism, every atticle of clothing that she wears.. On and off the screen 
she is always correctly costumed for the occasion. 


When lace shoes are the correct footwear for the completion of her costume 
Miss Moore wears shoes that are finished with visible eyelets because visible 
eyelets are fashionable, decorative and practical. They are one of those niceties 
of footwear construction that are always evident on the shoe of quality, fashion 
and good taste. Without visible eyelets to adorn and protect it no lace shoe 
can be absolutely stylish, correct and finished in appearance. 

Always insist on Goodyear Welt shoes with. Diamond Brand (Visible) Fast 
Color Eyelets. 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 
DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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